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New! BEAVER MODEL ‘E” 


LIGHTWEIGHT ECONOMY MODEL 
Vg to 2” Portable Pipe and Bolt Machine 


The Beaver Model-E will also cut and 
thread pipe from 212 up to 8”, using 
a drive shaft and geared tools. Under 
favorable conditions, up to 12” can 
be threaded. 


One of the many convenient 


features 
Model-E 


of the Beaver 


is the removable 


chip tray — which slides out 
as shown. Easy to clean 


Check These Features 


Gears run in an enclosed oil sump. 
Longer gear life—more power—less noise. 

A standard, full-size, 
wrench-operated scroll chuck prevents costly losses of 
labor and material caused by “chuck slippage”—espe- 
cially on galvanized, stainless steel or hard copper pipe 


The Beaver Model-E is 
built like a lathe, for right-hand operation. Chuck to 
left; tool ——— to right 

gh-speed geared motor. Choice, 110/115 
or 220/230 ory Universal, operates on AC or DC, 25 
to 60-cycle. Reversible at switch. Motor devellops 1.6 
horsepower. Heavy-duty, weather-proof motor — ac- 
cessibly located for greatest convenience, safety and 
adequate ventilation, insuring cooler operation, longer 
brush and armature service. 

Patented. Outboard 
eccentric-spool pipe-centering support, separate from 
the spindle, eliminates spindle ‘whip’ caused by long 
revolving lengths of pipe, reduces bearing wear, pre- 
vents flat-sided threads (which leak) caused by spindle 
whip. 

Renewable. 


a $385.00 with quick-opening die head and '2 to 2” 
tes. 


STAND (with 14” wheels) $20.00. 


Write for special bulletin on new Beaver Model “E” 
lightweight economy model. 








With a portable stand and 
14” retractable wheels, the 
Beaver Model-E (185 Ibs.) 
is easily moved by one 
man. 


Reversible. Automatic. Conveniently 
located. 
“ Hi Kk Prevents injury 
to operator and damage to machine. 

Removable. Perforated to permit quick 
circulation of oil. 

Quick-opening, adjustable, of the “ring- 
type” no hinge to get fouled with fine turnings. There 
are 195 different kinds and sizes of dies in stock, al- 
ways at your service. 

Carriage is moved forward and back- 
ward by a smooth-working lever action. 

Standard equipment on the Model-E is the 
patented ball-bearing, selt-centering wheel-and-roller 
cutoff, which cuts 4g to 2” pipe and '%4 to 7," bolts 
or solid rods. Interchangeable knife cutoff also avail- 
able for cutting, grooving or beveling pipe. 

Note convenient hand-holds for 
easy carrying. 

Drop-forged ' to 2” reamer swings in and 
out of position. 

Ww Built like an automobile 
frame. Welded base. 

@s carried, about 185 Ibs. Base size 27 x 1212 
inches. 


BE! yER 


216 - 300 Dana Avenue * Warren, Ohio, U.S.A. 
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RIGHT IN YOUR OWN BACKYARD 


THERE’S AN OLD SAYING that industrial distributor sales- 
men have only to look for smokestacks and they'll find 
potential buyers. You can’t get an argument on that 
score but frequently you'll find equally as good potential 
buyers even though there’s not a smokestack in sight. 

Your editors are out looking for such “customers” 
right now and starting next month they'll give you regu- 
lar reports on how and why some distributor salesmen 


have found it profitable to look to these more or less 
fringe customers for business. 

From some of the articles you, no doubt, will get 
direct leads on similar prospects in your area; in other 
articles, the operations reported on will be foreign to 
your territory. But, in both cases, the articles will stimu- 
late your thinking, make you alert to the oppoftunities 
that exist “right in your own backyard”. 
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Pair of sturdy Series 6900 Link-Belt Roller Bearing Pillow Blocks supports jackshaft of 
locomotive crane, driven through two multiple-width Link-Belt Roller Chain Drives. 


Link-Belt Builds a Bearing Block 


For Every Industrial Requirement 


The compiete, precision-built Link-Belt 
line of mounted ball and roller bearings 
includes a type and size for virtually 
every purpose. This permits great flexi- 
bility of application, as well as econom- 
ical design and manufacture of support- 
ing structures. 

Link-Belt bearing blocks can usually 
be mounted on rolled steel shapes or on 
other types of supports without expen- 
sive machining. Slotted bolt holes facili- 
tate mounting and longitudinal adjust- 
ment on supports 

Split housing pillow blocks are assem- 
bled with bearings fixed in position by 
C-spacers, or with bearings free to float 
axially by simply omitting the C-spacer. 
Once pillow blocks are in a distributor's 
stock, it is easy to convert one type to the 
other by the addition or removal of the 
C-spacer. 

Complete application information can 
be obtained from Data Book No. 2550. 


Flanged block Flanged cartridge block 


Floor-type take-up 


INDUSTRIAL 


Cartridge block 


Wall-type take-up 








CUT-AWAY VIEWS of Link-Belt Ball and 
Roller Bearing Pillow Blocks on this porce 
lain display poster illustrate many advan 
tageous construction features. 


Hanger block Take-up block 


Protected screw take-up 








Exclusive Features 
Mean Good Trolley 
Replacement Sales 


In your trading area there are probably 
many installations of overhead trolley 
conveyors. You'll find them in facto- 
ries, foundries, bakeries, canneries, ware- 
houses, freight terminals, 

* Sales 


etc., serving as part of 
Meeting many processing opera- 
in Print ‘ions. Asa Distributor you 
can capitalize on this by 
selling Link-Belt Ball Bearing Trolleys. 
Link-Belt Trolleys have a number of 
improved features — the result of sound 
Link-Belt engineering: 1) simplicity of 
design, with fewer parts; 2) adequate 
load carrying capacity; 3) effective seal- 
ing; 4) smooth, quiet, efficient operation. 
Years of usage have proved Link-Belt 
Trolleys remarkably trouble-free. 


Effective sealing of wheel and bracket keeps 
out dust and dirt. 


Wheels are drop- 
forged, internally 
machined to ex- 
tremely close tol- 
eranc 


Large diameter 
hardened stee!—"} 
balls and induc- 
tion hardened 
raceways provide 
high load carry- 

ing capacity. 


Rugged, one- 
piece brac . and 
clevis are drop- 
forged and heat” 
treated — fewer 
Parts tO maintain. 


Trolley can replace other 

makes with same drop \ 
(distance from top Of nage 
beam to center of chain) 
without disturbing chain's 
operating position. 


Clevis pins are locked in brackets, cannot 
rotate. Bracket wear is minimized. 


Installation is easy and quick. Old 
trolleys or trolleys of other makes may be 
replaced without dismantling chain or 
track. Book 2330 contains data on many 
typical installations, and Booklet 2241-B 
describes Link-Belt Trolleys in detail 








LINK-BELT COMPANY 


Chicago 9, Indianapolis 6, Philadelphia 
40, Atlanta, Houston 1, Minneapolis 5, 
San Francisco 24, Los Angeles 33, Seattle 
4, Toronto 8, Springs (South Africa) 
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Easier to tlandle 
this RIBS 


Geared Pipe Vaveuder 


No. 4P is 
easy fo carry, 
easier to sell! 


@ Your customers go for the balanced loop handles that make it 
easy to swing the 4P around where they want it. Making it still 
more of a work-saver, mistake-proof workholder sets to size before 
you put it on pipe—only one screw to tighten, no bushings to fool 
with. 4 sets of 5 high-speed steel chaser dies give quick, clean 
threads on 24", 3’, 34" and 4” pipe. Ratchet handle furnished 
—for power threading tell them to use RIA0D Universal Drive 
Shaft and Power Drive. It’s profitable! It pays off when you sell 
this easy-to-handle RIFAID 4P. 
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The Cover 


Teamwork does it! And here are 
some of the men on the team who 
hold the check reins on economic 
procedures. While all five are well- 
known to distributors and their 
salesmen, three were drafted di- 
rectly from the industrial supply 
field—Messrs. Stone (Columbus 
McKinnon), McCarthy (Beals, 
McCarthy & Rogers) and Iber 
(O. Iber). This indicates the recog- 
nition our industry receives in 
Washington. 
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You Have the Field To Yourself When 
You Push 


MILLING MACHINES 


Unusual multiple slitting 
operation completed 
in one pass. 


No other miller is so compact .. . so 


efficient . . . so low cost! 


A tool without competition? . . . that's a fundamental selling 
fact about the Atlas milling machine. Nothing compares with 
it in compactness — nothing can touch it in price. Yet this 
tugged, thoroughly proven precision miller handles all types 
of milling operations on small parts. 


Its Timken bearings, backgeared power, V-belt drive, and 
selection of 8 spindle speeds recommend it for dependable 
service in production or tool room. Price is less than $350 F.O.B. 
Kalamazoo — giving you the widest possible market. Acces- 
sories, of course, add to your total sales volume. 


Need more ammunition for your selling drive? A letter will 
bring latest catalogs and full details. 


ATLAS PRESS COMPANY 
910 N. Pitcher Street 
Kalamazoo, Michigan 


DEPENDABLE QUALITY TOOLS 
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for easier, faster lubrication... 


easier, faster lubrication sales! 


1 
k or every salesman who looks for big news, big features plus a big 
new performance story this new Alemite “Powerhouse” will com 
as sales dynamite! ‘ 


house” actually delivers more lubricant per pound of air consum 
than any pump yet devised. Assures extra power, extra output with 
less air consumed. Self-adjusting air piston requires no oiling what- 
ever! Open frame design separates pump from air motor. 





Compared to conventional pumps that exhaust thru the air “Powerhouse” Pumps 
distributing valve, “Powerhouse” Pumps operating at 100 psi. are n with 4/4" Air Motor 
9 . ‘ ~ standz air li 
30% more efficient with pressure gun greases and 20% more efficient 200 7. wae eee 
with SAE 90 gear oil. Now available in twelve feature-packed mounted as shown or cover 

a lh ee Ria cae rs i ies lich mounted. Grease pressures 
models for high and low pressure delivery of fibrous, viscous, light 40. 11 and 513 times air pres 
bodied and semi-fluid lubricants direct from original 400-lb. drums ure applied 
Start today. SELL ONE FOR EVERY PLANT NEED! ¢ 
Here’s the Secret of ‘‘Powerhouse”’ 

High Efficiency . . . Extra Output 


“Powerhouse” air outlet ports are oversize. Exhaust : 
; 4 ” “ 
valves are pilot-operated, timed with the stroke of 4 Powerhouse” Pumps 
a : ct aap sak 

the piston. Instantly they “explode” exhaust air with 6” Air Motor 
into atmosphere. The result—piston has free return Operate where air pressures 

athe ' . “nid : are low (40 to 100 Ibs.). Mod- 
action —no waste compression to work against. 


els cover-mounted as shown 
STEWART 
ALEMITE ‘: 
~ 7 


or bung-mounted. Grease 
pressures 80, 22 and 11 times 
Stewart-Warner Corporation, Chicago 14, Illinois 


air pressure applied. 
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THE BUSINESS OUTLOOK 
FOR THE IMMEDIATE FUTURE 


By The Economic Department 


McGraw-Hill Publishing Company 


Ir, AS SEEMS LIKELY, the truce talks in Korea lead to a sustained suspension of 


the shooting in that sector, and 


If, as also seems likely, the Russian Communists let the year run out with- 
out starting hell popping somewhere else, 

Inflation, which pre-truce talks promised to be boiling again by the end 
of the year, will only be simmering, while 

The volume of business, though spotty here and there, continues as a 


whole to move along at high levels. 

In other words, about the only 
thing that a sustained cease-fire in 
Korea (and no start-fire somewhere 
else) will do to the outlook for busi- 
ness in the months ahead is to slow 
down the pace of inflation. The idea 
that it will be a severe crimp in busi- 
ness, which has gained some cur 
rency, cannot be sustained by an 
appeal to facts. 


Line of Reasoning 


lhe following paragraphs set forth 
the general line of reasoning and in- 
formation which, we believe, sup- 
ports these conclusions. 

1. An end to the shooting in Korea 
will not result in much of a cut in 
the size of the arms program. Indeed, 
instead of a cut-back the legislators 
are talking about $10 billion more 
for the Air Force. Actually, appro- 
priations voted last year, but still 
unspent, will cover most of the spend- 
ing up to June 30, 1952. President 
[ruman and Mobilization Director 
Wilson have stated that they will do 
their utmost to keep the program 
going full steam. With the necessary 
appropriations assured, they have a 
controlling voice. 

There is a good chance, of course, 
that if the shooting is stopped in 
Korea, the military will ease the pres- 
sure for fast delivery of military equip- 
ment, preferring to take more time 
for design improvement, etc. This 
process, however, will not bring about 
a very drastic or immediate cut in 
defense spending. Here is a table 
which shows the rate of military ex- 
penditure, as at present budgeted, 





and our estimates of the maximum 
slowdown that a cease-fire in Korea 
is likely to cause. 
TOTAL DEFENSE SPENDING 
$ BILLION 
As With 
Scheduled Slowdown 
4th quarter, 
1951 
2d quarter, 
1952 .. 
4th quarter, 
1952 
2d quarter, 
>> 
Note: Totals include expenditures for 
Department of Defense, foreign aid and 
atomic energy programs Extra $10 
billion proposed for Air Force is not 
included in either estimate 
2. Capital expenditures by busi- 
ness, which many analysts regard as 
the most important single determi- 
nant of the general state of business, 
will continue to move ahead at 
record breaking levels. Indeed a 
check-up, made by Business Week 
correspondents indicates that during 
the months immediately ahead these 
expenditures will run at an even 
higher level than was anticipated 
when we made our annual survey 
early this year. Some of the work 
now planned for this year probably 
will get pushed into 1952 because 
of shortage of structural steel. Work 
thus held over for 1952, coupled with 
capital expenditures planned for that 
vear (there is already a substantial 
volume) promise to keep things boom- 
ing in this zone for at least a year. 


What will happen to capital ex- 
penditures later in 1952 is still prob- 
lematical. Among other things, it 
depends on the tempo of the defense 
production program at that time. It 
also depends on the outcome of a 
tug of war between those who would 
put a squeeze on profits to hold 
prices down and those, represented 
most effectively by a congressional 
coalition, who would not. That con- 
test remains to be resolved. But in 
the meantime, it is clear that a 
stopping of the shooting in Korea 
is not going to be attended by any 
significant let-down in capital expend- 
itures in the near future. 


Available 


3. As attested, in part, by the first 
really attractive retail bargain sales 
that have shown up in years, there 
are still problems of overstuffed in- 
ventories in the retail line; and in 
some lines of so-called soft goods 
(most textiles, for example) inven- 
tories are high all along the distribut- 
ing line. A cease-fire in Korea might 
slow up the present process of inven- 
tory adjustment somewhat by making 
consumers more leisurely in going 
about their buying. 

In this area, however, the control- 
ling facts seem to be that the con- 
suming public is extremely well 
heeled with money, and also reason- 
ably well endowed with inclination 
to go places and buy things. 

If the consuming public is moved 
to swap its liquid assets (not meanin 
the stuff that is sometimes 100 — 
but money and its equivalent) for 
goods rapidly, we'll get more infla- 
tion in that zone this fall. If the pace 
of buying is restrained, as it was early 
this year, we won't. 

4. The new defense production act 
gives leeway for rises in prices of some 
manufactured goods and farm prod- 
ucts. But, great as was the wrangling 
in Congress while the law was being 
written, the new act will still impose 
a substantial degree of temporary re- 
straint on price increases. 

Thus far, of course, the administra- 
tors have been more interested in re- 
straining price increases than they 
have in restraining wage increases for 
organized workers. And this is likely 
to continue, with the approach of the 
1952 presidential sweepstakes. 

(Continued on page 10) 


Money 
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TAKE ADVANTAGE OF YOUR 
New Markets 
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PREPARED BY LUNKENHEIMER ESPECIALLY 
FOR LUNKENHEIMER DISTRIBUTORS 
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and Service Opportunities 


Oe 


LUNKENHEIMER 
Engineering Devices 





This issue of INDUSTRIAL DISTRI- 
BUTION outlines the hundreds of new 
markets that are opening up to you. All 
you need is a start an opening wedge — 
an introduction ...to find the hidden 
profits you’ve been overlooking. 


Your Lunkenheimer Engineering Devices 
are ideal door-openers to new markets. 
They’re high in demand, low in compe- 
tition, and universally accepted. Try these 
tested ways to increase your volume and 


interest your mew customers: 


As a Starter, arrange some displays fea- 
turing your Lunkenheimer oil controls, 
lubricating devices, grease cups, and 
bottle oilers. Exhibit your Lunkenheimer 
pop safety valves, relief valves, air noz- 
zles, liquid gauges, whistle valves, and 
bronze cocks. 


“Talk up” these plus profit-makers. As 
interest builds, you’ll be able to set up 
a special department to promote and sell 
Lunkenheimer Engineering Devices. 


Be sure you have plenty of circulars on 
hand to exhibit with your promotional 
displays. You may want to arrange 
a special mailing to a selected list of 
customers and prospects. 

We'll be glad to cooperate — with both 


ideas and literature—in launching your 
-_. plus-line promotion. Tear out 


\eCaa)- this page and slip it in your fol- 
INE 


to inquire about the many ways in which 


low-up file, so you’ll remember 


other distributors have unearthed new 
profits. For suggestions and information, 
drop a line to The Lunkenheimer Com- 
pany at Box 360U, Cincinnati 14, Ohio. 





BRONZE @© IRON @ STEEL 


ENHEIME WR 
VCORE NAME IN VALVES 


THE OWE 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 





Sold only thru Dumore Industrial Dist 


butors 


ouly 
$185" 


*Slightly higher west 
of Rockies 


EXCLUSIVELY YOURS—superior performance 
Unique built-in air-compressor controls drill 
feed and speed. Result — a compact, trouble- 
free unit that gives tremendous production 
increases, and practically eliminates drill 
breakage and scrap. 


EXCLUSIVELY YOURS — a bargain price 

At only $185, the Automatic Drill Head is 
a real bargain for your customers. It pays 
for itself quickly in increased production. 
On many jobs, savings in drills and scrap 
alone pay for the tool in less than a year. 


EXCLUSIVELY YOURS — prompt delivery 
We've expanded production to keep up with 
the constantly increasing flood of orders 
from aggressive distributors who are cash- 
ing in on this revolutionary tool. Sales ef- 
fort now will pay off in a big way for 
you, too. We can again offer 5 to 6 week 
delivery. Get your order in today! 


The DUMORE COMPANY 


1300-17th St., RACINE, WIS. 
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(Starts on page 7) 


Steel workers, who will be negotiat- 
ing new contracts this fall, may well 
set the pace for substantial wage in- 
creases . . . topping the old stabiliza- 
tion formula. That will pressure prices 
upward. But it will be months before 
the new pattern develops fully. 

In the meantime, the weather is 
more important than Washington in 
shaping the immediate course of 
prices. ‘Tremendous crops of both 
corn and cotton are in the ground 
and, at latest reports, doing very well. 
If they continue to do well until 
harvested, they will have a restrain- 
ing effect on the general price struc- 
ture in the months ahead which will 
serve to offset any further softening 
up of the price control system run 
from Washington. It should be 
noted that this offsetting process, 
which takes place in the price aver 
ages, does not make life any easier 
in the strictly industrial sector of the 
economy, where costs and prices con- 
tinue to rise. 

On balance, it is our judgment 
that our national economy is still set 
for more inflation. Major determi- 
nants of how much and how fast 
will be (1) how near we come to fol 
lowing the program of expenditure 
for mobilization as initially projected, 
and (2) how consumers decide to 
handle the large increase in the 
amount of spending money. But for 
some months ahead, say six or nine, 
it is not a violent swish of inflation 
that’s in prospect; it’s a simmer. 


The Outlook For 


Consumer Expenditures 


Ihe consumer has taken charge 
of the business situation—as any re- 
tailer will tell you. By spending less 
of their incomes, and saving more, 
consumers have kept the physical 
volume of retail trade below 1950 
levels in recent months. ‘This has 
caused inventories of consumer wares 
to pile up in stores, warehouses and 
factories and prevented either makers 
or merchants from raising prices. In 
short—as much as any single factor 
—the consumer has stopped inflation 
cold. And production is being af- 
fected too. Many companies lowered 
summer production schedules to work 
off inventory. 

Is consumer demand really weak? 
Or is this a pause before another 
spree like that in January? Or will 
consumer demand prove to be just 
moderate and provide no real pres- 
sure for either boom or bust? 

(Continued on page 14) 
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You’re In These Magazines when you sell Union. Continual Union advertising urges 
readers to: “contact your local distributor,” stating further that your name is listed in Union’s 
THOMAS’ REGISTER insert under “Drills, Twist.” This is but one of many ways in which you 
benefit from strong Union backing as a Union distributor. 


This 8-Point Policy is Union's A Kit of Sales Aids inciuding 
direct guarantee to you of cooperation displays, ad reprints, folders, charts, 
and fair treatment...and another rea- gauges, helps Union distributors keep 
son why you can rely on steady profits. their names before their prospects. 

Every Union distributor benefits from Net price sheets simplify your pric- 
this protection. ing and bookkeeping. 


No other cutting tool 
will outperform a 


UNION TWIST DRILL COMPANY, aruou, masbachuserts 
_—— \ iy - “spr 
Milling Cutters i Geor Culters 10: Twist Drills -* Hobs QEe- 
I, 


Reamers 


Carbide Tools eg, 
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Aucthor you com sell with 


You get full take-up 
on this turnbuckle! 


ITH a 12” Upson-Walton turnbuckle you always get 12 inches 
of take-up. To attain this uniformity the bodies are drop-forged 
to size and shape in accurately made dies. This is but one of the re- 
finements in design and manufacturing technique you get with 
Upson-Walton fittings. 
After forging, bodies and fittings are straightened to insure a 
true thread. 
Body reins are wider than the shank diameter—thus threads are 
protected. Since the reins are constructed with ample section and 
rigidity, a bar may be inserted to set up tension with safety. 


Upson-Walton is the only manufacturer of all three—wire rope, 
fittings, tackle blocks. All three have advantages you can turn into 
greater profit for you. 


THE UPSON-WALTON COMPANY 
CLEVELAND, OHIO 


TACKLE BLOCKS 


ONLY UPSON-WALTON OFFERS ALL THREE...WIRE ROPE ®* FITTINGS * TACKLE BLOCKS 
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PRODUCTION NEEDS 


LYON offers more than 1500 
regularly cataloged items of 
Steel Equipment to meet your 
customer’s regular needs. 


STRATEGIC PLANTS... AURORA, ILL., AND YORK, PA. 
‘LvON METAL PRODUCTS, INCORPORATED 


General Offices: 953 Monroe Avenue, Aurora, Illinois 
Sold Nationally through Factory Branches and Deolers 























x LEADERS IW QUALITY 


ror 50 YEARS 


wor 195! 


_ LYON 


ef 


A PARTIAL LIST OF LYON TTT 
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(Starts on page 7 


here is absolutely no doubt that 
consumers have money to spend. Per- 
sonal income in the second quarter 
of 1951 was at an all time high. $247 

UFKIN billion. After allowing for steeper 
taxes and increased living costs, real 
income is still just about equal to 
what it was a year ago, when retail 

STANDARD OF ACCURACY sales were so tremendous it seemed 
like “Christmas in July.” 

WITH MASTER CRAFTSMEN Many people spent their savings 
then, of course. But consumers have 
even more liquid savings—cash and 
government bonds—today than they 
did a year ago. And the savings are 
better distributed. More families have 
some available cash, according to the 
latest Federal Reserve Survey. And 
the greatest increase is in medium- 
sized holdings—from $200 to $2000. 
Cash savings have increased further 
since this survey was taken. 

The real question concerns con- 
sumers’ willingness to spend, par- 
ticularly for durable goods, where the 
decision can easily be postponed. 


Consumers Hesitant 


The Federal Reserve Survey taken 
earlier this year showed that many 
consumers were hesitant. Intentions 
to buy new automobiles were lower 
than in 1950. Plans to purchase other 
durables about equalled 1950 but—as 
with autos—fell considerably short of 
the buying splurge which occurred in 
the second half of last year. 

BUILD CUSTOMER The main reasons given for this 
hesitant attitude were high prices of 
SATISFACTION WITH major consumer items, doubts about 


availability of goods, and a general 


THE MANY EX*LUSIVE feeling that “we are worse off” be- 


cause of higher taxes and living costs. 


FEATURES, STiwling Evidently, a lot of people still feel 


this way. A survey made in June, by 
the University of Michigan research- 
QUALITY, AND ENGINEERED ACCURACY ers who conducted the earlier survey 
for the Federal Reserve Board, shows 
BUILT INTO... that five out of seven consumers 
thought it was not a good time to 

UFKIN buy, because prices were too high. 
[his consumer reasoning offers a 
pretty good explanation of why retail 
sales have been slow. And it indi- 

P : ; ; 

RECISION TOOLS cates there’s little immediate chance 
of another wild buying spree. But 
THE LUFKIN RULE CO., SAGINAW, MICHIGAN there are good reasons why—we think 
132-138 Lafayette St. New York City + Barrie, Ont. consumers will be somewhat more 


Lege : ; purchase-minded within a few months. 
LUFKIN Precision Tools are nationally advertised in Roto sections of leading Sunday 


newspapers, General and Industrial magazines urging readers to: “buy through 
your Industrial Distributor”. \t pays to sell and promote the LUFKIN line — the 
line that promotes you! 133 


Most people are not worse off. 
Income has kept pace with prices 
and is now going ahead. Income after 
taxes is rising nearly $1 billion a 
(Continued on page 18) 
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Ved your Voi aes ED 


HAND-OPERATED (CHAIN) 
Paevis | TON CAPACITY 


CRANES WITH END TRUCKS 
Top running, hand traveling. 1 to 20 
Underhung, hand traveling. 1to10 


HOISTS 
Clevis-connected 4% to 10 
Differential, 4%tol% 
Handwheel, extended ¥%to3 
High speed, improved ¥% to 50 
Safeway, light, portable % to4 
Screw geared ¥%to5 
Twin hook \% to 10 








TROLLEY HOISTS 
Army type ¥% to10 
Hi-Way 600 type \%to24 
Safeway yw to4 


TROLLEYS ONLY 
Double beam 2 to 20 
Hyatt ¥%to5 
SARB \% tol12 
Timken \% to 40 


MOTOR-DRIVEN (WIRE ROPE) 
CRANES 


Top running 1to10 
Underhung 1to10 
HOISTS 
Frame B K%to¥% 
Frame 1, close headroom ¥% tol 
Frame 1, Speedway ¥% tol 
Frame 1, Speedway, long-lift ¥ tol 
Frame 2, Speedway (all suspensions) % to6 
Frame 3, Speedway (all suspensions) 1% told 





for Information on the complete line of WRIGHT Hoists 
write for Catalog E-50 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Take a good look at the clean, smooth surface 
on a Bethlehem Bolt. This neat-looking surface 


is the result of using modern equipment and 


quality steel for bolt manufacture. Besides their 


pleasing appearance, Bethlehem Bolts have 
well-formed threads for accurate assembly, and 
heads which are easy for the wrench to grip. 


They're good bolts to offer your customers. 


BETHLEHEM STEEL COMPANY, BETHLEHEM. PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 


See tad 


BETHLEHE 


Distributor: Bethlehem Steel Export Corporation 
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You a ned Uo We... 


when you use this... 


“RED END” 
BLADE 


That's right! Simonds “Red End” Hacksaw Blades take 
less elbow grease . . . cut smooth and easy with less effort. 
That's why workers like ’em so much. And why shouldn't 
they? “Red End” Blades for any hand job (power jobs, 
too) . . . are made from quality-controlled steel poured in 
Simonds’ own mills... and they’re made right! So for top- 
dollar profits, sell the top-cutting blade! 

oo 3 i 6: a 

STANDARD HIGH SPEED HIGH SPEED 

STEEL (Molybdenum) (Tungsten) 

Hard Edge or All Hard 
A “Right” Blade For Every Job! 


INDUSTRIAL DISTRIBUTION 


id MONDE 


Branch Offices in Boston, Chicago, 
San Francisco and Portland, Ore. 
Canadian Factory in Montreal, Que. 
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| DEFENSE TOPICS 





(Starts on page 7) 


month, while retail prices are rising 
very little. 

Some economists suggest that few 
families really know how much money 
they have at a given time. They 
don't keep records. And they prob- 
ably underestimate the gains from 
wage increases until several paychecks 
are received. But as the extra cash 
begins to accumulate, more families 
will realize that their position is im- 
proving. 

2. Despite the prospect of a truce 
in Korea, and despite the spring dip 
in business, prices of most retail 
items have not come down. And it 
is becoming increasingly clear that 
they will not. In fact, Messrs. DiSalle 
and Johnston have been publicly ex- 
pressing their fears that without a 
tough controls program, prices will 
go up. 

As people realize that the defense 
program will be with us for some 
while and that falling prices are not 
an immediate prospect, their atti- 
tude toward spending is bound to 
change. This does not mean another 
wave of “scarce buying”, since it is 
now apparent that reasonable sup- 
plies of most goods will continue to 
be available. But it does mean that 
fewer people will put off buving 
something they want and can afford. 





























Conclusion 


Ihe consumer market is basically 
strong. Many people have been dis- 
mayed—understandably so—by high 











- . . 
Ask your BILLINGS DISTRIBUTOR pone bnew prices and held off buying. But this 


Me‘ll tell you why! PIPE AND NUT WRENCH ittitude is likely to change as incomes 
tise and prices fail to decline. 

Ihe advance in consumer buying 
will be fairly well distributed —be- 
tween hard goods and soft goods. 
New orders by retailers will boost 
soft goods production by fall and 
will be important to the durable 
goods industries when more steel be 
comes available in 1952. But the 
present prospect is for a steady ad 
vance—not a wild buying spree. 

Ihe strong market for consumer 
goods will be a prop under business 
in the coming months, even if ex 
penditures on defense and capital 
goods turn out less than expected 
On the other hand, if a new wat 

ire threatens more defense spend 

















ig and greater shortages, there is a 
hance that consumer spending would 
show a spectacular rise. If people 
pend as much of their increased in 
omes as they did in the last buying 
wave, it would be close to impossible 
to keep inflation under control. 
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\ Drilling metals or materials of every kind 
becomes simple, when the right drill for the 
\__ Job is selected from among the many types 
red by WHITMAN & BARNES. 
» kind will answer all require- 


| 





IN CRETE. 
Pont Darel arc Whose’ wont 


« - ‘ Ap a7 Pot see, 


Illustrated here are only a 

few of the many types regu- 

larly manufactured for stock and 

sold at regular prices. For complete 
information on all styles—reference 
should be made to catalog No. 102. 


Contact your local W & B distributor. ee al Sbe8 Sthoo SIS” 


WHITMAN s BARNES 


PLYMOUTH, MICHIGAN 


NEW YORK e« CHICAGO «+ LOS ANGELES| - HOUSTON 
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,.. Everything Your Customers 


COMPRESSION FITTINGS 


Widely used for low and 


medium pressure applica- 
tions because of their 
y and simplicity. 
FLARE FITTINGS 


Make joints that withstand 

high pressures and severe 
tensile pull without failure. 
Pioneered by Imperial. 





FLEX FITTINGS 


The tube coupling with the 
vibration and shock absorb- 
ing sleeve. Withstands major 
vibration, shock or minor 
tube movement. For use 
with all kinds of tubing. 


HI-DUTY FITTINGS 


Saves-man-hours by faster as- 
sembly . . . just insert fitting 
in tubing and tighten nut. No 
loose sleeves, no flaring. 
Especially valuable where 
vibration is a factor. 


INVERTED 
FLARE FITTINGS 


Similar to standard flared 

fittings except that flare 
seat is inside body of 
fitting. 


FLEXIBLE HOSE 
and FITTINGS 


For making up flexible 
lines for use with oil, 
gasoline, air vacuum, 

water, cutting oils, ete. 


lH O16 


IMPERIAL 
TUBE FITTINGS 


THE Right FITTINGS 
FOR THE JOB 


With Imperial you have the Complete Package 
for tubing connection work. It includes tube 
fittings, valves and tools . . . a combination 
that makes it easier for your men to serve your 


customers better and faster. 


Imperial’s complete line makes you tubing 
connection headquarters. It includes the right 
fittings for every job—fittings that are forged 
for greater strength and toughness . . . have 
tubing size marked on nut. . . have long Dry- 
seal pipe threads. 


The Imperial Line of brass, aluminum and 
steel fittings includes over 2500 sizes, styles and 
types... for virtually any tubing connection 
job where copper, brass, aluminum and steel 


tubing are used. Some are illustrated here. 


THE Kcg4l SHUT-OFF VALVE FOR THE JOB 


2-WAY Hi-DUTY 
VALVES —An extra 
sturdy valve for 
liquids and gases. 
Note solid bottom. 


3-WAY and 4-WAY 
MEDUTY— Ovutstand- 
ing shut-off or dis- 
tributing valves for 


liquids and gases. 


SHUT-OFF VALVES 
—General purpose 
plug valves for a 
hest of 2-way and 
3-way applications. 


SHUT-OFF NEEDLE DRAIN COCKS — 
VALVES — Popular —Plug and needle 
low cost valves. Com- types. Variety of 
pression, flare and styles. Positive shut- 
pipe connections. 


off, smooth operation. 
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Need for Tubing Connection 


IMPERIAL 
TUBING TOOLS 


THE Right TOOLS 
FOR THE JOB 


Very important in this Complete Package for 
tubing connection is Imperial’s complete line 
of tubing tools—the very finest in tubing tools 
—tools that enable your customers to handle 
any tubing connection job in the quickest and 
most efficient manner. 

With Imperial you can take care of your 
customers needs for tools for cutting, flaring, 
double flaring, bending, reaming, swedging 
and pinch-off of tubing—tools for copper, 
brass, aluminum, Bundyweld, stainless steel, 
J 1 Cand other steel tubing. 

When you offer these outstanding tools you 
offer the acknowledged leaders in the field— 
made by IMPERIAL—the company that has 
pioneered in this line for more than 30 years. 
THE IMPERIAL BRASS MFG. CO. 


511 S. Racine Ave., Chicago 7, Ill. 
In Canada: 33 Church St., Toronto, Ontario 


package 


IMPERIAL No. 274-F 
HI-DUTY 
BALL BEARING 
TUBE CUTTER 


ROL-AIR FLARING TOOL 
both flares and burnishes 


IMPERIAL No. 364-F 
HAND TUBE BENDERS 








Twebe Working Handbook 


If you work with or connect tubing by 
all means get this ready reference on 
modern tubing connection practice. It 
is a must for every man whe has any 


reaming, swedging, pinch-off and 
soldering. Ask for a copy of this 
valvable handbook today! 


EMEPERIAL Poe ce sig on se sing St 
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California: “The comprehensive manner in which all 
phases of machine tool merchandising, in- 
cluding sales promotion, sales direction and 

roduct manufacturing were covered, I be- 

oom is a great benefit to all machine tool 
salesmen and I can highly recommend this 
training program.” 


Maine: “Thanks for the privilege of attending your 
training course. It is certain to show results 
in sales volume to the mutual benefit of your 
company and your dealers.” 


New York: “While I have had quite a lot of experience 
with woodworking machines, I feel that your 
course has added greatly to my knowledge.” 


Pennsylvania: “We are quite sure that our sales- 
men’s time spent at your training program 
will be to our mutual advantage — will stim- 
ulate the sale of your product.” 


ORILL PRESSE * BELT and DISC SURFACERS ° 


OINTERS 


Tennessee: “The entire course was more than sat- 
isfactory. We feel sure that this week at your 
plant will result in dividends for both 
Walker-Turner and our company.” 


Wisconsin: “I feel I can do a better selling job after 
receiving the splendid course given last week 
at your plant.” 


This training program, designed to equip the sales- 
man to perform maximum service, is but one phase 
of a thorough business-building program for Walker- 
Turner Distributors. If you have not yet taken ad- 
vantage of it, send for particulars. 


* LATHES * TABLE SAWS °* 
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Take awhale of a bite 
of the VBelf business 
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sell the cost-cutting V-Belt with teeth 


me em VTON COG BET 


«Le LOWER COST PER DRIVE ~S EXCLUSIVE COG FEATURE 


~f_ more SATISFIED CUSTOMERS *2@@” BETTER PROFIT 


Get a whale of a lot more V-Belt business with the premium Dayton 
Cog-Belt, with rayon cords—the only truly different and improved 
V-Belt on the market. The Cog-Belt has exclusive, patented, sales- 
making features no other V-Belt can match! 


Premium performance—premium profit! The Cog-Belt han- 
dles 40% more H.P. than ordinary V-Belts of the same cross- 
section size. Well worth the premium price, the premium profit 


you earn! 


Original cost is less! Just figure it out—one Cog-Belt does the 
work of at least 1.4 ordinary V-Belts. You need fewer belts, fewer 
pulley grooves to do the job, when 5 Dayton Cog-Belts do the 
work of 7 ordinary V-Belts, You can talk price, bid lower, yet 
furnish a premium product! 


Cogs keep customers! Cog-Belts are tailor-made for round-the- 
clock production days facing American industry. Cog-Belts are 
built to bend, like your finger, to take up compression strains as 
the belt goes round the pulleys. Results: Less strain, less heat, less 
stretch, less maintenance, longer life, less down-time. That's why 
Cogs keep customers sold. 


Only the Dayton Distributor can offer the Cog-Belt’s premium 

performance. (He also has the Dayton Thorobred line of fine 

V-Belts.) He is backed by the only national advertising campaign 

in TIME Magazine devoted exclusively to V-Belts; and by power- F 

ful trade journal advertisements that reach all important markets. IY THIS = 


For details, write: | fi MEANS i 
oO et te “TM. means / 


“ OK COG THE mm. 8 


OF BETTER POWER TRANSMISSION 


Daytom hwlsbex 


WORLD’S LARGEST MANUFACTURER OF V-BELTS 


DAYTON RUBBER COMPANY @ DAYTON 1, OHIO 
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MARK OF LEADERSHIP 


Every leader has an identifying in- 
signia, and so it is with SPS, the 
leader in socket screws, whose mark 
of leadership is the trade mark and 
name UNBRAKO. 


And, because we, the makers of the 
UNBRAKO, are fully aware of the 
responsibility of leadership, we are 
constantly striving to improve the un- 
excelled quality, strength, uniformity 
and accuracy of UNBRAKO socket 
screws—and have succeeded in mak- 
ing them at a cost which enables our 
Franchised Distributors to sell them 
profitably at strictly competitive prices. 
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A QUARTER of a million CMH advertising 
messages per month, in the magazines illustrated and 
others, wind up by inviting the reader to contact his 
CMH distributor. These messages tell where and how flexible 
rey metal hose can serve efficiently and why the user benefits 
« by specifying CMH hose. 
gre / Consistent, hard-hitting advertising is just one of the rea- 
/ ( hi mie sons why the CMH line is so profitable. In addition, the 
A a | CMH line provides top quality accepted products ... 


PN high percentage of large quantity sales... steady re- 





peat orders ... and generous profit margins. 


Write for full information, today. 


imong the fastest 
moving items in the 
CMH line are inter- 
locked hose (left) 
and corrugated hose 
(right). The complete 
CMH line includes all 
other related types of 
hose as well as stand- 
ard hose assemblies. 


rn unite ge  @HICAGO METAL HOSE Corporation 


CMH products that 
have served industry 


for over 49 years. R 1314S. Third Ave. * Maywood, Ill. + Plants at Maywood, Elgin, Rock Falls, and Savanna, Ill. 
in Canada: Canadian Metal Hose Co., Ltd., Brampton, Ont. 


- er EE, 
I ‘ Bese 
c) 


es 


NaN E LE 


DEPENDABLE source 


o 


for every flexible metal hose requirement | 


Convoluted and Corrugated Flexible Metal Hose in a Variety of Metal: » Expansion Joints for Piping Systems 
Stointess Steet and Bross Bellows + Flexible Metal Conduit and Armor + Assemblies of These Components 
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"SGYE GIVES US 

e 

EXACTLY WHAT WE _— 
TO MAKE SALES, 


RYCE WEAVER, Vice President 


.B 
~ R & SONS, INC., Washington, D. Cc. 


w. T. WEAVE 





“SKIL gives us the two factors required to make a success of a 


line: quality products and real assistance from the manufacturer 
in selling them.’”’ That’s how Mr. Weaver accounts for the com- 
pany’s 17 years of continued success selling SKIL Tools. ‘‘We 
know we can count on SKIL for sales assistance, leads, abundant 
advertising and promotion and advice on merchandising,” Mr. 
Weaver says. ‘“‘With this support behind a quality line, SKIL 


makes our selling job easy and effective. “it’s ready fo saw... 

We’re ready to sell” 
"We display the entire SKIL line,” says Mr. Weaver. Here cus- Every SKIL Tool in this display is set 
tomers can see, use and compare SKIL Tools... and prove to up for immediate demonstration. Here 
Weaver Salesman Louis Jacobs demon- 
strates SKIL Radial Saw Model 450. ‘‘The 
quality of SKIL Tools makes them easier 
bility. Parts and accessories are also displayed. to sell,” he says. 


their own satisfaction just how these tools will serve them on 
the job with dependable performance, convenience and dura- 


THERE’S A SKIL TOOL FOR EVERY PURPOSE, EVERY PLACE...NO NEED TO EVER MISS A SALE 


Call your nearby SKILSAW Factory Branch Office 
for complete information. 


SKIL Products ere made only by 
SKILSAW, INC. 
5033 Elston Ave., Chicago 30, Iii. 


SKILSAW Factory Branches in principal cities 
in Conoda: Skiltools, Lid. 


3601 Dundes Street West, Toronto 9, Ont. PORTABLE TOOLS 


SKIL Sanders SKIL Grinders 








TAPER-LOCK SHEAVES: 
Patented. Taper-Lock is the 
world’s simplest mechanism 
for mounting wheels to shafts. 
Easy on—easy off! 476 stock 
sizes in A, B,C and D grooves. 


9 


SLEEVOIL BEARINGS: Pre- 
cision built, exceptionally 
qeiet. heconghly dependable 
“Tops forfan and blower serv- 
ice. Sizes 1-7/16" to 8" in both 
plain and water cooled types 


IF ITS DODG 
=f 7 ¢ 
DEPENDABLE 


youers-sam SPEED RE- 
UCERS: America’s most com- 
plete line of shaft mounted 
speed reducers. Capacities 
from 1 to 27 h.p. Output speeds 
from 12 to 330 r.p.m. 


~é 


SOLID STEEL CONVEYOR 
PULLEYS: Maximum strength, 
minimum weight. Modern pul- 
leys with interchangeable hubs 
that cut installation cost. Diam- 
eters 6" to 8’. All face widths. 


DODGE-TIMKEN BEARINGS: 
Mounted units, proved in mil- 
lions of industry's toughest 
jobs. The famous 30,000-hour 
line. Four types to choose 
from. Sizes from 1-3/16" to 8”. 


ee 


DODGE SEALED-LIFE 
V-BELTS: Special protection 
for tension members insures 
longer belt life. Perfectly 
matched to Taper-Lock 
sheaves for best performance. 
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ROLLING GRIP FRICTION 
CLUTCHES: No toggles! Com- 
pect, & flexible, smooth and 

PENDABLE. Bolted plate 
and gear tooth plate. 1.3 to 
21.2 h.p. at 100 r.p.m. 


DODGE TAKE-UPS: Modern, 
rugged, dependable. Roller 
bearing (illustrated), ball bear- 
ing an ag bitted. Shaft sizes 
from 3/4" to 4". Travel from 
4" to 36”. 





PILLOW BLOCKS: Roller Bearing, Ball 


Bearing, Babbitted. FLANGE BEARINGS: 
Roller, Ball, Babbitted. HANGER BEAR- 
INGS: Roller, Ball, Babbitted. TAKE- 
UPS: Roller Bearing, Ball Bearing, Bab- 
bitted. BASE PLATES. FLOOR STANDS. 
DROP HANGERS. V-BELT SHEAVES: 
Both TAPER-LOCK and Bored-to-Shaft- 
Size. BELTS: Industrial and FHP V-Belts 
and Flex-Link Belting. SPEED REDUC- 
ERS: TORQUE-ARM Shaft Mounted 
Speed Reducers. CLUTCHES, FRIC- 
TION: Rolling Grip, Diamond D and 
Solid Types. COUPLINGS: TAPER- 
LOCK Flexible, TAPER-LOCK Rigid 
and Flange Types. SAFETY SET COL- 
LARS. PULLEYS: Steel Split Transmis- 
sion and Solid Steel Conveyor Pulleys. 
Rubber Lagging. VISES: SLIDE-SET 
Machinist’s...FOR COMPLETE LINE, 
TYPES AND SIZES, WRITE FOR BUL- 
LETINS AND 224-PAGE CATALOG. 


SPECIALISTS IN POWER TRANS- 
MISSION MACHINERY FOR 73 YEARS 


NOTED THROUGHOUT THE WORLD 
FOR HIGH QUALITY, 
PRECISION MANUFACTURE 


MANUFACTURERS OF A BROAD LINE 
OF MECHANICAL POWER 
TRANSMISSION MACHINERY 





ORIGINATORS OF NEW AND 
BETTER PRODUCTS FOR THE 
MECHANICAL TRANSMISSION OF POWER 


USED CONFIDENTLY WHERE 
THE GOING IS TOUGHEST 


DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, Ind: 


~ 


CALL THE TRANSMISSIONEER: Most Dodge products are normally available 
from distributors’ stocks —in your territory — when you need them. For infor- 
mation on the newest and best methods of mechanical power transmission, call 
the Dodge Transmissioneer, graduate of the Dodge factory course. He is your 
local Dodge Distributor. Look for his name under ‘Power Transmission Equip- 
ment’ in your local classified telephone directory. 


DOWG 


"First in Power Transmission Machinery!” 
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for Safety and Long-Time Service 


Be @ @ 


For 2000, 3000 and 6000 pounds service — Sizes !/3" to 6” 


SCREW END TYPE 


82 8 @ 


For schedules 40, 80 and 160 pipe — Sizes 1/” to 4” 


SOCKET WELD TYPE 


Yes Si, Te, Gam, an, on Shocks and stresses imposed by high pressures and high temperatures are taken 
pa apag lapse Rape Ahan in their stride because Vogt fittings are uniform in structure, fine grained, and 
cup ale alice cations free from porosity . . . the superior product of laboratory controlled materials and 
giant forging hammers and upsetters. These properties also give higher resistance 
to erosive and corrosive conditions, thereby adding to service life expectancy 


in steam plants, petroleum refineries, chemical plants and related industries. 


HENRY VOGT MACHINE CO., INC. 
Louisville 10, Kentucky 


BRANCH OFFICES: NEW YORK e PHILADELPHIA e CLEVELAND e CHICAGO e DALLAS 


DROP FORGED 
STEEL FITTINGS 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 




















SIXTEEN booklets packed full of helpful infor- 


mation plus the monthly magazine of grinding; 


twelve motion pictures in sound and color that 
teach as only films can teach; week-long courses 
in the well-equipped and staffed Norton School 
of Grinding—all available to you to help you 


get more production from your grinders. 


IN PRINT 
IN FILM 
IN CLASS 

















“LESSONS IN GRINDING” 


. .. A Series of Motion Pictures with Sound and Color 


‘Lessons in Grinding” is the title of o series of eight Norton Motion 
Picture Films which are available to industrial apprentice schools, voca 
tional schools, and all other classes where machine shop practice is 
being taught. These films present the fundamentals of grinding in a 
way that the inexperienced man can understand 


“CUTTER SHARPENING" —it teaches the principles of tool room grinding 
, and illustrates typical set-ups 
4 ry “THE CYLINDRICAL GRINDER"—The fundamentals of operating a 
cylindrical grinder are shown and the importance of precision 
“THE SURFACE GRINDER"—The preparation, operation and care of a 
surface grinder are described. No minor detail is omitted 
“THE GRINDING WHEEL, ITS CARE AND USE"—Subjects such as mounting, 
balancing, truing, dressing and safety are handled pictorially 
“GRINDING CARBIDE TOOLS"—A new and revised film showing the correct 
methods of grinding carbide tipped tools 
“THE DIAMOND WHEEL, ITS CARE AND USE"'—A new film on the proper handling 
and care of diamond wheels 
“GRINDING WHEEL MARKINGS"—It clarifies a typical grinding wheel marking, 
explaining the meaning of each symbol 
“GRINDING WHEEL SAFETY"—it shows the most critical factors in the handling of grinding 
wheels and the more common causes of wheel breakage 


All Norton films are loaned without charge 
all are 16 mm. sound on film 
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INFORMATIVE BOOKLETS 


. . » Pages and Pages 
of Production-Boosting Information 


A glance at the titles of these sixteen books will indicate 
the wealth of grinding know-how that is packed between 
their covers—information on all phases of grinding, both 
tool room and production. 


In every plant which has the problem of training new 
grinding machine operators these books will be invalua- 
ble. The apprentice will find them a gold mine of 
information and even the experienced operator will 
pick up many helpful hints for increasing production and 
lowering grinding costs 


Sent free on request—no obligation. 





‘ } ) 
| 


4 } | 
NORTON COMPANY WORCESTER 6. MASS + Walrthouses in Five Cites - Distributors in All Principal Cities | 
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ne : «  AD-16E 
“Che House that Jacks Built ‘TODAY 
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Do you get 3400 hours out of your speed reducer lubricant? 





3400 hours of lubricant service life is what a 
manufacturer of building plasters is averaging 
from Keystone Speed Reducer Lubricant, S.R. 
No. 1. The machinery involved is a 150 hp 
herringbone speed reducer—see insert—which 
drives a Hardinge Ball Mill. S.R. No. 1 was first 
installed in 1935 and has been used continuously 
since that time. The customer reports no replace- 
ment parts expense. What's more, his over-all 
lubrication costs are extremely low due to the 
long service life of S.R. No. 1. 


In manufacturing S.R. Lubricants, Keystone does 
not depend on high viscosity to achieve body and 
film strength, but accomplishes this end through 


Emme SPECIALIZED 


special processing of materials which produce 
low friction lubricants. The result is cooler, 
smoother operation. Savings up to 12% in power 
consumption alone are indicated in test after test. 


Lower power costs and longer periods between 
oil changes are common with Keystone Special- 
ized Lubricants...two of many reasons why the 
Keystone line is dependable, profitable, and 
high in repeat value. 
KEYSTONE LUBRICAT- 
ING COMPANY, 21st (fp Qun, % 
& Lippincott Streets, Phila- / ff at 4 
delphia 32, Pa., Est. 1884. | ~ species = | 
LUBRICANTS 


CUBRGECAN T S www 
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ou like to give. 
B-RIGHT-ON 


SOCKET SCREW PRODUCTS 


You'll find Brighton is your kind 
of supplier . . . giving you the 
same prompt service and assist- 
ance you aim to give your cus- 
tomers. A compact organiza- 
tion devoted exclusively to 
the manufacture of top-quality 
socket screw products, 
Brighton can readily give 

this kind of cooperation to 
dealers— cooperation that 
simplifies your sales job. 








Look to Brighton for . . . 
e Socket Set Screws 


e Socket Head Cap Screws 

e Socket Pipe Plugs 
Socket Head Stripper Bolts 
Socket Screw Specials 
Socket Screw Key Kits 


The BRIGHTON Screw & Manufacturing Co. Cincinnati 2° Ohie 
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It is wasteful to sell rough bronze bars and 
then machine away part of them. Show your 


customers how to save bronze. Johnson Universal 
Bronze is available in exact sizes they need, 
already completely machined. Have them order 
by bearing size—save them costly machining 
time—save a critical metal for our country. 


ings in the cente GS - 
Johnson Universal Bronze Bars are made in 


the amount 


saved by complete mi over 350 sizes, both solid and cored, completely 


chining. Add t thi 





i ah eel pre machined outside diameter, inside diameter 


trouble avoided and you and both ends. This range of sizes will meet 
realize why JOHNSON 

UNIVERSAL is your 
best buy in bearing is the finest all-purpose bearing metal on the 





virtually all needs. Johnson Universal Bronze 


bronse. market. Familiarize yourself with the sizes 
available and increase your bronze bar sales. 


SLEEVE BEARING HEADQUARTERS Since 1901 


S danse Gremag 


535 SOUTH MILL STREET*NEW CASTLE, PA. 
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YOU SHOULD HAVE... 


. this descriptive, fully-illustrated condensed catalog for 
your customers. Because it lists all Harrington Hoist Products 
and gives complete specifications — it helps you sell faster and 
easier. Send for your copy, today — additional copies are 
available upon request. 

Remember, the Harrington Line is a complete one with wide 


‘ 


consumer acceptance and it’s backed by more than 75 years 
experience in the design and manufacture of Hoist Products. 


THE 


HARRINGTON company 


17th & CALLOWHILL STS. « PHILADELPHIA 30, PA. 
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Famous (iss) Metal Cutting Snips 


... for every purpose 


METAL MASTER SNIPS 


Outstanding new development in snip 
design and construction. Compound 
leverage produces amazing cutting 
power with minimum effort. For the 
most intricate jobs involving inside 
holes, circles, complicated patterns, 
etc. Overall length 10”. Rubber grips 
recommended. 


a 


a 


STRAIGHT CUTTING 
SOLID STEEL SNIPS 


STRAIGHT CUTTING 
SOLID STEEL SNIPS 


For workers who do not need the spe- 
cial qualities of Wiss inlaid snips. 
They meet government specifications. 
For garages, machine shops, home 
workshops, the farm, etc. 4 sizes from 
8” to 1214” long. 


INDUSTRIAL DISTRIBUTION 


INLAID BLADE 
STRAIGHT CUTTING 


M2 


INLAID BLADE 

STRAIGHT CUTTING SNIPS 

The basic snips for straight metal cut- 

ting. Gun metal finish handles. Tough 

crucible steel inlaid blades. Popular 

because of cutting ease and long life. 
5 sizes from 91” to 141” long. 


NO. V19 COMBINATION 
CUTTING SOLID STEEL 


NO. V13 


TOMBINATION CUTTING 
SOLID STEEL SNIPS 


Strong, well made, solid steel combi- 
nation pattern snips. Will cut curves 
and irregular shapes with ease. Accu- 
rately tempered jaws and strong bolts. 
No. V19 13” long, 3” cut. No. V13 is 


handy pocket size, 7” long, 154” cut. 


INLAID BLADE 
COMBINATION SNIPS 


Made with straight blades, but ground 
and shaped so they readily cut curves 
and irregular shapesas wellas straight. 
2 sizes—124%” and 131” long. 


— 


INLAID BULLDOG 
HEAVY-DUTY SNIPS 


For cutting monel metal, stainless 
steel, Allegheny metal and othertough 
alloys. Invaluable for bench work for 
cutting strap iron bands. Regularly 
tested on 18-gauge galvanized iron. 
17” long, 24” cut. Also made in pop- 
ular 16” size of solid steel No. Al6. 


Quality for more than a century 


J. WISS & SONS CO., NEWARK 7, NEW JERSEY 
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BLUEPRINT 
for PROFITS 


Sell the HOSE that’s a 3-time 
winner in industry preference >': 


GOODYEAR INDUSTRIAL RUBBER PRODUCTS 


@) -Specified HOSE IS MADE 


IN THESE MAJOR TYPES 


ACID 
AGRICULTURAL 
AIR 
AUTOMOTIVE 
BREWERY 
BUTANE 
CHEMICAL 
CREAMERY 
DREDGING 
FIRE 

FLUE CLEANING 
GARDEN 
GASOLINE 
JETTING 

MUD PUMP 


“ORTAL 


“ 


Oll 

ORTAC 

OXYGEN 
PNEUMATIC TOOL 
RADIATOR 
ROTARY DRILLING 
SAND BLAST 
SANITARY 

SPRAY 

STEAM 

SUCTION 

TANK TRUCK 
VACUUM 

WATER 

WELDING 


Oil Resisting Tube and Cover 


sik According to impartial studies of preference 
in Industrial Rubber Products conducted in 


3 recent years, among more than 5,000 buyers. 


GOO 


THE GREATEST NAME IN RUBBER 


Ortac—T.M. The Goodyear Tire & Rubber Company, Abron, Onto 


When you sell Goodyear, you’re selling 
the line of Industrial Rubber Products 
that’s preferred all across industry. For 
example, in three successive surveys con- 
ducted among people like those you sell 
to, the leader in hose preference was 
Goodyear. 


One reason for this leadership is the 
complete range of hose constructions and 
types designed to meet your customers’ 
specific needs—more than 800 types of 
hose, each designed to give longer service 
at lower cost in the long run. 


Whether you sell hose, V-belts, conveyor 
belts or any other product in the 
Goodyear line, you get proved quality, 
coupled with leadership in new product 
development. You can rely on the help 
of aggressive national advertising, hard- 
hitting direct mail and the reputation of 
“The Greatest Name in Rubber.” Need 
technical sales assistance? You can call 
in the G.T. M.—Goodyear Technical Man. 
And above all, you get the unrivaled 
advantages that have made Goodyear one 
of the top three money-making industrial 
supply lines for years. 
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ICHOLSON 
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When thinking of GOOD FILES, product reputation 
invariably gives Nicholson or Black Diamond the first vote. With 
either brand you possess a bunch of sales advantages — and at the 
same time avoid a lot of headaches. 





Complaints disappear when Nicholson quality 
takes over. Price considerations vanish as values stand out. 
Returns become a myth and reorders a fact. A customer satisfied 
never has to be pacified. 


Thus, in handling Nicholson brands, you give your 
customers no reasons for leaving you. Old business sticks — 
which gives you more time for developing new business. It sticks 
because there is simply nothing to compare with the all-around 
quality that backs up Nicholson’s policy of Twelve perfect files 
in every dozen...nor with the range that is expressed in the 
Nicholson slogan, A file for every purpose. 


% SiAae 
erets, NICHOLSON FILE CO., 42 ACORN STREET, PROVIDENCE 1, R. I. Qs 


2 U.S.A. In Canada, Port Hope, Ont.) ——— 





.FOR EVERY PURPOSE 
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THE LINE THAT GIVES 
YOUR CUSTOMERS THE 
RIGHT TOOL QUALITY FOR 


EVERY 
INDUSTRIAL 
NEED 


Power Driven Wire Wheel Brushes 
“Mono-Bilt” 
‘ “Steel-Clad” 
ge ° ° “aes “Dura-Bilt” 
Specifications calling for greater toler- ate 


ance requirements in today’s production f “Peerless” 
. 5 A “Twis-Tuft” 
has increased the need for Mono-Bilts. TT Fins Wise Polishing Wheel 


j i ali Brushes 
Now wide understanding of the ability Pn 
of Mono-Bilts is bound to create a prof- “2% Fibre Wheel Brushes 
itable market for the future. : Wire Scratch Brushes 
Boiler & Furnace Brushes 
Foundry Brushes 
Platers Brushes 
Bench Brushes 
Floor Sweeping Brushes 
Push Brooms—wire and fibre 


Miscellaneous Maintenance 
Brushes 


YOUR MARKET 


Mono-Bilt Wire Wheel Brushes are Steam & Electric Railroads 
applicable to many power brushing Marine Industry 


, ‘ Aviati 
operations. Bulletin 42-61R de- seaatcy 


scribes our complete line of Power Public Works 
Quarries 

Mines 

General Contractors 
Chemicals 


THE MILWAUKEE BRUSH Ceramics 
MANUFACTURING CO. ne 


Paper Mills 
2212-2236 North 30th Street Food Industries 
Milwaukee 45, Wisconsin Packing Plants 
Dairies 
Textiles 
Metal Working Industries 
Wood Industries 
Glass 


Driven Brushes. 





INDUSTRIAL 
BRUSH PROBLEMS»... 


ee ok, 


thin pt eS 
> as rhe 
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THE ‘ABRASIVE. RO! oe 
rie lotereal Gee de 
i 
in Fractional “ene 


4 Bay State internal wheels 
* have been “inducted” for a 
1 host of Defense Jobs... 


Aircraft Cylinder Sleeves 
Anti-Friction Bearings of All Kinds 
Gun Barrels 
Propellor Hub Cones 
Connecting Rods 
Aircraft Crankcase Assemblies 
Cartridge Dies 

-\ Tank Turret Housings and 

} Shields, etc. etc. 


2 le 
THE GRINDING JOB 


Ask for Bay State : nternal Grinding Crank Holes 
, y in Four Aircraft C 

engineered-help on Simult Onn Rods 

your next job. aneously, 


BAY STATE ABRASIVE PRODUCTS CO., Westboro, Mass. 


Branch Offices and Warehouses — Chicago, Cleveland, Detroit, Pittsburgh 
In Canada: Bay State Abrasive Products Co. (Canada) Ltd., Brantford, Ontario 


es ERICA STRONG 


ape ” 
ps 
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Registered 


WITH 





WIRE ROPE SLINGS jf DUALOC’ 


@ Made from preformed 
improved plow steel wire rope 


with independent wire rope core. 


®@ Develops full catalog 
yo 4-Jelep 0s Me) ab <0) ola Nelo bb ole MOT) 


locked for full life of 
the wire rope. lo ® Flexibility of DUALOC 


permits close, secure snubbing. 


@ Wire ends are completely enclosed 


Can’t snag hands or clothing 


YOU CAN STOCK THEM 


@ The demand for certain sizes of STRAND-LAID and CABLE-LAID 
ACCO Registered WIRE ROPE SLINGS makes it profitable for you to stock them 
for quick delivery. Our advertisements in trade journals have developed a 
demand and we tell buyers to see their local distributor—meaning you. 


@ ACCO Registered WIRE ROPE SLINGS are proof-tested, registered 
and warranted in writing. They are no new experiment. They have been 
proved in service by thousands of users since 1945. If you are not stock- 
ing these fast-moving slings, write us today for information. 


*Trade Mark Registered 
MEMBER THE NATIONAL SAFETY COUNCIL sy 


CO Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


fs AMERICAN CHAIN & CABLE 
ae” WIRE ROPE SLING DEPARTMENT 


‘ 
am 


In Business for Your Safety 
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3 fuUih iti 
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Fig. 375. Small 200-pound 
Bronze Gate Valve with 
renewable, wear-resisting 

“Powellium" nickel- 
bronze disc. 


POWELL 


The WM. POWELL CO., 2525 Spring Grove Ave., P. 0. Box ‘106, Station B) Cincinnati 22, Ohio 


\ 
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SPEED 
PRODUCTION... 
CUT COSTS! 


He’s happy about the whole set-up! 

His boss always makes sure that gen- 

uine TOLEDO Pipe Tools are on the job! 
These are the tools preferred by better 
mechanics everywhere for nearly half a cen- 
tury... easy handling, faster cutting. 

Always recommend TOLEDO for the fin- 
est in pipe threading and cutting tools and 
power machines! See how quickly Toledo 
dies take hold... how easily they cut smooth, 
accurate threads. Check the many advanced 
features of Toledo Pipe Tools... designed 
to speed the work and assure fast make-up 
and trouble-free joints. Your customers will 
be better satisfied with Toledo dependability! 
The Toledo Pipe Threading Machine Co., 
Toledo, Ohio. New York Office: 165 
Broadway, Room 1310. 


RELY ON THE LENSER 
Fe 


TO 


PIPE TOOLS . , fower PIPE MACHINES . . . POWER DRIVES 
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mine Toledo line includes 
a Tools, all pipe sizes, y%”’ 
to 12” and 4%” to 1” bolts. 
Power pipe machines, up to 2” 
and 4” capacity. (Above)— 
Toledo No. 1R Threader, 1” 
to 2”’ pipe; (at left) 

—Toledo #999 

2”’ pipe machine, 

wheel or knife 

cut-off. 











‘TA 
~~” There's no doubt about it!—the 


4/ \ndustrial Distributor is playing a vital part 


in the great American way of transacting business — in getting 


goods to market faster, in smoothing the channels of 


distribution, in assisting with service problems . . . In working 
closely with Industrial Distributors, in helping them 
and their customers to standardize on standard products, 
the House of Atkins takes this opportunity to salute 
Industrial Distributors, our co-partners, on their 


continuation of a job well done. 
ATKINS | 


Cc. ATK I ee AN OD COMPANY 
Home Office and Factory: 402 S. Illinois Street, Indianapolis 9, Indiana 
Branch Factory: Portland, Oregon . Knife Factory: Lancaster, New York 
Sales Offices Atlanta e Chicogo ¢ Portland # New York 


ATKIN 
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Flratismanship. * 


and physical 

Backing vp > 
In 1838, Lord tinuous ——s a 
asteners . = 
Brougham scaled Quality fasteners are equally ne el ¢ work, investment 1m eit 
7 on one of Eng 1 today to quality products such sion and improvement makin 
coachmakers to com pe a motor cars. But, 1951 craft» = —P* 106 years of experience In 7 
stcosch invented by mode easily achieved the finest fasteners 
ch part to be hand- {specialists like the the age-old tradition of crafts- 
lordship . each PX siustra- =n dsall & Ward 
pet vith craftsmanlike care, right small @ manship, Russell, Burm make 
riage bolts n gives industry the quality pragy teers 

Eapecial 2 as paid to these devoting & © : strong the things that mal 

bolts, outs, TFOME. 
career ‘ + oem accuracy, dependability * 


, M 
poLT AND NUT CO 


s experience is 


PANY 

RD roe yeare® 
. & Wa 

BURDSAL 

RUSSELL, 


wanine oraone THe 


a jecacneeeneens 
additions! soles offices PHILADELPHIA, DETROM, CH! 
car 
ALLS, HL, LOS ANCES, 


trom coos fe 
x? PORTLAND, SEATTLE Disribotere 
poe cxesren, 4. ¥, CORAOPOUS Phe HE Sales Agent oh 
Penn om 


How an 1838 Brougham builds sales for you in 1951 


The above advertisement is running in the 
top magazines read by the people you sell. 





campaign to help maintain RB&W’s prestige 
...and yours, if you are an RB&W distributor 
It shows one of 19th Century England’s __ ...with full-page messages in FORTUNE, MILL 
great craftsmen building a new style of | & FACTORY, PURCHASING, IRON AGE, STEEL, 
coach to Lord Brougham’s specifications, _ ete. : 
paying close heed to the fasteners . . . vital MORAL: Stock RB&W bolts, nuts, screws 
parts on whose performance the perform- and rivets of uniform accuracy, dependa- 
ance of his assembled product so largely _ bility and physical properties. It’s the com- 
depended. plete quality line that supports your selling 
efforts with quality advertising. 





It’s the first advertisement in an extensive 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


O A 106 YEARS MAKING STRONG 
ae & Z THE THINGS 
THAT MAKE AMERICA STRONG 


Plants at: PORT CHESTER, N. Y., CORAOPOLIS, PA., ROCK FALLS, ILL., LOS ANGELES, CALIF. Additional sales offices at: PHILADELPHIA, DETROIT, 
CHICAGO, CHATTANOOGA, DALLAS, OAKLAND. Sales Agents at: PORTLAND, SEATTLE. Distributors from coast to coast. 
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Here’s A Long-Range Selling Policy 
lt Will Pay You To 


Keep le Mind, 


Turnbuckles? Shackles? Right now, 
there are many suppliers of these and the 
rest of the standard wire rope and chain 
fittings. 

But when it comes to such ahead-of- 
the-parade items as you see here — 
Laughlin is your one and only sup- 
plier! 

Each one of these greatly improved 
fittings does its own special job of saving 
time, money, and labor for the user. 


Each one is a proved door-opener — and 
together they add up to the most pow- 
erful battery of business-getters in 
the field. 


When you have something nobody 
else has, it’s smart policy to make the 
most of it. That’s why Laughlin con- 
centrates its heavy national advertising 
and promotion on these exclusives — 
standouts under any selling conditians 
—and why you, will find them a steady 





Only Laughlin 
Offers You These 
Sure Door-Openers 
To Present... And 
Future...Sales 


source of present and future profits. 

Other Laughlin Advantages 
include a fair distributor ‘policy, a sub- 
stantial profit margin, consistent na- 
tional advertising, and an information- 
packed Catalog-Data Book for quicker, 
easier selling. , 

Why not get the whole story? Just 
contact THE THOMAS LAUGHLIN 
COMPANY, 129 Fore Street, Port- 
land 6, Maine. 


Remember Those D.O. Ratings! Avoid trouble — assure deliveries of maintenance, repair, and 
operating supplies — by passing your customers’ D.O.-M.R.O. ratings along to steel product suppliers. 


J AUGHLIN 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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Laughlin Protects 
the Distributor 








Backstand. Method 
eyes MMe Lf 


Le Roi Co. cuts finishing 
time on forged handle 
from 5 minutes 11 seconds 
to 1 minute 32 seconds 


Problem: The Le Roi Company, in Cleveland, Ohio, used set-up 
wheels to finish forged paving breaker handles. This 
finishing operation required 5 minutes 11 seconds on 
the average per handle .. . was too long, too costly. 


Solution: The Le Roi Company switched from the 
to the backstand belt meth 


Result: An Armour abrasive 
was reduced to 1 mi >K more SALES OPPORTUNITIES 
. Saving 3 minutes FOR YOU, MR. DISTRIBUTOR! 


Manufacturers of hundreds of « Now-—more than ever—you'll profit by Armour’s consistent and 
items have proved that the back extensive national advertising program. Month after month 
cient and more economical than thousands of customers and prospects are reminded that... 
If you are grinding, polishing 
surfaces, cast pieces, stam 
stand belt method can help you with Yur proaucuuip 
To learn more about the many gd zes of the backstand 
belt method, write today for our fre- let. 


AK We recommend buying through your industrial distributor 


MAIL THIS COUPON TODAY 


Please send me the booklet ‘“‘Facts about Backstand Belt 
Grinding and Polishing.” 


Armour’s abrasive belts are only part of a com- 
plete line of abrasives built to rigid quality speci- 
fications. There are sheets, rolls, discs and other 
more specialized shapes. 


atl Aes Dini 


SHEETS + ROLLS © BELTS += DISCS 


Armour and Company 


City... North Benton Road «+ Alliance, Ohio 
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WHAT EVERY 


All hardware merchants, and most of 
their clerks, know that Utica Drop 
Forge’s tools are better because they 
are drop forged—and electronically 


Here the ruggedness and long life that 
are built into Utica tools are described 
in diagrams and pictures. The customer 
can't see these qualities, but they can 


TOOL SELLER 
SHOULD K 


KNOW 


induction hardened. be explained, when understood. 


AS DROP FORGED BY UTICA 








STAMPING 


structure. inherently 


| Cast tool. No fibre 
very brittle. 


Stamped tool. Note 
straight lines of steel 
fibre structure, cut 
off where it meets 
edge of tool. That 
makes for weakness. 


Skilifl drop forging oligns the Abre structure of the CASTING 


steel to conform with shape of tool. Like sinews, this 
fibre structure makes tool strong and tough. 














AND HERE’S UTICA’S ELECTRONIC INDUCTION HARDENING 





Pliers made of one Pare can be 
brought to almost any desired d 

of hardness. Gut fevdhesste by ao cncene 
toughness. Throughout most of its struc- 
ture the pliers must be fough. Only at 
the cutting edge should it be hard. 





O) 


The miracle of Utica’s electronic induction 




















r 


Here are the jaws of a Utica adjustable 


FREE: 





Wall Chart explaining the advantages of 
drop forged and electronically hardened 


SEND FOR IT— 


Every dealer prefers to sell quolity tools. 
This chart, ploced where your clerks and 
your customers can see it, shows clearly that 
good tools ore a sicod investment. It will 
make you money—iand satisfied customers. 








S 
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hardening is that it can harden just the 
exact area where hardness is required. 
Note here—only the cutting edges are 
hardened (for lasting sharpness). The rest 
of the tool retains the toughness required 
for_resistance to breakage. 


wrench. Note the pattern of electronic in- 
duction hardening, limited just to the work- 
ing surfaces of the jaws where maximum 
wear occurs. This resists burring—yet the 
internal structure of the jaws, as well as the 
handle, retain their drop forged toughness. 


“DROP FORGE AND TOOL 


CORPORATION 


UTICA 4 


1951 


NEW YORK 





How to Get More for your Money and 
Lower Maintenance Costs with... 


KENNEDY Bile):5 
WDE Valves 


Today, valves are a big part of your investment in any piping 
system. Naturally you want to make them last longer—do their 
job better. To help you get a bigger return on your investment, 
KENNEDY valves are Job-Fitted . .. every valve specially designed 
and engineered for the job it has to do. 

Whatever the type, rating or construction material of any 
KENNEDY valve, it has special features and refinements that mean 
easier, smoother operation. In many of the iron-body valves, for 
example, all contact surfaces between moving parts are bronze- 
to-bronze. 

Throughout the complete KENNEDY line, extra strong, large 
diameter stems are used. Their deep, precise threading assures 
smooth, steady operation. Easy-to-grip handwheels are fastened 
securely to the stem . . . simplify and speed opening and closing. 

For faster, easier maintenance, stuffing boxes are made extra 
deep with fully machined glands. This provides for convenient 
repacking. It also allows for extra tightness without undue wear 
on the packing. Bonnets are designed for easy removal and all 
parts are readily accessible. 

In addition, all KENNEDY globe, angle and cross valves can be 
repacked under full line pressure when the valve is wide open. 














USE THESE HELPFUL HINTS ON LONGER VALVE LIFE! 


CORRECT 
INSTALLATION 


44 os . 


, 


Ff J 
” 


CAREFUL 
OPERATION 


PREVENTIVE 
MAINTENANCE 


Good installation begins with clean 
valves and pipe! Grit and dirt should 
be blown out with compressed air or 
flushed out with water. 

Valves work best when mounted 
with the stem pointing upward. An 
upside down position tends to catch 
sediment and pipe scale in the bonnet 
where it can damage inside stem 
threads. Inverted valves are particu- 


larly bad on liquid lines subjected to 
low temperatures, because trapped 
liquid could freeze and burst bonnets. 

In pipe lines handling sludge or 
other suspended matter, try to keep 
valves out of vertical lines. Stoppage 
of flow allows the suspended matter 
to settle and choke a closed valve. This 
is especially important to remember 
when installing check valves. 





Abuse can shorten the life of any 
valve. But you can avoid it by follow- 
ing a few simple rules of operation. 

To close a valve properly, turn the 
disc to its seat gently, then back it 
off a turn. Repeat this operation two 
or three times. It helps to flush away 
any foreign matter which may be 
lodged on the valve seat. 


To prevent water hammer on pres- 
sure lines, open and close the valves 
slowly. When you shut off a hot valve, 
always test it after cooling to make 
sure it is closed tightly. 

In opening and closing valves never 
force them with a wrench or other 
tool. This could strip the stem threads 
and distort the body and seat. 





Regular and systematic inspection is 
the first rule in preventive mainten- 
ance. This includes proper lubrica- 
tion of all sliding or rotating parts... 
replacement of packing when leakage 
or excessive friction develops . . . re- 
facing leaking seats and discs. 

When dismantling and reassem- 
bling a valve, be sure you are familiar 
with its construction to avoid damag- 
ing the valve thru improper handling. 
Before starting to remove the bonnet, 


open the valve so that no bending 
stress is placed on the stem during re- 
moval. In replacing the bonnet, stem 
should also be in the open position 
to prevent distortion of the valve seat 
in making up the bonnet joint. 

You can check the location of valve 
parts and method of operation in your 
KENNEDY Catalog . . . it shows cross- 
sectional views of all KENNEDY valves 
... gives you a quick visual reference 
on valve design and construction. 





DISTRIBUTORS—TO HELP YOU BOOST YOUR VALVE PROFITS, 
take advantage of the KENNEDY DISTRIBUTOR PLAN. It includes catalogs, litera- 
ture and other sales promotion pieces for your customers . . . plus special selling 
aids and services for KENNEDY Distributors, all free of charge. And to build 
demand in your market, all KENNEDY products are extensively advertised in the 
trade publications your customers read. Write today for full details of the 
profit-boosting KENNEDY DISTRIBUTOR PLAN. 





What Makes a MACHINE-CAST SOLDER 
EASIER TO SELL? 


The fact that it is an unquestionably better product! 


Machine-cast solder . . . known commercially as CASTOMATIC* 
solder . . . is produced only by Federated Metals on patented 
electronically controlled machines. 





70) 
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CASTOMATIC is a dross-free solder 
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—— 
. . - harmful oxides are excluded from the product —_ 
because no air enters the completely pressurized system. 


Because it is extra fine grained, it has no voids or segre- 
gation to make melting uneven and to slow down work. 











When you stock Federated Castomatic Solder 
you carry an exclusive item that is sure to sell 





..- because there is nothing like it on the market. No other bar solder compares! 


*Trade Name of the American Smelting and Refining Company 





AMERICAN SMELTING AND REFINING COMPANY ¢ 120 BROADWAY, NEW YORK 5, N.Y. 
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MORGAN 
SEMI-STEEL VW ; » & % 


..- Meet Industry's 


VISE NEEDS 
| WITH PROFIT TO YOURSELF 


Bow aay ig 


"TREC RS eat 


@ Machinists’ Bench Vise 
Solid Jaw and Stationary Base 
This vise is unsurpassed for strength, 
rigidity, and durability. All parts 
are interchangeable. 
@ Machinists’ Bench Vise 


Solid Jaw and Swivel Base 
Our new and improved base, which can 


be locked at any angle, gives a low 
construction which is very desirable. 


@ Solid Nut Continuous Screw 
Vise 
Designed and built te withstand the 


most severe service. Stop in front 
jaw. 


@ Hinged Pipe Vise 
in 4 sizes. . . 1" to 2"—¥4" 
@ Quick Action Vise nee to 3i4"—14" Se ane ™ 


The working action is the most simple 
and effective of any of the screw 
adjusting types. 


Machinists’ Bench © Quick Action 
. 


Combination Pipe Garage Vise 
Woodworking © Solid Nut 
SOLD ONLY THRU Sheet Metal Workers Continuous Screw 


AUTHORIZED DISTRIBUTORS 


MORGAN VISE CO, 12812" #0". CHICAGO 6, U.S.A. 
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Mow to do it night with 
WILLIAMS “C’ CLAMPS 





MAXIMUM CAPACITIES FROM 
%" to 12%" 


11 SIZES FOR 


HEAVY 
SERVICE 


C 


Williams “Vulcan” Heavy Service “C” Clamps are de- 
signed for extremely rugged duty where heavy parts, 
such as in set-up work, must be rigidly held in place 
during fitting and machining operations. Long screws 
can be furnished to provide a minimum capacity of O. 


C 


Williams “Agrippa” General Service “C” Clamps can- 
not be equalled bor all-around utility. prow toa 
wide range of machine shop work, their screws are 
threaded U.S. Standard and are fitted with sliding pin 
handles and drop-forged swivels. 


dc 


DEEP SPATTER 
THROAT RESISTING 














MAXIMUM CAPACITIES FROM 
3” to 18” 
8 SIZES FOR 

GENERAL 


SERVICE 














MAXIMUM CAPACITIES 
FROM 2" to 12” 
7 SIZES 
FOR 
LIGHT DUTY 
AND WELDING 











Williams Deep Throat “C” Clamps are designed for 
use where the clearance provided by a deep throat is 
required, as in body building, welding, woodworking, 
etc. Serews have special threads for strength and rapid 
adjustment. Furnished in two finishes: Standard for 
general service, and Cadmium-Plated to resist adher- 
ence of welding spatter. 





All Williams Clamps are drop-forged from selected 
steel and heat-treated to further increase their strength 
and reduce the liability of springing. Screws are made 
of special steel, hardened and tempered. The wide 
range of sizes and patterns makes it possible to select 
just the right clamp for the job. 


MAXIMUM CAPACITIES 
PLAIN SCREW FROM 1" to 444” 
SWIVEL SCREW FROM "to 4” 
4 SIZES 

FOR 


PLAIN SWIVEL TOC, MAKERS 


SCREW SCREW 
Tool makers and machinists requiring small clamps 
for precision work will find Williams Tool Makers’ 
~—" Clamps well designed for accurately clamping 
small tool work. All screws have wings shaped to per- 
mit use of lever in tightening. 

















MAXIMUM CAPACITIES 
FROM 14" to 4%" 
4 SIZES 
FOR 
MACHINISTS 


PARALLEL JAWS 











The parallel jaws in Williams Machinists’ Clamps per- 
mit greater clamping surface on flat work. The knurled 
portion of the hardened and tempered screws permits 
easy and rapid adjustment. 

Copies of this and other “Memos to Mechanics” are 
available free upon request. 


OPEN END, BOX, ADJUSTABLE & RATCHET WRENCHES; DETACHABLE SOCKETS & 
SETS; IMPACT SOCKETS; TOOL HOLDERS; LATHE DOGS; “C” CLAMPS; CHAIN 
PIPE TONGS & VISES; FLANGE JACKS; PLIERS; SCREWDRIVERS; PUNCHES & 
CHISELS; SOFT FACED HAMMERS; HOIST HOOKS; EYE BOLTS; ROD ENDS; CRANK 
& BALANCE HANDLES; THUMB SCREWS & NUTS; BODY & FENDER TOOLS. 


J. H. WILLIAMS & CO., BUFFALO 7,.N.Y. Qisiecbulors Everywhere 
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Hw CARD TAPS 


give you 
the selling-edge 
over competition 


You naturally expect the cutting tools you 
sell to get a thorough factory inspection be- 
fore reaching you. But Card goes that routine 
one better. We employ the Pittsburgh Test- 
ing Laboratory to buy Card Taps on the open 
market — anywhere, at any time — and to 
re-test them for accuracy and certify the 

' results. 

Tool users in every industry realize that 
this double-checking means double assurance 
of dependability. And we’re careful to keep 
them reminded of it. In 1951 the metal-work- 
ing trades’ preferred magazines will carry 
over 1,000,000 advertising messages. . . each 
one pounding home the fact that Card Taps 
are the Certified* Cutting Tools . . . each one 
telling the reader to contact his local Card dis- 
tributor. 


Additional Selling-Advantages 
include a full kit of free imprinted merchan- 
dising aids for direct mail, point-of-sale and 
point-of-use . . . expert service to you and 
your customers from Card factory-trained 
engineers . . . and deliveries from warehouses 
in New York City, Detroit, Chicago, Fort 
Worth, Los Angeles, San Francisco and 
Seattle. 

Investigate Card’s progressive, fair-and- 
~ square Sales Policy that protects your in- 
On D terests and keeps business coming your way. 
AK wy, Get the details from your Card representative. 


— 


TAPS 


She Certified 


; Fools 
Culing” S.W. CARD 
oe aboratory 
*by the — a screw. Pt ares ~Y 2 
makers © Rg 
—an + MANUFACTURING COMPANY 
Mansfield, Massachusetts 


DIVISION OF UNION TWIST DRILL CO, 
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@ A COMPLETE LINE OF ABRASIVE PRODUCTS... giv- 
ing you the opportunity to recommend impartially accord- 
ing to specific job requirements. 


@ THE BEST KNOWN BRAND NAME IN ABRASIVES... 
and the unequalled product acceptance and recognition 
which this feature provides. 


NEW DEVELOPMENTS... that keep the CARBORUNDUM 
distributor in the forefront as an up-to-date source of in- 
formation for his customers. CARBORUNDUM’s continuing 
research and development programs make this possible. 


A SINGLE SOURCE OF SUPPLY... reducing and sim- 
plifying ordering procedure, and eliminating expensive 
duplication of paper work. As a result, you increase the 
efficiency and economy of your operations. 
INTELLIGENT TECHNICAL COUNSEL... derived from 
a fund of engineering experience which includes the solu- 
tion of widely varied problems in the application of abra- 
sive products and methods. 


INTEGRATED SALES PLANNING... combining close 
support of comprehensive distributor sales training courses 
with co-operation from our highly trained field staff. 


@ ADVERTISING AND PROMOTION PROGRAMS... 


give strong continuing support to your own sales effort. 





These and other advantages explain why leading distributors 
place such a high value on their CARBORUNDUM Franchise. 








“Carborundum” and “Aloxite” are registered trademarks which indicate manufacture by 
The Carborundum Company, Niagara Falls, New York 
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other HIGH-QUALITY lines 


From actual experience, many distributors know 
that having the CARBORUNDUM brand line of 
abrasives is an influential factor in selling other 
desirable premium-quality lines. They know, 
too, that by obtaining these allied top-quality 
lines and combining them with excellent cus- 
tomer service future sales-and-profits volume are 
bound to increase. 


KNOWN QUALITY DOES IT! 


For many years the CARBORUNDUM trademark 
has been one of the best known in industry. 
For many years it has been synonymous with 
“quality in abrasives.” Some of the most sig- 
nificant developments in abrasives and methods 
have appeared under this name, since the time 
when the first man-made abrasive itself was 
trademarked CARBORUNDUM. 


Ag sans, 


“se, vaeyip en 


Such industry-wide recognition and acceptance 
increases the value of the CARBORUNDUM Fran- 
chise. It helps attract and sell other lines of 
high-quality products. 





MARK 


DISTRIBUTORS 


have a complete line of abrasives identified by one brand name 
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224 pages 
containing 
complete line 


Here is one of industry’s most important 

catalogs... another of the many valuable selling 

aids that Brown & Sharpe provides for 

Distributors. Issued in the large “standard” 

distributor catalog size, it presents the complete 

Brown & Sharpe line of Small Tools: Machinists’ Tools, 
Electronic Measuring Equipment, Gages, Johansson 

Gage Blocks, Milling Cutters, Hobs, Arbors, Adapters and 
Collets, Screw Machine Tools, Pumps, and other 

widely used shop items including Ground Flat Stock, Vises and 
Permanent Magnet Chucks. 


Under one cover, this new Catalog now combines 
up-to-the-minute information on a line so broad that it 

greatly extends the market of any Brown & Sharpe 

Distributor. Brown & Sharpe Mfg. Co., Providence 1, R. I., U.S.A, 


[BS 


WE URGE 
BUYING THROUGH THE DISTRIBUTOR 
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BLADES 


~“ 


~ <QE> HACK SAW 


>~+KLRYY 


MOLYBDENUM « RED ARROW 











WRITE FOR 
NEW FOLDERS 
ON BARNES 
BAND SAWS AND & 
- 7 


BARN 
HACK SAWS 
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d They give that extra sales appeal, that final 
finishing touch. 





Here's why... 


Hexagon heads —full finished—completely machined 
—top and bottom .. . bearing surface washer faced. 





Top of head chamfered . . . sides parallel and smooth, 
mirror-finish. Clean-cut and precise. 





Threads uniform and accurate to close tolerance dimen- 
sions for perfect fit to standard gauges. 


Points machine turned — flat and chamfered. 








More and more buyers simply specify Shinyheads. Justi- 
fiably famous — Shinyheads have earned the reputation 
Shin yh eads as “America’s best looking cap screw.” 


NC or NF Thread 





The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD > 7 CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS - MAIN BEARING BCLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS » SPECIAL 
ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS » ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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ARMS 


ARMSTRONG TOOL HOLDERS 
Permanent, multi-purpose tools, for every 
operation on Lathes, Planers, Slotters and 


Shapers. ARMSTRONG HIGH SPEED 


Ready-to-grind Bits . .. Ready-ground 
Cutters 
ARMALOY Cast Alloy CUTTER-BITS 
ARMIDE Carbide-Tipped CUTTERS pemino TOOLS 
6 cutter shapes, 12 sizes—2 grades of 6types with boring barsin 
j hardness. sizes for all boring and internal thread- 
ing work. Hold cutters at 90°, 45° and 30°. 
ARMSTRONG THREADING TOOLS 
have high speed steel form cutters, require only top 
grinding tor n. Hold true thread 
form. Rigidand “Spring” types. 


ARMSTRONG Drop 
Forged DOGS 
Lathe Dogs, Milling Ma- 
chine Dogs, and Clamp ARMSTRONG Drop Forged 
Dogs. 12 types, all sizes. “Cc CLAMPS 
Heavy Duty, Medium Serv- 





ice, Deep Throat, and Tool 
Makers’ types in all sizes. 
Also drop forged Machinists’ 


ARMSTRONG Setting Up 
Tools 
A complete line of Drop 


wm Clamps. 








ARMSTRONG Ratchet 
Drills 
All steel wearing parts hard- 
ened. Packer, Railroad, 
Standard, and Short types, 
both plain and reversible. 


ARMSTRONG Drop Forged 
Wrenches 

Both Carbon and Alloy Steel. 

Over 100 types in all sizes. 

Improved designs, steels, and 

heat treating give greater 
strength. 


Better Pipe Tools. A complete line, each a better 
tool with hardened, alloy or drop forged parts 
wherever they will add to strength or tool life. 


ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People’”’ 
5206 W. ARMSTRONG AVENUE 
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Forged Strap Clamps, Planer 
and Bracing —_ and T-slot 
ts. 


ARMSTRONG Detachable 
Socket Wrenches 
All sizes and types with driv- 
ing handles, extensions, and 
drop forged ratchets. Sold 
singly or in cased sets. 


ARMSTRONG Drop Forged 
Eye Bolts 

Plain or shoulder pattern. 

Blank or Threaded. 14 sizes, 

Drop Forged and heat 
treated. 


ARMSTRONG Machine 
Shop Specialties 
Drill Drifts, Tool Posts, Drill 
Holders, Cutter Grinding 
Holders, “ Tool Makers’ 


CHICAGO 30, ILL. 





CROSBY 
CLIPS 


an you name one... a bigger, richer 





market than the users of wire rope? If 
you want to skim the cream from this market, why not start by offering 
the wire rope blocks that are Joad-rated for absolute safety... Ameri- 
can Crosby Blocks. They're a great team . . . genuine Crosby Clips 
and the companion line of Crosby Blocks... Joad-rated, and packed 
in neat, attractive individual cartons. This is modern merchandising 
at its best. Write for details of our distributor plan. 


& Derrick Company 
ST. PAUL 1, MINNESOTA 
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Jacking .P Sales. 


TIP ’EM OFF TO SURE WINNERS!—You may 
slip up when you try to name win, place and show in 
the seventh at Hialeah. But your facts are straight 
from the horse’s mouth when you give a tip on the 
complete line of Simplex Jacks. What a stable they 
are—fast on the getaway, smooth-running from start 
to finish, rugged for the heavy going and fresh as a 
daisy at the finish. You can safely bet your bottom 
dollar on Simplex Jacks—they’re as near to being a 
sure thing as anything you might ask for—in perform- 
ance for your customers and profits for yourself. 


BUBBLE! BUBBLE! 
SIMPLEX-JENNIES 
END THE TROUBLE! 


ae AS ahs 


Up in Yukon Territory ten heavy-duty Simplex-Jenny 
Hydraulic Jacks won their periscopes as submariners. 
The scene was the Peace River Bridge on the Alcan 


Highway. When part of the foundation was under- 
mined, Simplex-Jennies were used to support the pier 
until repairs could be completed. Installed by a diver, 
they operated entirely submerged for more than sixty 
days—sustaining a load excess of 800 tons. In spite of 
the terrific punishment they absorbed, all were quickly 
reconditioned and returned to duty for further ad- 
ventures in the frozen north. 


ALL-STAR 
IN MANY FIELDS x 


Wy 


Give the Simplex 310A Emer- 

gency Jack top billing and 

watch it perform as an out- 
standing sales-maker for you. Don’t hesitate to recom- 
mend it to your prospects in industry, construction 
and the oil fields. It handles almost any jacking job 
with speed and gafety—plus savings in manpower. 
Lifts full 15 tons capacity on the toe as well as on the 
cap and at any intermediate point by using the chain 
as asling. You can count on it every time! 


(Advertisement) 


jl 
| @-E 


GUARDS AGAINST CAVE-INS—In your under- 
ground department you can always depend on rugged, 
economical Simplex Trench Braces. They're most ef- 
fective in preventing costly cave-ins and injuries in 
trench work. The construction field is a gold mine for 
prospects . . . but they can be used also for other types 
of bracing. It’s important to add that the Simplex is 
the only Trench Brace made entirely of drop forged steel. 


cal ( new models, improved 
) stories and pictures to the 
Lay mining and other publica- 


WE TELL ’EM TO 

HELP YOU SELL ’EM 

features, unique applica- 

tions and so on. We're al- 

_— editors. This publicity ap- 

me, ae pears in major industrial, 
tions. Read by your cus- 

tomers, it helps to make 

JACKS, TOO, 


Quite frequently Simplex 
Jacks make the headlines 
NE in business papers with 
ways busy supplying such 
” “a . . oe 
construction, oil field, 
sales for you. 


NEED A GREASE JOB! 


Tell your customers 
that good mainte- 
nance of equipment 
calls for a thorough 
overhaul of jacks at 
least once a year. 
Trunnion — bearings 
should be cleaned 
and new grease 
added. 


\ 
AAV 


\\\\ 


The rack bar should 
always be greased 
except on the tooth 
ed side. Use graphite 
grease. 


ANN 


> 


RIGHT ANSWER! 

Simplex Traversing Base 
Screw Jacks have many 
timeand money-saving ap- 
plications— particularly 
for rigging and re-railing. 
Simplex Traversing Bases, 
also, are available for all 
types of jacks. Mention 
them where possible uses 
exist. 


TEMPLETON, KENLY & CO. 


1036 % Central Ave Chicage 44, itt 
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RUBBER SERVICE 


extends to ALL POINTS of the COMPASS 


. is geared to your needs and those 
your INDUSTRIAL CUSTOMERS 


It makes no difference where you're located, East, 
West, North or South, the Home Rubber Company is 
there “ready-equipped” to furnish the finest kind of 
service on mechanical rubber goods. 


Service like this means preparedness not only for 
everyday needs but also for those special requirements 
which require unusual care and Know-How in handling. 
So you'll find Home Rubber a source of supply that 
will fill your needs promptly and intelligently, regard- 
less of what they are and no matter where your organi- 
zation operates. 


It goes without saying that the comprehensive, 
around-the-compass service rendered by Home Rubber 
applies to mechanical rubber goods of a high quality 
...@ quality established more than seventy years ago. 


THE HOME RUBBER COMPANY 


Factory: TRENTON, NEW JERSEY 


OFFICES: New York: 80-82 Reade Street 
Chicago: 168 North Clinton Street 


“Serving the U. S. since Rutherford B. Hayes” 


BELTING 


Transmission 
Conveyor 
Elevator 


Hose 


Steam... Acid... Mil... 
Chemical . . . Creamery .. . 

Suction ... Water... Air... 
Jetting . . . Sand Blast . . . Fire 


PACKING 


Sheet and Rod Packings 
for every purpose 


“N. B. 0." 


. . the original 


BLACK SHEET PACKING 
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BUTTERFIELD 


SALES POLICY 
M E \ “We will provide the 
services of Factory- 


trained salesmen to 


Xs We | Xs assist our Distributors. 


M A r E R | A L G Today, users of cutting tools expect a good 


deal of service — and Butterfield sees that 
they get it as often as they need it. Butter- 
field experts — trained at the factory, and 
with plenty of practical field experience, are 
ready at all times to help your customers 
with any cutting-tool problem. Remember: 
these men represent you as well as Butter- 
field — and an essential part of their job is to 
build good will for us both. 


As For Materials... 

You get a well-filled merchandising kit 
from Butterfield — a full supply of colorful, 
factual literature, decimal equivalent charts 
and tap size charts — all with your imprint. 
Together with Butterfield’s non-spill pack- 
aging they’ll do a continuous selling-job for 
you, at both point-of-sale and point-of-use. 


National Advertising That 
Does Double Duty 

Butterfield’s full-page color advertise- 
ments appear regularly in leading metal- 
working magazines. And every ad, besides 
selling Butterfield Tools, tells the many 
prospects in your area to “See Your Nearby 
Butterfield Distributor’? — following our 
strict policy of sending business direct to you. 

Speaking about policy, you'll like the fair 
treatment and cooperation offered you in 
every detail of the Butterfield Distributor 
Policy. Why not investigate it? For full in- 
formation, write to Union Twist Drill Com- 
pany, BUTTERFIELD DIVISION, Derby 
Line, Vermont. 





BUTTERFIELD 


THE 100% INSPECTED TOOLS 
Every Tool Individually Inspected 


TAPS © DIES + REAMERS + SCREW PLATES 
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None burns brighter, none lasts 
longer than Westinghouse fluo- 
rescent lamps. For factories, 
stores, offices, schools or public 
buildings, their lifetime record is 
tops. 





VE 


ou can now 








PERFORMANCE. 


Since the introduction of Wes- 
tinghouse fluorescent lamps, light 
output has been steadily increased, 
life lengthened, and price reduced 
Today's new discounts are new, 
added proof of Westinghouse 
progress in lamp leadership 











Measured by any yardstick, 
whether quality of light output or 
lamp life, there’s no better value 
for the money. 











For details, call or write 
the Westinghouse sales 
office nearest you. See list 
at right. Westinghouse 
Lemp Division, Bloom- 
fleld, New Jersey. 


63 


PHONE 

454 N. Pear! St 4-9135 

739 Hamilton St 4-5108 
301 Polk St 7 


cry 
Chucago 
Cincinnati 


838 Cleveland 


Chambiee, Ga.. 
‘eachtree ind. Bivd ) 21-3141 
501 St. Paul Pt Plaza 0300 
P.O. Box 1814 Homewood 2-7! 


814 Ellicott Sq. Bidg. Washington 3966 
1908 Liberty Life Bidg 46624 


Columbus 
Dallas 
Davenport 


2-7892 | Dayton 
(Belmont, Mass., 30 Brighton St.) BE 5-6020 


Denver 
Des Moines 


Effective immediately, Westinghouse 
fluorescent lamps will be sold at new, 
greater discounts to quantity buyers. 
All types and sizes of fluorescent lamps 
come under this money-saving order: 
standard fluorescent tubes, slimlines, 
and circlines—you save on all! 

In quality, these lamps remain un- 
surpassed! Their end-to-end bright- 
ness, their uniformity of color, and, 
above all, their dependable perform- 
ance for thousands of hours add up to 
value that is not topped. 

So, whether you buy a few tubes or 
a few thousand, whether you are a 
regular Westinghouse customer, or a 
prospect, take advantage of these im- 


portant savings. 


cry 
Mdse. Mart Plaza Whitehall 4-3860 Detroit 
207 W. Third St Garfield 2250 Ft. Wayne 610 S. Harrison St 
1370 Ontario St Cherry 1-7600 Ft. Worth 1310 Electric Bidg 
262 N. 4th St Main 5527 Hartford 119 Ann St 
Randolph 4161 Houston 1314 Texas Ave 
3-2761 Huntington, W.Va. 1029 7th Avenue 
Adams 9153 Indianapolis 137 S. Pennsylvania St. Market 3301 
Keystone 8121 Kansas City 101 W. Lith St Harrison 7122 
2-0244 Little Rock Woodrow & Roosevelt Rd 5-2471 


PRONE 
Trinity 2-7010 
Anthony 3421 
Fortune 4086 


5757 Trumbull Ave. 


209 Browder St 
2212 E. 12th St 
32 N. Main St 


5 
Charter 4691 
7146 


910 15th St 
1400 Walnut St 
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MONEY! 


buy high - quality 
Westinghouse 
fluorescent lamps at 


NEW LOW 


NET PRICES 


on quantity purchase 
you CAN BE SURE...1F ITS 


Westinghouse 


cry ADDRESS INE 
Los Angeles Madison 6-3881 
Louisville 33 Clay 899: 
Memphis 8 
Milwaukee 538 N. Broadway 
Minneapolis 727 2nd Ave 
Nashville 2908 Woodlawn Dr 
New Haven 42 Church St 
New Orleans 238 So. Saratoga St 
New York 40 Wail St 


Daly 8-1800 
Main 1471 


5-3191 
Tulane 8891 
Whitehall 3-4321 


city 
Newark 528 Ferry St 
Oklahoma City 120 N. Robinson S$ 
Omaha 117 N. 13th St 
‘eoria 114 Caltendar St 
Philadelphia 3001 Walnut St. Evergreen 2-1200 
Pittsburgh 337 Bivd. of Allies Atlantic 1-8400 
Pittsburgh McKee & Leonard Sts. Federal |-9962 
Portiand, Ore 309 SW. 6th Ave Atwater 946 
Providence 51 Empire St. 


Mitchel! 2-3450 
7-1633 

Harney 8-700 
8-533 


Gaspee |-0818 





PHONE 
2-4758 
6263 
Monroe 1635 
Gilbert 3-6525 
Saginaw 4-2640 
Central 1120 
th T 341 
115 W. Travis St Garfield 5114 
861 6th Ave. Main 815) 
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San Francisco Bush St. 
Seattle 1200 Westlake Ave. 6 
Spokane 1023 W. Riverside Ave. 
Springfietd 26 Vernon St 
Syracuse 

Tampa 





NEW: 











// POWERFUL / oor. 











(juiid Orbital SANDER... 


WON'T GOUGE! CAN'T RIPPLE! Sands with, against, 
across the grain—without marring! Won't gouge 
when dwelling at either end of long strokes... 
doesn’t dig ... can’t track. Produces a uniformly 
smooth surface with a piano finish. That’s per- 
formance customers appreciate! 


MOTOR POWERED! Guild Sander 106 is not a vi- 
brator type. Powerful Universal AC-DC motor 
—more than enough power for toughest finish- 
ing jobs. Gearless action—nothing to get out of 


order. Ruggedly-built for continuous trouble- 
free operation. That’s quality customers want! 


MARKET UNLIMITED! Sells to Builders, Home Own- 
ers, Woodworking Shops, Factories, Auto Body 
Shops, Schools, Boat Owners, and Yards. Guild 
106 has natural sales appeal. Nothing compares 
with its far-better performance .. . its stand-up 
construction. And priced so low it’s bound to be 
a “best seller!” That’s profit you'll collect! Your 
market’s waiting—get your order in today! 


PORTER-CABLE MACHINE CO., 8009 N. Salina St., Syracuse 8, N. Y. 
Manufacturers of SPEEDMATIC and GUILD Electric Tools 
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ARBOR SCREWS INTO 
BODY OF SAW, SECURED 
BY TWO DRIVE PINS 
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TOUGH ALLOY 
STEEL BACK 









































ELECTRIC WELDED 
HIGH SPEED 
STEEL EDGE 
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SHATTERPROOF 








SEND FOR LENOX HOLE SAW III) 
BULLETINS AND LITERATURE 








TODAY! 


AES immeDIATE DELIVERY OF 
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4 LENOX HOLE SAWS 


FROM OUR LARGE \9/ 
STOCK in —— 


4 ; + MFG. COMPANY 
ag Oo t SPRINGFIELD 
‘ & MASSACHUSETTS 















































“BAND SAW BLADES - HACK SAW BLADES - GROUND FLAT STOCK - HOLE SAWS 
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Linco/n 
LUBRICATING EQUIPMENT 


“Lincoln Lubricating Equipment has proved to 
be a valuable asset in rounding out our varied 
stock of Textile Mill Supplies. 


“The splendid cooperation between the Lincoln 
organization and our sales personnel has 
brought about a feeling of friendship and teamwork. 


“We are especially proud of the Lincoln Centralized 


Lubricating Systems that we have installed on 


R. E. FERGUSON, JR., 
Assistant Monager, 


Gates, South Carctine demonstrated great worth in the saving of labor and 


slashers, pickers and spinning frames, which 


machine parts in the Textile Industry." 


R. E. Ferguson, Jr., Assistant Manager 
Industrial Supply Co., 
Clinton, South Carolina 


This is another example of 

successtul business- build wal 
operation brought about : 
cooperation between — 4 
and the Industrial Distriau 
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1. NATIONAL ADVERTISING 


Lincoln's consistent program of 
National Advertising in leading 
publications, constantly directs the 
buyer to the Industrial Distributor. 


A Well-Planned 
Merchandising 
Program 


A Complete Line, 
For the Application 
of Lubricants, 

To Serve All Major 
Industries 


STOCK...FEATURE 
... SELL the Line 
That Helps Build 


Sales For You 


2. DIRECT MAIL 


Attractive mailing pieces giving 
actual case history records achieved 
by manufacturers through the use 
of Lincoln Equipment, are available 
to Industrial Distributors. 


3. SLIDE FILMS 


Color slide films of installations 
are available for use at 
Distributor sales meetings or 

in your prospect's office. 


4. SALES DISPLAYS 


Displays designed for 
increasing sales are available 
for use in Distributor’s 

Sales Rooms to pre-sell your 
customers... save you time 
... sell while you're busy. 


5. SWEET’S CATALOG 
AND INDIVIDUAL 
CATALOGS 


The entire Lincoln Line of 
lubricant application 
equipment appears in Sweet's 
Pre-Filed Catalogs which are 
distributed to your customers 
each year. Individual 
catalogs are also available 
for your use and distribution. 


6. SALES AND SERVICE 
SCHOOL 


Lincoln maintains a Sales 
and Service School where 
Distributors’ Salesmen and 
mechanics are factory-trained 
to provide customers with 
the most complete and 
efficient service. 


7. UNIFORM PACKAGING 
Lincoln Lubricating Equipment is 


= attractively packaged in metal-edge 


cartons to permit safer handling, better 


| inventory control, quick identification 


and increased eye appeal. Accessories 
are pre-packaged in polyethylene 
bags for additional protection from 
dust and moisture. 


Write for complete information telling you how 
you can become a Lincoln Indusirial Distributor. 


LINCOLN ENGINEERING COMPANY, 5739 Natural Bridge Ave., St. Louis 20, Mo. 
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BIG TWIST 


This is the business end, or forming die, 
of the world’s largest rope laying machine 
—a two-story device in American Manu- 
facturing Company’s Brooklyn, N. Y. mill. 
It will shape a rope up to-20-inches in 
circumference—thick as a man’s leg. 

The experience of American in produc- 
ing enormous ropes of super-strength is 
reflected in the exceptional ruggedness of 
the cordage supplied to industry. 


“American Brand” Pure Manila Rope is 
made to highest standards of quality and 
performance—and in a full range of sizes 
and constructions for industrial uses. Write 
for full information about the advantages 
of handling “American Brand’’ Rope. 


American Brand’ 
PURE MANILA ROPE 
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MEETING DELUXE: ‘ihe board of directors of Le 

Supply Co., Memphis, had an unusual setting tor 
recent meet.ng: Blackbeard’s Castle, St. ‘}homas Island, 
Virgin Is'ands. . . Howard A. Jacxson, chairman of thc 
board, lives on St. Thomas Island and owns the castle. . 
board members attended but they wer 
. The group made the 
ip by plane and were gone ten days. . . In attendance 
were: Mr. and Mrs. T. W. Lewis, Mr. and Mrs. Jolin 
West, Mr. and Mrs. Fugene Johnson, Mr. and Mr;. 
I. G. Miller, Mr. and Mrs. George Zwanziger, Mr. and 
Nirs. Herb Prior and Mr. and Mrs Lawson Stone. . . 
\nd I thought directors met in stuffy smoke-filled rooms 


ticd by their wives. . 


ELECTED: Merrill Wilcox (R. C. Neal Co., Buffalo) 
has been elected first vice-president of the Niagara 
Frontier Industrial Advertisers. 


IN ‘THE SPOTLIGHT: Jim Gape won the applause of 
all America recently when he turned down a $254,635 
inheritance. . . Under the terms of Jim’s cousin’s will, 
Jim could inherit the estate only by leaving his Ohio 
home and moving to England permanently. . . Jim, a 
salesman for: Jenkins Valve, decided on United States 
and that not only speaks well of our way of living but 
also, indirectly, is a compliment to Jenkins Valve. . . By 
the way, Life magazine recently did a picture spread on 
the story. 


PORTRAIT: The Midwest Purchasing Agent recently 
did a “Pittsburgh Portrait” on Harvey A. Sutton (C. A. 
Turner, Inc., Pittsburgh). . . Harvey’s background includes 
working with Pittsburgh Gage & Supply and with Smith 
Courtney Co., Richmond, where he was in the sales 
department under Alvin Smith . . . Harvey, whose hobby 
is farming, joined C. A. ‘Turner early in September 1906, 
left in 1920 to become manager of a steel plant but re 
turned to the industrial supply firm in 1922. 


BIG DOINGS: Marty Ostergard (White Too] & Supply, 
Cleveland) went all out in celebzating the firm’s golden 
anniversary. . . It was a three day celebration and was 
acclaimed by all. . . Congratulations, Marty. 


PRAISE FOR ALL: There’s no doubt in the minds of 
C il Silliter and Dick Holden (Silliter-Holden, Inc., Hart- 
ford) that a company’s major asset is the people who 
work for it. . . Gil and Dick recently took a quarter page 
ad in the Hartford Courant and showed pictures of all 
employed by the firm. . . Nice goin’. 


THOUGHT FOR THE MONTH: Better make a res- 
ervation in Chicago for the Central States meeting 
Nov. 26. 


R. W. B. 
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—from the “blue chip” names 


that represent today’s major 
markets for valves 








)ISTRIBUTORS 


Take a closer look at the names on those envelopes. 
Here are just a few of the “blue chip” companies, the 
top-notch architects and engineering firms, and the 
leading technical schools among more than 12,000 
requests for the new Book No. 2 of PRACTICAL 
PIPING LAYOUTS. Fresh proof that these easy-to- 
understand diagrams and descriptions command as 
much interest today as when they first appeared, 6 
years ago, in leading publications reaching the power 
and plant engineering fields. 

One of the most popular and educational industrial 
advertising campaigns ever presented, this series of 
basic Piping Layouts by Jenkins attracts the men who 
specify, buy, and use valves — building wide accept- 
ance for Jenkins Valves, and creating sales-building 
goodwill for Jenkins Distributors. 


Practical Piping Layouts contain the type of in- 
formation on valve selection and placement that piping 
men want, and can use in planning valve installations. 
What’s more, they are a great help to distributor 
salesmen in recommending “which valve where” for 
longest service life. 


This is practical industrial advertising — useful to 
the prospect, and to the Distributor. Supported by 
steady sales promotion, intensive sales assistance, and 
expert engineering service, it gives Jenkins Distributors 
a competitive advantage that keeps growing. 


No wonder Jenkins continues to be the preferred 
valve franchise . . . no wonder it pays, and pays well, 
to sell Jenkins Valves. Jenkins Bros., 100 Park Ave., 
New York. Jenkins Bros., Ltd., Montreal. 


And a Bonus 


in future prospects! 
Book No. 2 are hundreds from engineer- 
schools. Like PPL. Book No. 1, it will be 


JENKI 


saat 


LOOK FOR THE OLAMOND : 











More Prorits!! M 


@ A complete line of Industrial Rubber Products and 
a firmly established sales policy help Republic Distributors 
make more friends and larger profits. 
Operating locally, as independent businessmen, armed with 
tested selling aids and expert technical assistance, Republic 
Distributors work without fear of factory sales competition. 
And, there's never embarrassment from unmet promises 
caused by shifting company policy. Since 1923, Republic has 
lived up to their famous 5-Point Sales Policy . . . a written 
policy for all to see . . . a policy that creates better customer 


relations and more profitable sales results! 


Dimensional accuracy and highest 
quality materials in any size, any 
shape, developed or produced to 
your specifications. 


HOSE FOR EVERY REQUIREMENT 


Strong, flexible carriers for all 
liquids and gases made in braided 
or wrapped construction in a 
standard sizes and lengths. 


COMPLETE LINE 
OF BELTING 


Conveyor, Transmission 
and Elevator Belting in 
Regular, Oil-Resistant or 
Heat-Resistant Materials 
for efficient service in 
every job classification. 


ORE FRIENDS!! 


5-POINT SALES POLICY 


® A LINE of rubber items sufficiently complete to per- 
mit effectively supplying the requirements of the trade 
solicited 


%® A QUALITY of product uniformly good and cap 
able of delivering service results that should rea 
sonably be expected. 


% A PRICE basis inducing and making pos- 
sible aggressive competition with reasonable 
profit return 


%& FREEDOM from competition from his 
source of supply, either direct or indirect, 
among the trade covered by his day to 
day solicitations. 


%& SELLING helps of reasonable 
amounts so that his sales force may 
be given the advantage of spe 
cialized training and a knowl- 
edge of the product sold 


INDUSTRIAL RUBBER PRODUCTS BY 


Op Bae ey 


Lee| Rubber & Tire Corporation 
YOUNGSTOWN, OHIO 


ate 
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The Defense Program And You 


N his recent quarterly report to the Picsident, 

Charles E. Wilson, Director of Defense Mobil- 
ization, summarized the defense effort to date. “But, 
while order-placing and tooling-up still characterize 
our production etfort, deliveries in volume have 
started on many items and many others will reach 
this stage during the coming quarter.” And this 
after more than a year. He cites the figures, “De- 
liveries of end items and construction activity have 
now reached a level of $1.5 billion monthly, com- 
pared with less than half a billion monthly pre- 
Korea. By June 1952, the rate is scheduled to rise 
to $4 billion a month.” Keep the relative magni 
tudes of those figures in mind. It took a year to 
expand production from less than half a billion to 
$1.5 billion monthly and it will take another year 
to reach $4 billion a month. 

For industrial distributors and their salesmen this 
means that the full production-line impact of the 
defense program is still ahead. Demands for pro- 
duction-line tools, equipment and supplies will con 
tinue to mount over the next 12 months. Indeed, 
if we may judge from the continuel volume of certifi- 
cates of necessity that are published each week, we 
are still very much at the paper work stage of build 
ing the plants and installing the equipment that will 
make these future production goals possible. And 
as we all know, the whole defense program is supet 
imposed on a booming domestic economy. 


Distributors Face Challenge 


Over the months ahead the mounting facilities 
expansion program and the mounting volume of 
production presents a challenge to the sales managc 
ment of every distributor firm in the country. New 
customers and new markets are appearing in every 
industrial area. And many old customers are shifting 
to the production of different products which 
require different production supplies and equipment 
Back of all this newly defense-stimulated activity 
are the thousands of plants which will continue to 
turn out essential civilian goods at record levels 
lhat’s the overall picture despite the fact there will 
be cutbacks in some areas as “non-essential” produc 
tion is limited. 

This all means more business for distributors 
and their salesmen but it also means more servicc 
opportunities. You have an essential job to perform 
Just as the defense establishment has its services of 
supply, so must distributors assume the “ 
supply” function for their customers. If our produ 


service of 


tion goals are to be met (and they must be), plants 
turning out military goods as well as essential civilian 
production must be assured of vital operating sup- 
plies and equipment, in the quantity needed and at 
the time required. 

And this job must be carried through within a 
system of production controls that impose added 
obligations and responsibilities on distributors and 
their salesmen. No one favors controls. ‘They are 
tepugnant to our way of life. But they are essential 
under present conditions. There just aren’t enough 
of several critical materials to go around. ‘The basic 
reason for this unposition now 1s to insure that essen 
tial military and essential civilian claimants get what 
they need (and only what they need) at the time 
they need it. Distributors are very much in th 
center of one part of our production drive. It is 
essential that they know the rules of the game. 


Know the Facts 


In this September issue of INpusrriAL DistRiB 
r1ON we present a special 32-page feature article in 
which we set forth just what the defense program 
means to you (see page 81). Here we show in 
detail where we are and where we are going. We 
indicate the magnitude and the geographic pattern 
of the defense program and its impact on your busi 
ness. We show the market shifts and changes that 
are taking place. And these changes are taking place 
in every industrial area. We also present a complete 
round-up of the production controls as they have 
emerged. They have finally taken a pattern that will 
be with us for some time. 

As businessmen and as loval citizens we have a 
bigger job cut out for use than ever before. The 
defense program must be pushed in every possibl< 
way. Re-analyze your markets. What will that new 
plant need? Anticipate its requirements. Know 
your controls. You must become a source of reli 
able information on the various regulations affecting 
your customers. How can that small plant get the 
matcrials it needs? The defense program requires 
the maximum use of every industrial facility. Dis- 
tributors and their salesmen have an essential part 
to play. Let's see that it is played to the hilt 


Mi OE allt 
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The Outlook For Business 





$2 BILLION LEVEL 


PRODUCTION LOSS 


BOTTLENECKS 


When will the U.S. defense production program begin to roll? 


Industry is still mainly in the tooling-up stage. But — deliveries of mili- 
tary equipment are approaching the $2 billion a month level. And in the next 
year they’re scheduled to touch the $4 billion a month rate. 


But that’s just a good start on the job to be done. By mid-year Congress 
had appropriated $49 billion for military procurement and expanding defense 
plants. Now Congress is working on appropriations that may run another $50 
billion for this fiscal year. 


For 1953 the Administration is talking of upping its targets again — by 
roughly 25%. Key item: raising Air Force plans from today’s target of 95 wings 
to 135 or 150 wings. The cost — an extra $10 billion a year. 


It’s too early to predict how much Congress will finally appropriate for 
defense this year. But there’s already enough money appropriated to keep de- 
fense production rising for months to come. The impact of the program on 
business will grow. 


Production of key items lags. 


Biggest single chunk of the production program is centered on aircraft 


and engines. Here deliveries are running about-two-thirds higher than they were 
a year ago, 


A year from now the number of planes rolling off assembly lines should 
triple — as results of today’s plant expansion program come in. But even with 
production tripling, the industry will be behind the schedules set for it. This 
program won’t reach its peak until well into 1953 — and perhaps even later. 


The production program for tanks, trucks and other vehicles has picked 
up much faster. Deliveries are four times what they were after Korea — and the 
rate is scheduled to multiply four-fold in the next year. Even so, Chief Mobilizer 
Charles E. Wilson reports that production is behind schedule. 


Chief bottlenecks are shortages — of designers, engineers and draftsmen 
to get new products and new plants into production; of machine tools and other 
highly precise, complex equipment needed for new weapons. 


Defense department is pushing a $6 billion program for new plants and 
tools — for producing aircraft, vehicles and tanks, guided missiles, and other 
weapons. Industry is bumping the rate of its deliveries upward month by month. 
Because the program concentrates on jet engines, supersonic planes, intricate 
electronic controls and other new products — it takes time to translate appropria- 
tions into finished weapons. 


Overall, military demand now takes about 11% of the U.S.’s total output — 
production of all goods and services. By year’s end that share is likely to touch 
15%. A year from now it is scheduled to rise to 20% 


Business everywhere will feel that growing impact. 
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MARKETING IN THIS DEFENSE PERIOD 


Industry Meets the Defense Challenge 


On June 25, 1950, the communists presented the 
vith a challenge to defend 
I'his challenge was imme- 


( rer since the Civil War, the main 
nit | States has been its industrial 
r ) produce the material means of waging 


industry, as a result of the com 
, has been called on to produce to 


+ 


ipacit ind to increase its capac 
still more, 

+ ] ] 

he challenge unless you, 


ind distributor salesmen, 


help industry do its job quickly, efficiently, 
smoothly. 

To help you play your part during the defense 
period, your editors present this special 3 page 
section, outlining the scope and direction of the 
defense program, the pattern of changing markets 
under the program, the nature of the controls and 
regulations affecting your business now, and oppor 
tunities for you to be of real service to your defense 
producing customers. 

You have a vital part to play in meeting the 
challenge. It can be met only through intelligent 
sclling, geared to present demands. 


—The Editors 


Another Defense Program, But. . . 


Business is good now and will be for a long time to come. But it’s going to 


be a different kind of “good business” than you knew all through World War Il 


{1 LERAL BOON 
t ilmost too good business 
ilesmen are having now is 
of affairs for a long time 
ll _be minor fluctuations 
but the basic trend will 


i boom on top of a 


cl of general business activity 
point since the end of the war. 
inlv to the demands for civilian 
veginning of another real boom. 

in mounting distributor sales. In 
the Korean war, distributor 

from their 1949 low. By the 
running over 25 percent 


ime the event that spark 
boom on top of a boom: the 

h Kor 
en left in the minds of the 
the people that it was timc 
, industrially and militarily, were 


Congress passed the Defense 
ne of the needed mobilization 


ident proclaimed the exist 
ind appointed a Director 
ion to take charge of building the 


; —_— appropriations which 
= ar, 
ion available for military and 
sum is s equal to one-fifth of 
produced in the 


ind services 


, the Director, Charles FE. Wil 


untry’s government and busi- 


ness had to face three principal jobs under the defense 
program: 
Stockpile scarce and critical materials. 
Add production lines for military goods, equal to 
the amount that would be needed in the event of a 
full scale war. 
Increase the U.S.’s basic industrial capacity to the 
point that it will support high levels of both mili- 
tary and civilian production in the event of a full 
scale war. 

hese are long range plans, and call for a long range 
program. Mr. Wilson said that, even with sroduction 
facilities running full blast, these goals cannot be met bc 
fore 1953, at the earliest. By that time, he expects that 
the country will be producing goods and services at a 
level 15 percent above the pre-Korea rate. 

Short term boom? Hardly 

Already, the effects of the mobilization program on 
the nation’s industry, your customers, have been tre 
mendous. By the middle of this year, industry was 
working on outstanding defense orders exceeding $32 
billion, and new orders are being placed at a rate of $3.5 
billion to $4 billion per month. 

But as huge as the program is at this stage, your pres 
ent rate of business is likely to be dwarfed by the demands 
for distributor items in the months ahead. 

This is mainly because industry has devoted the first 
vear after Korea to tooling up and expanding its produc 
tion facilities, rather than to turning out finished prod- 
ucts. We are passing now from this tooling up stage to 
the production stage. 

The Congress is expected to authorize a total expen 
diture of $140 billion on the post Korean defense pro 
gram by June of next year. This will give industry a 
tremendous shove up the ladder, since at the erid of the 
first year of fighting in Korea, only about $25 billion had 
ictually been spent. 

As these authorized expenditures are translated into 
ictual defense contracts, the greatly increased produc- 
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DEFENSE'S SHARE OF THE GROSS NATIONAL PRODUCT 
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BIG DIFFERENCE between war program of World War 
II and the present is shown by different amounts of gross 
national product required during each period. In 1944, peak 


tion cannot help but magnify the necd for most of the 
products you handle. 

Despite the tremendously high level of production and 
business activity, it should be remembered that the coun- 
try is engaged in a “defense” program, not a “war” or 
“total mobilization” program. The principal difference 
between the two is revealed by the accompanying chart, 
which shows the portion of the country’s gross national 
product devoted to defense or war production since 
1940. 

Gross national product is the measure of the total 
output of goods and services by the nation. In 1944, 
the vear of peak World War II production, 45 percent 
of the gross national product was accounted for by the 
production of war goods and services. 

This is in contrast to the 10 percent of the gross 
national product allocated last year to the defense pro- 
gram. The figure had increased to between 15 and 20 
percent by the middle of this year, and is not expected to 
go above 20 percent at the height of the program in 1953. 
Chis would be about $55 or $65 billion annually. 

The actual physical output of goods by the nation’s 
industry, however, provides a more meaningful compari 
son for distributors. 

In 1943 and 1944, two thirds of all the manufac 
tured products turned out in the United States were used 
for military purposes. 

Last vear, only about 5 percent of our total production 
of goods was required for defense purposes. At the height 
of the program in 1953, no more than one third will be 
used for the defense program. 

One of the biggest factors in our lower requirements 
during this period is that the nation’s armed forces are 
being built to only 3,500,000 men and women, instead 


war year, production of goods and services for war put 
poses took 45 percent of the GNP. The percentage shouldn't 
rise above 20 during the present program. 


of the 12,000,000 that would be serving under total mo- 
bilization. 

This means, too, that your manpower problems will 
not be nearly so acute as they were during the war. 

Another big difference between our present program 
and World War II’s, is that the defense program this 
time was started from production levels much higher 
than those of 1941. In addition, the country already 
had large supplies of various types of war items. 

lor example, the mothballed war and cargo ships made 
it unnecessary to embark on another tremendous ship- 
building program, which accounted for 15 percent of 
our total spending at the height of World War II. 

What this actually means to you, as a distributor or 
distributor salesman, is that this defense program is 
going to be of a “selective’’ nature. Because we can afford, 
with lower requirements and increased production capac- 
ity, to plan the program more carefully, the pattern of 
defense spending will be much different from that of 
World War II. 

Contracts will be spread across industry as widely as 
possible; greater use will be made of small businesses; 
contracts will be placed where manpower is available to 
fulfill them; and subcontracting will be encouraged or 
required of prime contractors. 

You will not have all of your old World War II cus- 
tomers, but you are likely to have some new and different 
ones. This will probably call for new selling techniques, 
and a different technical know-how from that which has 
been required of you in the past. 

To sum it up, this defense program, though like it in 
many ways, is not the World War II program all over 
igain. You're going to have—you have now—different 
markets and different customers to learn and service. 
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BUSINESS WILL BOOM ON AS. . 


Military Expenditures Mount 








DEFENSE CONTRACTS AND DELIVERIES 


Military contracts 


ome Deliveries 




















['WO HUGE FORCES ARE AT WORK IN the country to main- 
tain and increase the present high level of business 
ictivity. 

The first of these is, of course, the billions of dollars 
being spent by the government to build up the nation’s 
defenses. And the effect of this force will become 
stronger and stronger during the next two years. 

As can be seen from the accompanying chart, actual 
production of war goods has a long way to go before 
it catches up with the level of contract obligations. 

Up to July 1 of this year, the government placed 
orders with industry for $42 billion of military sup- 
plies, equipment and facilities. At that time, only $10 
billion had actually been delivered. 

For this fiscal year, running to July 1, 1952, the 
President wants to lift the rate of military production 
and spending to $49 billion. The level of contract 
obligations is fairly well established at between $3.5 
billion and $4 billion a month. 

It’s expected that deliveries will reach that rate around 
June 1952, and continue to mount. The rate of delivery 
of war material is, of course, a better gage of business 
activity resulting from the defense program than is the 
rate of contract obligations. 

At the present time, deliveries of these goods are 
running at about $1.5 billion monthly. This is over 
three times the pre-Korea rate, but still a long way from 


Tue two Factors illustrated on this chart are indi- 
cators of present and future defense program spend- 
ing by the government. 

The first, which hinges on the amount of money 
authorized by the Congress for the defense program, 
is the rate of contract obligations. This line indi- 
cates the amount of orders for war goods placed by 
the government with industry. 

Since the first of the year, orders for between $3.5 
and $4 billion monthly have been placed with indus- 
try. This rate is expected to continue at about this 
level until the end of next year before dropping off. 

The second factor, the rate of delivery of military 
end products, or actual expenditure, lags noticeably 
behind the contract obligation rate. This is, of 
ceurse, because of the time gap necessary for tooling 
up and producing material after the order is received 
by a manufacturer. 

Deliveries had reached a level of $1.5 billion 
monthly by the middle of the summer, compared 
with a half billion monthly rate previous to the 
Korean invasion. 

They are expected to hit the $4 billion level, equal 
tu the monthly contract obligation rate, around June 
of next year. 


the contract level of $4 billion. 

Where is all this money going? 

As pointed out on the previous page, the defense pro- 
gram is highly selective. You can expect the customers 
in your area with the biggest orders to be aircraft, com 
bat vehicle, and electronic equipment manufacturers 
and their suppliers and subcontractors. 

Aircraft deliveries are now two thirds higher than a 
year ago, and production plans call for them to be 
tripled within the next 12 months. The deliveries of 
tanks are four times their number a year ago, and they 
will quadruple again in the next 12 months. 

The basic metals industries who supply these manu- 
facturers with their raw materials will of course con- 
tinue to boom as a result of defense spending. 

In the 12 months preceding the outbreak of the 
Korean war, the country’s steel mills poured about 79 
million tons of raw steel. In the next 12 months, they 
poured 102 million tons, much more than they have ever 
produced in any similar period. And, by the end of 
1952, the industry expects to have a capacity of 118 
million tons. 

A relief in the tension of the international picture 
can have an effect on the defense program, but it would 
be only psycological. The country might not feel the 
urge to rearm so strongly, nor so rapidly, but the program 
of spending is too well mapped out now, and the 
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Industry Keeps Expanding 





CAPITAL EXPENDITURES 
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BIGGEST BOOM the country has ever seen is taking 
place in expenditures for new or expanded plants and facili- 


cconomy is too much committed to it, for there to be 
iny significant Iet-up, dollarwise, in the government's 
defense building efforts. 

I'he second force acting to push the business level to 
new heights is the sustained, terrifically high rate of 
spending by private industry for capital expansion and 
improvements. 

This is a force which was in motion even before 
Korea. After the peak of $19.2 billion which it spent 
for new plants and equipment in 1948, businessmen spent 
12 percent less in 1949 as demand for civilian goods 
fell. 

They were ready to shave their expenditures for 
capital improvements even more in 1950, but the 
unexpected revival in industrial activity brought an 
upward revision of budgets. Accordingly, new facilities 
for industry were being built at an increasingly rapid 
rate when the North Koreans marched. 

The decision to resist aggression set off the biggest 
spree of spending for industrial expansion that the 
country has ever seen. After a slow start, industry 
spent over $18.5 billion for this purpose in 1950, will 
spend an estimated $25 billion in 1951, and may ap- 
proach $30 billion in 1952, if present plans are carried 
out. 

What industry is trying to do is to meet the demands 
of the defense program, and at the same time, keep up 
with the pre-Korea demands of the civilian economy. 


ties. Industry is expected to spend $25 billion this year; the 
figure may approach $30 billion by the end of 1952. 


This can’t be done without unprecedented expenditures 
for new plants and new equipment, which is exactly 
what is taking place. 

This capital expansion boom has a very real meaning 
to you as a distributor or distributor salesman. There 
will be many sections of the country with entirely 
new industries, meaning entirely new customers for 
you. 

As an example of how this boom will mean increased 
sales opportunities for distributors, the chemical indus- 
try plans to spend 80 percent of its capital investment 
budget for new plants, as distinguished from 20 percent 
to replace worn out equipment in old plants. 

Steel and machinery are other leaders in the manu- 
facturing field, while mining is taking the biggest jump, 
percentagewise, in the non-manufacturing field. 

All of these expansion activities are in line with Defense 
Mobilizer Wilson’s feeling that we can expand the 
nation’s productive capacity by 15 percent by mid-1953. 
This will mean that the national annual output will 
tise by $45 billion. 

These two factors, defense spending and plans for 
industrial expansion, are almost certain to continue at 
increasingly higher rates. Civilian demands for goods 
will continue to be high so long as there is prosperity, 
and we have already committed ovrselves to such an 
extent on the defense ptogram that there will be good 
business for months to come because of it. 
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Supply Sales Are Mounting Steadily .. . 
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THe RESULTS of the previously dis 
cussed defense program cxpenditures 
and the capital expansion boom on 
industrial distributors can be summed 
up in three words: gicatly increased 
sales. 

This chart traces distributor sales 
across the United States monthly since 
January, 1950. The regional break- 
down is the same as that used monthly 
by Industrial Distribution in its Sup 
plv Sales Trends section (see Page 114, 
this issue). 

Using regional and U.S. total sup 
ply sales figures for January, 1950, as 
i base of 100, the national sales index 
stood at 191 by June 1 of this year. 
(his is almost double the January, 
1950, rate, and, after a slight dip this 
spring, the index is moving steadily 
upward. 

Sales for most distributors were mak 
ing a halting recovery from their 1949 
low through the spring of 1950. Dis 
tributors were braced for their usual 
summer slump last year, but sales 
took an unexpected spurt in May. 

Then, of course, came the Korean 
invasion, and the organization of the 
country’s defense program provided 
the impetus for a continued sales 
boom. When the books were closed 
on 1950's sales performance, total dis 
tributor sales in the United States 
were estimated to have topped $3.2 
billion, 6 percent above the previous 
record set in 1948. 


Sales at Record Annual Rate 


And all indications are that 1951's 
sales will be considerably above this 
figure. Actually, at midyear they were 
running at a $4.3 billion annual rate. 

Leading the rest of the regions in 
sales performance have been the Pa- 
cific Coast states of Washington, Ore- 
gon and California. The sales index 
for this region was 282 at midvear. 
his record is in a large part a re 
flection of the industrial expansion 
that has taken place on the West 
Coast since the early war years. ‘The 
rate of expansion is slowing there 
now, but capacity is still much above 
pre-war levels. 

Following in close order were the 
South, 216, the East North Central, 
208, and the Middle Atlantic, 206. 
The remaining regions ranged from 
an index figure of 186 for New Eng 
land down to 122 for the East South 
Central. 

\s more and more defense orders 
ire translated into actual production, 
the sales figures for each region will 
vary to a large degree with the geo- 
graphic location of defense plants. 
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But Inventories Are Comparatively Low 


WHILE DISTRIBUTOR SALES have been 
mounting spectacularly since the first 
of last year, inventory levels have risen 
much more gradually. 

The accompanying table shows the 
levels of inventories for industrial dis 
tributors in January, 1950, and on 
October 1, 1950, and June 1, 1951. 
his table is not exactly comparable 
in every region to the table of supply 
sales on the opposite page, since in 
some cases the regions are comprised 
of different states. The regions and 
figures are based on a continuing De 
partment of Commerce study of in 
ventory levels of various industries. 

From it, it may be seen that dis 
tributors in the Middle Atlantic states 
of New York, New Jersey and Penn- 
sylvania had increased their inventories 
62 percent between January, 1950, 
and June, 1951. On the average over 
this period, all distributor inventorics 
were up 31 percent. 

East North Central states werc 
second, with an increase of 46 percent 
over the year and five month period 
Inventories of distributors in the West 
North Central region actually de 
clined 7 percent over the same period 


Inventories Spurt Since October 


Probably the most significant fact 
about inventory trends can be ob 
served by comparing the three dates 
shown in the table. For the first ninc 
months of 1950, there was practically 
no change in the overall inventory pic 
ture. Except in the case of the Mid- 
dle Atlantic, which showed a rise of 
14 percent by October 1, and the 
South Atlantic, which had declined 15 
percent, the regional indices hovered 
around the 100 percent level, or the 
same as January. 

During the last three months of 
1950, and through the first five months 
of 1951, most of the regions showed a 
steady advance in inventorv levels. The 
national figure rose 33 percent. 

It is this abrupt rise which has made 
many distributors apprehensive that 
their inventory levels are too high. 
Dollarwise they are high, and this has 
undoubtedly caused a shortage of 
working capital in many cases. 

In terms of physical units, however. 
and in relation to the sales job to be 
done, inventories are not out of line 
with the greatly higher supply sales 
figures. 

The need does not seem to be for 
reduced inventories, for a high level of 
inventory is essential if distributors 
ire to do the job required. ‘he prob- 
lem is finding increased capital from 
other sources. 








Distributor Inventory Index 


(January, 1950 — 100) 


Jan., 1950 Oct. 1, 1950 June 1, 195! 
U. S. Total 98 131 


New England 100 


Conn., Maine, Mass., 
N. H., R. I., Vi 


Middle Atlantic... 


N. J, N. Y., Pa 


East North Central. 100 


Ill., Ind., Mich., Ohio, Wis 


West North Central 100 


Iowa, Kans., Minn., Mo., 
Nebr., N. Dak., S. Dak 


South Atlantic.... 100 


Del., D. C., Fla., Ga., Md., 
N. C., S. C., Va., W. Va. 


South Central.... 100 


Ala., Ky., Miss., Tenn., 
Ark., La., Okla., Tex. 


Pacific 


Calif., Ore., Wash. 


(The Department of Commerce did not publish jnventory figure 


for Ariz., Colo., Idaho, Mont., Nev., N. Mex., Utah, or Wyo.) 















































SHADED AREAS mark states whose percentage of total capital expansion this year is greater than their 1947 share. South and 


South and West Benefit Most 


Disrrisurors in the East South Central, West South 
Central, and Mountain areas of the United States can 
expect to receive the biggest percentage increase in sales 
from the expansion of industry in their regions. 

[his can be seen graphically from the map above. ‘The 
black figure in each state represents the percentage of 
the total amount spent in the U. S. in 1947 for new 
plants and equipment. 

The red figure represents the percentage of expendi- 
tures authorized under the government’s tax amortization 
program during the year following Korea. Those states 
which will spend more, percentagewise, during the pres- 
ent program than was spent in 1947 are shaded red. 

The tax amortization program is a device to encourage 
the building of new production facilities needed for the 
defense effort. Under the program, a manufacturer who 
wishes to build a new plant or expand his present facili- 
ties to produce defense materiel can apply to the govern- 
ment for a certificate of necessity. This certificate, when 
granted, allows the manufacturer to write off over a five 
year period, for tax purposes, all or part of the cost of 
the new installation. 

The geographic distribution of certificates of necessity, 
then, provides a guide to the location of new defense 
plants, all of which will be distributor customers. 

Where are most of the new plants located that are 
being built under this program? 

Nearly a third of the $5.1 billion authorized under the 


program in the first year following Korea was earmarked 
for new facilities in the three areas mentioned above. 
Overall, each of these areas is slated to spend more 
within the next year for capital expansion than it did in 
1947, a year of peacetime production. 

Conversely, most other states show a decline in their 
share of capital ns aig Washington, Oregon and Cali- 
fornia, for example, which expanded industrially at a 
tremendous rate during the war, have a much smaller 
share of the nation’s current capital expansion program. 

In the northeast section of the country, only industry 
in Pennsylvania and Connecticut is investing larger 
shares in new production facilities than it did in 1947. 

One reason for the shift of industry from the coastal 
to inland areas of the country is the difference in empha- 
sis between World War II’s production program and the 
present defense production plans. 

The government's guiding policy now in approving 
construction of new facilities is to encourage production 
of basic raw materials and components. ‘The present need 
is not, for example, for the large shipbuilding program 
which accounted for much of the west coast’s industrial 
activity during the war. This change of emphasis hits 
hardest at the Pacific area. 

Proximity to raw materials is an important factor in 
the location of production facilities for such industries 
as iron and steel, aluminum, gasoline, ctc. The table on 
the opposite page shows that the iron and steel industry’s 
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West are forging ahead 


From Industrial Expansion Program 


expansion plans account for almost half the total of all 
industry’s capital investment plans. 

Most of the expansion in this industry will be in 
already producing areas, near raw material sources. 

If the iron and steel industry’s plans for expansion are 
not considered, the concentration of plant expansion in 
the East South Central, West South Central, and Moun- 
tain regions is even greater. The share of these three 
regions in planned capital expansion rises from 30 per 
cent to 43 percent. 

A second important reason for the shift in the location 
of industry is that military security in many cases de- 
mands that new plants be located in inland areas. 

The biggest change of all is taking place in the West 
South Central states of Arkansas, Louisiana, Oklahoma 
and ‘Texas. The currently proposed capital investment in 
this area is only sightly smaller than the planned invest- 
ment in the firmly established industrial states of Michi- 
gan, Illinois, Ohio, rest of East North Central region. 

The aluminum industry’s expansion plans are respon- 
sible for much of the increase in the West South Cen- 
tral states. This industry is, at present, going to spend 
67.1 percent of its total capital expansion budget in this 
area. A lion’s share of 27.1 percent is also going to the 
Mountain states. 

The bulk of new aircraft and aircraft component 
plants is proposed for the New England states (26.4 
percent), the Middle Atlantic states (17.3 percent), and 


the East North Central states (34.4 percent). The air- 
craft industry has marked only 7.3 percent of its budget, 
as revealed by the distribution of certificates of necessity, 
for the west coast. 

Most of the expansion of the chemical industry is tak- 
ing place in the West South Central states (29.9 per- 
cent), and the East North Central area (23.4 percent). 
The West South Central states are receiving more than 
half of the expansion in the gasoline products industry, 
clearly because of the location of raw materials. 

In studying these data, it should be remembered that 
not all of the proposed capital investment is for new 
plants. If only investment plans for new plants were con- 
sidered, there would probably be a much wider dispersion 
of capital investment. 


Proposed Investment Under Certificates 
of Necessity 2 


(As of June, 1951) 
Industry Percent of Total 
Iron and steel by 
Aluminum 
Other non-ferrous metals 
Gasoline products 
Chemical products 
Aircraft 
All other manufacturing 
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Production Patterns Are Shifting 


Shifts in industrial production show up when 1947’s industrial potential 


compared with location of defense contracts awarded under present program 


S A SLIGHTLY DIFFERENT MEASURE Of the direction As will be seen, the heaviest concentration of contracts 
xpansion than that presented on the pre is in two states, California and New York. During the 
pages. ‘The last two pages gave a measure of seven months following the outbreak of the Korean war, 
going to do. The maps on these two they received more than a third of the value of all defense 

t has happened thus far in the allocation contracts awarded. 
racts. his percentage distribution is in contrast with the 
state’s percentage share of defense distribution of new plants planned for the immediate fu- 
tracted for is compared with industrial ture. As these facilities are completed, the percentage 
7, to show shifts from that time to the share of defense contracts of New York and California 
will probably decline. This does not mean, however, 
tential in 1947 is considered to be that they will not continue to produce the largest abso 
| value added to manufactured products lute amounts of manufactured products for quite some 

ndustry in that vear. time to come 





New ENGLAND’s sHARE of defense contracts awarded thus 
far is, on the whole, less than its industrial potential in 
1947. The black figure in each state represents the per- 
centage the state added to the total value of goods pro 
duced in the U.S. in 1947 (a measure of industrial 
potential); the red figure is the state’s percentage of 
defense contracts awarded nationally between July, 1950, 
and May 1, 1951. In this region, only Connecticut has 
received more contracts than it had industrial potential 
in 1947, 





IN THE Mivou ATLANTIC REGION, as in New England, 
mly one state has fared better in the awarding of 
defense contracts under the deftnse program than it 
had industrial potential in peacetime 1947. The largest 
producer of goods then, New York also has received 
more defense contracts than any other state. Pennsy]l- 
vania has received less than half the amount of contracts, 
percentagewise, than it had industrial potential in 1947. 
New Jersey, which accounted for 5.6 percent of the 
nation’s production in 1947, has received only 4.4 percent 
of the contracts. 








Onty Maryanp has held its own among the Southern 
states in defense contract awards. In 1947, this state 
idded 1.5 percent to the value of all goods produced in 
the U.S.; to the first of May this year, it has received 
2.5 percent of the total defense contracts awarded. West 
Virginia has taken the biggest drop, percentagewise, from 
9 percent to .1 percent, but the biggest absolute decline 
has taken place in North Carolina, which accounted for 
2.2 percent of the nation’s production in 1947. To May 
1, 1950, it has received .9 percent of contracts. 








INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 








MARKETING IN THIS DEFENSE PERIOD 





Micnican aNp InpiaNna, among the East North Central 
states, have received a larger percentage of contract 
awards than they had industrial potential in 1947. The 
differences in both states were slight; 1.6 percent in Michi 
gan, and .6 percent in Indiana. Declines in the other 
states ranged from 3.5 percent, a considerable amount, 
in Illinois, to .7 percent in Wisconsin. Ohio received 
6.5 percent of the contracts awarded to May 1, while it 
had an industrial potential of only 6.5 percent in 1947. 





1k PERCENTAGE Of defense contracts awarded to May 1, 
1951, in the East South Central states is uniformly lower 
than the region’s industrial potential in 1947, as measured 
by value added to products in that year. The largest per- 
centage drop, as well as the largest absolute decline, has 
taken place in Kentucky. This state had 1 percent of 
the U.S.’s industrial potential in 1947, and has received 
only .2 percent of the defense contracts awarded under 
the present program to May 1, 1951. 





‘THE 15 stares comprising this region followed no com- 
mon pattern in changes from 1947’s industrial potential 
to the amount of defense contracts awarded to May 1. 
All of the changes, however, were minute. Kansas, 
Nebraska, North Dakota and Nevada showed small 
upward trends. Arizona and New Mexico have been 
awarded contracts equal to their 1947 industrial potential. 
And Idaho, Utah, Montana, Wyoming, Colorado, South 
Dakota, Minnesota, Iowa and Missouri have received 
slightly less than their share of contract awards, based on 
1947’s industrial potential. 





KACH OF THE STATES in this region have received less 
than their share of defense contract awards to May 1, 
in relation to their peacetime 1947 industrial potential. 
Texas, which accounted for 2.3 percent of the nation’s 
total value added to manufactured goods in 1947, has 
received only 1.9 percent of the total value of defense 
contracts awarded to May 1. Oklahoma has .3 percent 
of the contracts, as compared with .5 percent of the 
nation’s 1947 industrial potential. Arkansas has .3 per 
cent less awards than 1947 potential, Louisiana .5 less. 











‘THE GREATEST SINGLE REASON for so many states across 
the nation showing fewer defense contracts, percentage 
wise, than their 1947 industrial potential is the value ot 
awards received by California. In 1947, it produced 
5.4 percent of the value added to manufactured goods in 
the U.S. To May 1, it has received 14.2 percent of the 
defense contracts awarded across the country. Industrial 
migration to the Far West, from World War II to last 
year, and expansion of existing facilities account for this 
record. Washington and Oicgon also showed gains in 
defense contracts, compared to their 1947 industrial 
potential. 


A. 
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THE NATIONS DEFENSE PROGRAM HAS CREATED . .. 


Four New Jobs For You 


WHaAt CAN you DO, as a distributor or distributor sales 
man, to cash im on this picture of booming sales and 
changing markets? 

And it should be remembered that “cashing in” is 
a term that has a meaning for both you and your cus- 
tomers. Industrial distributors, particularly in a period 
of partial mobilization, have an exceptionally important 
job to do in helping the nation’s industrial machine run 
smoothly. 

I'he steps you take to “cash in” on the defense program 
ind capital expansion boom, if taken properly, will bene- 
fit your customers and the nation as well as you. 

here are four important jobs, essential jobs, for you 
1s. a distributor or salesman to perform in connection with 
the current defense program: 


l Know who and whe Te vour prospects are 


Private industry is going to spend $25 billion this 
ycar, and probably nearly $30 billion next year, on new 
plants and equipment. Some of these plants will be in 

yur market area. You should find out now where they 
will be located, and what they will be producing 

Don’t wait until someone in your organization happens 
to drive by a once vacant lot and notices that a new plant 
is going up. By that time it may be too late to do the 
selling job you should, because 

here are three selling phases to benefit from when a 
new plant goes up. You can sell such products as hand 
tools, power transmission items, air tools, etc., to the 
contractor when construction first starts. And, through 
the contractor, you can establish contact with the plant 
operators 

Once you have established contact, there is the tooling 
up phase through which supplies and equipment can be 

‘ld; and, finally, there will be business from the account 
is tools and equipment are used up. 

It’s all a problem of locating the new customer in time 

There is a good guide to the new facilities that are 
being planned and constructed all over the country. It 
is the listing of the certificates of necessity authorized by 
the Defense Production Administration. 

These lists, broken down into regions, are issued 
weekly, and are available from the NPA representatives 
at the local field offices of the Department of Com- 
merce. Each new list shows what defense facilities have 


over the vears 


been authorized, under the tax amortization plan, during 
the previous week. 

I'he magnitude of this plan, and its importance to you, 
becomes clear with the fact that expenditures exceeding 
$16 billion for defense plants were authorized from the 
time of the Korean invasion to May 1 of this year. 

I'he listings also show the size of the proposed facility, 
from the standpoint of cost, and the type of product to 
be manufactured. 

At present, there are about 60 cities in the United 
States that have Department of Commerce field offices 
with NPA representatives. A check with your telephone 
directory will let you know if there’s one in your town; 
it not, the nearest fair sized city will probably have one. 

Also, there’s a good chance that your local Chamber 
of Commerce will have the listings if there’s no Depart 
ment of Commerce field office in your town. 

Another weekly list is prepared by the Department 
showing all defense contracts placed during the weck 
for $25,000 or more. Some of these will probably list 
the names of your established accounts which have 
been given defense contracts. 

Chis list will make it possible for you to know at thc 
carlicst moment the plants in your area that will requirc 
tools and supplies for defense work. 


It is not possible to have these listings mailed directly 


to you by the government. The Department of Com 
merce does not maintain a mailing list for this purpose, 
and they are available only at local field offices. 

You should make it the direct responsibility of some 
member of your organization to pick up these lists each 
week, study them, and make a listing of all new facilities 
and defense contracts slated for your area. And sales 
efforts should be directed at these customers and _pros- 
pects immediately, 

So now vou know who and where your defense custom 
What next? 


ers are 


Analyze your new customers—re-evaluate your old 
customers. 

You should not be satisfied that you can do a proper 
sclling job on these customers, thereby helping them, 
yourself, and the defense program, until you can answer 
these questions about each one of them 

Is the plant locally owned? 
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What products will the customer manufacture for the 
defense effort? 

What quantity of these products does his contract 
specify? 

How many employees does the customer have? 

What type, size, and number of machines will be 
required to turn out the products? 

What type supplies and equipment can you sell the 
customers to help him manufacture these products? 

If he is an old customer, what are his established 
buying habits? 

What other new products is he capable of producing? 

I'he answers to these questions can come from varied 
sources, but the single best way to find out the facts about 
your customers is to call on them frequently. And, when 
you call, talk with officials and workers in various parts 
of the plant to get a well rounded picture of the cus- 
tomer’s operations and plans. 

Industrial supply salesmen, of course, make it a regu- 
lar practice to see their customers and their customers’ 
plants as frequently as possible. But often there is a 
management tendency to let the salesmen do all the work 
long this line. 

Distributor management should make occasional calls 
on customers, both on new plants as they are being built 
ind on old customers, and talk with management there. 
If you are a distributor, you cannot hope to render full 
service unless you know your customers well. And one 
personal call by a distributor can be worth fifty telephone 
calls, when the distributor is only a voice without a body. 

After, and only after, you have come up with the 
answers to the questions posed above you are in a posi 
tion to sell your services to your customers. 


paventorY CONTROL 
DELIVERY TIME 


 PropucTION PLAUS 


3. Anticipate your customers’ requirements 


Newly established defense plants, unlike your old 
established customers, may have difficulty in scheduling 
their supply requirements in advance of actual need. You 
can be of real service at every stage by keeping them 
informed of changes in delivery lead time on the items 
they need. 

If, from your study of a customer’s operations, you 
know that he’s eventually going to need a product with 
a 60 day delivery lead time, get the order 60 days before 
he needs it. This policy of forward buying should be 
possible through your experience with the supply-short 
war years, and in knowing at all times the lead times 
on your products. 

With long delivery lead times on many products, this 
forward buying policy calls for close integration between 
vour inventory contrb] and purchasing. The two units 
must be geared to work closely together in your organi 


zation if the goods are not to arrive too late. Cooperation 
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is also needed between the two to keep vour inventory 
from becoming swollen because of too early deliveries. 

When a distributor absorbs the order placing-delivery 
lag for his defense producing customers, he is per 
forming a real service for the defense effort. It is 
the distributor’s job to have industrial supplies on his 
shelf, and because it takes longer to get them there now 
you need to take that fact into account when you order 
from suppliers. 

It is this ability to supply goods from stock that is 
the distributor’s greatest single justification for existence 
during the mobilization period. Considering the low rate 
of inventory rise illustrated on the previous page, and 
the fact that the full impact of the defense program is 
yet to be felt, it looks as if many distributors are not at 
present able to perform this function. 


4. Don’t let your non-defense customers get lost in the 

shuffle. 

Some of your customers, particularly those producing 
consumer durable goods such as automobiles, refrigera- 
tors, washing machines, etc., will suffer at least tempo 
rarily from limitation orders or cutbacks. 

The slack may be taken up by defense orders, but, in 
any case, these customers will still be doing business after 
defense requirements are met. So it’s to your own best 
interests to satisfy their requirements insofar as you can 
without hampering defense producing plants. 

Your smaller companies particularly need your help. 
NPA has issued various regulations which will help them 
get scarce materiel. You should make it your job to 
explain these regulations to them, and give them what 
ever help you can in securing hard-to-get products. 

A fair method of allocating short supplies among your 
non-defense customers will go a long way toward holding 
their good will until you are able to supply them regularly 
igain. 


“In the United States, our mobilization program 
seeks simultaneously a growth in military power 
and an expansion of the basic economic strength 
which supports and underlies military strength. 

“Thus our program has to distribute our produc- 
tive energies between turning out weapons now and 
creating capacity to turn out more—and better— 
weapons in the future. It has to strike a balance 
between sacrificing civilian production for defense 
and maintaining the standard of living needed for a 
high level of defense activity over a long period.” 


Charles E. Wilson, 
Director of Defense Mobilization. 
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DPA Administrator Says 


“Your role is to see that the 
necessary supplies and mate- 





rials are distributed fairly, effi- 


ciently and in accordance with 
the rules.” — Manly Fleisch- 
mann 
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The Controlled Materials Plan and You 


SIMPLY BECAUSE THE CONTROLLED MATERIALS PLAN is 
a production control is no reason why you, as an indus- 
trial distributor or salesman, should ignore it. Seemingly, 
it does not affect you directly at all. Yet the benefits 
you derive from it indirectly are large. CMP is a plan 
which assures you of stocks to sell as scarcities grow. 

You should understand how it works, what it does 
and how it achieves its purposes so that you can adapt 
your operations to new conditions which CMP helps 
bring about. Directly you participate by observing ratings 
and extending them, much the same as you did when 
the simple “DO” ratings system was the sole control. 

Indirectly and directly, CMP affects your customers’ 
operations. The effects may be beneficial or adverse and 
you should know which. 

Virtually every busines is affected by CMP regardless 
of whether or not it uses the controlled materials—steel, 
copper and aluminum. Purchasing patterns are changing 
as a result of CMP. It affects buyers and users of mate- 
rials and products which do not contain steel, copper or 
aluminum as well as those that do. 

The rate at which your customers are allowed to use 
these controlled materials determines to a large extent 
how much of other materials and products which you 


sell they will purchase. Where they, your customers, 
don’t use controlled materials, they are affected by the 
“DO” ratings which users of steel, copper and aluminum 
get to obtain their other requirements. 

The net effect of CMP will be to “freeze” buying 
channels, particularly for components which you sell. In 
the case of defense contractors, they have to choose 
their sources for components well in advance in order to 
get materials allotments from NPA or a claimant agency. 
here will be less shopping around for better teims. It 
places a premium on careful, long-term buying. Under- 
standing CMP will help you find out where you fit in. 


Just What Is CMP? 


Primarily, CMP is system of dividing the available 
supply of steel, copper and aluminum to avoid waste, 
insure defense and defense-supporting production and 
minimize delay. 

CMP’s effects, as was stated before, go beyond users 
of steel, copper or aluminum. . . 

1. CMP assures that the necessary amounts of steel, 
copper and aluminum to meet government-approved 
production goals of essential defense and civilian prod 
ucts will be available. For all other items, CMP means a 
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reduction to production levels which can be supported 
by what is left of the key materials after the above men 
tioned needs have been met. 
e Comment: It is important for you to know which 
of your customers are getting allotments of controlled 
materials and which are not. The latter may not be 
able to secure enough in the “free” area of supply to 
continue former production levels. 


2. CMP guarantees an adequate output of repair parts 
for all your customers. This means repair parts for all 
products—water coolers, work-benches, cleaning devices, 
locomotives—where steel, copper or aluminum is required 
to keep them in working order. 


3. Your suppliers are considered “B” product manu 
facturers, that is, essential components, and as such are 
entitled to allotments of steel, copper and aluminum to 
achieve an authorized production schedule approved by 
NPA for each quarter. To the extent to which their pro 
duction schedules are approved, they will get, not only 
allotments of controlled materials, but also a special 
“DO” rating which will help them obtain other scarce 
materials. 

e Comment: This assures production of the items that 

you sell. They are considered essential and you can 

emphasize their essentiality by securing ratings wher- 
ever possible. Don’t forget, your supplier is getting 


ratings from others which puts any unrated order you 

send in pretty far down the delivery list. 

Your supplier cannot extend the ratings you give him 
they constitute evidence of the essentiality of the 
product he is making. The reason why he cannot extend 
the ratings is obvious: he gets his allotment of steel, 
copper and aluminum and a special “DO” rating to get 
other materials. 

Incidentally, by giving supply manufacturers their spe 
cial rating, NPA actually puts a further squeeze on those 
of your customers who are not under CMP, as far as 
securing production material goes. 


: 
but 


4. Maintenance, repair and operating supplies are as- 
sured to all your customers and even to your own estab 
lishment where you need business machines, furniture, 
blanks, etc. CMP 5 is the regulation which governs 
MRO now. 

e Comment: This assures continued business for sup- 
ply firms, and rated business at that. Since MRO 

manufacturers will get allotments and ratings, the 

MRO rating will not be needed by them to secure 

materials which, in turn, takes much of the water out 

of the new MRO rating. It is felt that it will com- 

mand more respect than DO-97 did. 

Don’t look for anything like a PDIX soon to help you 
maintain inventory. NPA feels that this will be achieved 
by authorized production of the items you are selling. 
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How The Controlled Materials Plan Works 





REQUIREMENTS and SUPPLY are weighed and balanced . . . 


... then ALLOTMENTS governing the flow of materials 


are issued 
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Netional Production Authority: 





other claimant agencies include Depts. of Agriculture and Interior, Defense Transport Admin. and General Services Admin. 








How Does CMP Work? 

lo meet its objectives, CMP allots definite quantities 
of the three key metals to specified end uses. These end 
uses are “A’’ products and “B” products. By comparing 
essential requirements with anticipated supply, CMP 
iutomatically indicates the amounts left as a “free” sup 
ply. Then NPA accordingly cuts back, or eases up, on 
the use of the metals for non-essential products through 

MI" orders but for the: final quarter virtually everybody 
vill be under CMP 

e Comment: Class A and Class B are product classifi- 

cations for CMP purposes. “B’” products are those 

named in the “Product Assignment Directory and 

Official CMP Class B Product List’. Get one from 

the nearest Department of Commerce field office. 

In general, Class A products are those made on special 

order—guns, tractors, tanks, etc. 

Industrial supplies are considered essential and most 
of them will be found in the “B” product list. By fol- 
lowing the procedures which he has to go through to 
secure an allotment and special “DO” assistance, you 
will get an idea of what your customers should do if 
they want to come in under CMP. 

Eligibility 

Take your bearings supplier for instance. This is listed 
is a “B” product. 

He has to figure out how much of his proposed quar- 
terly production he sells to a “claimant agency” (a gov- 
ernment department authorized to issue ratings, allot 
ments) and how many elsewhere. ‘The items sold to the 
igency are probably specials (“A” products) 
how mich steel, copper or aluminum 
he needs for cach category. 


lanmant 


o he estimates 


Ihe reason for determining “A” and “B” products is 
to know where to apply for an allotment. “A” product 
allotments come from the claimant agency, “B” product 
allotments come from the appropriate industry division 
of NPA (in this case, the General Components Div.). 

Your supplier then breaks down his steel, copper or 
aluminum requirements for his “A” products on CMP 
Form 4A. He does the same thing for “B” products on 
orm 4B 

If any “A” products are sold to distributors, he must 
file these requirements on Form 4B. 

Ihe requirements must be stated in forms and shapes 
listed in Schedule I of CMP Reg. 1. If the supplier uses 
no more than 100 tons of carbon steel; 500 Ibs. of 
stainless steel; 5 tons of alloy steel; 4,000 Ibs. of copper 
and copper-base alloys; 1,000 Ibs. of aluminum in any 
single quarter, he can state his requirements in these 
general terms. 

His application should cover both his own controlled 
materials requirements and those of his sub-contractors 

On the form, he also fills out his proposed production 
schedule for the quarter. He can also lay out a vear’s 
production which will permit claimant agencies and 
industry divisions to make advance allotments in order to 
insure fulfillment of long-term programs and schedules. 

On the form is also a purchase schedule which he 
must fill out. This shows the amount of each shape of 
controlled materials he expects to buy each quarter. 

e Comment: In addition, your supplier can supply anv 
other information via an attached letter, which will 
explain or clarify his position. This explains why 
some of your suppliers have been asking you infor 
mation on the end-use to which the products you are 
sclling is put ; 
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What CMP Terms Mean 


[Hose wirH WorLp War II EXPERIENCE in con 
trols will know what the terms are and what they 
mean because they haven’t changed. But the terms 
can stand redefining: 


Requirements Committee—DPA unit which has 
the final say on what will be made, how much, and 
who gets steel, copper and aluminum allotments 
This is decided on an overall progi.m basis. 


Claimant Agencies—Government departments and 
divisions responsible for direct defense and defens¢ 
supporting production. 


Industry Divisions—Units in NPA which authorize 
production schedules of B products and give appro- 
priate allotments to manufacturers. For example: 
most industrial supply producers get their schedules 
and allotments from the General Industrial Equip 
ment Division and the General Components Divi 
sion. 


Controlled Materials—Specific forms and shapes 


of steel, copper and aluminum listed in Schedule 


of CMP Reg. 1. 


Authorized Production Schedules—Quantities of a 
product which a manufacturer is permitted to pro 
duce under CMP. Individual authorizations are 
granted under the overall programs approved by the 
Requirements Committee. 


Authorized Controlled Materials Orders—(ACM) 
Purchase orders calling for the listed forms of steel, 
copper and aluminum which carry an allotment num 
ber, issued by a claimant agency or industry division. 


Lead Time—Number of months between shipment 
of controlled materials from the supplier and the 
acceptance of the finished item by a claimant agency 
Where t!.c product is not a procurement item (such 
as most B products) lead time ends with the com 
pletion of the product because most of them are 
shelf items. In CMP terminology, lead time must 
not be construed as the lapse between receipt of an 
order and shipping date 





Allotments 


These forms are then sent to the claimant agency or 
industry division handling the products. Here they aic 
screened and summarized into a general overall prograzi 
and requirements. The Requirements Committee of the 
Defense Production Administration then decides how 
much production will be authorized and how much con- 
trolled materials will be allotted. 

The general overall programs and allotments are then 
passed back to the claimant agencies and industry divi 
sions which break them down into individual production 
schedules and allotments. 

Once your supplier receives his allotment, he may 
use it to buy his needs of controlled materials. However, 
he must conform to certain rules: inventory limitations 
and adjust allotments to changing conditions. 

¢ Comment: Your supplier states the gross weight he 

needs of any metal. Suppose the product he is mak 

ing needed 10,000 steel blanks 2 in. in diameter. 

He doesn’t report the weight of the blanks themselves 

He reports the weight of the stcel strip he has to 

punch to get 10,000 good blanks. In other words, he 

illows for machining scrap and rejections 


Inventory Limitations 


CMP isn’t a blank check for materials. Your supplict 
can order them only as he needs them to fill his author 
ized production schedule. He must deduct from his 
stated requirements anv inventory he has on hand which 

in excess of CMP Reg. 2 limitations 

Suppose the inventory limit on a certain controlled 
material is a 45-day supplv. Based on his project 
schedules, this supply as of Oct. 1 will last him 90 days 
When he reports his fourth quarter requirements he 


vouldn’t report any of this item as required for October. 
IIe would report only half of the uormal amount for 
November. He’d have to run 45 cays out of inventory 
to bring it down to a 45-day I:ve! 


Aliotment Numbers 


An authorized controlled materials order which your 
supplier places with a source of steel, copper or alumi 
num will be identified by a three-part symbol: 

1. A single letter designating a claimant agency, or a 
single letter symbol designating an industry 
division. For example: the letter A is a Defensc 
Department symbol; N_ which designates the 
General Components Division of NPA, are used 
with a program number. 

A single digit to indicate the particular program 
of that agency or division. For example: A-] is the 
Defense Department’s Aircraft program; 2 is its 
guided missiles program, 3 its ships program, etc 

An abbreviation of the calendar quarter for which 
the allotment was validated. For example: 3051 
means third quarter, 1951. 

Thus the identifying allotment symbol would look like 
this: A-1-3Q51 if it was authorized by the Defense De 
partment, and N-4-3Q51 if it was issued by the General 
Components Division of NPA. 


e Comment: Consult the table of CMP symbols and 
iuthorization codes on Pages 102 and 103. You will note 
that each authorized agency or industry division will have 
one or more symbols to indicate what agency or division 
inthorized the allotment and rating. For instance, the 
General Components Division issues N-}, N-5, N-6, N-7 
ind N-8, denoting different programs sponsored by 
the unit. 
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Regulations Governing CMP 


Regulation 1 

The basic regulation. It tells you who should fil 
an application for an authorized production schedule 
and an allotment of stecl, copper and aluminum 
the regulation lists the type, shape and forms of 
controlled materials). It gives the rules (1) for com 
pleting authorized production schedules; (2) for plac- 
ing delivery orders for controlled materials with mills 
or distributors; (3) how controlled materials pro 
ducers themselves get other controlled materials (4) 
how manufacturers with an authorized production 
schedule obtain delivery of products and materials 
other than controlled materials through the use of 
a special DO rating. 


Regulation 2 

Rules about inventories of controlled materials 
Forbids accumulation of excessive inventories of 
steel, copper and aluminum. It limits the quantities 
that can be ordered, received or, delivered. 


Regulation 3 

Sets up the prefe rence ratings for steel, copper and 
aluminum as well as other products and materials 
needed to complete an authorized production sched- 
ule. Until Oct. 1 the preference system is (1) NPA 
directives; (2) Authorized controlled materials orders 
orders with a DO and allotment symbol; (3) DO 
orders; (4) unrated orders. But after Oct. 1 there 


will be only ACM orders and unrated orders. 


Regulation 4 
This sets forth the rules under which controlled 
materials distributors, such as steel warehouses, make 


deliveries under CMP. 


Regulation 5 

These are the new rules for obtaining Mainte 
nance, Repair and Operating Supplies and they su 
persede NPA Regulation + which has been with 
drawn. It spells out how to obtain controlled mate 
rials for MRO and other products and materials as 
well. It provides a new symbol “MRO” on orders 
for controlled materials and the rating “DO-MRO” 
for non-controlled materials. Quotas must be estab 
lished and allowances are much the same as undc1 


NPA Reg. 4. 


Regulation 6 

This tells you the rules and procedures unde 
which contractors on authorized construction projects 
may get controlled materials. Basically, the regulation 
follows the outline of CMP Reg. 1. 
Regulation 7 

This sets up a procurement procedure covering 
repair parts and materials for use by repair shops 
It limits a repairman doing work for others to: (1) 
the amount of controlled materials whch his cus 
tomers’ MRO allotment symbols may be extended 
for, or (2) the amounts he actually needs in doing 
work for customers who are not entitled to MRO 
quotas. When ordering materials for this type of 
customer, the repairman uses the allotment symbol 
“RE” and is limited in the amount of controlled 
materials he can acquire in any one quarter. The 
limits are 20 tons of steel of which no more than three 
can be alloy steel, and one, stainless steel; 500 Ibs. 
of aluminum and 500 Ibs. of copper and copper-base 
loy brass mill products, foundry products and 
powder. 





These designations cover the allotments only. Each 
order placed must still specify desired delivery date or 


Your Supplier’s Rating 


With his allotment, your supplicr receives a special 
rating which he uses to obtain other items than con 
ag trolled materials; rubber, for instance. This rating is 
responsible for seeing that it is properly used. He must : e “ Pee eee . sm 
maintain adequate records to account for the disburse- identified = : DO-N-4 During the third quarter, 

. this rating has preference over a DO rating but after 
ment of controlled materials he receives under allotments — ; : eae 
His records must show that he is living up to all restric Oct 1, all will have equal status. ‘The rating, incidently, 
cae : ak a Pe . is only for production materials; something that goes 
, His order for controlled materials go either to a mill into the product he is making. The DO-98 is still the 
it ified whsagese lr open - 2 production equipment rating. 


or to a metal warehouse and it has to be placed in com- c abs . 

: a 6a >arngl™ | ; a oral e Comment: You may be running into these ratings 
pliance with “lead time” regulations and in quantities é Bi, . ode ‘ 
secified in CMP Rev. 1 as some of your customers may have authorized pro 
SVCUl i ° . e . 

I 8 duction schedules and allotments but they will be 


eComment: During the third quarter, most mill esti Six: tadinias, Gale: Candied: 2 
schedules were so tight that new authorized controlled — ee Saeaee ae 


materials orders couldn’t be fitted into the order 
boards. If your supplier already had a DO order in 
ind if he received his third quarter allotment, he In addition to keeping inventory records, your sup- 
could change the DO order into an authorized con plier also has to record: 
trolled materials order by giving his allotment symbol 1. Allotments Received—Keep the allotment numbers, 
In fact, this would give it preference over other DO make a separate entry for each number for each 
orders. But mills weren’t required to place new ACM customer (claimant agency or industry division from 
orders until Sept. 1. which he received an allotment) and show the 
NPA expected no smooth transition from the DO amount of each allotment. 
priority system into CMP so the third quarter is a sort Allotments Passed On to Sub-contractors—Keep a 
of shake-down run and your supplier may still have mate record by allotment numbers showing the name of 
rials procurement troubles which may not be overcon the sub-contractor and the amount of the allot- 
until well into the fourth quarter coming up ment made 


dates 
When your supplier accepts an allotment, he becomes 





Your Supplier’s Records 
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3. Allotments Used for Controlled Materials Ordeis- 
Showing the name of the mill or distributor to 
whom the order was sent and the amount of the 
order. 

. Receipts of “A” Products From Distributors—This 
represents a “charge” against his allotment even 
though he didn’t pass any allotment to the distrib- 
utor. 


Where You Come In 

As an industrial distributor, practically every product 
you handle is classified as a “B” product, but you don't 
handle allotments. 

If you have a metal department, you no doubt handle 
all three controlled materials in the forms and shapes 
listed in CMP Reg. 1. If so, you do handle allotments 

If vou handle “B” products only—supplies, components 
such as bearings, power transmission, conveyors, etc 
you will keep on handling DO orders which should be 
extended to your suppliers. 

But, in addition to the regular DO-01, DO-21, etc., 
there will be some new types—the DO’s with the 
allotment symbols like DO-N-4. This latter type has 
preference over the regular DO without the allot 
ment symbol during the third quarter, something to 
remember during September. However, after Oct. 1, 
both types will have equal status. 

¢ Comment: Remember that the new type is for pro 
duction materials only 


The New MRO 


\nother new one is the maintenance, repair and oper 
ating supplies symbol “MRO”. NPA Reg. 4 (the maint 
nance, repair and operating supplies rules) is now super- 
scded by CMP Reg. 5. This regulation sets up the pro 
cedures by which the rating can be used to obtain con 
trolled materials and by which it can be used to obtain 
MRO supplies. 

¢ Comment: It won’t be necessary to make an appli- 
cation for controlled materials which are to be used 
solely for maintenance, repair and operating supplies. 
Your customers may acquire adequate controlled ma- 
terials which they normally purchase and carry on 
their records as MRO under CMP Reg. 5. 

Do-MRO now replaces DO-97 for products and ma- 
tcrials other than stecl, copper or aluminum to be used 
for such purposes. 

¢ Comment: Remember that every ACM or any DO- 
rated order should be certified. : 


Controlled Materials 


If you are also in the metal warehouse business, you 
ai assured of a portion controlled materials producers’ 
output. For instance: NPA Order M-6 provides that 
steel producers shall set aside portions of their produc- 
tion, after filling ACM orders and DO-rated orders, to 
be distributed to their steel] warchouse customers. 

Until Oct. 1 you have to give preference (1) to orders 


placed unde: NPA directives; (2) orders with a DO rating 
and an allotment number which call for delivery before 
Oct. 1; (3) Orders with a DO rating (but without an 
allotment number) calling for delivery before Oct. i; (4 
unrated orders. 

After Oct. 1, there will be no DO orders for steel, 
copper or aluminum as listed in CMP Reg. 1, only direc- 
tives and allotments. All the orders you receive after 
Oct. 1 will be authorized controlled materials (ACM) 
orders or unrated. 


e Comment: You can accept unrated orders during the 
third quarter if such orders fall within your ability 
to fulfill after ACM and DO orders have been given 
their proper preferential treatment. 

You are protected from runs on inventories by large 
orders. Orders such as M-6 forbid large buyers from de 
pleting distributors’ inventories by setting a maximum 
rated order quantity you have to fill. 


About A PD-1X Type Rating 


Ilere are questions which CMP officials get often: 

How does an industrial distributor operate under 
CMP? Can he apply for a rating with which to buy 
the products he sells? Or must he depend on ratings 
extended to him by others? 

Here is CMP’s answer 

‘ One of the basic concepts of CMP is that end product 
production should generally not be controlled throug 
components. We, therefore, intend to be as liberal as 
possible with allotments to components manufacturers. 
this will normally include most of the items sold 
through mill supply houses and industrial distributors. 

Ihe manufacturers of the products that these mill 
supply houses sell will apply to their NPA industry 
division on CMP-4B and will receiye an allotment to 
cover their authorized production, and will base their 
requests for material on their order backlogs. Since the 
order backlog includes all distributors’ orders, the dis 
tributors should receive their needs. 


Q. Will a manufacturer's current priorities pattern 
be the sole basis for determining his allotment under 
CMP? 

A. His priority pattern is requested on CMP-4B ap- 
plication as one of several guides to the connection of 
his product with the defense program. His base period 
seelantion and his current order backlog will also be 
guides to his allotment; all, of course, within a frame 
work of availability and required level of production 
laid down by the Requirements Committee of DPA. 


Q. Is it permissible to buy copper tube in quantities 
sufficiently large to obtain maximum quantity discounts, 
even though the inventory at times will exceed the 
limits prescribed in Order M-12? 

A. No. Order M-12 is to be interpreted strictly. Sec. 
3, p (c) and Sec. 6 and 10 of this order, in conjunction 
with NPA Reg. 1, prohibit user of such products from 
receiving quantities into inventory in excess of the pre- 
scribed limits, and further require the producer to 
obtain a certification to this effect from the consumer. 


Q. As a manufacturer of a “B” product (sheaves) can 
I exceed my authorized production schedule if I can 
obtain additional steel (to my allotment) on the so-called 
“free” market? 

A. No. The authorized production schedule is the 
ceiling, except where express permission is granted to 
produce a greater quantity of the specific product by 
some other order or regulation of NPA and then only 
to the extent and under the conditions specified. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 135) 


aremenamnenens - 
a cen ee 


saan aenetiad 





MARKETING IN THIS DEFENSE PERIOD 


CMP Symbols and Authorizations 


IN TO SEE some of these new symbols, 
ts, DO symbols assigned by the DPA. 
umant agencies and industry divi G 


izing production and _ construction G 





Department of Agriculture 


2 Construction 
3 Other 

making allotments of steel, copper and 
CMP, as wel for authorization 


+ 


nuiatiol 


Defense Transport Administration 


G-4 Construction 
G-5 Other 
r with 


vhich they 


Department of Defense 


Aircraft 

Guided Mh 

Ships 

l'ank-Autot1 

Weapon 

Ammunition 

Electronics and Communications Equipment 
Fuels and Lubricant 


Clothing & Equipag: 


Jie Whom 


Pd al ll ll ll el el el 


ox 


Building Supplics & F'quipment for 
Subsistence 
l'ransportation—Equipm 
Production Equipment 


owls 


Dep't of Defense (¢ 
MRO 


Miscellaneous 


Prod. Equip’t for certai ivate Contractors 


2 
) 


Department of Army 
)-1 Construction 
D-2 Other 
Atomic Energy Commission 
E-1 Construction 
I'-2 Operations (including MRO 
I-3 Privately-owned Facilitic 
Federal Civil Defense 
I’-1 Construction 
l-2 Other 
Federal Security Administration 
F-3 Construction 
F-4+ Other 
General Services Administration 
F-5 Construction 
’-6 Other 
Veterans Administration 
l-7 Construction 
FS Other 
Housing & Home Finance Agency 


l-9 Construction 
G-1 Other 


Canada 


G-6 Construction 
G-7 Other 


Petroleum Administration for Defense 
H-1 Construction 
H-9 MRO (Order M-46) 
I] 2 Other 
Department of Interior 
Defense Elec. Power Com. 


Construction — Major Plant Additions 
M-50) 
Minor Requirements including MRO 
\L-50 
Defense Minerals Admn 


Construction 
Other 


Defense Solid Fuels Admn 


H-7 Construction 
H-S Other 


Department of Commerce 
Maritime Admn 


J-1 Ship Building for Maritime Account 
J-2. Private Ship Building Maritime Sponsored 


Bureau of Publie Roads 
J 


3 Construction 
+ Other 


Civil Aero Admn & Civil Aero Board 


Construction 
Other 


Office of International Trade 
\WW-1 Construction 
W-2 Other 
Economic Cooperative Administration 
W-3 Construction 
W-4 Other 
Department of State 
Voice of America 
All 
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Water Resources Division 


I-8 Construction 


I-9 MRO 


Communications Equipment Division 
U-1 MRO & operating construction (U-1 self assigned) 


U-2. MRO & operating construction (U-2 application- 


authorization ) 
Railroad Equipment Division 
U-3) MRO 
Industrial Expansion Division 
U-4 Construction 


Construction Controls Division 


U-5 Construction 


Priorities & Directives Division 

7-1 All (except basketing ) 

Z-S Basketing under NPA Reg. 2 

\M_ To transfer aluminum between (a) aluminum pro 
ducers, (b) aluminum producers and smelters, 
and (c) aluminum producers and aluminum 
distributors. 

'C_ To transfer steel between mills for processing into 
another shape or form which is still a controlled 
material. 

WH_ Prefix to warehouse serial number on shipments 
to replenish warehouse stocks of controlled steel 
products. 

PM_ Identifies purchase of controlled and non-con- 
trolled materials by controlled materials pro 
ducers for use as production materials (except 
for aluminum acquired by use of symbol 
“AM”) (See Dir. 2 to CMP Reg. 1) Small 
Users (See Dir. 1 to CMP Reg. 1). 





“B” Product CMP Allotment 
Rating Numbers 


Agricultural Machinery & Implements Div 
Aircraft Div. 

Aircraft Div. 

Aluminum and Magnesium Div. 

Building Materials Div. 

Building Materials Div. 

Building Materials Div. 

Chemicals Div. 

Communications Equipment Div. 


IQvi-e wiv 


Co 


kK 
K 
K 
K 
¥. 
K 
K 
K 
K 


Construction & Mining Machinery Div. 
Construction & Mining Machinery Div. 
Consumers Durable Goods Div. 
Consumers Durable Goods Div. 
Consumers Durable Goods Div 
Consumers Durable Goods Div. 
Consumers Durable Goods Div. 
Containers & Packaging Div. 

Containers & Packaging Div. 


Jie WD 


on 


et - ) 


Containers & Packaging Div. 
Copper Div. 

Electrical Equipment Div. 
Electrical Equipment Div 
Electrical Equipment Div. 
Electrical Equipment Div. 
Electronics Div. 

Electronics Div. 

Electronics Div. 


Engine & Turbine Div. 

Engine & Turbine Div. 

Engine & Turbine Div. 

General Components Div. 

General Components Div. 

General Components Div. 

General Components Div. 

General Industrial Equipment Div. 
General Industrial Equipment Div 


_ 7 
lInauviktwWwWN 


LLLLZLZZLZZ2Z 
oo 


oO 


General Industrial Equipment 
General Industrial Equipment 
General Industrial Equipment 
General Industrial Equipment 
General Industrial Equipment 
General Industrial Equipment 


Iron & Steel Div. 
Iron & Steel Div. 
Iron & Steel Div. 


Leather & Leather Products Div. 
Lumber & Lumber Products Div. 


~ Baw] 
Vie wiv 


An 


a 
Aw 


2 
a | 


Miscellaneous Metals & Minerals 

Motion Picture Photographic Products Div. 
Motor Vehicle Div. 

Motor Vehicle Div. 

Motor Vehicle Div. 

Motor Vehicle Div. 

Ordnance & Shipbuilding Div. 

Ordnance & Shipbuilding Div. 

Ordnance & Shipbuilding Div. 


y~) 


Petroleum Admn for Defense 

Printing & Publishing Div. 

Pulp, Paper & Paper Board Div 
Railroad Equipment Div. 

Railroad Equipment Div. 

Railroad Equipment Div. 

Rubber Div. 

Scientific & Technical Equipment Div. 
Scientific & Technical Equipment Div. 
Scientific & Technical Equipment Di 


Ivie-- vweive 


Service Equipment Div. 
Service Equipment Div. 
Textile Div. 

Tin, Lead & Zinc Div. 
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U.S DEPARTMENT OF COMMERCE 
PRODUCTION AUTHORITY 


NATIONAL 


TITLE 32A- 


Chapter V- 
thority, 0 


—— U 
This ore 
appropriat 
defense TITLE 32A—NATIONAL DEFENSE 
APPENDIX 


Ss DEPARTMENT OF COMMERCE 
NATIONAL PRooUcT ON AUTHORITY 


=. 
Chapter Vi—Notiong Pred 


ti 
thority, Departmen: -< = en 6 


M-70 


u.s DEPARTMEN 
a! eonaL PR 


\3 

£ 32A—NATIONAL DEFENS 
ao APPENDIX ! 
ter vi—Natione’ yy some 
ger Department } sap 


NPA " 


M-70 
OreeT™ " 
Aporrio” r sed ‘ e N roduction during 
der as Sum mo t y ’ Arter and re. 


Guarte 


eran 
— - 

nine MAF tawon C* 
Mani oreuies an 


Don’t Overlook the “M” Orders 


Up to now, NPA regulations and materials (M) orders M-5 (Aluminum)—Control over primary and second- 
were the sole control used to assist defense production ary producers, fabricators, distributors and jobbers. 
but they are not cancelled by the introduction of the Rules for placing, accepting and scheduling orders. 
Controlied Materials Plan. Instead, they are a suppl : war ’ 

yoceksna ssapmapag Secs apis is A ee M-6 (Steel Distributors)—Establishes allotments for 
mentary control to CMP governing the use, production 

ee 2 steel warehouses. 
nd distribution of other materials 


hey may be amended or revoked singly to conform M-7 (Aluminum for Civilian Use)—Tells how alumi- 
vith CMP operations but generally, they are needed to num left over from military and essential uses can be used 


issure the most efficient distribution and use of the non for consumer goods. (Revoked) see M-47A. 
trolled materials and to provide for special cases, sucl . 
' rs P x : oh M-8 (Tin)—Establishes rules for reporting inventories, 
. transportation, shipping, petroleut 
. ce ee I ts, consumption, imports and distribution of tin; 
orders regulate virtually all your cus : 


eceipts, 
; ; ets permitted civilian use of tin, limits inventories and 
ometimes limiting, sometimes aiding I ntrols import 
} 1 1 control Ss. 
they provide special DO ratings vw l cer - 
tincations 


M-9 (Zinc)—Tells producers and fabricators how to 
handy reference for deter place, accept and schedule zinc orders. 
mining what customers are subject to what order 


Lhe following list will be a 


M-10 (Cobalt)—Puts cobalt under allocation, bans 


M-1 (Steel)—Specific rules for the placing, acc certain uses and limits inventories. 


iC 
ind scheduling of orders for various steel produ 


M-11 (Copper and Copper-base Alloys)- Rules for uni- 
M-2 (Rubber)—Limits new and natural rubber 


con- form distribution of rated orders among producers, fabri- 
sumption; limits consumption of natural rubber latex cators, jobbers and warehouses. 





establishes procedures for allocation of synthetic rubber 1 . - ~ 
ila acm Pe ge M.-12 (Use of Copper and Copper-base Alloys)—States 
M-3 (Columbium & Tantalum Bearing Stecl)—Con how copper may be used in civilian manufacture after 
trols production, distribution and use of columbium and military and defense-supporting requirements are filled. 
tantalum bearing steels This order is now established in M-47-A. 
M-4 (Construction)—Bans recreational construction M-13 (Rayon)—States how producers of high-tenacity 


and makes commercial construction subject to Federal rayon, rayon yard must place, accept and schedule rated 
licensing. rdet 
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M-14 (Nickel)—States how primary nickel may b« 
distributed for civilian purposes after defense requirc 
ments are met. 


M-15 (Use of Zinc)—States how zinc and zinc prod 
ucts may be distributed and used in the civilian goods 
field after defense requirements are met. 


M-16 (Distribution of Copper and Copper-base Alloy 
Scrap)—Regulates the acceptance, delivery and distribu 
tion, whether on purchase, toll agreement or otherwis¢ 
of copper scrap and copper-base alloy scrap; bans unduc 
accumulations of such scrap. 


M-17 (Components or Parts)—Puts ceiling on th 
number of defense rated orders for certain electrical cor 
ponents and parts that manufacturers are required 
accept. 


M-18 (Pigs’ & Hogs’ Bristles and Bristle Products) 
Limits inventories of bristles and processing, mixing o 
preparing for manufacture of bristles. Regulates use, in 
ventories and distribution of hog bristles and bristle pro 


I 
duced. 


M-19 (Cadmium)—Controls deliveries of cadmium 
from a producer or distributor; states purposes for which 
cadmium, cadmium-containing items and cadmium 
plated items may be produced; limits inventories to a 
30-day supply. 


M-20 (Iron & Steel Scrap)—Sets inventory limitat 
for iron and steel scrap and subjects such scr ip to al 
tion. 


M-21 (Methylene Chloride)—Rules for producers, 
tributors and users of methylene chloride; permits us 
only “paint-remover grade” for making paint remover 
and dry-cleaning fluids. 


M-22 (Distribution of Aluminum Scrap)—Sets usage of 
aluminum scrap by producers and fabricators. 


M-23 (Carded Cotton Sales Yarn)—F stablishes monthly 
reserves by types of yarn; restricts operation of spinning 
spindles. 


M-24 (Tin Plate & Terne Plate)—States permitted 
uses of tin plate and terne plate; permitted materials in 
those uses; maximum permitted coating of tin or tern¢ 
metal per single base box; certain additional permitted 
uses; optional uses; restrictions on manufacturers and 
permitted substitutions. 


M-25 (Cans)—Puts restrictions on cans made of tin 
plate and terne plate; limits the use of cans made under 
the order. 


M-26 (Tin-Plate Closures)—Places restrictions on tin 
plate closures; specifies maximum tin coatings for tin- 
plate closures. 


M-27 (Collapsible Tubes)—Puts restrictions on col 
lapsible tubes; specified the amount of tin that may be 
used in manufacture. 


M-28 (Leather)—Applies to producers of leather of 
certain types and provides rules for placing, accepting 
and scheduling rated orders. 

M-29 (Horsehide Fronts & Deerskins)—Permits proc- 
essing of individually owned deerskins into items for 
personal use or for gifts. 

M-30 (Tungsten)—Bans use of tungsten in the manu- 
facture of certain specified products and also those in 
which substitute materials can be used. Establishes 





Is CMP Necessary? 


7 


Ir you poNn’rT THINK that some system is necessary 
to distribute the key materials in order to get the 
defense and more essential things made, read this 
estimate of the supply situation by Robert H. Winn, 
issistant general counsel of NPA. He predicted 
severe shortages of steel, copper and aluminum, not 
only during the rest of this year but in 1953 and 
even in 1954. 

Producers who are forecasting an early easing of 
metal shortages are indulging in wishful thinking, 
Mr. Winn said. A broad check of inventories in the 
hands of metal users and distributors which he con 
ducted to uncover violations of inventory regulations 
had shown surprisingly little metal on hand. 

Even where metal was advertised for sale, Mr. 
Winn added, NPA found often that the stocks were 
non-existent. The “seller” was merely trying to find 
buvers so that he could try to get an option on metal 


which he did not yet own. 











limitations on additions to inventory and makes tungsten 


subject to allocation. 


M-31 (Chemicals-Chlorine)—Rules for producers and 
distributors in placing, accepting and scheduling rated 
irders for chlorine and orders for chlorine necessary to 
yublic health 

M-32 (Chemicals, Limitation for DO rated Orders)— 
Regulates amount of rated orders barium carbonate and 
ma imine and melamine contain compounds producers 
have to accept. 


M-33 (Molybdenum)—Provides for monthly allocation 
of molbdenum, ferromolybdenum, molybdenum oxide, 
cium molybdate and other primary molybdenum al 
loys and chemicals; require use of substitutes for molyb 


denum wher 


M-34 (Sole Leather)—Requires wholestock to be cut 
nd processed to meet military specifications as to weight 
nd “quality; requires each sole cutter to obtain from 
laily cutting a specified number of midoles and inner- 
les to meet military requirements. Now revoked. 


M-35 (Cattlehides, Calf-skins and Kips)—Fstablishes 
distribution program covering cattlehides, calfskins and 
kips by producers and collectors. 


M-36 (Government Orders)—Requires producers of 
paper to establish reserves of designated grades in per 
centages of their monthly production to fill qualified 
Government orders. 


M-37 (Zinc Scrap—Toll Agreements) Regulates the 
acceptance, delivery and distribution (whether on pur- 
chase, toll agreement or otherwise) of zinc scrap; pro- 
hibits undue accumlation. 


’ 
ver possible. 


M-38 (Lead)—Sets limitations on inventories of lead 
ind materials containing lead, other than ores and con 
centrates. 


M-39 (Antimony)—Sets limitations on inventories of 
antimony and materials containing antimony, other than 
ores and concentrates. 


M-40 (Metalworking Machines—Pool Orders)—Au 


thorizes placing of pood orders with producers of metal 
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How To ‘Basket’ Rated Orders Now 


You CAN STILL ‘BASKET’ orders, but there are two 
methods now. 

NPA Regulation under which vou “basketed” 
ders is still in effect. This permits you to continuc 
to combine requirements for different rated orders 
into one purchase order when extending customers’ 
ratings to replace items or material. But, if vou com 
bine rated orders, they must be all DO-ratings with 
the old code numbers such as DO-21, DO-48, etc 
Use DO-99 and certifv it under NPA Reg. 2 

CMP Reg. 3 also permits \ 


1) 
1on-controlled 


u to group orders fo 
materials and products. You may 
ombine requirements for unrated orders, DO orders 
ind DO orders with allotment symbols. But, if vou 
basket any DO’s with allotment svmbols, vou must 
how the applicable rating for cach item and, or. 
quantity of each item and certify the order und 
CMP Reg. 3. DO NOT use DO-99 for such orders 











vorking machines; provides that such pool orders shall 


ry a DO-rating which may be extended 


M-41 (Metalworking Machines—Delivery)—Regulates 
delivery of metalworking machines; requires producers 
to schedule their deliveries in accordance with this 
irder’s provisions 


M-42 (Insect Wire Screening)—Provides insect wire 
reening producers rules for placing ind accepting rated 


irders 


M-43 (Construction Machinery—Distribution)—Defines 
onstruction machinery and equipment producers and 
egulates placing, accepting and scheduling rated orders 


M-44 (Power Equipment—Production & Delivery)— 
Requires manufacturers of heavy power equipment to 
file monthly reports showing orders on hand, production 
ind delivery schedules; controls production of all heavy 
power equipment costing $5,000 or morc 


M-45 (Allocation of Chemicals & Allied Products) 
Sets up mechanism for allocation of scarce chemicals 
when need for regulation is demonstrated, provides for 
issuance of schedules which would place a given chem 
cal in one of three allocation categories 


M.-46 (Priorities Assistance for Petroleum & Gas In- 
dustries—Rules by which priorities assistance is made 
wailable to petroleum and gas operators to secure mate 
rials for MRO ind laboratory equipment: 
describes how operators can secure materials for produc 
tion usc 


M-47-A (Use of Iron & Steel, Copper & Aluminum in 
in Certain Consumer Goods & Related Products)- 
Limits the use of these items in the manufacture and 
issembly of consumer durable goods and certain related 
products to promote equitable distribution of the metals 
ind of parts made from them. Takes over the functions 


of NPA Orders M-1, M-5 and M-11 


M-48 (Bismuth)—Sets conditions under which bis 
muth and bismuth alloys mav be delivered and accepted 
ind the processes and products in which these material 
can be used 


purpose Ss 


M-49 (Columbium & Tantalum)—Prohibits delivery of 
columbium and tantalum except as authorized by NPA. 


M-50—(Electric Utilities)—Permits electric power util- 
ities to apply DO-48 rating to orders for specified copper 
products. 


M-51 (Glass Containers: Simplification & Use)—Bans 
new designs in glass containers; provides for establishing 
simplified styles of containers if such action becomes 
necessary to achieve additional production. 


M-52 (Molybdenum-Bearing Steels: Production)—Re- 
duces and limits the molybdenum content of stainless 
steels to 2.5 percent maximum by weight. 


M-53 (Cotton Duck)—Requires producers to accept 
DO orders up to 80 percent of their scheduled produc 
tion; places restrictions on operation of looms. 


M-54 (Platinum)—Restricts deliveries to dealers, re- 
finers, distributors, processors and consumers; bans use 
in certain items; restricts sale and delivery of scrap, lim 
its inventories. 


M-55A (Farm Equipment)—Authorizes producers of 
farm equipment to apply DO-87 to obtain production 
materials during July, August and September, 1951. 
Limits production during each period (rescinded). 


M-56 (Waterfowl Feathers)—Applies to dealers, proc 
essors and manufacturers and restricts sale, delivery and 
procesing of waterfowl feathers and down. Supplements 
Reg. 2 superseding all restrictions of that regulation when 
in conflict. Also modifies and supersedes NPA Reg. 4. 


M-57 (Vegetable Tanning Material)—Prohibits use by 
a processor of any vegetable tanning material for any pur- 
pose than those in the order. Also prohibits supplier 
from increasing the proportion of chestnut extract in 
any blend for resale above the proportion he used during 
1950. 


M-58 (Binder & Baler Twine)—Limits inventories and 
supersedes any provision in NPA Reg. 1 not consistent 
with this order. 


M-59 (Strapping)—Limits inventories and restricts use 
of strapping. 


M.60 (Manufacture of Certain Components & Related 
Products)—States procedure by which necessary materials 
and parts may be obtained for making certain compo- 
nents and parts during the third quarter. Authorizes such 
producers to use DO-70 rating to obtain production ma 
terials during third quarter 


M-61 Manufacture of Machine Tools and Certain 
Related Equipment)—Authorizes manufacturers to use 
DO-75 to obtain production materials during third 
quarter 1951. 


M-62 (Hides)—Removes restrictions of Order M-29 on 
processing horsehide fronts (M-29 now refers only to 
deerskins) and sets rules to conserve and provide equit- 
able distribution of hides and skins. 


M-63 (Softwood Plywood)—Sets aside ad defense 
reserve specific percentages of production of all softwood 
plywood manufacturers and provides for equitable distri- 
bution of rated orders among such manufacturers 


M.64 (Used Rails and Axles)—Restricts delivery and 
icceptance of used rails or axles in any one month except 
by written authority from NPA 
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M-65 (Printing Plates)—Procedures to be followed in 
recovering obsolete metal printing plates to conserve 
copper, aluminum, zinc, chromium and nickel. 


M-66 (Artificial Graphic & Carbon Electrodes)— 
Limits inventories and puts these products under alloca- 
tion by prohibiting, subject to limited exception, any 
deliveries or acceptance of deliveries not covered by allo. 
cation authorizations. States how supply remaining after 
defense needs may be distributed for essential civilian 
uses and small business. 


M-67 (Aluminum Foil in Containers or Packaging 
Material)—Restricts use of foil in rigid or flexible con 
tainers, wrappers, bags and envelopes. Order M-7 permits 
use for such purposes in accordance with this order. 
M-26 regulates use of foil for cap liners and other pack 
iging closures. 


M-68 (Passenger Cars)—Limits use of controlled ma 
terials in manufacture of passenger automobiles during 
third quarter. 


M-69 (Sulfur)—Requires suppliers to file with Form 
NPAF-99 listing proposed shipments for third quarter. 
Users must make monthly report on NPAF-98 on 
monthly use and inventory. 


M-70 (Marine Maintenance, Repair & Operating Sup- 
plies & Minor Capital Additions)—Sets procedure by 
which water transportation systems may obtain MRO 
supplies until CMP becomes effective. Authorizes use of 
DO-91P rating for such purposes during third quarter 


M-71 (Priorities Assistance to Technical and Scientific 
Laboratories)—Permits laboratories to procure needed 
supplies and materials with allotment symbol and cer- 
tification, some controlled materials included. Symbol 
used is X1. Rating is DO-X1. 


M-72 (Chemical, Wood Pulp)—Limits consumption 
of market chemical wood pulp to 95 percent of 1950 use 
so that anticipated decreased supply may be distributed 
equitably. 


M-73 (Railroad Maintenance, Repair & Operating Sup- 
plies)—Establishes procedure for railroads to secure MRO 
supplies and minor capital additions on quarterly basis 
covering controlled and non-controlled materials. 


M-74 (Use of Copper and Copper-base alloy in Con- 
struction Materials)—Bans use of metal in manufacture 
of some 30 items of building materials. Takes over many 
restrictions on use of metal in builders hardware formerl\ 
included in Order M-12. 


M-75 (Steel Shipping Drum)—Limits inventories of 
new and used drums to 45-day supply, bans packing of 
some items in such containers and sects limitations on 
other uses. 


M-76 (Distribution of Lead)—Allocates soft pig lead 
produced by primary refiners, sets limitations on the re 
quired acceptance of rated orders for pig lead products 
and allovs. 


M-77 (Communications)—Provides communications 
systems with DO-U-1 rating to obtain MRO supplies 
for small operating construction projects, and with U-] 
ilotment svmbol for all controlled materials except 
stainless steel and aluminum 
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Special Rules Govern 
Ratings This Month 


SEPTEMBER IS THE LAST MONTH of the third quarter 
which is considered the transition period. CMP 
iotment symbols and related DO ratings (such as 
the ones your suppliers get with their allotments) on 
top of the simple DO priorities system have compli 
cated ordering and scheduling for all firms—even 
those that don’t come under CMP. 

So NPA put in special rules for the third quarter 
to govern all ratings under CMP but these rules will 
not be in effect after Sept. 30. The temporary rules 
attempt to relieve some of the chaos resulting from 
introducing a new system of priorities. 

Under the temporary rules, DO-rated orders carry 
ing an allotment symbol (for non-controlled mate 
rials such as the items you generally handle) have a 
special status from July to October—which is actu 
ally a dual band of priorities for these months. You 
can get messed up with your suppliers and customers 
unless you understand how the CMP system hooks 
up with the simple DO system you’ve worked with 
before. 

So NPA ordered that during the third quarter, 
vou should fill orders in the following sequence: 

1. DO orders with an allotment symbol if they 

call for delivery before Oct. 1. (For example. 
a customer making guns for the Army is author 
ized to issue a DO-A-5 which he uses on an 
order to you for some threaded products which 
will go into the guns). 

ALSO these ratings, if they call for delivery 
before Oct. 1: 

DO-22—Department of Defense. 

1O-38P—National Production Authority. 
1DO-41—Atomic Energy Commission. 

DO-45—Federal Civil Defense; Federal Se 
curity Agency; General Services Adminis 
tration; Veterans Administration; Hous 
ing and Home Finance Agency; Depart 
ment of Agriculture; Bureau of Public 
Roads; Civil Aeronautics Board; Civil 
Aeronautics Administration. 

DO-46 and DO-47—National Production 
Authority. 

DO-48—Department of Interior; Petroleum 
Admin. for Defense; Defense Elec. Power 
Admin.; Defense Minerals Admin.; De 
fense Solid Fuels Admin. 

DO-49—Department of State. 

DO-51—National Advisorv Committee for 
Aeronautics and NPA. 

DO-62—Coast Guard. 

DO-96—National Production Administra 
tion 

These ratings are given equal status with DO 
orders carrying an allotment symbol, because the con- 
tractors of these agencies didn’t have a chance to file 
for third quarter allotments). 

2. All other DO-rated orders—until Oct. 1 when 
they get equal status with above-mentioned 
orders. 

3. All unrated orders. 

But, if you handle steel, copper and, or, aluminum 
in the shapes specified under CMP, you give top 
priority to NPA directives. 
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Guide Your Customers On MRO Under CMP 


THE MOST IMPORTANT ASPECT of the Controlled Mate- 
ials Plan to you (distributor or salesman) is CMP Regu- 
lation 5. It replaces NPA Reg. 4 which provided all your 
customers with the DO-97. Reg. 4 has been revoked 
and DO-97 is out, but virtually all its features have been 
incorporated into CMP Reg. 5. 

As far as your customers are concerned, CMPR Reg. 5 
is an improvement over NPA Reg. 4 because it provides 
1 method by which they can obtain steel, copper and 
iluminum for MRO requirements as well as all the 
items which they secured through the use of DO-97. 


Basically, CMPR Reg. 5 does these three things: 


1. It provides all your customers with a MRO 
rating to obtain limited quantities of controlled 
materials, and products and non-controlled mate 
rials for maintenance, repair and operating supplies 
as well as minor capital additions to keep their 
plants in good working order. 

It permits you, as a distributor of MRO items and 
materials, to extend the ratings you receive from 
your customers to your suppliers to replace stock. 
Therefore, it helps you to maintain adequate inven 
tories and keep operating 
It gives your suppliers a chance to build up a 
rated-order pattern which will help them secure 
idequate allotments of controlled materials and 
priority assistance to get other items or materials 
to keep producing the items you sell 
As long as your customers elect to use the priorities 
issistance for MRO under CMP Reg. 5 rules, you and 
ur suppliers are all right. But, your customers don’t 
have to use the rating. Some mav not understand the 
ules and may not wish to use the priority rating offered 
Some mav not think the limitations on how much thev 
in obtain through the use of the rating are high enough 
ind may try to seek their needs without it. Others may 
be misinformed about many details and may not wish to 
indertake risks of violation 
On the other hand, vour suppliers are very anxiou 
trengthen their rated order pattern in order to establish 
the essentiality of their products when allotments ar 
letermined In the applications for third quarter allot 
nts, many supply manufacturers had weak rated order 
yatterns and did rot receive as large allotments as they 
had expected. The cuts ranged from 10 to 35 percent 
niddle of the stream of MRO ratings 
cational and selling job to do on vour 

benefits of CMP Reg. 5. A 

thorough understanding of the regulation will help you 

do this. Tt will also help vou to extend them properly 
rated order pattern 


ustomers to the 


ind thereby build up your 
Who Is Eligible? 


All your customers—whether commercial or industrial 
zovernment agencies such as YW. S., state, county, city. 
town, village; institutions such as schools, libraries, hos 
vitals, churches, clubs, welfare, etc.. provided they estal 
lish a quarterly MRO ta, and limit their MRO pur 
hases to that quota 


upplier 


Note: If a customer uses the MRO rating to obtain 20 
percent or less of his quota, there is no limit to 
the amount of MRO supplies he can purchase 
without the rating 


What Does MRO Mean? 


MRO means maintenance, repair and operating sup 
plies. The regulation also permits use of the rating to 
‘et minor capital additions. 

Maintenance—minimum upkeep necessary to keep any 
plant, facility or equipment in sound working order. 

Repair—Bringing any plant, facility or equipment back 
to working condition after it becomes unsafe or unfit 
for service either through wear, tear, damage, failure of 
parts, etc 


Note: This doesn’t mean replacement of any plant 
facility or equipment by replacing material which 
is still in sound working condition. For exampk 
your customer can't replace a bearing that is in 
good condition with one of new or more efficient 
design 


Operating Supplies—Any sort of item or material your 
customer carries as operating supplies according to his 
regular accounting practice. Even hand tools he buys for 
sale to his employees to use in his plant solely if these 
would have constituted operating supplies had they been 
issued without charge 


Note: Materials that go into a product, such as screws, 

in be regarded as operating supplies only if 

your customer carried them as such in his regular 
accounting system 


Minor Capital Additions—Any improvement or ad 
dition ordinarily carried by your customer as a capital 
addition and which does not exceed $750 (excluding his 
labor cost) per unit 


Note: Your customer can't buy parts of a complete 
assembly just to bring his acquisition under $750 
Suppose he gets a lathe, motor, base and power 
transmission items separately. He’d have to add 
up the cost of all items as one amount and it must 
come under the $750. It doesn’t make any 
difference whether he used the rating or not to 
ect the items, or whether he got them from one, 
two or three sources. BUT—and this is important 

the regulation leaves a loophole in that it limits 
minor capital addition procurement to 10 percent 
of the quota or $750 “whichever is greater’. If 
your customer's quota is $10,000, this means he 
ould order $1,000 worth of minor capital addi- 


tion 


How To Get Controlled Materials for MRO 


Your customer can get only the amount of steel, copper 
yr aluminum he actually needs for MRO and minor capi- 
tal additions and no more. He identifies his order “MRO- 
4051. Certified Under CMP Reg. 5” and signs it 
Note: NPA wants it understood, however, this is not an 

wlotment although the allotment symbol is used 
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You: customer is restricted by his MRO quota. 
Note that the MRO symbol is followed by an 
abbreviation of the quarter in which the material 
is needed and the year. This must be added on 


How To Get Non-Controlled Materials And Products 


When ordering MRO supplies, or minor capital ad 
ditions, (within quota of course) your customer identifies 
his order: “DO-MRO. Certified Under CMP Regulation 
>” and signs it. ‘his constitutes a DO order with an 
allotment symbol, which has a special status during Sep 


tember, the last month of this quarter. 


Note: If you received any DO-97 orders before July 6, 
you were obliged to consider them as DO-MRO. 
Any DO-97 order you got after July 6 had to be 
converted by the customer with the new rating 
and certification. The same goes for your 
extensions. 


Symbol And Rating Can’t Be Used For... 


All basic, organic, or inorganic chemicals, their inter- 
mediates and derivatives other than compounded end- 
products not customarily sold as chemicals. 

Products appearing in NPA Order M-47A lists with 
some exceptions such as certain paint brushes. 

Nylon fibers and yarns. 

Packaging materials and containers. 

Paint, lacquer and varnish. 

Paper and paper products. 

Paper and paperboard products 

Printed matter. 

Photographic film. 

Rails, tie plates, track spikes, splice bars, rail joints, 
frogs and switches. (See NPA Order M-73) 

Rubber tires and tubes. 

Items listed in NPA Reg. 2 (List A 


You Can Extend The MRO Rating 


Any DO-MRO rating you receive from your customer 
are extended to your suppliers with the same identifica 
tion and certification as used by your customers 


Note: When you combine an order, part of which is 
rated, you must indicate the amount that is 
rated. 


How To Establish A Quota 


Your customer has to establish a quarterly MRO quota 
if he wants to use the rating. This is the way he does it 

He adds up all expenditures for MRO supplies during 
1950. Thirty percent of the total is his standard quarter 
MRO quota. 


Note: He doesn’t include any item which appears in 
List A of NPA Reg. 2, but he has to include 
other items listed above for which the rating 
cannot be used. On the other hand, he doesn’t 
include any capital expenditures although he can 
use the rating to get some 


Or he can set a seasonal quota. In that case, he divides 
his 1950 MRO expenditures into four varying base period 
totals. His seasonal quotas are then 120 percent of each 
corresponding base period total 


If your customer operated only partially during 1950, 
he makes an estimate of what he would have spent during 
the year on the basis of the amount he actually did spend. 
His standard quota is then 30 percent of the total esti 
mate. 

If the customer didn’t operate during 1950 (or any 
fiscal period which ended prior to Mar. 1, 1951) he 
simply estimates his quarterly quota or seasonal quota. 


Note: If this quota is more than $5,000, he must get 
written permission from NPA before using the 
rating or the symbol. In fact, any customer who 
operated partially or not at all during 1950 
establishes a quota of more than $1,000 has to 
report to NPA within 30 days after using the 
rating. He must tell NPA the quota he esti- 
mated, the base period used, the method used in 
computing the quota and the corrections he made 
for seasonal _ other factors. 


How To Apply For An Increased Quota 


Your customers can request an adjustment of quota 
from NPA on two grounds: (1) that the regulation works 
am undue or exceptional hardship on him not suffered by 
competition; (2) that the enforcement of the regulation 
would not be in the interest of national defense or public. 
I'he request should be in writing on Form NPAF-78 in 
triplicate and should set forth all pertinent facts and 
justifications. 


How To Charge Against Quota 


Your customer can charge against his quota on a de 
livery or receipts basis. That is, in the case of delivery 
basis, he charges against his quota for the quarter in 
which the order specifies delivery. On a receipt basis, he 
charges against his quota as he receives his deliveries. 


Note: Once he makes a selection, he can’t change until 
he gets permission from NPA. 


Your Repair Shop Customers 


If any of your customers do maintenance and repair 
work, or install minor capital additions for other con 
cerns, he can apply the MRO allotment symbol to get 
controlled materials to the same extent that his cus 
tomer would be entitled to if the latter did the work 
himself. 


Note: The cost has to be charged to the MRO quota of 
the repairman’s customer. 


If the shop or repairman needs any MRO supplies or 
minor capital addition, he can apply the DO-MRO. 
Ihe same conditions of applying against the customer's 
quota is applicable. 


Note: Repair shops and repairmen can also apply the 
MRO symbol and DO-MRO when working on 
jobs for people who are not entitled to use of 
ratings. These conditions are specified in CMP 
Regulation 7. In this case, he uses RE-4Q51 and 
certifies under CMP Reg. 7 for controlled mate 
rials, and DO-RE with the same certification for 
items he procures from you. As to controlled 
materials, he can get specified certain amounts of 
certain products (20 tons of carbon steel, 500 Ibs 
of copper and copper base alloy brass mill prod 
ucts, and 500 Ibs. of aluminum). 
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COST ABSORPTION policies 
tor of Price Stabilization Michael \ 


set aside temporarily, Direc 
DiSalle and } 





Stabilization 
onormic 


Administrator Eric 
yurse Of price controls 


Acme Photo 


Johnston consider future 


Why Price Control? 


IN SPITE OF WARNINGS against inflation 
dangers by economists and business 
leaders, the question keeps popping up 
igain and again. Even recently, when 
the new Defense Production Act was 
being debated in Congress, some repre 
sentatives favored abolishing price con 
trols altogether 

Ihe principal reason for the ques 
tioning of the need for price control 
appears to be the slight corrections in 

yrices which took 

place last November and again this 
year. ‘I'he presumption is that we have 
ichieved a guns and butter production 
ind that impending Government de 
fense expenditures will not constitute 
much of an inflationary threat 

Congress didn’t think so when it 
passed the Defense Production Act of 
1950 and it apparently still doesn’t 
think so when it enacted a 
recently. We're going to havc 
price control for another year; a little 
relaxed perhaps, but still control 

In considering the defense act in the 
Congress recognized that 
onomic pressures arising from a 
tion effort of the necessary size 
require some program 
nomic stabilization 
operating mighty close to full capacity 
ind it had to make room for billions 
more of defense work 


commodity 


SOTNIC 


revised 


version 


} 
nrst place, 
the « 
prodi 
wouk of eco 


The economy was 
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By Sept. 8, 1950 when the act be 
came law, the price level had already 
risen substantially. Prices, as reflected 
in the Weekly Wholesale Price Index 
of the Bureau of Labor Statistics, had 
risen six points from January 1950 to 
June, just before Korea. 

Korea started a wave of panic buy- 
ing. By the time the Defense Act was 
passed, the index climbed 12 points 
[he Economic Stabilization 
Agency was established on Sept. 9 
During the agency’s organizational 
period, the wild buying subsided. In- 
dustry had met the demand with a 
terrific output of civilian goods. 


more. 


Inventories Grew 


Consumer goods distributors’ 
shelves which had become depleted 
with the initial outbreak of buying 
restocked with substantially 
larger inventories than were warranted 
under the conditions. Industrial sup 
ply distributors were fortunate in not 
facing the same conditions. Industry 
was expanding not only to meet the 
increased civilian demand but also de 
demands. Industrial supply in 
ventories increased, but not at the rate 
of consumer goods stocks. Moreover, 
there was not a corresponding let-up of 
demand in the industrial supply field. 

Since industry's demonstration of 


welic 


fensc 


tremendous productive power made 
the price trend level off, ESA took no 
immediate steps to control prices di- 
rectly. Late in November, however, 
the Chinese Reds broke into the 
Korean conflict and altered the pic- 
ture. The defense program was ex- 
panded and another price surge got 
under way. Mike DiSalle took the 
job as Director of Price Stabilization 
on Dec. 12 and appealed to industry 
to avoid price increases. 

A few leading industries cooperated 
but it soon became evident that volun 
tary action was inadequate to halt the 
“inflationary trend.” From Sept. 1950 
to the latter part of January this year, 
the wholesale price index climbed 11 
points more to 180. The pattern for 
the past year at that point was: 

+ percent rise from Jan. to June 
1950. 

8 percent from June to Sept. 1950. 

6 percent from Nov. 1950 to Jan. 
195]. 

At first, DiSalle toyed with the idea 
of selective controls as a means of 
keeping prices in check. But after 
studying the situation, he decided that 
selective controls couldn’t do the job 
any more effectively than voluntary ac- 
tion. Each ceiling on one industry’s 
product would serve notice on other 
industries that they’d be next. This, 
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he reasoned, would accelerate the in 
flationary trend. 

DiSalle felt he had no choice but 
to slap on a general price freeze which 
froze your prices as well as those of 
your suppliers. But even GCPR 
couldn’t completely halt the advance 
since the prices of a substantial num- 
ber of important commodities couldn’ t 
be placed under controls. ‘The whole- 
sale price index continued to climb at 
a slightly slower rate until Feb. 13 
when it reached 183.4. Since then it 
has shown only fractional changes. 

A more dramatic illustration of both 
the inflationary rise and the effects 
of price control was in the behavior of 
the more sensitive index of prices for 
28 industrial raw materials and raw 
foodstuffs compiled by BLS. Between 
Korea and GCPR this index rose 47 
percent—an average of nearly 7 percent 
per month. The index hit a record 
high on Feb. 16 and since then drop 
ped more than 5 percent. The de 
cline continued during April and May. 

There were other indications of 
price control effects. Between Korea 
and GCPR, the BLS Consumers Price 
Index advanced about 7 percent or an 
average of almost | percent a month. 
Ihe same index for March 15, how 
ever, showed a rise of only 0.4 per 
cent since Feb. 15, the smallest for 
any month since Korea and only a 
third as much as the rise during the 
preceding month. 

The argument that “natural eco 
nomic forces” checked _ inflation 
through falling off of demand and 
liquidation of overstocked inventories 
has merit in that it accounts for re 
sults in only a phase of the overall 
picture. Demand did fall off and some 
liquidation of inventory did take place. 
But OPS claims that the establish- 
ment of price ceilings had a sobering 
psychological effect on frantic buying. 

Regardless of the merits of both 
arguments, the country is facing some 
conditions which have definite infla- 
tionary aspects. More and more civil- 
ian industries are being curtailed to 
make more basic materials available 
for defense production. The figures on 
the quantity of steel, copper and alum 
inum available for consumer goods 
production in the “free” area of the 
Controlled Materials Plan is mute 
testimony that the period of high civil- 
ian production is running out. 

Defense expenditures (which means 
actual defense goods coming off pro- 
duction lines) are expected to hit their 
peak in December or January. This 
means more buying power for workers 
ind less goods to buy 


How Controls Will Affect You 


Look for continued adjustment of ceiling prices and more price 
changes. 

The amended Defense Act doesn’t seem to have changed the price 
control picture much except to stimulate your suppliers to apply 10 
adjustments of ceilings. 

Of chief importance to you, as a reseller of industrial equipment and 
supplies, is the Herlong amendment. The amendment provides that no 
rule, regulation or order can now be issued by OPS which will dex) 
you the customary percentage markup prevailing between May 24 and 
June 24, 1950, or the nearest representative date. In the case of sca.cc 
items, OPS can step in and dictate your margins if the Government 15 
encouraging production of the item. 

As your ceilings are now determined under Supplementary Regulation 
29, GCPR, the new law doesn’t make any change. Reg. 29 permits you 
to apply last January’s percentage markup to your “present invoice st” 
or to use the supplier’s revised suggested resale price, providing 1! 
reports this to OPS. 

rhe situation among manufacturers is a bit scrambled due to the various 
interpretations of the Capehart amendment. This amendment statcs 
that ceilings must reflect increases in costs—including overhead—up to 
July 26. However, the amendment didn’t revoke any OPS regulat.on 
which was in effect ,at the time the law was enacted. 

The amendment states that ceilings must be based on the highest 
price obtained between Jan. 1 and June 24, 1950 which is the same 
base period OPS has been using. However, cost increases from June 24+, 
1950 to July 26, 1951 must be reflected in these ceilings. Most of the 
manufacturers regulations now in effect allow materials cost increases 
only to Dec. 31, 1950 and only direct labor cost rises to March 15, 1951. 

‘The amendment further specifies what “costs” should be reflected in 
the adjusted ceilings. These now include materials, indirect and direct 
labor, factory, selling, advertising, office and all other production, dis 
tribution, transport and administration costs “except such as the Presi 
dent may determine to be unreasonable and excessive.” OPS is still 
trying to figure out that last part and whether or not it will permti appli 
cation of cost absorption. 

These liberalized provisions of the Capehart amendment explain why 
there will be many adjustments of ceilings from now on. As expected, 
OPS differed with manufacturers as to interpretation of the amendment. 
But OPS has already laid down some rules based on its own interpreta 
tions of the revised Act and on the fact that no regulation issued priot 
to the enactment of the law has been revoked by it. 

At first, OPS insisted that your suppliers abide by the limitations of 
CPR 22 (manufactured goods) and CPR 30 (machinery and related 
products) and file their revised ceilings on Aug. 15. But this deadline has 
been thrown out and new manufacturers’ orders are being prepared in 
conformance with the liberalized provisions of the Capehart amendment. 

This, of course, means that your suppliers, whether they filed under the 
old regulations or not, will be making additional price adjustments for 
the rest of the year. And the price trend will be upward. Your percentage 
margins, if OPS heeds the Herlong amendment, are assured. 

CPR 22 and 30 may be amended to conform with the new provisions 
of the Defense Act or OPS may issue a general order, possibly a “Gen- 
eral Overriding Regulation” which may spell out for manufacturers how 
to apply for further price adjustments on the basis of cost increases up to 
July 26. 

OPS economists believe that the amendment temporarily sets aside 
the basic stabilization policy of requiring cost absorption since it permits 
all cost increases up to July 26. But the policy isn’t dead since OPS can 
conceivably, and legally, require some absorption of costs incurred since 
July 26. 

Economic Stabilization Director Eric Johnston’s industry earnings 
standard is somewhat in the same boat. This was the standard for deter 
mining adjustment of ceilings on the basis of whether or not the industry 
in which the applicant operated was earning 85 percent of 1946-49 prot 
its. But even this policy might take hold again later on 
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Check Yourseli— 


Have You Missed Anything? 


BUSINESS ACTIVITY HAD CLIMBED to new heights even 
government inaugurated the present d 
An explanation of this “boom on to] 
of a boom” is on Page 82 
It will be mid-1953 before the economy has ex 
panded enough to maintain both civilian and military 


before the 


fense program 


production at needed levels. Page 82. 

How this program differs from World War II’s, in 
terms of demand on the total national output, is 
explained on Page 83. 

Defense Mobilizer Wilson has said that this will 
be a “selective” defense program. Check Page 83 for 
what he meant, and what this means to you 

Changes in the international situation are not likely 
to affect the defense program to a great degree: Page 
5+. 

A description of industry's capital expansion plans 

on Page 85. Industry may spend as much as $30 
billion next year to build new plants and expand old 
ones. 

Inventory levels since January, 1950, are charted 
on Page 87. They remained fairly level until Octobe 
1950, but then swung sharply upward 

The hot spots as far as capital expansion is con 
cerned are the East South Central, West South Cen 
tral, and Mountain states. ‘The map on Pages 85 an 
89 shows that their percentage share of new plant 
is climbing rapidly 

Distributors can benefit from three selling phases 
when a new plant goes up in their area, but it’s im- 
portant to get in on the ground floor. How to do it 
is told on Page 92 

One of a distributor's most important jobs today 
is to absorb delivery lead time for defense customers. 
This calls for close cooperation between inventory 
control and purchasing, as is pointed out on Page 93 

Are you satisfied that production controls official 


: ’ 


ity of keeping the nation’s 


ire aware of the neces 
industrial plant in good working order after reading 
DPA Administrator Manly Fleischmann’s statement 
on Page 95? 

CMP’s effects will be felt throughout 


whether or not plants ar red by 


yf the rami tions are discussed on Page 





rhe chart on Pages 96 and 97 will give you a good 
general idea of what CMP is and how it’s organized. 

Ihe outline of how CMP works on Page 98 will 
help you to cooperate with your customers on thei 
CMP requirements and help you analyze their posi- 
tion under the plan. 

Have you got copies of the seven basic regulations 
which govern CMP as described on Page 99. You'll 
need them for reference when questions and prob- 
lems arise as they will. 

\n understanding of CMP terms defined on Page 
101 will ease the job of interpreting CMP regulations 

nd orders. 

You'll be running into various allotment symbols 
if you have a metals department and allotment sym- 

ls used with “DO”. Keep the chart on Pages 
102 and 103 as a handy reference to identify the 
rograms you are servicing when you receive rated 
) det ° 

NP.A’s materials (M) orders still govern production, 

tribution and use of non-controlled materials and 

ffect your customers’ operations. The list on 

104+ to 107 will prove a valuable reference if 

‘f your customers want to know about current 

itions or possible substitute supply. Remember, 

; of these orders can be obtained from the nearest 

merce Department field office in case you should 
vant one. 

The big thing about CMP is the Maintenance, 
Repair and Operating Supplies and minor capital ad- 
ditions regulation described on Pages 108 and 109. 

Your handling of DO-MRO ratings shouldn’t cause 
you much trouble but did you check on page 109 
where the methods by which repair shops and repair- 
ment use ratings to secure products or materials on 
jobs for people who are not entitled to issue rat 
ings, even MRO? 

Why Congress provided for price control is ex 
plained with the minimum of statistics on Page 110 
but the worst is yet to come if defense goods start 
coming off production lines at peak rates. 

Where you and your suppliers stand in regard to 
ric ntrol under the Capehart and Herlong amend- 


ments is pretty important and you get it on Page 111. 


pri 
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What makes the plate 
ship-shape? 


eee Q bruole ! e Ask this shipyard worker. He knows that for top 


quality joints, steel plates should be free of rust and dirt before welding 
ond he knows the way to clean them fast is with Osborn power brushes. 


The world’s leaders in this field are Osborn Disc-Center* Wire 
Wheel Brushes and Wire Cup Brushes. These rugged tools clean parts 
prior to welding. And they clean slag and weld spatter from joints 
after welding. Their high-speed, efficient operation gets the jobs done 
quickly .. . saves precious man-hours! 


Fabrication cleaning is only one of many places where you can save 
time and improve products with power brushing. The Osborn Brush- 
ing Analyst will gladly survey your cleaning and finishing operations 
to help you. Call or write The Osborn Manufacturing Company, Dept. 


532, 5401 Hamilton Avenue, Cleveland 14, Ohio. md 
rademark 








LOOK FOR THE NAME OSBORN...RECOGNIZED EVERYWHERE 
FOR QUALITY WORKMANSHIP AND MATERIALS 


GETS INTO CORNERS. This type of 
Osborn Disc-Center Wire Wheel 
Brush is popular for general fabri- 
cation. It digs into simple corners 
of fillets... and into the grooves 
and pits of welds. 


FAST ON THE FLAT. The cup type 
brush is ideal for joint preparation 
and for cleaning off weld scale and 
spatter from flat surfaces. It also 
gets into the corners. 


CLEAN-UP JOBS are handled fast 
with the Osborn Monitor® Wire 
Wheel Brush. Its narrow face makes 
it an efficient tool for getting into 
confined areas to remove rust, grit, 
old paint. 











U.S. TOTALS 





June 1951 


Compared with 


May 1951 


-~6% 


June 1951 
Compared with 


June 1950 





First Half 1951 
Compared with 
First Half 1950 


Compicep BY INpusTRIAL DistTRIBUTION 





Supply Sales Trend 


Final Figures For June 1951 





June 1951 
Compared with 
May 1951 


June 1951 
Compared with 
June 1950 


First Half 1951 
Compared with 
First Half 1950 














NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


SOUTH 
Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST NORTH CENTRAL 
Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 





-3% 


-6% 


-4% 


-6% 





+08% 


+00% 


+27% 


+31% 





+18% 


+69% 


+4.9% 


+00% 
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Sell the Oster No. 902 “RAPIDUCTION* to customers 
demanding precision results on a wide variety of pro- 
duction threading work. 


The semi-automatic, revolving, adjustable type die- head 
is synchronized with the lead screw by electric solenoids, 
Both die-head and lead screw trip automatically at the 
finish of each thread. 


This electric tripping mechanism and the 3-point contact, 
open type vise assist the operator to increase produc- STANDARD VISE JAWS 


tion with reduced fatigue. (at left) These hardened steel 
vise jaws and insert provide 


Other features that make the No. 902 “RAPIDUCTION” , 3-point contact with the work 
an ideal threading machine include the hollow spindle | to insure quick, accurate cen- 
and hardened and ground worm running in ball bear- tering and positive gripping. 
ings and the triple “V” belts that assure a smooth- 

running worm drive. 


Standard BOLT range is N.C. Y2"” to 2”. 12 Pitch and 
Finer Y2" to 2%". PIPE or NIPPLE range 4” to 2”. NIPPLE GRIPS AND INSERTS 
(at right) Replacing the 
Write for complete details standard jaws, these thread- 
ed, hardened nipple grips 


THE OSTER MANUFACTURING CO. ior sli cia wale 


2041 EAST 6ist STREET @ CLEVELAND 3, OHIO possible to thread even close 
nipples at production speeds. 





REAMING AND 
CHAMTERING ATTACHMENT 


Designed to ream, or ream 


and chamfer pipe immediately after threading operation. 


BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 1893 


a 
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SALES TRENDS (Continued) 








June 1951 June 1951 First Half 1951 
Compared with Compared with Compared with 
May 1951 June 1950 First Half 1950 





EAST SOUTH CENTRAL 


— -1% | +18% | +36% 


Mississippi 
Tennessee 


WEST 
Arizona Nebraska 
Colorado Nevada 


Idaho New Mexico 

lowa North Dakota -5 g +3 By +5 2 % 
Kansas South Dakota Le) Le) \e] 
Minnesota Utah 


Missouri Wyoming 
Montana 


WEST SOUTH CENTRAL 


oe -9% | +25% | +48% 


Oklahoma 
Texas 


PACIFIC 


—y 8% | +58% | +72% 


Washington 























Here Are Tricks of the Trade— 


From Those Who Know Them 


THE WELL-USED ADAGE about the impossibility of teaching old dogs new tricks 
doesn’t apply at all to industrial supply salesmen. 

In the first place, there are too many “tricks of the trade” in selling for any- 
one to learn by himself, no matter how long he’s been in the game. But sales- 
men who have been covering their routes for 10, 20, or 30 years are continually 
learning new tricks through the experience of other salesmen. 

There is a department in INpustriat DisrripuTion that reports on these 
experiences this month—and every month—and provides a shortcut to learning 
these tricks. It’s called ‘Selling Is My Business”, and this month you'll find 
it on Page 120. 

There you'll find many different types of customers described, and how sales- 
men handled them, and how sales were made in spite of obstacles set up by 
customers. 

Take a look at Page 120. It can give you some new selling ideas. 
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puts the 
Hi ; Ar 


heat exchange 


YARNALL-WARING COMPANY 


rs 


111 Mermaid Ave., Philadelphia 18, Pa. we 


YAR" the steam trap 


designed with more production in mind 


By changing to Yarway Impulse Steam Traps, an oil 
refinery reports much hotter steam in their heat exchangers 
—plus two other important extras: 


(1) They were able to operate the plargfwith 9 boilers 
instead of the 8 formerly require 


Significant sidelig 
under severe con 
often below zego.@ 


Steam Tr 
the most 
process 


pressures, 
low price. ¥ 


FREE OFFER. Don't take our word for it. Test Yarway’s 
advantages in your own plant, without cost or obligation. Drop 
us a card or letter—a trial trap will be delivered promptly. 
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IDEAS: How you Can... 


... tie inter-com to chute to speed order-filling 


here’s a little bit of magic that goes on every day at 
Chase, Parker & Co. in Boston, Mass. that is so much 
the habit there, no one gives it a thought. 

But to a steady customer, calling at the counter and 
giving his order, it must seem almost miraculous how 
soon that order is standing before him. The facts behind 
the magic are these: 

On the counter at Chase, Parker is an inter-com two- 
way unit that connects all departments out back and 
upstairs. The inside salesman merely repeats the order 
into the mike and immediately parts of it come sliding 
down a chute about ten fect back of him that leads out 
of a hole in the wall. The chute connects the ground 
and upper floors, is a half-spiral so the material won't 
come down at a gallop and go whizzing off into space. 
A guard rail around the lower end serves to halt the items 
and backs them up, if need be, until the salesman is able 
to get to the chute. A sliding door, similar to the kind 
you see on coal delivery trucks, can be dropped down to 
separate different orders 


... Sell “em more with display unit 


Sam Keller is skillful with his hands, which means 
money in the bank for J. Heller Sons Co. in Newark, 
N. J. Moreover, Mr. Keller doesn’t believe in doing 
one or two things with a device, if it can be made to do 
three or four for you. 

I'he trouble with Mr. Keller’s ideas, sometimes, is 
that they work too well. Recently he devised an unusual 
saw display cabinet that is so good it adds an extra job 
to his duties as inside salesman. For hardly a day goes 
by that a saw is not needed in the new cabinet, to replace 

ne sold to a customer 

Mr. Keller’s cabinet does several thing at once; it 
ittracts attention, it displays four of the most popular 
sizes of portable saws in a way that emphasizes each one 
of them; and the saws on display are of a type to invite 
the customer to make a tie-in sale. It’s not unusual for 
the cabinet to “sell” all four types of saw in a single week. 





If there is a way of doing it easier, it will be done that 
way at Eagle Supply Co. in Paterson, N. J. And geaerally, 
it will be the less expensive way, too. 

Ihe firm has a method of storing its end mill stock, 
built at the cost of only a few dollars, that stores under 
tight cover 400 different sizes of end mills. 

I'he shelving is home-made, 9 ft. long, about 74 ft. 
high. The unit overall contains 18 shelves, with approxi 
mately 4-in. between shelves 

Boxes are numbered exactly as they appear in the cata 
log—i.e. A+, A5, A6 etc. up to A106, then the “B” 
series, B3 to B70 and so on. The cat ilog itself lies along- 
side, available for checking size against number. Mostly, 





however, customers order by number, and the order is 
filled in like manner 
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For landing fastene 


The line that's hard to beat 
Is ‘Natioval--it's quality 
Accep ed and complete ! 


“Nat” says: ‘Customers know they're getting 

good fasteners when the trade-mark on the package 

says ‘National’.”” Right! “National” has been 

making fasteners to uniformly high standards for 

more than sixty years. More of them than ever, are 

now being made better than ever—in the most 

complete line produced by any one manufacturer. nn 


ee 
a 


“National” products include: HODELL CHAINS CHESTER HOISTS 


THE NATIONAL SCREW & MFG. COMPANY 


wliedontotirtict en ee Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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“Selling: sis My Business” 


tomers’ problems? . ; 


LOUIS J. GILBERT: 
RICHARD PENNY: 


Teamwork On The Inside 
Keeps The Outside Buying 

Inside salesmen at Central Engi 
neering & Supply Co., Passaic, N. J. 
speak a language, over the phone and 
the counter, that must sometimes 
puzzle their customers. But it is this 
‘industrial slang’, and the teamwork 
it implies, that makes possible an 
afternoon delivery of the stainless steel 
faucet the customer ordered that 
morning. 

Here's typical sample 
“Penny, you there? 
the price on 28 couples, one-half, 
stain?” Which translated means: 
“Penny (at catalog racks), pull down 
#3 catalog and tell me the list and 
discount on 28 couplings in stainless, 
t-in. I. D.” 

Louis J. 


GILBERT: 


In three, what's 


Gilbert heads up the 
plumbing and heating division of Cen- 
tral, and Richard Penny is one of his 
good inside men. The picture shows 
them actually processing an order. 
Mr. Gilbert has just called over his 
shoulder to Mr. Penny for specifica- 
tions on a catalog item. So Mr. Penny 
gets up from his desk alongside the 
firm’s library and, with a reach to equal 
a “seventh-inning stretch,” he lifts 
down the book and begins quoting to 
Mr. Gilbert. The latter gentleman re 
peats the quotation over the phone, 
and will hang up in a minute with the 
order in the basket 

The order was for a customer who 
had seen an ad for a drill in one of the 
industrial trade papers. 

Now all this took time. It would 
have taken more time, however, if Mr 
Gilbert and Mr. Penny had not de 
vised their “short-cut” language sym 
bols. Morcover, they would not have 
known just what approach to take 
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Try for tie-in sales? . . . 


Push 


with the man at the other end of the 
line if it were not for the fact that 
Central has periodic sessions which 
demonstrate see to handle things 
like “the price question” over the 
phone. 

\ little while ago a customer called 
in for some traps he wanted to install 
in a new line. He was one of these 
“shoppers” every house gets from time 
to time. Mr. Gilbert got him this 
time and managed, with good tact and 
diplomacy, to show him that it would 
be cheaper to install 4-in. traps in th< 
line, lies than the 1]-in. the customer 
thought he needed. He got him to 
forget price in favor of his real prob- 
lem, adequate capacity. 

But Mr. Gilbert was only aware of 
the customer’s habits of thought bh 
cause the information had 
laved to him by Mr. Penny 


be n ot 


CHESTER E. DEVINEY: 


Got A Head For Figures? 
Try Transmission Sales 

Chester E. Deviney, 
Wiley-Hughes Supply Co. Inc. in 
I'renton, N. J. is a man who likes 
problems. In fact, he’s free to admit, 
it’s the problems that keep himself 
and the distributor in business. 

Mr. Deviney likes to sell transmis 
sion items; he likes engineering in- 
volved on speeds, loads—and the sales 
that result, down the line. 

For that reason he has a particular 
ability at selling speed reducers. 

Recently a customer was building 
a new machine for MmIxXiIng viscous ma 


salesman for 


Do I 


the 


a solve cus- 


teamwork on inside? 


terials. Mr. Deviney learned the 
ratios the customer considered de- 
sirable; worked overtime one night at 
the office, and came up with the 
answer. He hovered around the parts 
and materials when they came in to 
oversee the installation. When it was 
complete it was so effective, the cus- 
tomer ordered two more reducers. 

Mr. Deviney has been with Wiley- 
Hughes since 1932-selling all the 
time. 


JOHN SARJEANT: 


Push Your Light Welding 
It’s a Natural For Tie-ins 


Summer's the season of dog days to 


John Sarjeant and his customers at 
Chase, Parker & Co., Inc., of Boston, 
but Mr. Sarjeant makes the fact work 
for him, rather than hinder him. For 
summertime, in his view, is the best 
season for pushing sales of mainte 
nance items; it’s the season when tools 
and equipment due for a breakdown 
usually show up in work stoppages at 
various areas in the plant. 

Mr. Sarjeant, oddly enough, likes 
to push his light welding line when 
he’s on the phone and the customer 
proves talkative. (Who wants to work 
in this heat?) Now’s the time, he will 
tell his account at the other end, to 
stock up on welding rods and elec- 
trodes; to go over your welding equip 
ment and jot down what parts are 
likely to need replacement and repair. 
Get set for your winter welding com- 
ing up. 

It’s only reasonable, once you've got 
the interest hook in him, not to let 
him get away without some reference 
to other welding equipment or sup 
plies that will lead to a tie-in sale, 
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What % pot: 


of each customers business are you getting ? 


> Percentage of potential sales; 
See Industrial Distribution, June 1951, p. 99 


“The chart that thinks” gives you—fast 
—the facts you need on each customer 
in today’s changing markets 


MONTHLY SUMMARY OF 
SALES FOR 2 YEARS 


(shows items bought, and totals) 





CURRENT SALES DATA 





THE CHART THAT THINKS 

Simply set the Graph-A-Matic signal on current sales 
total: percentage of sales to quota is shown automa- 
tically — without computation. 


ACCOUNT BELOW PAR 


Effective Sales Manager’s control; accounts below 
quota are spotlighted for corrective action. 


ACCOUNT ABOVE PAR 


Today, every sales manager must make count- 
less decisions that may be made more effec- 
tively and profitably if based on FACTS. Rem- 
ington Rand has developed simplified methods 
of compiling and recording FACTS so that 
positive control may be established over every 
phase of sales activities. These are described in 
detail and their obvious advantages outlined in 
our booklet KD 524, available on request. 


VISIT THE REMINGTON RAND BUSINES 


INDUSTRIAL DISTRIBUTIO 


FREE FILM “DYNAMIC SALES MANAGEMENT” 
Also, Remington Rand has prepared a 30-min- 
ute full-color movie which shows dramatically 
and realistically how the methods described 
above get results for a typical firm. For indi- 
vidual or group showing of this film, or for the 
booklet KD 524, address Management Controls 
Division, Room 1374, 315 Fourth Avenue, 
New York 10, New York. 


S EQUIPMENT CENTER IN YOUR CITY 
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| Door Openers To Sales 








" 


Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks 


TOO MUCH FOR MERE STEEL: In the recently rebuilt chamber of the 
House of Representatives at Washington, stainless steel sheets in the new ceiling 
buckled and had to be repaired. Experts said this was caused by too much 
hot air. Surprisingly enough, the source of the superheated air was the steam 
heating system. 


MINIATURE BLAST FURNACE: A 16 ft. high miniature blast furnace, 
now operating in Pittsburgh, may be one of the most important furnaces in the 
U.S. It is attempting to recover manganese from openhearth slag by simulating 
actual operating conditions. If successful, a useful ferroalloy containing 80 pet 
cent manganese will be produced. 


NOT SO STICKY: A tricky way to stamp an impression on a foundry mold 
just after it has been moistened with blacking is to lay tissue paper on the mold 
and stamp through it. This prevents sticking. ‘The paper burns off when the 
mold is dried. 


HEAVY LOAD: A Slick Airways airplane recently carried the heaviest single 
piece of machinery ever transported by a commercial airline. It was a 10 ton tie 
rod 324 ft. long and 16} in. in diameter. Because the load had to be distributed 
evenly, it took three hours to carefully maneuver the rod through the plane 
door. 


HARD TO GET: If the combined annual production of the six platinum group 
metals were divided equally among the world’s inhabitants, cach share would be 
an invisible ball—about six millionths of an inch in diameter. ‘These metals are 
so rare that the average annual production could be stored in a 3 ft. 44 in. cubical 
bin 





ALUMINUM HAS SHARP TEETH: Combustion of powdered aluminum in 
oxygen gives terrific heat that has been measured at 5,500° F. That's enough to 
chew a two foot diameter hole through a concrete drum in a matter of seconds. 
It would take a gas torch hours to cat the same hole 
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"Rigid 
>) Economy, 

Mont" 
It’s the line of lines for Distributors and Distributors’ 
Salesmen. You can talk it on every call. Rust is a 
universal problem in industry—any time. But today 
the urgency of conserving steel builds up the pros- 
pect’s awareness of his need. Initial sales are easy, 
showing how well RUST-OLEUM fills the need. 


And RUST-OLEUM is right behind you at the point 
of sale As a product with 25 years of splendid per- 
formance behind it, RUST-OLEUM delivers the re- 
sults which bring repeat orders in ever-growing 


RUST 
AT WORK! 





ting ore ap- 
pearing regularly in Factory, Mill 
and Factory, Modern Industry, 
Time, Newsweek—over 30 papers 
in all which reach the industries 
you coll on. stop RUST is the 
to In- 
pane Ke important ond 
timely now te conserve steel for 
defense purposes. 

















Beautifies fee 

as it COLORS 

protects SEER 
volume. As a sales organization, Rust-Oleum Corpora- 
tion is placing large, colorful, sales-stimulating ad- 
vertisements every month before industrial users— 
with additional special effort on architects, corrosion 
engineers, and painting contractors. 


We. are taking care of our present distributors first 
as a matter of policy, but our recently-doubled plant 
facilities are again being added to. Won't you grow 
with us? 


RUST-OLEUM CORPORATION 


2414 OAKTON STREET, EVANSTON, ILLINOIS 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 





AHMA Announces 
Registration Date 


The 10]st Semi-Annual Conven- 
tion of the American Hardware Manu 
facturers Association and the 57th An- 
nual convention of the National 
Wholesale Hardware Association will 
be held in Atlantic City during the 
week of October 14, with headquart 
ers at the Marlborough-Blenheim. 
Advance registration of delegates must 
be completed by October 1, the com 
mittee announced. 

The October 1 deadline is necessary 
for inclusion of all delegates in the 
advance registration directory. Mem- 
bers who miss the advance registration 
list will be included in the supple 
mentary list which will be issued 
Tuesday morning of convention week 

Registration at the convention will 
begin at 9 a.m. on Sunday, October 
14, and continue until 5 p.m. This 
will be for members of both associa 
tions and manufacturers agents. It 
will be resumed at 9 a.m. on Monday 
for guests and visitors 

This vear’s convention will inaug 
urate the use of the conference booth 
plan which will operate from 2 to 5 
p.m. on Monday and Tuesday \ 
directorv of booth holders will b 
published and distributed at th 
vention 


con 


Ind. Pneumatie Tool Co. 
Moves Cincinnati Branch 


Independent Pneumatic Tool Co., 
Aurora, IIl., has transferred its Cincin- 
nati branch to a new building at 3726- 
28 Floral Avenu The Thor Cincin- 
nati branch managed by H. C. Brown, 
is one office in the company’s 20-city 
chain 

The new headquarters offers factory 
branch service facilities, including 
trained service mechanics, a stock of 
replacement parts ind accessories for 
ill Thor tools. Adjacent to the serv 
ce center are quarters housing th 
branch sales and customer service 
staffs. 
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Central States Industrial Distributors’ Association 
To Hold Convention in Chicago Nov. 25-26 


Registration for the November 
meeting of the Central States Indus- 
trial Distributors’ Association, to be 
held in Chicago’s Palmer House, will 
take place on Sunday, November 25, 
it 4+ o’clock, to be followed by a cock- 
tail hour. 

A closed distributors’ meeting will 
take place at 9:00 a. m. The confer- 
ence booth program will take place on 
Monday from 10 to 12 a.m. and from 
2:30 to 5:30 p.m. 

A noon luncheon will be followed 
by a talk from 1:00 to 2:00 p-m., by a 
featured speaker. At 5:00 there will 
be another cocktail hour. Probable 
starting time of the banquet will be 
7:00 p.m. 

Program chairman is Leonard Dietz, 


Dietz Industrial Supply Co., Aurora, 
Ill. Also on the committee are S. H. 
Clark, C. Morgan Curtis, C. W. Hol- 
strom and Loren W. Moss. 

William Iber is chairman of arrange- 
ments committee assisted by W. G. 
Christie, Wendell H. Clark, Jr., and 
Roy Petersen. 


Moves New Orleans Office 


American Manufacturing Co., 
Brooklyn, N. Y., and their western 
factory division, the St. Louis Cordage 
Mills, St. Louis, Mo., have re-located 
their New Orleans offices to 718 
Richard St. 





LAYING CORNERSTONE of Norton Co.’s $6 million grinding machine expansion 
at Worcester, Mass., Carl Ahlstrom, retired 50-year man in the company’s Grinding 
Machine Division, lays on his trowel with a practiced hand. Assisting Mr. Ahlstrom 
are Frank W. Smith, vice-president; Andrew B. Holstrom, vice president and Mayor 
of Worcester; and Milton P. Higgins, president 
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Johnson and Russell 
Move Up At Republic Supply 


Roy W. Johnson, former general 
sales manager for the Republic Sup- 
ply Co. of Calif., has been advanced 
to the position of executive vice-presi- 
dent of that firm. His jurisdiction 
covers all departments of the organi- 
zation throughout California. 

Mr. Johnson is succeeded as general 
sales manager by W. Dale Russell, 
senior vice president, who came to 
the company in 1917, the year in 
which it was founded. He will be re- 
sponsible, through the executive vice 
president, for the development and 
coordination of an effective sales force, 
for consulting with the various depart- 
mental sales managers; for proposing 
an effective sales promotional cam 
paign; for maintaining a close rela 
tionship with the merchandising de- 
partment, so that inventories may be 
used most effectively; and for coordi 
nating the activities of manufacturers’ 
agents with the sales force. 

Main headquarters of the com- 
pany are in a model plant in the cen- 
tral manufacturing district of Los 
Angeles. A new $700,000 headquar- 
ters warehouse for the Northern Divi- 
sion now is under construction. 


American Tool Engineers 
Announce Conference Plans 


Plans for the first South Central 
Area conference of the American 
Society of Tool Engineers, October 
19th to 20th, have been announced. 
I'he meeting, sponsored by 12 ASTE 
chapters in a 250 mile radius in south 
western Ohio, Indiana, Ilinois, Ken- 
tucky, Tennesee and Missouri, will be 
held in Evansville, Indiana. 

Included in the two day program 
are three technical sessions, one of 
which is in the nature of a general 
panel discussion of major problems 
confronting tool engineers today. 


Morse Twist Drill Opens 
New Houston Warehouse 


A new Morse Cutting Tool ware- 
house has just been opened by the 
Morse Twist Drill Machine Co., New 
Bedford, Mass. at 5003 Navigation 
Boulevard, Houston, Texas. 

An “Open House” featured a cele- 
bration of Morse’s extension of its serv- 
ices into the area. James Y. Scott, 
president of the firm, and C. F. Myers, 
sales manager, journeyed to Houston 
to attend. 


COATS-ON PLANNING of agenda de- 
tails before the meeting brings together 
President of the Association Jack Madsen 
(Madsen & Howell), E. R. Blancke, Jr., 
(Hand Hdwe. Co., Elizabeth) and stand 
ing, Fred A. Seither, (Seither & Ellis, 
Newark 


RIDINGS: “You need to have represen- 
tatives in Washington who will in fact 
represent you—someone you know, some- 
one capable and competent to help you, 
and not someone assigned to you by some 
government agency or bureau that knows 
little or nothing about your business or 
your problems.” 


Distributors had better get busy in 
their own behalf and send people into 
Washington who know what the score 
is on industrial distriution, Harold 
Torell and Percy Ridings (Syracuse 
Supply Co.) recently told a meeting 
of the North Jersey Industrial Dis- 
tributors Association. If they don’t 
do it, Messrs. Ridings and Torell 
reiterated to the membership, a great 
deal of legislation inimical to the dis- 
tributor’s interests will be passed by 
simple default. 

The Syracuse men were guests of 
honor at the regular monthly dinner 
meeting of the association, presided 
over by Jack Madsen (Madsen &: 
Howell, Perth Amboy), its president. 
Mr. Torell is vice president for Areas 
1 and 2 of the National Industrial 


COATS-OFF HANDSHAKE after the 
meeting by Percy Ridings and Harold 
lorell (Syracuse Supply), the association’s 
guest speakers, crosses up its president, 
Jack Madsen (Madsen & Howell, Perth 
Amboy) 


S. W. JONES: (Jones & Auerbacher, New 
ark) “What are the qualifications for mem 
bership in your association, Mr. Torell?” 
TORELL: “The same as your own, I 
guess—adequate stock carried, financial 
capability and so on—and of course the de 
sire to be a member, and to want to help 
iron out mutual problems.” 


Distributors’ Association; and Mr. 
Ridings is a member of the increas 
ingly important Washington Services 
Committee. Both guests are members 
of the New York State Industrial Dis- 
tributors’ Association, a fact that pro 
voked interested inquiries in the after 
dinner session, comparing the two 
groups and how they conducted their 
business. 

That led into a discussion of the 
problems currently faced by distrib- 
utors on credit, unbalanced inven- 
tories, etc. But the big problem, as 
Messrs. Ridings and Torell saw it— 


and most of the Jerseymen tacitly 


agreed—was the necessity to have quali 
fied industry-experienced men at the 
Capitol to promote the distributor's 
interest and welfare. 
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SELL THE SUPERIOR 
FEATURES OF B&D’s NEW 7 


h 
} i] 
witt full 


ey auey oe . H... \’S QUALITY and performance you can 


really sell —. to every industrial maintenance, 


ball bearing and 





nature shaft for abun shipping and receiving department on your list 
ee ae and to large contractors. This new Black & Decker 
7” QUICK-SAW has already been thoroughly 
job-tested and proved superior! Check its many 
outstanding features; then demonstrate it to your 
customers. 

Sure to be a best-seller, this new QUICK-SAW is 
further proof that you can count on Black & Decker 
to bring you Portable Electric Tool improvements, 
first! THE BLack & DECKER Mec. Co., 617 Penn- 


depth and bevel ad sylvania Ave., Towson 4, Maryland. 
rit cuts from to 
evels at any anal 


calibrated on quad 


uts can be made at any @) Ve é a Decker 


PORTABLE ELECTRIC TOOLS 





= 


ELECTRIC TOOL HEADQUARTERS 
Ee. Seen ge a : al 


: 


fac 


balanc: 


a ver the cu 
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FIRST GENERAL SALES CONFERENCE of the Armstrong-Blum Mfg. Co 
vas held recently at the Chicago plant. In contrast to the skeleton meetings held 
previously, every field man attended and participated in the 5-day program 


LUKE SADLER has been appointed 
iles manager of The S. B. Hubbard 
Co., Jacksonville, Fla. Associated with 
the company for two vears, he has also 
been elected to the board of directors 


SENATOR WALLACE F. BENNETT of Utah (center) emphasizes a point to 
Martin P. Ostergard, president of White Tool & Supply Co. and F: E. Shurts, 
president of the American Swiss File & ‘Tool Co., at the 50th Anniversary dinner 
given by the distributor firm. See page 220 for story and additional picture. 








HARRY SMITH (left) of J. E. Haseltine & Co., Portland, 
Oregon is celebrating his 50th anniversary as a tool salesman. 
driver, (Columbus McKinnon). In the back seat are Sy He holds the distinction of selling the first Delta tool in 
Seymour (Columbian Vise), Mrs. Baker (wife of the presi Portland and has worked in hehe stores in Oregon, 
dent of Baker & Hamilton, San Francisco) and Herb Ladds_ + Washington aad California since 1900, joining Haseltine’s 


National Screw in 1941 


PLEASURE-BOUND in San Francisco are George Fernley 
Secretary of the National Association) and D. S. Brisbin, 
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Too. 
/XENDERSON 


There's a YALE hoist 
for evary lifting job ! 


e THERE ARE easier ways to discover treasure. 


Ask the men who make a practice of recommending YALE hoists 

for every lifting job. It’s a profitable practice, and an easy one, because 
YALE makes all types of hoists—at least one of them exactly 

right for the specific requirements of your customers. 

No need to compromise on a hoist that’s “almost” right. yALE makes 
electric and hand hoists, wire rope and chain hoists with trolley or hook 
suspension, all sizes, all capacities. You name it. YALE’s got it! 

Good reason for recommending YALE every time! 

It’s a sure way to keep customers happy and profits up! 

The Yale & Towne Manufacturing Co., Philadelphia 15, Pa. 


YALE Midg?t King > 

Electric Hoist 

aia YALE & TOWNE 
YALE is a registered trade mark 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 





Chain Saw 


Extra Duty 
Twelve HP 


saw, DH-120, 
more. The 12 
unavailable to 
contracts di 
inventory to the 


The extra-duty chain 
on the market 


hp units, have 


once 
been 
since defense 
Disston’s 


dealers 
verted 
military 
The big saw 
have been used with 
Korea in clearing 
bridge and trestle 
ng and other operations 
Henry Disston Co., Philadelphia 
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rugged, 
good effect im 
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Demountable 
Assem ly 


nve-inch 

( placed in 

ind just as casi! 

n use. Caster and 

engineered for 20 

nd lifetime 
lubricated for minimum of I 
ing, according to the manufacturer 

Ihe top plate of the Aerol de 

] 


mountable caster slides on to a mount 


130 


ing plate fixed in the basis structure 
of the unit to be moved and locks into 
place by a spring type locking device 

A permanently adjusted king pin of 
chrome molybdenum steel simplifies 
maintenance, as does the factory 
sealed lubricant in the hub and caster 
which isolates axle and bearings against 
foreign matter. 

Acrol-designed mounting plates may 
be ordered with the demontable cast 
ers. These plates are made of ex 
truded aluminum, and provide a light 
weight, but sturdy, mounting devicc 
that is simple and inexpensive to use. 

Aerol Co., Inc., Burbank, Calif. 
Industrial Distribution, Sept. 1951. 














Hoist Binder 


Works On 
Ratchet Principle 


\ new hoist binder works on the 
ratchet hoist principle, taking up or 
slackening off a load chain any amount 
up to a full 204 inches—or more if a 
longer chain is used in the binder. 

According to the manufacturer, if 
i load settles in transit, the new unit 
is easily tightened any amount with 
out the necessity of releasing the en 
tire load to take a new “grab.” Full 
strokes can be used for rapid take-up; 
half stroke permit minute adjustments. 
lo further speed operation, the binder 


chain may be pulled freely through 
the ratchet when not under load. 
The Coffing Hoist-Binder weighs 
only 10 Ib. and will exert a pull of 3, 
000 Ib. 
Coffing Hoist Co., Danville, Il.— 
Industrial Distribution, Sept. 1951. 














Conveyor Chain 


Flexes In 
Two Planes 


\ new flat top conveyor which 
flexes in two planes—both horizontally 
and vertically—and can curve around 
comers with a radius of as little as six 
inches with case, is being marketed 
under the name, Rex FlexTop. 

Designed primarily for tip-free con 
veving of bottles, jars, packages or 
small parts, the biggest advantage is 
said to be the elimination of transfer 
points in the conveyor system. 

The FlexTop conveyor can be 
driven from one power source (within 
limits of chain loading), eliminating 
the need for transmission parts at 
transfer points. 

FlexTop consists of carbon or stain- 
less steel crescent-shaped top plates 
mounted on links which are connected 
by a specially designed universal joint 
lop plates are induction welded to 
the chain links. The chain operates 
over special cut-tooth sprockets. It 
operates around horizontal idler disks, 
14 inches in diameter at corners. 


(Continued on page 134) 
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“How you can help 


your customers reduce 


building costs... 


99 


by P. D. BRIGGS, Vice-President and General 
Sales Manager, Ilg Electric Ventilating Co. 


S you know, architects, engi- 
A neers, and owners these days 
are becoming more and more con- 
cerned with skyrocketing build- 
ing costs. They find that contrac- 
tors’ bids are exceeding all limits 

. and are looking for ways and 
means of making necessary sav- 
ings. Special round table confer- 
ences have been and are being 


called to discuss this alarming 
trend and find solutions to the 


common problem. 


So far, the best suggestion 
made has to do with standardi- 
zation of doors and windows, re- 
ducing size and placement of 


studs, ete. 


There is, however, another big 
element of cost in which savings 
and here’s where 
Many 


contractors 


can be effected 
you come in! architects, 
engineers, and have 


never adopted modern methods 
of ventilation and heating. Too 
many times elaborate systems of 


ductwork are used to introduce 


SS 


VENTILATION 


ILG ELECTRIC VENTILATING CO 


2897 N. Crawford Ave 


INDUSTRIAL DISTRIBUTION 


and distribute air, with similarly 
complicated systems used for ex- 
haust of “used” air. Again, air con- 
ditioning may be recommended 
for an entire building or depart- 
ment, when only a portion of the 
area requires this treatment 

the remainder of the building 
could be served with ILG sensi- 


ble ventilation providing fresh air. 


Experience has proved in many 
cases. that a series of ILG Pro- 
peller Fans mounted in the win- 
dows or wall, or power roof venti- 
lators will provide more satisfac- 
tory “sensible” ventilation at 
from 10° to 20% of the cost for 
a duct system (and with a mini- 
materials _ re- 


mum of critical 


quired!) Again, it has been found 
that fresh heated air can be in- 
troduced with a minimum of 
ductwork through a combination 


of propeller fans and unit heaters. 


As you come upon a new build- 
ing or modernization projects, 
call these possible savings to the 
attention of the layout men and 
specifiers. If you do not have the 
experience to analyze systems 
and make recommendations, take 
the blueprints to your nearby 
ILG office for help. Then, watch 
your sales volume increase as you 
with 


build good will your cus- 


tomers! 


Chicago 41, Ill 


© SEPTEMBER, 1951 


LG SELF-COOLED MOTOR PROPELLER FANS 
extra-powertul, extra-quiet, extra long life. Quick, 
easy to install in wall, window, er on roof (im 
penthouse with automatic shutter). 


ILG PRY” POWER ROOF VENTILATORS new 
cen rifugal fan type for veriical flues and duct syt- 
tems. An instant hit--the “PRV" is now making 
new friends everywhere 


, 
LCW ELECTRIC 


Supremely quiet 


NEW ILG VENTILATORS 
feature-packed Full rated capac 
ity. For kitchens, bathrooms, laundry or recreation 
rooms offices, small spaces 


ILG “VITAL ZONE” UNIT HEATERS—the fire t 
heating equipment money can buy. Complete lines 
electric, and gas-fired units are 


now available for continuous 3-shift operation. 


of steam, hot water 
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iS A 


TAP FOR EVERY 
TAPPING PURPOSE 


Because the Winter line of taps is complete—both 

in styles and size ranges—you can be sure of satisfying 
your customers’ every need. And because adequate 

stocks of Winter Taps are maintained at Factory 

branches in New York, Detroit, Chicago, and San Francisco, 


you can fill orders promptly even when your own 
supplies are temporarily depleted. Winter standards of 


performance and durability are available in hand, 
nut, chip driver, machine screw, pipe, pulley, and tapper 
taps. All feature Winter's exclusive “Balanced Action.” 


ARR 


WINTER BROTHERS COMPANY « Division of the National Twist Drill 
end Tool Company, Rochester, Michigan, U.S.A. ¢ Distributors in 
Principal Cities « Branches in New York, Detroit, Chicago, Sen Francisco 














oi 2, Bie 











There are five big reasons why distributors prefer 
to stock and sell National: 


1. Their reputation for long wear and top performance 
has created a constant and ever-growing DEMAND 


2. National factory trained SERVICE ENGINEERS are 

on call to assist in solving customers’ metal cutting 

problems. 

3. The National line is COMPLETE, including twist 

drills, reamers, milling cutters, end mills, hobs, 

counterbores, and special tools. 

4. WAREHOUSE STOCKS are maintained at New York, 

Cleveland, Detroit, Chicago, and San Francisco. 

5. National Tools are consistently ADVERTISED in 
TION AL leading metal working magazines, and every adver- 

NA 9 9 

TWIST DRILL tisement directs the prospect to his local distributor. 





NATIONAL TWIST DRILL AND TOOL COMPANY ©@ Rochester, Michigan, U.S.A. 
Distributors in Principal Cities @ Factory Branches: New York @ Chicago ©@ Detroit @ Cleveland © San Francisco 





The speed at which the chain can 
be run is determined by the product 
being handled and by the length of 
the conveyor 

Chain Belt Co., Milwaukee, W isc 

Industrial Distribution, Sept. 1951 














Tool Chest 


Socket Set Boxes 
Redesigned 


Proto master tool 
ind redesign of two socke€ set 
boxes is a change announced for the 
Proto tool container line. 

I'he new chest, No. 9997, meas 
ures 27 by 12 by 15-in. high. It has 
two full-width 23-in.-deep two-com 


Addition of a 


chest 


partment drawers, four half-width 
1}-in. deep three-compartment draw- 
ers, a full-width top section partitioned 
into three compartments, and a 213- 
in. wide tote tray with three compart 
mcnts 

Strength and rigidity are secured 
by the use of heavy-gage steel, welded 
construction, double-walled _ sides, 
double-reinforced top and bottom, 
and rounded corners. Hinged to and 
inside the top is a drop front that 
covers all drawers when the chest is 
closed and permits locking 

Both the Proto No. 5295 and No. 
5495 socket wrench boxes, for 3 and 
4-in. drive sets, respectively, have 
been completely redesigned. Strength 
was increased and appearance was en 
hanced by rounding the corners and 
using a drawn one piece construction 
without laps for the top and bottom 
Additional strength was secured by 
forming a reinforcing flange along 
both sides of the top and bottom 
sechions. 

Plomb Tool Co., Los Angeles, Calif. 

Industrial Distribution, Sept. 1951. 


Metal Snips 


Three Models; 
Special Leverage Design 
Tough sheet metal, including stain 


less steel and duralumin, is now 
claimed to be easily sheared with these 




















new metal snips. ‘Three models are 
available—for right hand cutting, for 
left hand cutting, or special universal 
model for right or left cuts. 

Ihe snips feature a special com 
pound leverage design which gives 
maximum cutting power with a mini- 
mum of effort, according to the manu- 
facturer. The drop-forged chrome- 
vanadium steel jaws are serrated to 
provide a sure grip on the work. The 
spring-actuated jaws are 24-in. long; 
the handle is 63-in.; and the overall 
length, 93-in. 

Bonney Forge is also introducing 
a complete line of power sockets. Pre- 
cision broached, they are available in 
regular length with double square 
sockets for 4-in. drive. To meet the 
“all-purpose” requirements where 
bolts run longer than the normal 
length of the nut, single hexagon, 
bolt clearance length power sockets 
are available in 4 and j-in. square 
drives. 

I'he sockets are made from selected 
alloy and especially heat treated to 
withstand rugged use. 

Bonney Forge €& Tool Works, 
Allentown, Pa.—TIndustrial Distribu- 
tion, Sept. 1951. 

Continued on page 137) 





Product 


Manufacture 


Page Product 





Chain Saw.... 
Caster 

Binder. 
Tool Chest... . 
Metal Snips. . . 


Puller 


Hoist 


Motor ...... 
Power Presses. 
Saw Blade... . 
Electrical Tape 
Riveter 
Cut-Off 

Air Grinder 
Lift’ Truck 
Wood Bits 
Vibrator .... 


Tool Post Turret 





- Henry Disston Co. 
Aerol Co., Inc. . . 
. Coffing Hoist Co. . 
Plomb Tool Co 
Bonney Forge & Tool Works 
. Owatonna Tool Co. . 
-Century Electric Co 
. Famco Machine Co. . 
. Western Saw Mfg. 
.B. F. Goodrich... . 
Manco Mfg. Co 
-Heston & Anderson. . 
. Ingersoll-Rand Co 
. Market Forge Co 
. The Billings & Spencer Co. 
. Independent Pneumatic. . . 


.. Crozier Machine 


Manufacture Page 





130 
130 
130 
134 
134 
137 
137 
138 
142 
142 
144 
145 
145 
146 
148 
148 
150 


Roll Marker 
Conversion Set 
Hydraulic Jack. . 
Gear Hobber 
Bearings 
Alloy 


Planer Gauge 


Lock 


Switch 


Center 


Twist Bits 





Tool. ... Safety Blade 


... Templeton Kenly & Co... 


Hose Reels.......... Wayne Pump Co 


... South Bend Lathe Works. . 


PE vse wseetees 


Purifier ............ Steam Specialty Division. . 


er Economy Pumps Ine 


Hammer Drill. ....... Syntron Co 


150 
152 
152 
154 
Michigan Tools Co 


Boston Gear Works... ... . 
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60 LBS. OF BRONZE BAR STOCK SAVED 


ON A 134 LB. JOB! 


Send for this free catalog on 
Asarco Continuous Cast Bronzes 
It contains physical properties 
table of stock shapes and sizes 
photomicrographs, weights, and 
other valuable information. 


West Coast Sales Agent: 


KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif 


American Smelting and Refining Company 


OFFICES: Perth Amboy Plant, Barber, New Jersey 
Whiting, indiana 


ag ADVERTISED ! 


A shop needed ten 7” lengths of 2” solid bronze rod... 
134 lbs. of bronze if bought in standard 13” lengths. 
BUT, by specifying Asarcon 773 rod (SAE 660), the 
shop was able to purchase exactly the length it needed . . . 
70” plus 2” for saw-cuts ... weighing only 74 lbs. 
over 44%! This is com- 
monplace in shops which use continuous cast bronze. 
With Asarcon 773 you pay only for the material you 
need. There are no rejects. 
216 sizes of Asarcon 773 Continuous Cast Bronze are 
stocked in 105” lengths .. . 


c” 


diameters from 14” to 5 


tubular or solid round in 
... at distributors in all principal 
cities. This warehouse stock will be cut long or short to 
suit your requirements. 

Symmetrically shaped bars and tubes, special alloys 
and longer lengths can be made to order. 


POROSITY VIRTUALLY ELIMINATED 
WITH CONTINUOUS CAST BRONZES 
These photomicrographs demonstrate the su- 
perior dispersion of constituents in continuous 
cast alloys ...also their outstanding freedom 
from metal faults. (The particular alloy shown 
here is 75% Cu, 5% Sn, 20% Pb) 


5-SECOND sro 


RY on 
VOTATIONS 


€ bearing 


Scrap los 


JOB Q 


quoted on C18ht 5” bro 
mz 


On using he 
our 13” p 
ars, u th 


5. He hgured 
J shout 12” 


Joe fi 
ben ae on 4iing one 42” J, 
“€...JUSt the length 4 /ength 
€ needed 


of Asarcon 77 
almost NO Scrap 
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SALES CORNER: 


CHECK YOUR CUSTOMER LIST FOR— 


f 


GEARMOTORS where 
there is a requirement for 
an economical and con- 
venient means of obtain- 
ing low speeds — our 
quick deliveries will do 
the trick. 


EXPLOSION- PROOF 
MOTORS for the utmost 
in safety needed in 
Chemical Plants and 
Oil Refineries. 


AJUSTO-SPEDE and SELECT-A-SPEDE adjustable 
speed drives for that wide choice of speed ranges, 
horsepower and torque characteristics. 








Whether your territory is South, East, North or West — 
take it from Mr. Motor — your salesmen have a complete 
line for all industries when they are selling Louis Allis 
motors. 

Mr. Motor tells us that he is backed by an organization 
with a half century of experience in building motors for 
standard applications and special motors for require- 
ments that are unusual. Remember men, you can sell your 
Customers motors that give them exactly what they re- 
quire in performance, enclosure, horsepower, speed and 
electrical characteristics. 

Tell your Customers about our range of types and sizes — 
the special Louis Allis design features — the extra fine 
quality and dependable, long life performance. Mr. Motor 
offers more for your Customers. 


THE LOUIS ALLIS CO. + MILWAUKEE, WIS. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 














New Products 


(Starts on page 130) 




















Puller 


Remover, Installs, 
Cylinder Sleeves 


A special sleeve pulling and install- — : 
ing set has been announced as a 
part of Owatonna’s Power-Twin Hy- VINCENT ressers an Cutters 
draulic Pulling System. The set will 


I: install cylinde e di rm 
pull and install cylinder liners on for every grin ing operation 


more than 200 different makes and 
models of trucks, tractors and power 


units. It is claimed to be handy, " , , 
versatile and quick. Yes, there's real profit for jobbers in a stock of Vincent 


The OTC  Power-Twin | sleeve Dressers and Cutters ... a fact that has been proven time and 
puller is adjustable to center per- again during the past forty years by jobbers throughout the 
fectly over the bore and to provide country. Here are a few of the reasons: 
ae os fon a 5 Vincent Dressers have an exclusive design that minimizes 
to 6-in. without damage or distortion. costly dresser replacement and gives better dressings on 

Owatonna Tool Co., Owatonna, every application. And, Vincent Cutters provide the exact 
Minn.—Industrial Distribution, Sept. degree of hardness that prevents teeth from breaking or 
1951. from mushing over. They’re heat treated right in our own 
plant—one of the three largest in the country. 

Added to these important features, Vincent Dressers and 
Cutters are available in sizes and styles to meet every 
dressing need. Combine these tangible selling points with 
the fact that the Vincent line has been continually advertised 
to your customers in leading trade publications, and you have 
a sure-fire profit picture that’s hard to beat. Why not 
investigate today? Vincent Steel Process Company, 
2424 Bellevue Avenve, Detroit 7, Michigan 


VINCEDY west and. 


Motor 
Split Phase 
Fractional HP 


A new “special service” — split SINCE 1909 
phase—fractional horsepower motor . aoe . ee . 
is now in production. It has a high Designed Built Merchandised 
starting torque for use where high 


starting current is not objectionable. fe) fe fs) a better job. . for the user—for you 














Breakdown torque is in accordance _ Producers of + HS§ TOOL BITS + CONICAL CUTTERS AND HOLDERS + DIAMOND 


with NEMA standard for the basis 


e a 7 A 
of rating. Service factor is 1.00. DRESSING TOOLS TUBE CLEANER CUTTERS HIGHWAY SURFACER CUTTERS 
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INGENUITY 


can solve any problem 





PROBLEM involves the 


higher production of threaded parts 


HY-PRO// TAPS 


can help you 
to a solution 


TOOL CO. 
NEW BEDFORD, MASS., U.S.A. 
Subsidiary of # Order from your distributor 
Continental Screw Co ; or call the HY-PRO SALES ENGINEER 
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This particular type of motor is 
offered in a limited number of spe- 
cifications; thus the manufacturer 
claims it is possible to produce it by 
low cost mass production methods. 

Features include: rigid cast-iron 
end brackets of drip-proof design; 
rigid welded steel frame; feet welded 
to frame, and held to accurate shaft 
height dimension; thick-walled phos- 
pher bronze sleeve bearing with thrust 
collar; wool yarn lubrication with re- 
serve oil capacity. Shaft is precision 
ground, rotor is high pressure cast 
aluminum and each is dynamically 
balanced. 

Insulation used is Century’s regu- 
lar plastic (Polyinol Acetal) insulated 
wire plus plastic (phenol Formalde 
hvde) baked varnish. Rotor lamination 
iron is skewed for quiet operation. 

Century Electric Co., St. Louis, 
Mo.—Industrial Distribution, Sept. 
1951. 














Power Presses 
Five New 
Deep-Throat Models 


Five deep-throat models have been 
added to the Famco line of open back, 
inclinable power presses. The new 
models are rated in 5 and 8 ton ca 
pacities, will take work 20 and 24-in. 
in diameter, and offer four shut 
heights from 6 to 13-in. with up to 3 
in. strokes. 

The balance of the Famco power 
press line consists of seven other mod- 
els of from 3 to 74 ton capacity. 

Famco Machine Co., Racine, Wisc. 
—TIndustrial Distribution, Sept. 1951. 


(Continued on page 142) 











Big holes cut 
©) faster and cheaper in 
ANY MACHINABLE 
MATERIAL 


from wood to 
hard steel 


Sales and profits _ 
are booming 
on new, high-speed 


ay’ FAST-GROWING 


Super high-speed 


WELDED 
EDGE 


on extra tough 
alloy steel 
back 


MARKET 


in industry, 

engineering 

% and building 
%, trades 


4 


NEW ‘Oe 
FOLLOW-THROUGH 
TYPE 
Ideal for stacked 
material or 
cutting through 
partitions 


WRITE FOR 
FULL DETAILS 


Few lines offer greater possi- 
bilities for profit and expansion 
today. Let us give you full infor- 
mation on these new, ultra high- 
speed “Blu-Mol” Hole Saws and 
the whole fast-selling Millers 
Falls line of metalcutting band 
saws and hand and power 
hack saw blades. 
Millers Falls Company 
Greenfield, Mass. 


5 a 


ee MILLERS FALLS 


“Blu-Mol” Hole Saws are 
part of the world’s broadest 
and most highly developed 


peeiel a 


SINCE 
1868 ® 











line of metalcutting saws. She Mik of Ayperiolip 
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FACTORY BRANCH 


Nagi) eaig: 
wie 
n he 


‘i 


Expertly staffed, completely equipped 
to test, repair and service the World’s 


Finest Portable Electric Tools! 


DRILLS « SAWS « IMPACT WRENCHES + SCREWDRIVERS + NUT SETTERS « SANDERS 
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BIRMINGHAM 4, ALA. 
1411 -3rd Ave., North e 
SEATTLE 
BOSTON 15, MASS. 
78 Brookline Ave. ST. PAUL@ 
MILWAUKEE 
po bs ~ " © DENVER CHICAGO @Creveiand © 
enesee Bldg. SALT LAKE CITY PITTSBURGH 

© CINCINNATI 
CHICAGO 7, ILL. @ SAN FRANCISCO 
1405 W. Washington Blvd. ST. LOUIS @ 


@@ PHILADELPHIA 


@ LOS ANGELES 
CINCINNATI 12, OHIO 
3726 Floral Ave. 


BIRMINGHAM ‘© 
CLEVELAND 3, OHIO 


E. 40th & Payne 


HOUSTON 
e 
DENVER 2, COLO. 


1040 Speer Blvd. 


ST. LOUIS 8, MO. 
DETROIT 3, MICH. 4044 Forest Park Bivd. 
15605 Woodrow Wilson 


ST. PAUL 2, MINN. 
HOUSTON 11, TEXAS 220 W. 7th St. 
7241 Harrisburg Blvd. 


a ae Sort, Cae Tip your customers off to your THOR LOCAL REPAIR 
146 W. 2nd St. South 


STATION — the fastest, most economical way 


LOS ANGELES 54, CAL. 
6200 E. Slauson Ave. 


SAN FRANCISCO 3, CAL. to KEEP THE TOOLS IN SERVICE! 
315 S. Van Ness Ave. 


Independent Pneumatic Tool Company, Aurora, Ill. 


MILWAUKEE 3, WIS. 
1816 West State St. 





SEATTLE 22, WASH. 


NEW YORK, N. Y. 611 E. Pike St. 


32-34 Greenpoint Ave., 
Long Island City TORONTO, ONT. 


1909 Davenport Road 
PHILADELPHIA 30, PA. 


1701 Fairmount Ave. 


PITTSBURGH 21, PA. 
204 Thomas St. f ouvir 


from x 


Beene * GRINDERS - TAPP ASK, Fp rob | S77., 


7 


“shee 
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UNEQUALLED... 
Qualit ya nd Nal ue: 


Wr ax a 
PIVINAPO A 
Oe 


OF B LARP 4 t ineran se = 
s sp orga —s 


Single Bolt : 
Double Bolt 


Made of malleable 


provide erealer 


iron. lo 
strength 
and durability than any 
other band type clamps. 
Production in vast quanti- 
is allowed 


lies never 


depreciate italy superior 


quality or utility values. 


Cadmium plated. rustproof. 


SON VALV] Ee 


ER F Jhe Quality Line COUPLIN 
“KING”’ 


BOSS ‘'GJ-BOSS"”" “DIXON” 


(\b 


omen! 
D> 


A hee 


we 


} oh. lamps 


for! every. h barrie where 


01 UP: 


‘AIR KING”’ 


CLAMPS 


“DIX-LOCK”’ 
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| Saw Blade 


Only 8 or 12 
Cutting Teeth 


The new Safti-Cut, a new kind of 
circular saw blade that departs from 
conventional blade has 
only cight twelve cutting teeth 
instead of the approximate one hun 
dred found on conventional blades. It 
is claimed that the new blade gives 
smoother cuts faster with approxi 
mately 30 percent power con 
sumption. 

rhe cutting teeth project only .020 
in. above the non-cutting edge. This 
is said to prevent loading up of blade 
teeth; kick back and accidents caused 
from operators’ hands being pulled 
into the blade; and excessive blade 


noise, 


saw design, 


oI 


less 


Pooth design utilizes the principle 
ised in planing or jointing operations, 
giving clean fast cuts. Chips are pro 
{uced instead of sawdust. Blades are 
available in 6 to 16-in. diameters for 
iny style arbor hole. 

Western Saw Manufacturers, 
Los Angeles, Calif—Industrial 
tribution, Sept. 1951. 


Inc., 
Dis 


Electrical Tape 


Non-Transferring 
Adhesive 


A new type electrical tape, made 
with Koroseal material, and said by 
the manufacturer to have many ad 
vantages over ordinary electrical tapes, 
has been developed. 

Among the virtues of the new prod 
uct, the company says, are the fol- 
lowing: 

The adhesive non-transferring, 
and can be pressed on to a dry su: 
face innumerable times without los- 
ing its stickiness. It will not transfer 
the adhesive from the face, lose 
tackiness, or ability to adhere, sticks 


1S 


its 




















For Cost Savings 


and Convenience to your Customers 


“DE. 


Whether your customers’ production is large or small, 
they can afford to use the finest shim stock available— 
and “DE-STA-CO” Shim Stock is made from selected 
materials, rolled to precision limits, carefully oiled to 
resist rust and stain, and is clean and free from burrs 
and ragged edges. @ “DE-STA-CO” Shim Stock is avail- 
able in steel or brass from .001” to .015” in thickness. 
Packaged in two convenient styles—one contains 12 
sheets of assorted thicknesses, .001” to .015”, each 
measuring 6” x 12” and each identified to indicate its 
thickness. The other packaged unit contains a roll 
measuring 6” x 120” and is identified every 6 inches of 
its length to indicate thickness. @ Distinctively labeled 
and plainly marked to indicate contents, ‘cDE-STA-CO” 
Shim Stock is easily stocked for inventory; waste and 
damage to stock are eliminated. @ “DE-STA-CO” Shim 
Stock is sold by industrial distributors throughout the 
country at attractive profit margins. 

STA-CO” FEELER GAUGE STOCK 
Available in 12-inch lengths, %-inch wide, rounded og 
both ends, each piece is identified as to its thickness, 
Moisture-proof packing in cellophane envelopes, ine 
dividual strips are packed 12 pieces of any given thicke 
ness to a carton. Also available in 25-foot coils packed 
in clear plastic cases, each coil identified every 12 inches 
of its length to indicate thickness. 


“DE-STA-CO” ARBOR SPACERS 


332 Midland Avenue 


Please send me 


Discount Plan for Shim Stock, Feeler 


Name_-——- 


Company—- 
Address__—_— 


For fast, accurate setting up and spacing of milling 
cutters, gang saws and slitters; supplied with standard 
key-ways. Send for Price List. 


Detroit 3, Michigan 


on on “DE-STA-CO” stocking distributor's 
Gauge: Stock and Arbor Spacers. 


complete informati 








SKINNER 


POWER CHUCKS 


Skinner has a complete line of models 
for heavy duty production work on 
engine and turret lathes and auto- 
matic machines. Sizes from 6” to 21” 
with forged steel bodies, and with 
either 2 or 3 adjustable or non-adjust- 
able jaws are available. The wedge 
angle is such that work is gripped 
positively, either internally or exter- 
nally, regardless of jaw position. The 
chuck will not release the work, even 
if air line is broken, until operator 
actuates draw bar. 


SKINNER 


AIR CYLINDERS 


Skinner double acting rotating or 
non-rotating air cylinders, for oper- 
ating power chucks and fixtures, use 
a minimum amount of air. Large air 
ports give quick piston movement. 
Bronze piston packing spacer reduces 
friction and insures piston alignment 
and support. All packings are ad- 
justed automatically by the pressure 
of the air against the flanges of the 
packings. Available for 6” to 21” 
diameter power chucks. 


SKINNER 


Skinner power chucking accessories 
include: hand operating valve which 
is self-sealing and easy operating 
regardless of position—complete air 
unit including regulating valve, pres- 
sure gage and lubricator — filter to 
remove all impurities, scale, etc., 
from the air line—soft blank top 
jaws — draw bars — draw tubes, etc. 


Write for catalog giving complete details 
on the Skinner line of power and manually 
operated chucks. 


THE 


CHUCK CO. 


346 Church Street, New Britain, Conn. 


dislibulors in every 


THE CREST OF QUALITY 
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snugly and securely to itself and in- 
sulation around copper wire. 

The tape has a dielectric strength 
of 8000 volts, is waterproof, highly 
abrasion resistant and flameproof, re- 
sistant to acids, oil alkalies and co1- 
rosive salts. 

The tape is extra thin, takes up less 
room in junction boxes and other 
tight quarters. Easy to use, it 
stretches and conforms readily to ir- 
regular surfaces. ‘ 

The tape is packaged in a rll 60 
ft. long, is ?-in. wide, and . ia. 
thick, in a metal container. ° 

B. F. Goodrich, Akron, Qhio“In- 
dustrial Distribution, Sept. 1951. 


Riveter 
Portable Riveter 
Uses Hydraulic Pressure 


This unit, called the Guillotine 
Riveteer, drives rivets with hydraulic 
pressure. The unit utilizes a squeez- 
ing action rather than the customary 
hammering of the rivet head. It de- 
livers 60,000 Ibs. thrust through the 
hydraulic ram, and will drive % in. 
cold rivets. It is portable, easy to oper- 
ate, and, according to the manufac- 
turer, the entire riveting cycle takes 
but 24 seconds. 

Among the advantages the manufac- 
turer states that by the use of hy- 
draulic pressure, full thrust is deliv- 
ered over the entire stroke and no 
adjustment is needed between differ- 
ent length rivets as is required on air 
operated riveting equipment. The 
unit is also relatively quiet in opera- 
tion. Little or no maintenance is re- 
quired, according to the manufac- 
turer, and specially designed oil seals 
prevent dens both at maximum 
pressure and at no pressure. 

Manco Mfg. Co., Bradley, Ill.—In- 
dustrial Distribution, Sept. 1951. 














Cut-Offs 


Automatic Unit 
Operates Swing Saws 


A new air operating unit attached 
to cut-off machines automatically 
moves the saw or abrasive cutter for- 
ward at a_ pre-determined cutting 
speed. It can be set for the desired 
speed and to travel only the required 
distances to cut off the stock then re- 
turn to a position behind the guide 
rail clearing the table for quick un- 
loading and reloading. 

Movement is controlled by a but- 
ton at the operator’s touch. No time 
is lost moving the saw, and full at- 
tention can be devoted to handling 
of stock on one machine. 

Unit comes assembled and ready 
to install on any Heston & Anderson 
swing-cut off saws. 

Heston ¢€ Anderson, Division, St. 
Paul Foundry & Mfg. Co., Fairfield, 
Iowa—Industrial Distribution, Sept. 
1951. 


Air Grinder 


Device Prevents 
Overspeed Operation 


A new air grinder has a motor gov- 
ernor to maintain correct wheel speed, 
plus a built-in unit called the “over- 
speed safety coupling”. In case the 
motor overspeeds because of governor 
wear, abuse, maladjustment or dirty 
air, the safety coupling automatically 
uncouples the arbor and the grinding 
wheel from the motor. This makes it 
impossible to operate the grinder until 
the cause of overspeeding has been 
corrected. 

Another safety feature of the 
grinder is a multiple exhaust system. 
The operator can choose any one of 
four exhaust positions, spaced 90 de 
grees apart, and thus direct the ex- 
haust away from the work and from 





Here’s how DUO-STEP 
doubles drainage capacity 


cracks 
orifice 


orifice 
completely 


SERIES 
80-D 


It’s startling news when a steam trap 
manufacturer suggests that you’re 
using too many steam traps. 


But if it takes two ordinary traps to 
do a job that can be done with one 
Clark Duo-Step, it’s obviously a waste 
of money. 


Clark Duo-Step Leverage actually 
gives double the drainage capacity of old- 
fashioned traps. This saves you money 
three ways: (1) in original trap cost, 
(2) installation and (3) maintenance, 


Ask your Clark representative for an 
eye-opener demonstration of Duo- 
Step on your own steam lines .. . or 
write us for additional information, 


THE CLARK MANUFACTURING COMPANY 


1844 East 38th St. 


e Cleveland 14, Ohio 


& 
THE HOME OF DUO °TEP LeveRraGeE 


" a , 
| The complete line of dependable fluid controls 
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DIAMETER 
INCHES 




















i 


FRACTIONAL sizes 
1/16” thru 1-1/2” 
are STANDARD 


WIRE GAGE sizes 
*1 thru *60 
are STANDARD 


LETTER sizes 
A thru Z 
are STANDARD 


LAVALLEE & IDE, INC. 
CHICOPEE, MASSACHYSETTS 
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his own body. Special muffling reduces 
the exhaust noise so that it takes ten 
of the new grinders to make the same 
noise as one of the previous machines. 

The grinder has a safe carrying grip 
type handle which is designed with 
cnough space between the throttle 
lever and the back of the handle for 
a comfortable hand hold. This per- 
mits the grinder to be safely carried 
while connected to the air line. 

A new type rubber faced throttle 
valve is unaffected by oil or moisture 
ind seats better, under all conditions, 
than the beveled face steel type valve. 
Replacement, if ever needed, is easy 
ind economical, as the new valve is 
inexpensive, and no lapping is neces 
sary. 

Ingersoll-Rand Co., New York—In 
dustrial Distribution, Sept. 1951. 

















Lift Truck 


Narrow, 
Stabilized 


l'o suit special applications, the 
new Load-Mobile electric lift truck is 
equipped with a narrow lifting §plat- 
form. The width of the platform is 
only 1S-in. and can be furnished in 
6, 7, 9, and 11-in. lowered heights to 
engage conventional platforms. These 
trucks have been built as narrow as 
15 in. to meet special conditions. 

A set of stabilizing casters are 
placed on each side of this unit be- 
cause of the tendency of such a_nar- 
row model to tilt in making sharp 
turns, ctc. The casters are spring 
mounted and in normal operation 
completely clear the floor. They are 
called into action only when the 
unit tilts, whereupon heavy springs 
return it to normal operation. 

I'he truck is battery-operated and 
features 3-way operating positions 
which provide the utmost safety, com 
fort and maneuverability. Large ca- 
pacity cushion rubber wheels with 
sealed ball-bearings produce the mini- 
mum drain on the ames 

Market Forge Co., Everett, Mass. 
—Industrial Distribution, Sept. 1951. 
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3 WAYS TO SAVE 
MATERIALS HANDLING 
COSTS FOR CUSTOMERS 


PRODUCTION: Higher pro- 
duction costs demand new 
short cuts... from receiving to 
shipping platforms. Faultless 


% Vir <s a a 


: _ A 
os ‘ aid ‘ 
besams 
F a » 
‘i Y 4 MAN-HOURS: Cutting han- 
a dling time, accounting for over 
* a ” 20% of industry's man-hours, 
a % < provides your greatest oppor- 
« P gf tunity for gains in worker pro- 
‘ d ductivity—unit output. 
FLOORS: No need for costly 
ud floor alterations or floor cov- 
satel ering—Faultless wheels are 
available for all types of floor 
surfaces and loads. 


Faultless Casters are precision built with spe- 








cialized machine-tools developed during half 
a century of caster-making experience—and 


are safeguarded with surplus strength at points 


of stress and wear. If you are not already > jmpUSTRIAL 


selling Faultless Industrial Casters and cap- 
italizing on their strong design features, we , 
invite your correspondence. 


FAULTLESS CASTER ogee Pgh alld d 9 
asi oon choo 7, INDIANA 
HIGH POINT, HOUSTON, 5108 ANGLES, NEW YORK, 1. 1OUS. 





In today’s production speed-up, 
there’s a greater-than-ever de- 
mand for hose that will stay on 
the job longer under severest serv- 
ice conditions. That's why there's 
a growing market for MULCON- 
ROY Hose in the special construc- 
tions that fight fatigue and failure 
far beyond the limits of conven- 
tional hose. 


You can build extra business, 
profitably, by recommending 
MULCONROY Special Hose Con- 
structions for steam, air, water, 
gas, chemicals and other applica- 
tions, where super-resistance to 
pressure, temperature, flexing, 
wear and abuse will aid produc- 
tion and minimize replacements. 
Two typical styles are illustrated. 


“IMPERIAL NEW PROCESS” 
STEAM HOSE, STYLE 819 


For super-heat steam temperatures up 
to 400°F. and working pressures up 
to 200 Ibs. Asbestos lined, wire rein- 
forced tube: woven asbestos carcass; 
flexible, multiple-layer braided metal 
shield: special “New Process” Cord 
Cover. Sizes 42" to 2”. 


“DYNAFLEX” AMMONIA HOSE, 
STYLE 903 Used for many 


years in chemical plants, ice manu- 
facturing. refrigeration, etc. Ammonia- 
resistant tube: strong cotton duck car- 
cass: braided galvanized steel wire 
cover: outer halfround steel spiral. Ex- 
tremely flexible. Sizes 4%" to 2”. 


Write for literature describing the MULCON- 
ROY line and its special advantages under 
today’s production requirements 


"MULCONROY Siar... 


WHERE OTHERS Sion!” 


| 








Wood Bits 


Designed For 
High Speed 


High speed drilling of hard or soft 
woods, plywood, fibre-board, plastics 
and mica is one of several features 
claimed for these new wood bits. Espe- 
cially designed for use with power 
tools, the new Whiz Bits are said to 
perform efficiently in electric or pneu- 
matic portable drills and drill presses 
at speeds ranging from 450 to 3500 
rpm. 

Forged from “‘moly” steel, the new 
bits reportedly bore end grain, side 
grain, through knots and partial holes 
at angles from 45 to 90 degrees with 
preliminary starting. A specially de 
signed pilot point accurately guides 
the bit on any course desired. Maxi 
mum drilling depth is 4}-in. and chips 
are continuously unloaded in seasoned 
lumber. 

It is made in two sets: No. 600. 
containing 6 Whiz Bits (2-4-3-3-% and 
l-in.) and set No. 800 containing 8 
Whiz Bits (2-4-3-3-2-1-1]4-in. and on: 
countersink). They fit any 4-in drill 
chuck. Three flats machined on the 
shanks prevent slippage. 

Sets are boxed in aluminum case 
with individual pockets for each bit. 
Extended bits for use in drilling extra 
deep holes are also available with eight 
head sizes from } to 14-in. in nine 
different lengths ranging from 6 to 
60 inches. 

The Billings & Spencer Co., Hart 
ford, Conn.—Industrial Distribution, 
Sept. 1951. 


| Vibrator 


| new No. 
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Pneumatic Tool 
For Concrete 


A new Thor pneumatic concrete 
vibrator has been announced. It is 
designed to compact freshly poured 
concrete and to direct its movement 
as it is poured into the form. The 
521 vibrator consists of a 











NEW OQIC BUND FOR GARBIL 
TOOL AND GUTTER GRINDING 


Assures Efficient Performance at Far Lower Cost! 


It’s really big news .. . this new “XL” Bond! 
“XL” is the name of Chicago Wheel’s remark- 
able new line of silicon carbide vitrified grind- 
ing wheels .. . especially made for carbide tool 
and cutter grinding. 

“XL” wheels come in the most popular tool 
and cutter sizes and steel backs. They’re de- 
signed for efficient, economical, rough and fin- 
ish grinding .. . offhand or precision automatic. 
And they're already proving themselves on the 
job, helping to keep the nation’s carbide tools EES 


VOM LY 
Fern 


and cutters in first-class shape for the mobiliza- 
tion program. “XL” is unexcelled ... and an- 
other Ist for Chicago Wheel! 


NEAREST THING WE 
KNOW T0 A 


DIAMOND WHEEL 


WRITE NOW! 


Send for literature and engineering report on the Monroe Street, Chicago 7, Minois 
new “XL” Bond Silicon Carbide Grinding Wheels. vue Wer ™ 








CHICAGO 
WHEEL « i, 


1101 West Monroe Street, Chicage 7, Illinois 











OFFICES IN PRINCIPAL INDUSTRIAL CENTERS 
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i fire protection. 
' It’s a good idea to check up regularly on your . — ~ 
fa we ood man to help you is your Pyrene* j eo 
; ! ps d the right extinguishers for your 
fi “Sauk Gee - tinguishers for every hazard! 
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dangerous acid to fuss with 
Standard protection against 
wood, paper, textile hazards 
2% gal. size 
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There's a PYRENE for every fire hazard 


PYRENE MANUFACTURING COMPANY 


, New Jersey 
Imont Avenue Newark 8 
oe Cote Affiliated with C-O-Two Fire Equipment Co. 
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THE RIGHT ADVER 
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Pyrene advertisements 
Gnd in leading ind 
journals. They 


TISING 
YOU SELL 


like this “ppear regularly in Business Week 


ustrial, Purchasing, safety and chemical 
Pave the way for your salesmanship. 
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2}-in. diameter steel] 
in. long at the end of 
of combination 
A ball bearing 
vibrator unit 
cylinder. 
Optional lengths of 10, 
ft. combination 


cylinder 173- 
a 5-ft, length 
air and exhaust hose. 
rotary air motor and 
are sealed in the steel 
15 and 20- 
air and exhaust hos; 
are available, instead of the standard 
5-ft. length: or a 15-ft. length of 3-in. 
extension air hose for use with the 
Standard 5-ft. length of combination 
ar and exhaust hose. 
Independent Pneumatic 


Aurora, J]. — Industrial Dis 
Sept. 1951, 





Tool Co., 
tribution, 














Tool Post Turret 


Twelve Position 


Index Feature 
The addition of 432 Position fea- 
ture has been made to the tool post 
turret by the Crozier Machine lool 
Co. The turrent may now be aligned 
| with the work with the compound 
rest of the lathe set at any thirty de 
gree increment, 
This feautre js said to further in 
} crease the speed and efficiency of 
| bench, engine and 


turret lathe op 
tool post turret jis 
SIZCS. Model 6] 
square, Model 4] 


eration. The new 
available in three 
with a body 58-in. 
with a body -in. Square, Model 3] 
with a body 3-in. Square—all are 
| made from hardened steel. 
Crozier Machine Tool Co., Haw- 


thorne, Calif —Industria] Distribu- 
tion, Sept. 1951. 


Roll Marker 


Notable For 
Simplicity, Speed 


\ new improved model of New 
Method Stecl Stamps, Inc.’s automatic 
roll marker for screwy 


machines js 


designed to eliminate secondary mark- 


Ng operations. To change the die (or 
rotary tye holder) it js only necessary 
to remove two Allen Cap screws. When 
these are removed, the keyed die shaft 














Shake well before using 


There’s nothing wrong with your eyes or your 
glasses. This just happens to be a shaky subject. 

Among the thousands of instruments we de- 
sign and build are oil pressure gauges for road 
machinery and jeeps. And, as anyone who has 
ever ridden them knows, they are not places for 
gauges with a weak constitution. 

To test these gauges, we put them on a gadget 
dreamed up by our engineers—a vibration tester. 
Its 3000 vibrations a minute—enough to shake 
the bejabers out of any instrument—soon tell us 
if a gauge can stand the rigors of rough roads. 


The vibration tester is an indication—a small 


5 


indication—of the pains USG takes to engineer. 
instruments for enduring accuracy. It’s a sample 
of the thoroughness applied to developing gauges 
for home freezers, for airplanes, Diesel loco- 
motives, paint sprayers, compressors, pressure 
cookers, weather balloon instruments—to name 
only a few USG applications. 

Have you a problem in the field of thermom- 
etry, pressure measurement or control? Call on 
us to show you what we have done for others, 
what we might be able to do for you. United 
States Gauge, Division of American Machine 
and Metals, Inc., Sellersville, Pa. 


Luility Datiges Cryinecral for Cnilaring. Vaunay 





PRODUCTS OF UNITED STATES GAUGE ... Absolute Pressure Gauges ¢ Aircraft Instruments ¢ Air Volume Controls © Altitude Gauges © Boiler Gavges * Chem‘cal 


Gauges * Mercury, Gas, and Vapor Dial Thermometers ¢ Glass Tube and Industrial Thermometers ¢ Flow Meters © Inspectors’ Test Gauges © Precision Laboratory Test Gauges 
Marine, Ship and Air-Brake Gauges * Voltmeters ¢ Ammeters * Welding Gauges 
OTHER DIVISIONS OF AMERICAN MACHINE AND METALS, INC., AT SELLERSVILLE, PA.: GOTHAM INSTRUMENTS, AND AUTOBAR SYSTEMS 
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NATIONAL SANDERS 


nishing rooms in the 
metal Working --- 
9 Industries 


used in fi Plastics 


_, - Aviation - +: 
and Woodworkin 


¥t 


7 
NS 


Model 300 


Straight-Line Action 
Air Sander 


Model 400 
Orbital Action 
Air Sander 


PROFITABLE MARKETS FOR YOU 


Whether your customers are working with metal, plastic, 
wood, leather, stone, or other material there is a National 
Sander adapted to their needs. National has a complete line 
of portable, block sanders ... straight-line or orbital action 
.-. air or electric driven. Put yourself in a position to offer a 
complete line of sanders from one manufacturer. See how you 
fit into National's selective distribution system. Write today. 

ita vas 

NATIONAL 





4 NATIONAL AIR SANDER, INC. 
2822 AUBURN ST., ROCKFORD, ILLINOIS 


| 
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and starting point adjustment screw 
assembly come out in one unit, teleas- 
ing the die. Another die is then held 
in position, the shaft slid through the 
die and holder and the Allen cap 
screws are inserted and tightened. Use 
of ball bearings are said to eliminate 
the need for boring, reaming and 


| pressing in of solid bushings. 


New Method Steel Stamps, Inc., 
Detroit, Mich.—Industrial Distribu- 
tion, Aug. 1951. 
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Conversion Set 
For Power-Twin 
Hydraulic Puller 


A new conversion set adapts OTC 
screw operated pullers to the OTC 
Power-Twin Hydraulic Puller. The 
set converts to hydraulic power most 
industrial and diesel sets and all refrig- 
eration and aviation sets. 

Set consists of Y-17, 174 ton 
Power-T'win Ram and Pump assembly, 
plus adaptor parts. 

Owatonna Tool Co., Owatonna, 
Minn.—Industrial Distribution, Sept. 
1951. 


Hydraulic Jack 


Twenty-five Ton 
Capacity 


[he outstanding feature of the 
Simplex Rol-Toe, a 25-ton capacity 
hydraulic jack of distinctly new de- 
sign, is that the lifting toe capacity 
is identical to the capacity on the cap. 
The toe rides on a bearing roller that 
carries the radial head against a sta- 
tionary ram’s flat-milled surface. The 
whole lifting operation is said to be 
smoother and easier because the 
broad +4 by 44-in. toe always remains 
in an even position. 

The Rol-Toe, Model RTJ-25, has a 
7-in. lift with minimum heights of 




















Machine Ground Tap Flutes 


Grinding Tap flutes is not just another opera- _ of the tap. And the ground flute surfaces pro- 


tion to improve their appearance. Like Green- _ vide better chip slippage and disposal. 


field's precision automatic chamfering, this ma- GREENFIELD TAP AND DIE CORPORATION 
chine grinding operation imparts one more fea- Greenfield, Massachssetts 
ture that makes ‘Greenfield” Taps TOPS. 

Why? Because it assures accurate spacing 


and uniform cutting faces down to the very end 


BUY.4v\ GREENFIELD! 




















| Greenfield Tap and Die Corporation 


NEW HAVEN 15, CONNECTICUT 
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CAN GIVE YOU 
These Fast Moving Nationally Accepted Profitable Lines 


HACK SAWS 
HAND AND POWER BLADES 


ne aes 


COMPASS SAWS 
WOOD CUTTING - METAL CUTTING 


HACK SAW FRAMES 








Scientifically designed to hold its shape for 
years and perfectly baianced for greater effi- 
ciency. 


BAND SAWS 
METAL CUTTING - WOODCUTTING 


also Linotype and Dry Ice bands, Band Saw 
Knives, and Butcher saws. 


TOOL BITS 
KUTAL - SPAR - KING - SPARGROUND 
Kutall Bits for general 
purpose work 


Spar-King for the higher 
grade jobs and for extra special 
work to give you Sparground. 


ALL SPARTAN PRODUCTS ARE SPARTANIZED 


SPARTANIZED—A special heat treating method produced in our own plant 
that gives Spartan Products quality and service features far above the 


average. 


THE SPARTAN SALES POLICY 
Sold only through Distributors with Full Protection to Stocking Distributors 


SPARTAN SAW WORKS, INC. 


SPRINGFIELD 7, MASS. 
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PROFITABLE EXTRA SALES 
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This authoritative booklet 
gives you sales ommunition 


Si se Se 
OnEQ? 





; Electric motors and generators are 
primary production tools. Every 
plant operator wants them con- 
served and kept at peak efficiency. 
That is why IDEAL PREVENTIVE 
MAINTENANCE Equipment is in 
big demand and offers a market 
that you should be tapping for 

profitable, extra sales. 


From plant engineers to foremen 
your customers will welcome in- 
formation on IPM equipment 
because it helps them avoid 
costly motor repairs and pro- 
duction shut downs. It is the 
perfect door opener to sales 
of many other kinds of 

M7 equipment and supplies. 
Most IPM items are avail- 
able for immediate delivery! 
That means added earnings 
right now! Better give IPM Equip- 
ment a prominent spot in every 

sales call you make. 


oe 


SOLD THROUGH AMERICA'S LEADING DISTRIBUTORS 


Pe eee, 


IDEAL INDUSTRIES, Inc. i 


1000 Park Avenue. Sycomore. Iii 

Please send me your Commutotor and Slip Ring Mainte 
ance hand book 

NAME 

a 

COMPANY 

ADDRESS 


| 24-in. when lifting on the toc and 
| 14-in. when lifting on the cap 
| Other benefits claimed are the fact 
| that the ram does not travel—the 
| sturdy integral construction of the 
head toe shortens off center loading 
and brings the toe closer to the cen- 
ter of the ram. Equal efficiency is 
obtained in an —— or horizontal 
| position. The oil reservoir is inde- 
pendent of the load-lifting housing 
to eliminate pressure stress and _pre- 
vent oil leakage. 
The Simplex Rol-Toe has two 
separate pumps a high speed 
pump for positioning and lifting 
lighter loads and a high pressure 
pump for heavy lifting. 
Templeton, Kenly & Co., 
cago, II]. — Industrial 
Sept. 1951. 


Chi- 
Distribution, 














Hose Reels 


May Be Used 
With Various Liquids 


Wayne hose reels may be used with 
water, fluid lubricants, and coolants, 
which makes possible a new time 
saver application on machine tools. A 
standard Wayne hose reel is attached 
to the end of a lathe or other machine 
requiring the application of a coolant. 


The liquid is fed into the reel and 
through the hose to the cutting tool 
head. 


lowing the tool with cooling liquid. 


Hose moves automatically, fol- 


The reel mounts anywhere. In addi- 


tion to its uses with cooling liquids, 
it may be used as a bench reel or used 
overhead to supply portable air tools. 
It provides tool suspension as well as 
air supply in one unit, keeping tools 
off the bench but always in convenient 
reach. 


Wayne Pump Co., Ft. Wayne, Ind. 
Industrial Distribution, Sept. 1951. 


Gear Hobber 


For Fast Hob 
Generating 


A new high-speed, high-production 








gear hobber employs new principles, 
it is claimed, for faster hob-generating 
of accurate gears and splines 

Design of the new hobber 


Just mail the coupon today city ___JONE rs 
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The American Stock Gear line includes... With American you offer your customers the highest quality 
Spur Gears Spirel Geers stock gears made. Precision dimension . . . laboratory-tested 
Steel Bronze strength . . . smooth, quiet performance . . . all help 
Cost Iron Ratchets and Pawils . 
Bronze Brest make American the finest to sell. 
in-metaltic Steel ' “ ° ° 
Recks Worm Gears American is a complete stock gear line and includes brass, 


Steel - = 

Bross any bronze, steel, semi-steel, cast iron and non-metallic gears 
— Werme in a range of from 48 to 3 diametral pitch. 

Cast Iron Steel 


Mitre Gears Seromhete, eb G Mate Perfection’s 30 years in the manufacture of automotive gears 


Bronze 
Steel a provides a background of experience and ability for its 
euaeene Universal Joints newly-acquired American division. Its complete facilities . . . 
Bross Rexibte Couptings — metallurgical laboratory, modern heat treating and scientific 
Steel Other Power Transmis- ie * . . . 
Cost Iron sion Supply Items testing equipment . . . make American Stock Gears 


the finest available. 


Write for complete details on obtaining a fully protected fran- 
d & d ? ¢ 


chise for the distribution of this profitable stock gear line. Your 
a 4 (] inquiry ts respectfully solicited and will be treated confidential! 
aN : - ‘ wo VA 
i. Sy a BD BA 
“yj e ; (@y rey i 
2 we ce wa Ney i 


AMERICAN Stock GEAR ..-DIVISION - PERFECTION GEAR COMPANY ~ HARVEY, ILL. 
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COME BACK FOR 


- CUSTOMERS 


MADESCO 


TACKLE 


* + 


prompt ship %¢ 
products. 
on hand? 





O3S30VW 


BLOCKS 


¥ 


Because they are pleased by quality materials, good workmanship, and 
s have a habit of coming back for Madesco 
Are you ready for them with an adequate Madesco stock 
You'll find the handy Madesco Catalog a great sales help. 
May we send you a copy? 


MADESCO 


TACKLE BLOCK COMPANY 


Over 
a quarter 
century 
of service 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 


EASTON, 
PENNSYLVANIA 





the manufacturer says can turn out 
two 34-in. diameter, 9 pitch, 2 in. 
total face width, 22 tooth helical gears 
to close tolerances in a matter of 58 
seconds, using high speed steel hobs— 
was created to meet a definite list of 
new operating characteristics. 

Drive simplification has been ac- 
complished through the use of positive 
dual hydraulic feeds regulated as to 
feed per revolution by a dial on a flow 
valve. 

Operation is said to be extremely 
simple. The operator merely places 
the work in or on the head-stock spin- 
dle and pushes a button. Machine 
cycle includes hydraulic advance and 
retracting tailstock, and turning on 
and shutting off of coolant flow. 

The machine is designed to handle 
any helical or spur gear or spline up 
to 8 in. diameter and 4}-in. face 
width. Coarsest pitch recommended is 
three. 

Michigan Tools Co., Detroit, Mich. 

Industrial Distribution, Sept. 1951. 














Bearings 


157 New 
Stock Sizes 


Bost-Bronz oil impregnated porous 
bronze bearings in 157 new stock sizes, 
have been produced to meet the de- 
mand for sizes in cylindrical bearings, 
flange bearings, thrust bearings, cored 
bar, solid bar and plate stock. 

It is claimed that Bost-Bronz bear- 
ings are interchangeable with solid 
bronze bearings and that because of 
their oil film they operate quietly and 
give long service. Oil holes or grooves 
are eliminated and the complete 
range of sizes permit simple press fit. 

Boston Gear Works, Quincy, Mass. 

Industrial Distribution, Sept. 1951. 


Alloy 


35 Percent Nickel, 
For High Temperature 


The development of an alloy for 
use under conditions of high tempera- 
ture and corrosion has been an- 
nounced. 

The new alloy, trade-named “In- 














the country 


_ in less 
than a minute! 


Some day soon, a jet plane will leave 
New York at 9 A.M.... 

And be in California—at 9 A.M.! 

So fast are modern jets, they come close 
to tollowing the sun in its flight across the 
continent. Speed? Yes. But in manufac- 
ture, the story is different! 


The all-precision jet engine takes al- 


most four times as much machining as 
World War II aircraft. It’s long work 
but defense deadlines are short! 

To speed up jet assembly lines, the 
plane-makers have learned amazing pro- 
duction tricks. And they’ve learned an 
amazing traffic trick, too. 

When ordering and shipping parts, the 
makers of the world’s fastest planes use 
the world’s fastest service— Air Express! 

Whether your business is jets or jewelry, 
here are the unique advantages you can 
enjoy with regular use of Air Express: 


IT’S FASTEST — Air Express gives the 
fastest, most complete door-to-door pick 
up and delivery service in all cities and 
principal towns, at no extra cost. 


IT’S MORE CONVENIENT —One call to 
Air Express Division of the Railway 
Express Agency arranges everything. 


IT’S DEPENDABLE — Air Express pro 
vides one-carrier responsibility all the way 
and gets a receipt upon delivery. 


IT’S PROFITABLE—Air Express expands 
profit-making opportunities in distribu- 
tion and merchandising. 

For more facts call Air Express Division 
of Railway Express Agency. 


“SAR OHSS 


GETS THERE FIRST 
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PLASTEX 


Unsanitary handling can ruin your product and 
your reputation. The cleanliness and “cleanability” of 
PLASTEX is economical protection. PLASTEX is the 
famous food conveyor belt that’s impervious to all 
icids, alkalies, oils, greases and moisture. This fully 
pliable belt can withstand temperatures from —20° 
to 200 F and won't absorb or exude ANY ODORS 
PLASTEX can be easily and quickly cleaned by any 
method, including steam, and requires no special care 

Basically, this belt is our regular plus-value Solid 
Woven Cotton Belt that has been covered with a 
thick, cough coat of plastic that won't crack or peel 
That's a combination that defies any and all of the 

teriorating elements found in food handling. Acids, 
alkalies, etc., can't penetrate that plastic overcoat and 
be absorbed by the belt. That's why PLASTEX is 
always pure, sweet and clean and will LAST LONGER 
Ask your mill supply jobber 
erature ond prices 


than any ordinary belt 
Or write us for lit 


This ad f ries appearing in inating 


mers everyul 


coloy” contains about 35 percent 
nickel, and 20 percent chromium, 
with the balance iron. It is _pro- 
duced in most standard rolling mill 
forms, including sheet, strip, rod, 
wire and tubing. This alloy is de- 
signed for many purposes now served 
by some of the company’s older al- 
loys, which run up to more than 70 
percent nickel. 

The International Nickel Co., Inc., 
New York—Industrial Distribution, 
Sept. 1951. 


Planer Gauge 


For Quick, Accurate 
Measuring 


A gage for permitting quick, accu- 
rate measurment and adjustment of 
planer, jointer, shaper and router 
knives has been announced. Readings 
on the two-faced dial are in .001-in. 
It is said to be precision built and is 
guaranteed. The dial gage can be un- 
mounted from the arm and used 
separately for checking the set of 
circular saw teeth, it is claimed. 

PTI Inc., New York—Industrial 
Distribution, Sept. 1951. 


Cover 
Waterproofing 
For Machine Tools 


\ new waterproof cover for the pro- 
tection of machine tools when they 
are not in use has been developed. 
lhe covers are of maroon plastic, with 
stitched bound edges to insure sturdi- 
ness and long life. 

The service covers come in six 
sizes: 12 by 28 by 28 in., 21 by 37 by 
24 in., 32 by 48 by 17 in., 32 by 60 
by 17 in., 38 by 72 by 25 in., and 38 








BUFFALO WEAVING & BELTING COMPANY by 96 by 25 in. 


a0 CHANDLER STREET BUFFALO 7, NEW YORK South Bend Lathe Works, South 


Be — ‘ ) 1 
NEW YORK PHILADELPHIA CHICAGO DETROIT SAN FRANCISCO Sept 1951 Industrial Distribution, 
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Fig. 4700 Deming Verti- 
cal Turbine Pump fure 
nished for sump and 
industrial service. The 
complete line includes 
various types of drive 
to meet any power 
requirement. Capaci- 
ties range from 15 to 
3000 G.P.M. 


pumps for industry 


Pictured above is another example of the adaptability of Deming 
Vertical Turbine Pumps in industrial applications. This installation is 


in an Ohio steel mill. 

The unit illustrated is a standard Deming Fig. 4700 Vertical Turbine 
Pump equipped with a short length of column to place suction inlet 
at the proper location. 

Hot water alkaline solution at temperature from 180° to 210° is 
pumped through spray nozzles in a scrubbing machine to clean the 
acid from steel sheets after the pickling process. 

One of the most important advantages of the Deming Vertical Turbine 
Pump in this type of service is the fact that it will not vapor lock. 


An increasing variety of applications of these modern pumps offers 
Distributors’ Salesmen excellent sales opportunities. 


Complete information is yours for the asking. Write for it! 


THE DEMING COMPANY 


511 BROADWAY = + SALEM, OHIO 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 





Extra Value « « 
Extra Capacity, 
Quality, Price 
Make 
JOHNSON’S 
The No. 1 Value 
Today! 


Model B 
With or 
Without 
Casters 





with JOH NSON | 


Metal Cutting 


BAND SAWS 


Model J 
Cuts 10” 
Rounds 
18” Flats 
Either a 
Wet or Dry 
Cutting 
Machine 


Cuts 5° Rounds 
10” Flats 


Are you taking full advantage of the sales possibilities Johnson Band Saws 


offer you? 


many advantages to industrial users everywhere. . . . 


Advertisement in numerous trade magazines tell the story of their 


Their extra capacity, 


their speed, versatility, accuracy, rigidity, the safety of their Blade Guard and 
many other outstanding features, plus low cost are reasons for the great and 


growing demand for these popular machines. 
by concentrating on Johnson Metal Cut-off Band Saws. 


catalogs now. 


Step up your volume, your profits, 
Send for a supply of 


Selected Dealers Sell JOHNSONS 
JOHNSON MANUFACTURING CORP. 


ALBION, MICHIGAN 
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Purifier 


100% Entrainment, 
Regardless of Velocities 


An internal type purifier has a wide 
range of applications inside steam 
drums, flash tanks, evaporators, packed 
towers, bubble-cap towers, deodoriz- 
ers and stills. ° 

Called the Anderson Hi-ef Purifier, 
the unit is guaranteed by the com- 
pany to deliver vapor with 1.0 PPM 
or less of total solids. The manufac- 
turer claims the unit provides for a 
self-cleaning action which eliminates 
maintenance. The new design elimi- 
nates the need for baffling in boilers 
and drums essential to conventional 
separators. 

Steam Specialty Division, V. D. An- 
derson Co., Cleveland, Ohio—Indus- 
trial Distribution, Sept. 1951. 














Switch Lock 
New Safety 
Feature 


Beaver Pipe Tools machines have 
equipped their Model “E” lightweight 
economy model with a safety switch 
lock. It is claimed that this feature 
gives the Model EF. the same advan- 
tage as the larger and more expensive 
models A and B. To complete the 
picture, the power units Cl and C2 
ire also protected with safety switch 
locks. 

Automatic, the lock is said to make 
it impossible to start the Model E 
unless the chuck wrench has been 














New High-Powered G-E Lamp 
or High-Bay Areas! 





Reflecting surface is inside 
bulb, where dirt can't touch it. 


Dust accumulation 
here can't cut 
light output. 


a 


rojects light 
downward. 


Practically no dust collects on bottom of 
bulb, where light is emitted. 








General Electric R-52 lamp stays bright 
in dirt and smoke without cleaning 


HIS new General Electric R-52 bulb is specially 
designed for lighting dusty, smoky plant areas where 
high-bay mounting makes lamp cleaning difficult—such 
as foundries, welding shops, steel mills, railroad car shops. 


Its high wattage—500 and 750 watts—puts plenty of 
light on the job from the highest mounting. And its 
special design prevents reduction of light output due to 
dust deposits. Photo at right above shows the new R-52 
lamps in a new installation at the Gemco Engineering and 
Manufacturing Company, Woodlawn, Ohio. 


Auxiliary reflectors aren’t needed with this lamp. A 
mirror-like reflecting surface on the inside of the bulb 
itself projects the light downward. Even though airborne 


dust and dirt gathers on the sides of the lamp it can’t cut 
down light output. That’s because little or no light- 
obstructing material collects on the bottom surface— 
where the light is emitted. As a result, the lamps don’t 
have to be cleaned. 


If this new lamp can help you solve a lighting prob- 
lem for any of your customers call your 
nearest G-E Lamp sales office. 46) PLANNED 

SHTING 

For a free copy of a new illustrated Seppe: 
bulletin, “Planned Lighting for Indus- 
try’’, write General Electric Lamp 
Division, Dept. 166-ID-9, Nela Park, 
Cleveland 12, Ohio. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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THE DISTRIBUTOR’S COMPLETE V-DRIVE LINE 


NEEPS — SOLD 
ALSO 


BROWNING PAPER PULLEYS 
With 
Split Taper 
Bushings 


Always the right size in stock... 

Eliminat pensive reboring .. . 

Easy to mount—Easy to remove 

Positive locking clamp fit 

79 stock sizes—108 stock bushing 
bores. 

2082 stock diameter — face — bore 
combinations. 





Distributors— 

With BROWNING'’S simpli- 
fied bushing system you can 
carry a comprehensive stock 
at a fraction of the cost of fixed 
bore pulleys. 


BROWNING Unbreakable 
Malleable Iron Bushings also 
used in BROWNING single and 
multiple groove sheaves, flex- 
ible and rigid Couplings. 











WRITE 


FULL PARTICULARS 


BROWNING MANUFACTURING CO. 
951 BROWNING DRIVE 
MAYSVILLE, KENTUCKY 
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removed from the chuck and placed in 
its holder. The feature i sa the 
“wrench ejector” that ejected only 
special types of wrenches. No special 
wrench is required with this feature. 

Beaver Pipe Tools, Inc., Warren, 
Ohio—Industrial Distribution, Sept. 
1951. 


























Center 


For Heavier 
Type Work 


A multi-use center, described as a 
bull nose, replaceable point center, is 
said to be designed so that the bull 
point can be removed quickly and 
another bull point inserted to accom- 
modate the work—without having to 
remove the center on the machine 

It is suited for heavy type work, on 
tubing or pieces with large center 
holes, and performs at top efficiency 
on engine laths, turret lathes or grind- 
ing machines. The center’s roller 
bearing design assures accuracy pro- 
viding maximum radial and _ thrust 
load capacities. It is available in any 
required shank, taper or head size. 

Ready Tool Co., Bridgeport, Conn. 

-Industrial Distribution, Sept. 1951. 


Pumps 
For General 
Purpose 


A new line of general purpose 
centrifugal pumps has been designed. 
Known as ‘Type SCC, they are said to 
be light in weight, and easy to handle, 
install and mount. 

Claimed to be an extremely adapt- 
ible pump, the new units are suited 

iny small pump application such 











as small cooling towers, domestic water 


supply, hot water heating systems and 
lawn sprinkling. They are suited to 
booster and process pumping, and 
sewage or stock pump packing gland 
water supply. 

The SCC Pumps are of close 
coupled type. For long, leak-proof 
operation, and to eliminate the neces- 
sity of frequent adjusting or gland re- 
packing, they are equipped with me- 
chanical seals. Motors are of the 
standard open drip tvpe. Standard 
mounting 1s vertical; however, with 
the addition of motor feet, the pumps 

idapted for horizontal mount 


Iwo sizes are currently available 

in. suction by 14 in. discharge and 

4 j-in. Both operate at 3450 
rpm. Capacities range to 100 gpm at 
heads to 120 ft 

Economy Pumps, Inc., Division of 
Hamilton-Thomas Corp., Hamilton, 


Ohio.—Industrial Distribution, Sept. aa SPLIT TAPER 
195] hei 
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Twist Bits 


Available In 
Nine Sizes 


\ new line of single twist bits ec 
augers) is now available. The tools 
come in nine sizes from 8/16 to 
16/16-in. 

Bits are manufactured with hand 
brace shanks or square shanks for bar 
handles. They are also furnished with 
spur or spurless heads—with or with- 
out screw tips. 

The Midway Tool Co., Inc., Mel- 
vin, Ohio— Industrial Distribution, 
Sept. 1951. 























FLEXIBLE AND RIGID 
COUPLINGS 
and 
BROWNING 
PAPER PULLEYS 























Hammer Drill 


Distributors—This has tremendous sales value for you— 
Drills Concrete, write for further particulars. 


Another new PO 9 THE BROWNING MANUFACTURING COMPANY 


mer Drill—Model No. 17-RO—for Maysville, Kentucky, U.S. A. 
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THIS HOIST 


Maybe you did! 
did, you told your pros- 
pect the complete story 
of the ‘Budgit’ Electric Hoist — how 
easily it lifts capacity loads; how it 
frees over-fatigue, 
danger of rupture and torn ligaments 


if you 


workers from 
or muscles; how production increases 
and operating costs decrease — to 
have made him buy it. 


Facts! That's all it takes to sell 
a ‘Budgit’ Facts like 
one-hand control which leaves the 
other free to guide the load; fast 
lifting action that speeds production; 
safety features built into the hoist fo 


Electric Hoist. 


protect worker, load, and hoist; tough 
construction which wipes out frequent, 
costly maintenance; low power con- 
sumption; no installation costs since a 
‘Budgit’ Hoist is a complete lifting unit 
in itself. Just hang up, plug in, usel 

These are some of the facts that 
turn prospects into ‘Budgit’ Hoist 
Bulletin No. 391 will give 
you many more. Write us for as many 


owners. 


copies as you need in your selling. 


‘BUDGIT' CONDUCTOR CORD 
TROLLEYS — follow monorail 
hoists on the same track, go 
through switches and around 
corners, keep flexible con- 
ductor cord up, out of the 
way. You'll find it easy to 
sell this inexpensive con- 
ductor system. 


HOISTS 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Shaw-Box Cranes Budgit’ and 

other lifting specialtie 
Hancox 


highspeed hole drilling in concrete, 
brick and stone, has been added to 
the Syntron line. 

The No. 17-RO has a 1#-in. drill- 
ing capacity, weights 214 Ib. and is 
available for operation from 110 v. AC 
or 220 Ve ee 

Automatic rotation of the carbide- 
tipped, spiral-fluted drill speeds up 
hole drilling, eliminates manual turn- 
ing of the drill chuck and reduces fa- 
tigue, it is claimed. This automatic 
rotation of the drill bit is accom- 
plished by a rubber ratchet mechanism 
actuated by the recoil of each blow 
of the hammer’s piston (3600 blows 
per minute. ) 

Syntron Co., Homer Citv, Pa.— 
Industrial Distribution, Sept. 1951. 














Safety Blade 


Universal Bore 
Fits All Portable Saws 


This portable saw safety blade has 
a new universal bore that fits all stand 
ird portable saws without “whee or 
idapters. This blade offers the user 
of portable saws the same advantages 
is Stationary saws: better and quicker 
cutting, lower power requirements, 
ind complete safety from kickbacks. 

I'he universal bore permits reduced 
listributor inventory. The blades are 
available in all sizes from 6 in. up. 
I'he 5 in. size will be available soon. 

PTI, Inc., New York—Industrial 
Distribution, Sept. 1951 





“Enthusiasm is a combination of 
energy and emotion. It is intense 
emotion which produces a deep im- 
pression on customers and arouses 
their interest. It is easier for a buyer 
to listen to enthusiasm salesmen than 
to think of other things.” 


“Successful Salesmanship” 
by Paul W. Ivey 


THE HENRY G. THOMPSON « SON CO. 


75 Years’ 


EXPERIENCE 
BEHIND 


MILFORD 


FLEXIBLE 


REZISTOR 
HACK SAW BLADES 


STARTING TEETH 


IN EVERY MILFORD 
FLEXIBLE REZISTOR 


MILFORD Flexible REZISTOR hand 
blades are truly flexible — prac- 
tically indestructible — hock saw 
blades! They bend, twist and 
a — but do not shatter! And, 
power sizes the Flexible 
REZISTOR is unrivaled for tough- 
ness! Special MILFORD heat treat- 
ment builds incomparable resili- 
ance and superb cutting qualities 
into every power Flexible 
REZISTOR. For a new experience 
in blade performance — buy 
MILFORD —THE BLADES Built 
BY EXPERIENCE. Note: As show 
above, all Flexible REZISTOR “te 
blades feature ex- 
clusive MILFORD 
Easy -Starting Teeth 


WRITE FOR HACK 
SAW BULLETIN 
FORM No. HS-1951 


Rezistor & Duplex Hack Saw Blades 
Profile and Band Saw Blades 


Saw Specialists Exclusively 
FOR 73 YEARS 
1876 4954 


NEW HAVEN 5, CONN., U.S.A. 


SOLD THROUGH SELECT INDUSTRIAL DISTRIBUTORS © 


* 


= 


8 Ry BP 
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The Customer 
Can't 
“Stick” You. .. 


No matter what pump specification he has... you can give him 





Are 10,000 pumps enough for you? 


Just about. It takes that many 
different combinationstomake 
sure that you—big user or 
small user—get exactly the 
right pump you need 

That’s why we manufacture 
Worthington centrifugal 
pumps in over 10,000 standard 
combinations of capacities, 
heads, casings and mountings 

Types CN (frame-mounted 





and DN (built-in motor) are 
made in capacities from 10 to 
1800 gpm, heads to 535 ft., 
with 40 sizes of pump casings 
and 200combinationsof frame- 
mounted designs. 

And—maximum inter- 
changeability of parts! 

Get the habit of asking for 
a Worthington— you'll get ex- 
actly the pump you want. 











Type CN, frame- 
mounted, isa real “any- 
drive” pump—readily 
driven by electric mo. 
tor, V-belt, orany other 
source of mechanical 
power 





Type DN is the famous 
Worthington Monobloc 
design— compact, stream- 
lined, with built-in motor 
On both types, liquid ends 
are interchangeable, and 
can be equipped with 
either conventional! pack 
ing or mechanical seal 








WORTHINGTON 


Zaipiiiittitl = 


THE GOOD nent aD WAND OF INDUSTRY 


pyri gene sheeves PUMPS: contritugel 
venoms power, retery. steam 


speed drives 


AiR COMPRESSORS 





The Fruit Was 
in a Sweat 


... and So Was 
the Pump 


They suddenly began having a hot 
time of it at a fruit and produce 
company near the Dillon Supply 
Company in Raleigh, N.C 

A centrifugal pump used in their 
refrigeration system had called it a 
day, and the temperature was ris- 
ing in the rooms where the produce 
was kept. Without refrigeration, 
the perishables would have indeed 
perished 

But a frantic call to Dillon lo- 
cated, in the distributor's stock of 
Worthington centrifugal pumps, 
exactly the size needed. Prompt de- 
livery . . . and not a lettuce leaf 
was allowed to wilt 

It's another example of the wis- 
dom of depending on your Worth- 
ington Distributor. No distributor 
offers more pumps no distribu- 
tor offers more value in pumps 
than a Worthington distributor 





ee eww eee eK KK KF 
ele eee inery Corp. 

end Compressor Merchandising Div. 
Harrison, N. J. 


Send lates! bulletin on Worthington Centrity- 
gel Pumps. Any other (type) 


Nome 
Compeny 
Address 
Stete 


coe Rice oi chaneedbancekaenemianel 





exactly what he wants—If you handle the Worthington line of 
standard centrifugal pumps. . . 10,000 standard combinations of 





capacities, heads, casings and mountings. 

As we keep telling your customers in ads like this one—No dis- 
tributor offers more pumps . . . no distributor offers more value in 
pumps... than the Worthington distributor. 

Worthington Pump and Machinery Corporation, Pump and 
Compressor Merchandising Division, General Offices: Harrison, N. J. 


WORTHINGTON 


SIL) 74 4 7 Wi uy 
=e (om 


THE GOOD RIGHT 2 HAND OF INDUSTRY 


PUMPS: 
centrifugal, power, rotary, steam 


POWER TRANSMISSION: 
sheaves, V-belts, variable speed drives 


AIR COMPRESSORS: 
water-cooled, air-cooled 
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7/2 TON 


BENCHMASTER 
130 to 280 strokes 
per minute. 

ALSO AVAILABLE: 
1-Ton and 4-Ton 
standard, and 4- 
Ton Deep-Throat 
Models. 


FREE 
circulars 


PUNCH PRESSES 


nchmaster ‘ino miss 


2952 West Pico Boulevard, Los Angeles 6, California 





The old reliable... 
Wm. H. Ottemiller Co., of course. 


» SS Ys 
> Ss y 


& 
S g 
a 
Precision, milled-from-the-bar Cap Screws, 


Set Screws, Milled Studs and Coupling Bolts. 


Some numbers we can ship imme- 
EN diately—others—well, you know 
how it is—they'll take a little tne lian, 
To build customer satis- 
E faction and those profit- 
able repeat sales—or- 


der from Ottemiller— 
the WHO of Who's Who in the precision screw 
machine products field. 


Wi. H. Ottomiller vonn. PA. 


The Oftemilier line is sold exclusively through 
Mill Supply houses and Industrial Distributors. 
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OBITUARIES 








Alfred G. York 


Alfred C. York, 
Watson-Stillman Executive 


Alfred G. York, vice president and 
director cf the Watson-Stillman Co., 
Roselle, N_ J., died at his home on July 
22. He was 57. 

He joined the Roselle company in 
1918 as assistant treasurer, and later, 
while assistant to the president, de- 
veloped the Distributor Products Di 
vision. He was elected vice president 
and sales manager in 1941 and a direc- 
tor in 1945, at which time he took full 
| charge of the Distributor Products Di 
vision. 

Mr. York was a member of the So- 
ciety of the Plastics Industry and the 
American Petroleum Institute. He was 
on the National Board for the Stand- 
ardization of Fittings and was a mem- 
ber of the Manufacturers Standardiza- 
tion Society of the Valve & Fittings 
Industry. 


George F. Smith, 
Heller Bros. Salesman 


George F. Smith, 86, sales rep 
| resentative of Heller Bros. Co., 
| Newark, N. J., died on May 23 at his 
home in Baltimore. 

Mr. Smith had been associated with 
the Heller Company for over 40 
years. A member of the 50 Year 
Hardware Age Club, he began his 
connections with the hardware indus- 
| try in his early twenties, when he joined 
| the general hardware wholesaling firm 
| of Carlin & Fulton, Inc. Years later 
| he covered the Southern territory as 
salesman for the Schaffer Hdwe. Co., 
and still later represented H. Wehr 
and Co. of Baltimore. 

Mr. Smith was well known in hard 
ware circles and was a past president of 
the Old Guard. 








Any dealer who handles smaller sizes of rope will immediately sense the 
many advantages of H & A Display Coils. Here is a unit so compact that a 


full stock of four sizes may be set up in a space unbelievably small, providing 


powerful display value wherever it is placed. This package gives protection 
to each coil until the last foot has been sold. Yet to complete a sale, it is 
only necessary to pull the required length of rope out of the center hole. 


Customers too get their own story at a glance. The contrasting colors and 
unique shape, impel attention. The instantly visible contents unfailingly re- 
mind them of possible rope needs. Furnished in either “Blue Heart” No. 1 
Manila or “Red Heart” No. 1 Sisal. 


H & A Display Coils available in '/, inch (1000 ft.); 5/16 inch (700 ft.); %/ inch (500 ft.); 
7/16 inch (380 ft.); and '/2 inch (260 ft.). Approximately 20 Ibs. of rope in each coil. 
Dimensions of carton, 15” x 13” x 6'/,”. “Blue Heart’ cartons colored blue and silver. 
“Red Heart’ cartons colored red and silver. Ask your supplier for details; or write 
direct for trade information. 


THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. * OMAHA, NEB. * MINNEAPOLIS, MINN. 


INDUSTRIAL DISTRIBUTION © SEPTEN ‘SER, 122] 











WILLEYs 


TUNGSTEN CARBIDE 


TOOLS 


CARBIDE TIPPED 
WORK SUPPORT BLADES 
for CENTERLESS GRINDERS 


Standard thrufeed 
and infeed work 
support blades 
available from 
stock. Prices on 
special blades 
quoted on receipt 
of prints. 


WRITE FOR CATALOG 


WILLEY’S CARBIDE TOOL CO. 


SOLE 
1342 W. Vernor Highway 


MAKERS OF WILLEY’S METAL 
Detroit 1, Michigan 














SWIFT 


SWIFT 


LUBRICATOR CO., 
ELMIRA, 


SIGHT-FEED 
OIL CUPS 


Swift Glass Body Oil Cups are a high 
quality product in polished brass finish. 
The glasses are tough, crystal clear 
Pyrex, unaffected by heat and resistant 
to straining. The glass bowls are all es- 
tablished standard sizes, readily avail- 
able from mill supply stocks. 


The Fig. 50 Sight-Feed Oil Cups are 
intended for gravity feed oiling of bear- 
ings and other points where there is no 
back pressure. Lids are equipped with 
spring loaded slide openings to keep 
dust and dirt from the bowl. Capacities 
from % oz. to 32 oz. 


The Fig. 49 Gas Engine Lubricator is 
made for gravity feeding of oil against 
pressure as on gas engines, blowers, 
vacuum pumps and low-pressure air 
pumps. Capacities from 1 oz. to 18 oz. 


WRITE FOR LATEST BULLETIN 
24 HOME STREET 


INC., 
ie ae 


| A. B. Smith, Secretary, 
Smith-Courtney Co. 


A. Brooke Smith, 53, son of Alvin 

| M. Smith and secretary of the Smith- 

Courtney Co., Richmond, Va., died 
| Aug. 9 in a Richmond hospital. 

Mr. Smith had been associated with 
the firm for 36 years. He studied at 
McGuire’s School in Richmond and 
was a member of the class of 1918 at 

| Virginia Military Institute. 

He was a member of the Common- 
wealth Club, the Country Club of 
Virginia and the Rotary Club. He 

| also held membership in the Southern 

| Industrial Distributors’ Association. 

Surviving are his wife, his parents, 

| a sister and two nephews. 





FROM THE 


wm FILES » 


25 YEARS AGO 
Black & Decker Mfg. Co., Towson, 
Md., completed the erection of its 
new Pacific coast home. “An In 
teresting Feature” is the show room 
. for the education of jobbers’ 
salesmen. 





Cassedy left 


Irving D. 


| George F. 
Booth, Inc., Elmira, N. Y., to join 
Horton Machine Works, Inc. 


| Edward P. Welles, president of Chas. 
H. Besly & Co., Chicago, returned 
from a three months tour of Europe. 


| 
| 


[he Survey Committee to Determine 
the Most Economical Method of 
Transmitting Power called a meet- 

| ing to be held in the Old Colony 
Club Grill in the Waldorf Astoria. 
W. H. Fisher, chairman said, “Un- 
usual interest has been shown by 
manufacturers of belting, transmis- 
sion, machinery and allied lines 
. . . in sympathy with an honest 
effort to determine the most eco- 
nomical method of transmitting 
power.” 


| Bailey-Moline Hdwe. Co., Inc., Witch- 
ita Falls, Texas, was granted a 
charter under the laws of Texas with 
a capital stock of $100,000. 


| The Toledo Pipe Threading Machine 
Co., Toledo, received the third 
letter in 22 years from Edw. F. 
Niedecken, vice president of Hoff- 
man & Billings Mfg. Co., reaffirm- 
ing his original testimonial as to the 
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_ sty 
Thermo | 


Industrial’ 


Rubber Products 


UE 


\.) Tell Your Customers... 


“Whatever The Conveyor Belting Problem... Thermoid Has The Answer”’ 


r \ 
Perhaps the problem is\handling packages on an incline of 25—even ‘ 
35—degrees. You'll find the solution in Thermoid ‘“Ruff-Top” , Here's The Book 
Conveyor Belting—with the thousands of small, rough, irregular- That Will Answer 
shaped points of soft rubber that take a firm grip on the lightest Many Of Your is 
packages or cartons. Questions = 


But whatever the job—whatever the nature of the materials—heavy ——— 
or light, soft or abrasive, hot or cold, wet or dry, uniform or non- | your free copy of Book No. 
uniform in size—there is a Thermoid Belt to do the job at the lowest 3679. It is a handy reference guide, 


cost per ton of material moved. concise and complete. 16 pages of 
j valuable charts, tables and graphs 
And if the customer has a conveyor or elevator belt problem that | tell how to select the right con- 
stumps you, a Thermoid field representative is at your service—with veyor or elevator belt for the 
a down-to-earth practical solution. | materials to be handled... how 
to determine capacities, speeds, 

weights and number of plies. 
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excellence of Toledo’s pipe thread- 
ing machines. 


Manning, Maxwell & Moore, Inc., was 
host at a picnic staged on Huckle- 
berry Island, just off Glen Island in 
Long Island Sound. Following the 
outing, the guests attended a ban- 
quet at the New York Athletic Club. 





Fred S. Durham, vice president of 
Bonney Forge & Tool Works, issued 
to a selected list of jobbers’ execu- 
tives a circular letter to which was 
attached a trout fly . . . a new idea 
in good will mailings. 


10 YEARS AGO 


Ihe Elizabeth Hdwe. Co., Elizabeth, 
N. J., was purchased by the Indus- 
trial Pipe & Supply Co. 


Ducommun Metals & Supply Co., Los 
Angeles, moved into its new build- 
ing, consolidating all departments. 


| Distributors and purchasing agents in 
the Connecticut region Conv ened to 
discuss priorities and methods of 
operating under the DSRP. ‘The 
meeting also honored W. C. 
Stauble, new chairman of the In- 
dustrial Supply Industry’s Defense 
Committee. 


“I never needed my salesmen as inter- 
mediaries, or appreciated their serv- 
ces, more than I do right now 
(when) we are faced with the ‘re- 

P verse sales problem,’”’ said Irving 
WE? 'T. Atwater, president of the Nott- 
“é Atwater Co., Spokane, Wash. 





ai \ A; 


—1 ' 
| <4 Lge Stanley H. Rose was appointed eastern 


branch manager of the Indianapolis 


L t 


7 . Machinery & Supply Co., and ex- 


A B S oO RB r N T S EASY = USE port manager of the export company. 


Just spread it on grease spots The Chain Belt Co. of Milwaukee 
Absorb all types of Oils, Greases ECONOMICAL celebrated its 50th Anniversary. Its 


and Fats plus Water Solutions from first product was a detachable chain, 
Saves time, saves maintenance used largely on farm machinery. 


oil-covered floors. expense —can be used again 
and again Spontaneous combustion was blamed 
for a blaze which damaged the in- 
A 
Check these Advantages REDUCES INSURANCE | terior and machinery of the Peer- 
Sold through Wholesalers only PENALTIES less Belting Co., in Buffalo to the 
Big profits Recommended by insurance extent of $15,000. 
Excell F companies and safety orgoni- 
ana oe = zations Paul V. Jones was appointed by the 
ee deliveries Edwin H, Fitler Co. to represent 
es gan necessary J, | them in the states of Michigan, 
sectnaetnen literature : | Ohio, Wisconsin, Kentucky, Mis- 
iin os seabaiten eveil- |  souri, Iowa and Illinois. 
Every call @ potential customer ; | Van Duren Supply Co., Paterson, 
Easy to sell N. J., moved to larger quarters, the 
, + new building giving approximately 
DON’T DELAY, WRITE US TO-DAY. 5000 sq. ft. of floor space. 


Manvfactured Exclusively by 9 oe : ; The Pittsburgh Screw and Bolt Corp., 


announced the appointment of 
George H. Lee, Jr., as sales repre- 


8) i aD) a Cor p 0 rd tio n et rape — sentative of the southern and South- 


eastern districts. 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 








Sales Helps From Manufacturers 





New R/M Bulletin 
Features Packings 


The packing division of Raybestos- 
Manhattan, Inc., Manheim, Pa., has 
issued an eight-page bulletin featur 
ing the complete line of R.M. Asbes- 
tos and fibre sheet packings, consist- 
ing of Woven Asbestos Wire Inserted 
Pyroids, Navy Grade “Dreadnaught”, 
No. 670, K-68, No. 10,000 Com- 
pressed Asbestos Sheet Packings, and 
“Duroil” Fibre Sheet. 

The bulletin gives complete descrip- 
tion and illustrations of each type 
packing, together with full service rec- 
ommendations, standard sheet sizes, 
and weights and thicknesses in which 
each type sheet is available. 





"00m (GRU) THe 100% Box OF Twe wom 
— 











Stanley Tools Offers 
Point Of Sale Display 


New Britain, Conn., 
is now offering a new point-of- sale 


Stanley Tools, 


Saw Set Display Unit, No. 40A. The 
display has a sturdy metal back 
printed in red and black and features 
selling copy above each tool. 

Set in a natural-finish, solid wood 
base, the display shows a complete 
price range of four different saw sets. 
The base provides spaces for pricing 
each saw set, and requires only 74 by 
54-in. of counter space. 

The unit includes No. 422 with 
plier grip, and three “pistol grip” saw 
sets; No. 442, all steel; the popular 
priced No. 432; and the new and im- 
proved No. 42. 








coated abrasive designed for use on all 
ferous and nonferous metals. In popu - 
lar strip form of 1, 14 and 2-n. wid 

it is packaged in rolls of 50-yard 
lengths, and in grits ranging from 24— 
very coarse, to 500—very fine. 

In redesigning the packaging of this 
a the old type wood core has 

een replaced with a non-allocated 
metal cup core. A standard sized arbor 
hole of g-in. allows for alignment in 
rack storage of multiple rolls. 

The chipboard side wall protectors 
have been enlarged in size, (in rela- 
tionship to the roll of coated abrasives 
material), thus reducing the chance of 
damage to the edges of the coated 








Behr-Manning 
Redesigns Packing 


Behr-Manning, 
sion of Norton Co., 
their packaging of Lightning Metalite 
Lightning 
Metalite Cloth is an aluminum oxide 


Cloth 


“Handy 


Mm. 3 


Troy, 


Rolls”. 


Divi- 
have redesigned 


abrasive coiled strip—important in 
such operations as cam shaft finishing, 
hand strapping, deburring, and fine 
metal finishing operations. 

Product identification and specifica- 
tion information is easily discernible 
through the use of large black lettering 
in dark brown on buff background, 
printed on the chipboard side wall 
protectors. 


(Continued on page 174) 
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For Safety's Sake . . 
DAYTON 











Soe i a ML eae, 
DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. 


SELL 


SAFETY LADDERS 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


Handrails of steel guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 


A FEW CHOICE TERRITORIES ARE STILL 
OPEN. 


WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! é 


CINCINNATI, OHIO 


In Canada—Safety Supply Company—Toronto 
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MT. MORRIS DAM 
— 282 feet high 


Fourth highest in the eastern United 
States, located on the Genesee River 
about 50 miles south of Rochester. 

Designed to control the flood waters 
of the Genesee River which have been 
known to reach a torrent of 24,000,000 
dallons per minute—three times the vol- 
ume of water hurtling over the Ameri- 
can side of Niagara Falls. 

Drainage area intercepted—1,077 

square miles. 

Length of reservoir—17 

miles. 

Height of spillway above bedrock— 

216 feet. 

Over-all top length of dam—1,003 

feet. 


CONCRETE DELIVERED BY “AIR EXPRESS” 
on the Aerial Cableway. This is the cheap- 
est and fastest way to haul the materials 
needed to build the mammoth dam. 
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and get it there 


Aerial cableway pours 


a million cubic yards of concrete 
to build Mt. Morris Dam 





@ his operation makes you dizzy! If you rode the aerial 
cableway across the Genesee River, you’d be over 500 
feet above the foundations of Mt. Morris Dam, near 
Rochester, New York. 


The main cable or “gut” as it is called, is an American 
3-inch Locked Coil Track Strand 1,650 feet long sus- 
pended between two towers. 


The carriage shuttles back and forth hauling 8 cubic 
yards of concrete to the dam every 44 minutes. By the 
time the dam is finished, more than 1,000,000 cubic yards 
of concrete will have been poured. 


All over this project, American Tiger Brand Wire Rope 
is doing a stupendous job. It hauls the carriage with a - 
3,800-foot endless rope. Because of the hard wear this CABLEWAY TOWER-Two of these support 
cable must take, they used a 1%” 6 x 30 flattened strand the main cable approximately 563 feet 
rope. This is noted for its superior abrasion resistance. : Ss ne 


weight on the “gut” is about 35 tons, 
The hoist cable was selected for its strength and re- 
sistance to fatigue and wear. This is a %” 6 x 21 Tiger 
Brand Wire Rope made of improved plow steel. 


The “Button” line, and many of the shovel ropes were 
also Tiger Brand. Some of the Tiger Brand Rope was 
reviously used to help build the giant Shasta Dam. 
eres it was brought to Mt. Morris and used on shovels 
and clamshells until it finally wore out. This is the kind 
of service that has made Tiger Brand the favorite choice 


of contractors in all parts of the country. TMS “GUT” or main cable—a U-S-S American 3-inch Locked 
Coil Track Strand 1,650 feet long. Interlocking construction 
holds each wire in its proper position so that it cannot un- 
ravel even if a wire should break. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO - COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IROW & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS - UNITED STATES STEEL EXPORT COMPANY, WEW YORK 


AMERICAN TIGER BRAND WIRE ROPE 
Licelliy Cheformed 


Bui tes =e AY ES oe ee § 
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BETTER... 
LAST 


GRINDING—“Wheels Of Industry”, 
the 3rd number of the Behr-Manning 
bulletin containing news of industrial 
grinding and finishing has been re- 
leased. It contains illustrations of 
abrasive products of the company, as 
well as instructions on how to calcu- 
late S.F.P.M. Resin belts, the Bader 
polisher, canvas wheels, contact wheels 
and rubber contact wheels are all illus- 
trated and described. 











LONGER 





MOLDED, FORMED, EXTRUDED, 
OIE or LATHE CUT... 


in sizes, shapes, and forms to meet every 

requirement. You can get Belmont standard 

and special design gaskets made of com- 
pressed asbestos, woven asbestos metallic, red rubber, cloth inserts, 
black rubber, vegetable fibre, cork-vegetable fibre, gray rubber, 
neoprene, and a wide variety of compounded materials. 


And, Belmont complete manufacturing facilities assure dimensional 
accuracy, uniform thickness and top quality finish. 
Whether your gasket problem is ... temperatures... pressure... 
vibration... shock .. . oxidation ... corrosion... creep... reduc- 
tion or just a matter of gasket size and shape, if you want BETTER 
JOINT AND SURFACE SEALING... longer gasket service life — 
TRY BELMONT. ; 

Belmont consumer advertising in leading business publications creates sales 

leads for you—always directs the reader to the Belmont Distributor. 


«++ And, there’s a Belmont Packing for Every Service. 
THE BELMONT PACKING Pe 
BE Pos 
AND RUBBER CO. 
Butler and Sepviva Streets 
Philadelphia 37, Pa 


FOR STEAM, WATER, OIL, GAS, AIR, 
ACIDS, ALKALIES, AMMONIA. 


RINGS, SPIRALS, COILS, REELS, SPOOLS, SHEETS, GASKETS 
— 











INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 





RECORDS RESEARCH REPORTS 


CONTROLLED MATERIALS PLAN 











RECORD KEEPING-—The answers 
to many record keeping problems fac- 
ing manufacturers operating under the 
Controlled Materials Plan are de- 
scribed in a new booklet available from 
Remington Rand Inc., New York. 
This manual outlines methods for sim- 
plifying paper work by laying the 
groundwork for getting the desired 
result, a properly balanced and unin- 
terrupted flow of materials to meet 
production requirements on schedule. 
It shows various ways to save on cler- 
ical routine, as well as incorporating 
information necessary for the correct 
set-up of records required for efficient 
operation under CMP regulations. 

Based on the practical experience of 
the company in developing similar 
record procedures during World War 
II, the pamphlet is designed to help 
modern business during the present 
period of emergency. Booklet X-1203 
is titled, “Record Research Report on 
CMP”, 


TUBING-—Assistance in solving prob- 
lems involving the .use of alternate 
grades of low carbon, or carburizing 
grades of tubing steels, is offered in a 
new four-page bulletin published by 
The Babcock & Wilcox Tube Co., 
Beaver Falls, Pa. Known as Bulletin 
DC 149, it presents condensed data 
on microstructure, critical points, ef- 
fect of alloy elements, forging, ma- 
chining, welding and thermal treat- 
ment for 14 well-known alloy steels 
used in production of tubular parts. 





No “fine print” 
in this policy 
on cutting tools § 


Besly’s Distributor Policy is clear cut. It has no 

“escape” clauses and it doesn’t vary with changing 
conditions. It is based upon a fundamental proposi- 
tion: Besly grows and profits only as its 
Distributors grow and profit. 


Under today’s pressures, no less than in easier 
times, Besly takes care of its Distributors— 


makes certain that the Besly Line of Cutting 
Tools is a good and profitable line to handle. 
With full confidence of such cooperation, 


Besly Distributors can capitalize to the fullest 


on the unparalleled sales volume now avail- vai 
able for Besly Taps, Drills and Reamers— \ 
a oa : ~ »your future growth’ 
build for the future with assurance. . 

and present Profits e 

ALL TOOLS through distributors—every tool from Besly 

production will go to a Besly Distributor or to his customer. 
MORE TOOLS through distributor—because Besly has 
stepped up output, is producing more tools today than at any 
other point in the long growth of the company. And, quality 


is being maintained—continuing the engineering leadership 
in the improvement of precision cutting tools that has been 


a major factor in putting Besly in the forefront in this field 


3 MORE FIELD CALLS—Besly is expanding its tool advisory 
service organization to assure maximum effective use of Besly 


Taps and Drills in the shops and plants of the nation. 


4 MORE OF THE SAME carefully selective policy of distribution 
that has given the Besly Distributor his fair profit. This will be 


strictly maintained. 


CHARLES H. BESLY & COMPANY 
118 N. Clinton Street © Chicago 6, Illinois 
FACTORY: Beloit, Wisconsin 
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you can help plant managers in your terri- 
tory to big savings in the expensive work of 





ma e an 1 ing. When you have 
the CAPITAL line of Industrial Brushes and 
Brooms to back up your selling you can al- 
ways produce the “right” brush or broom for 
every job. The long wearing qualities of 
CAPITAL Industrial Brushes and Brooms is 
more than appreciated by the plant man who 
must keep down maintenance costs. Your pros- 
pects are unlimited and we help by urging 
users to buy through their local distributor. 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS, IND. 
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HAMMER BIT—A new two color 
folder on the Thunderbolt Carbide 
tipped hammer Bit has been published 
by the New England Carbide Tool 
Co., Inc., Cambridge, Mass. The 
pamphlet shows and tells users how 
the bits perform when drilling holes, 
under a variety of conditions, in hard 
concrete or granite. 





UNBRAKO 


STANDARCE 











SCREWS-—Increased interest in stand- 
ards instead of specials has prompted 
Standard Pressed Stecl Co., Jenkin- 
town, Pa., to tell their customers just 
what Unbrako standards are and the 
idvantages of using these standard 
screw products 

Available for the asking is an attrac 
tive booklet entitled Unbrako Stand 
ards, containing detailed information 
about: socket head cap screws; self 
locking socket set screws; socket set 
screw points; flat head socket cap 
screws; shoulder screws or stripper 
bolts; Dryseal-thread pressure plugs; 
socket screw keys; square head set 
screws; and precision-ground dowel 


pins 


PURIFIER—An internal type purifier 
designed to remove virtually 100 per 
cent entrainment from vapor 1s de- 
scribed in a recently published four- 
page, two-color bulletin. The folder 
contains dimensional drawings illus 
trating the use of purifiers inside two 
typical installations, steam drums and 
bubble-cap towers. 

(he bulletin also has a cut-away 
drawing illustrating flow of vapor 
through the unit, a table of dimen 
sions, specifications and a description 
of the operation of the unit. Refer to 
condensed bulletin 100, by Steam Spe- 
cialty Div., V. D. Anderson Co., 
Cleveland, Ohio. 


BRAZING-—A four-page folder is now 
available from All-State Welding Al- 
lovs Co., Inc., White Plains, N. Y., 





HOW CORNING 


YOU SELL 
INDUSTRIAL SUPPLY 
GLASSWARE 


CORNING GLASS WORKS 


100 YEARS OF MAKING GLASS BETTER AND MORE USEFUL 


@ Better service for users 


@ Higher profits for distributors 


CONSTANT ADVERT 
> A GROWING 


You are bound to profit when you handle 
Corning gauge glasses, sight glasses, lubri- 
cator and oil cup glasses and similar INDUS- 
TRIAL supply glassware. And not without 
reason! 

Corning helps you sell in every possible 
way. Pyrex, Corning and Macbeth brand 
products are consistently advertised through 
leading trade publications in many fields. 
This constant promotion makes it easier for 
you to sell. What’s more, Corning assures 
you of customer satisfaction by supplying 
only the best products. They are tougher, 
longer-lasting, packaged to sell. In today’s 
competitive market this is important . . . it 
means profits and better business for you. 


If you are not handling Corning products 
now, write Corning today for the facts. 


Corning products are stocked and sold 
by leading Warehousing distributors 
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Per Serspbury 


PORTABLE ELECTRIC DRILLS 


For Production—Maintenance—Construction Work 


(ew) _ also Superduty 3g” and 74” Drills 


An Opportunity for Easier Sales— 
MORE PROFITS 


Advertisements in leading industry and business magazines are now 
telling the SUPERDUTY story to your customers and prospects. Get 
details NOW! Ask about SuPERDUTY’s attractive distributor pro- 
posal. Be set for your share of easier sales . . . more profits. 


ic) 
PORTABLE ELEectric TOOLS, INC. 


341 West 83rd Street, Chicago 20, Illinois 
In Canada: 369 Danforth Road, Toronto 13, Ontario 











UPERDUTY Portable Electric 2 Doe 2 


~ for Production ¢ Maintenance © Constroction Work 


giving instructions on brazing sheet 
and cast aluminum. It describes the 
ease with which novices can acquire 
skill in fabricating even thin alu- 
minum with the special alloys devel- 
oped since World War II. 


TUBING — Assistance in solving prob- 
lems involving the use of alternate 
grades of medium carbon, or full 
hardening, grades of tubing steels, is 
offered in a new four-page bulletin 
published by The Babcock & Wilcox 
Tube Co., Beaver Falls, Pa. Known as 
Bulletin TDC 141, it presents con- 
densed data on microstructure, critical 
points, effects of alloy elements, forg- 
ing, machining, welding and thermal 
treatment for 14 well-known alloy 
steels used in the production of tubu- 
lar parts. 


SPROCKETS—Catalog No. 51, has 
been released by the E. B. Sewall Mfg. 
Co., St. Paul, Minn. The 68-page 
book gives dimensions and list prices 
of a complete series of sprockets de- 
signed and manufactured by Sewall 
for standard roller chains. Included 
are plate sprockets without hubs, plate 
sprockets with cast iron hub, one-side 
hub projections and two-side hub pro- 
jections. One section of the catalog 
describes Atlas Roller Chain. 














DRILLS—North Bros. Mfg. Co., 
Philadelphia, Pa., now offers all the 
accessories for ““Yankee”’ spiral drivers 
and “Yankee” push drills in the new 
No. 4130 Stock Box. 

This box is designed to hold a spe- 
cial assortment—small quantities of 
screw driver bits for slotted and Phil- 
lips head screws, chuck and drill sets, 
chuck adapters, countersinks and drill 
points are divided into separate num- 
bered compartments. The inside of 
the box lid is marked off to correspond 
with numbered compartments and 


> ~ | each item is identified by number. 
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ATHERHEAD 


WE 


REUSABLE HOSE ENDS 


AND HEAVY-DUTY HOSE 
permit quick make-up 
of flexible lines from stock 


dj 
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FIRST IN HYDRAULIC CONNECTIONS 


Plants at Cleveland, Ohio; 


Angola and Columbia City, 
Indiana; and St. Thomas, Ontario 
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PRENTTSS 


BACKED BY 83 YEARS OF TIME PROVEN ACCEPTANCE. 


The Sales Policy is Machinist @ Top Swivel Jaw 


100% through Distributors oe, pean oo 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 











BE SURE VE CHECKED 

TO MOUNT IT AND WE 

THAT PuMP A al NEED THIS 
SHIM SO 
THE BASE 
WON'T BE 
SPRUNG 
WHEN ITS 








NO. 1 OF A SERIES 


How To Get The Most Work Out of Your 
VIKING PUMPS 


When mounting a Viking Rotary Pump and bolting it down, be sure that 
the base is not sprung. Bolting the pump down over an uneven surface may 
cause binding and heating in the stuffing box. It may cause working parts of 
the pump to bind and wear beyond repair in a short time. The pump must be 
free enough to turn the shaft by hand. 


Get EXTRA wear out of your Viking Pumps 


- by giving them EXTRA care. The Viking Serv- 
IKIN G ice Manual tells you how. It’s a handy. illus- 
trated booklet giving you practical help in 

AN HONORED NAME mounting, operating and maintaining Viking 


IN PUMPING _ Pumps. Write for your copy of Manual MM 


today. It's FREE. 


Pump Company 


Cedar Falls, lowa 
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PAINTS—A new bulletin descriptive 
of its complete line of heat-resistant 
paints is announced by Speco, Inc., 
Cleveland, Ohio. This bulletin gives 
application and product data for the 
five Speco heat-resistant paints. The 
latter include Heat-Rem (Standard) 
Aluminum, Heat-Rem H-170 Extra 
High Heat Aluminum, Speco “M” 
Aluminum for moderately hot  sur- 
faces, Speco “HSE” (hot surface elas- 
tic) Black and Speco “QD” (quick 
drying) Black. 


PILLOW BLOCKS-A new catalog 
No. 88, gives pointers on the construc- 
tion, application and installation of 
Jones Timken Equipped pillow blocks 
which range in sizes to take shafts 
148 to 9-in. in diameter. Included in 
the illustrated pages are engineering 
data, bearing capacities, lubrication in- 
formation, dimension drawings, types 
and sizes, etc. Catalog is released by 
the W. A. Jones Foundry & Machine 
Co., Chicago, Ill. 


PULLER-—A new catalog recently re- 
leased by American Hoist & Derrick 
Co., of St. Paul, describes their com- 
plete line of electric car pullers and 
provides many suggested uses for this 
equipment. There are three American 
Electric Car puller types—capstan, 
drum and continuous rope. The cat- 
alog describes each one, their applica- 
tions, and gives specifications as well. 














DRILLS-—Standard Tool Co., Cleve- 
land, Ohio, announces a new counter 
display assortment of mechanics’ drill 
sets. The display, known as No. 
H30BD, consists of six mechanics’ 
drill sets packed in an attractive fold- 
over carton. Each set contains eight 
straight shank Jobbers’ drills, 2% to 
#s-in. inclusive by 32nds. Their gen- 
eral purpose application is stressed. 


COUPLINGS-Envelope stuffers are 
being er for the use of distribu- 
tors of Sier-Bath Gear Couplings by 
the Sier-Bath Gear & Pump Co., 
Inc., North Bergen, N. J. Printed in 
two colors, assembly and uncoupling 
is illustrated, and advantages of the 
product listed. 





SPur. . 
weight fleig 
This r 
new, oMOUnCemens is one 
thers to folion’ design Coffing 


What you have been wait 
Geter 








. 4 , Carry it with one hand. One-ton model, with 
Light Weight a coil chain for standard lift of 8 ft., weighs 
only 38 lb. 








= 
. 
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Use it year after year. Long life is built in... 
sealed in. Housing is formed steel plate — 
will not crack under sudden shock loads. 
Back plate is laminated for extra rigidity. 
Hoist mechanism has sealed-in lubricant. 


Ruggedly Dependable . 


ciggii¢n 
ig piggy 
ay ey 
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Trust it to protect men and equipment. Tested 
at 100 percent overload. All load-holding 
parts are special alloy steel. This hoist actu- 
ally has a five-to-one safety factor. 


er 








Cae Toon 


= 
= 
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Service it yourself. The Challenger may be 
completely disassembled in minutes with 
simple tools. No lost travel time to and from 
the factory for repairs. 


~ 
—, 
——_ 


Economical . . . 


“~ 
> 
ae 
~~ 





P ' Find out more about the all-new Coffing Challenger, avail- 

(j ; able in 2- and 1-ton capacities. Write for Bulletin A9C. 

\ 
| 


COFFING ~ HOIST COMPANY °ants 


QUIK-LIFT ELECTRIC HOISTS © HOIST-ALLS © RATCHET LEVER HOISTS © MIGHTY-MIDGET PULLERS © DIFFERENTIAL CHAIN 
HOISTS ©* LOAD BINDERS © 1I-BEAM TROLLEYS 
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@ Time was when a distributor had half a chance 
to replenish his stock fast if his customers ordered 
items on which he was low. Even if the customer 
had to wait a short while it didn’t matter too much. 


But today “every order is RUSH”. Customers 
caught in the frantic rearmament scramble make 
unreasonable demands on the distributor. And, to 
make matters worse, fastener manufacturers are 
jammed with orders and cannot make delivery 
“overnight”. 


So, for your own sake—and ours — look ahead 
and order ahead. Lamson & Sessions will do its 
level best to meet your requirements. 


The LAMSON & SESSIONS Co. 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Chicago * Birmingham 
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D-A-T-E-§ 
TO REMEMBER 





Sept. 8-23—2nd International Trade 
Fair, Chicago. 

Sept. 10-14—Sixth National Instru- 
ment Conference & Exhibit, In- 
strument Society of America, Sam 
Houston Coliseum, Houston. 

Sept. 16-19—National Contract Hard- 
ware Association, Palmer House, 
Chicago. 

Oct. 1-4—Industrial Packaging and 
Materials Handling Exposition, 
Cleveland Public Auditorium, 
Cleveland, Ohio. 

Oct. 3-Nov. 3—Paint Industries Show, 
Auditorium, Atlantic City. 

Oct. 8-12—Sixth National Hardware 
Show, Grand Central Palace, N. Y. 

Oct. 8-12—39th National Safety Con- 
gress and Exposition, Chicago, III. 

Oct. 9-11—Electrical Progress Show, 
Convention Hall, Philadelphia. 

Oct. 14-18—National Hardware Con- 
vention, Atlantic City, N. J. 

Oct. 15-19—National Metal Congress, 
National Metal Exposition, Detroit. 

Oct. 22-24—National Electronics 
Conference, Edgewater Beach Ho- 
tel, Chicago. 

Oct. 22-27—43rd National Business 
Show, Grand Central Palace, New 
York. 

Nov. 5-9—AllIndustry Refrigeration 
& Air Conditioning Exposition, 
Chicago. 

Nov. 25-26—Central States Industrial 
Distributors Meeting, Palmer 
House, Chicago. 


1952 


Jan. 14-17—Plant Maintenance Show, 
Convention Hall, Philadelphia. 
Jan. 16-18—Southern Ind. Dist. Asso- 
ciation, Annual Mid-Year Meeting, 

Biloxi, Miss. 

May 6-9—4th International Lighting 
Exposition and Conference, Cleve- 
land. 

May 19-21—Triple Industrial Supply 
Convention, Atlantic City. 





“Lost Sales Are Prospect Source. 
Because everybody likes good sports- 
manship, the ‘good loser’—who fails 
after doing his best—has a fertile 
source of prospects in his lost sales.” 

“Salesmanship for Today 


for Sales Managers of Tomorrow” 
by David R. Osborne 





Distributor FIRST! And save 


hone your 
: th time and expense. 


yourself bo 





Telephone Your Industrial Supply Distributor 


For more than ten years we have been reminding-you to 


“Telephone Your Industrial Supply Distributor” for prompt, 
dependable service on C@eeland Twist Drills, Reamers and 
other tools bearing the famous <> trade mark. The arrangement 
of the words has been changed from time to time, as illustrated 
above—but the message always has been the same. 


Since 1940 we have been making this suggestion month after 
month in all of our advertising—and it’s just as timely today, What- 
ever tools, equipment or supplies you may require, you will save 
time and money by calling your Industrial Supply Distributor first. 
Even in the case of hard-to-get items, you'll find that often he is able 
to speed deliveries. For your Distributor is a favored customer of 
many factories; he has “first call” on their production. 


THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 


Stockrooms: New York 7 * Detroit 2 + Chicago 6 + Dallas 2 * San Francisco 5 + Los Angeles 58 
E. P. Barrus, Ltd., London W. 3, England 


Gowen DISTRIBUTORS EVERYWHERE Are Ready to Serve You 





This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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Veteran 
“Soldiers” 

of the 

Profit 


Lines 





AHLBERG 


PRECISIONeered Anti-Friction Products 
Since 1908 
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Here’s a profit cue: More Ahlberg Pre- 
cisioneered Bearings are being ‘‘drafted”’ 
into D.O. production line duty than ever 
before in Ahlberg history. It’s an Ahlberg 
Distributor success story that is strength- 
ening America today and strengthening 
relations with manufacturers from coast- 
to-coast. The basic reason is simple: No 
finer ball bearings are made—accura- 
cies up to 25 millionths of an inch is just 
one reason. And Ahlberg distributors 
stress quality. By building on “‘the best,” 
old Ahlberg users KEEP “‘sold”’; new 
Ahlberg users STAY “converted.”’ Ahl- 
berg Bearing Company, 3025 West 47th 
Street, Chicago 32, Illinois. 











NEW LINES 
taken on by 
DISTRIBUTORS 








New distributors announced for Tex 
Rope drive equipment of Allis 
Chalmers, include: 


e Tools & Supplies, Inc., 
St. Louis, Mo. 


e Independent Distributing Co., 
St. Joseph, Mo. 


The Stanco Co. of Dallas and Hous- 
ton has been named distributor for 
the Firth Sterling Steel & Carbide 
Corp. line of carbide tips and tools, 
high speed bits and high speed tool 
stcels 


Wessendorf, Nelms & Co., Houston, 
Texas, has been named a distributor 
for Bay State Abrasive Products Co., 
in the Houston, Texas area. 


NEWS 


Skilsaw Moves 
Two Branches 








Ihe San Francisco and Cleveland 
branches of Skilsaw, Inc., are now lo- 
cated in new and modern buildings. 
\ floor space of 3000 sq. ft. has in- 
creased the facilities in both cases, the 
branches being equipped for servicing 
and displaying tools. A complete line 
of Skil Tool accessories is carried by 
both of the branches and each outlet 
has a parking lot adjoining its new 
location. 

The new addresses are 295 South 
Van Ness Ave., San Francisco; and 
3038 Payne Ave., Cleveland. 


SIPMHE Honors Engineers 


Irving J. Stoller, president of Fib- 
leco-Illinois Corp. Chicago, and Harry 
G. Diefendorf, packaging and mate- 
rials handling consultant, Detroit, 
have been named to honorary life 
membership in The Society of Indus- 
trial Packaging & Materials Handling 
Engineers. Both Mr. Stoller and Mr. 
Diefendorf were active in establishing 
the Socic ty. 





NEW POWER PLANE No. J38. Blows chips 
away from cutter! Cuts to 13%” wide. Bevels 
45° outboard and 15° inboard. Weighs only 
7% Ibs., 14 h.p. motor. 


NEW ROUTER No. R22 
2 h.p., 15,000 r.p.m. 
Heavy duty production 
router. Air cooled. 
Polished aluminum 
housing and base. 

Safety trigger switch. 
Collet type chuck 

for {" and 4” 

shank bits. 


= tne NEEDED! 


NEW DRILLS. Streamlined aluminum h 9 
of spade or pistol grip. Locking trigger switch, ball 
bearings, removable chuck guard. 


Yy" SIZE 





No. 168 





ee co That’s why they're RUC aN URS an 


What a sure-fire formula for easier-than-ever sales in today’s 
tool-hungry market! Eight brand new Stanley electric tools, 
all with exciting new features, and all important factors 

in meeting today’s production requirements. 


With the present-day demand for increased output all along 
the line and cost cutting wherever possible, new tools like 
HEAVY DUTY these put you in a leading position for volume sales to industry. 








T They’re the newest on the market, and they’re available now. 
a? 

” Stanley’s aggressive advertising in leading industrial 
magazines points to you as the source of supply. Make sure 
you’re ready for the business that’s headed your way. Stock up 
on these new tools now. For samples of literature, mats, 
window streamers, and logotypes, write Stanley Electric Tools, 
No. 163 . 421 Myrtle St., New Britain, Conn. 





STANDARD DUTY 


HARDWARE ® TOOLS ® ELECTRIC TOOLS © STEEL STRAPPING © STEEL STA N LEY ] 


Reg. U.S. Pat. Off 
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NEWS 


Binks Mfg. Co. 

Reopens Painting School 
The Binks Mfg. Co. of Chicago is 

reopening its school in spray painting 


— and spray painting meth- 
0 





S. 
The schedule for the fall 1951 ses- 
sions are: 

September 10-14 inclusive 

October 1-5 a 

November 5-9 

William Beecham, nationally-known 
paint chemist and spray painting au- 
thority again is in charge of the classes 
which are conducted at the Binks 
plant. 





Threadwell Sales Tools... 


GOOD WILL AMBASSADORS 


Threadwell Cutting Tool Refer- 

ence Charts* are popping up 

everywhere, near machines, 

on desks, in reference files 

_. . everywhere in fact where 

there are men who specify, 

buy and use fine cutting tools. 

The tremendous response 

we've had indicates the inter- <2 hee 
est being built up in Thread- 
well Tools, and the good will 
being created for Threadwell agape ag 


Distributors. Have you Over pointed manager of the Centrifugal 


ry? Pump Sales Division of Worthington 

looked the Threadwell story Sean & Machinery Corp. He at 

ceeds A. H. Borchardt, who recently 

was elected vice president in charge of 

centrifugal, reciprocating and vertical 
turbine pump sales. 

Mr. Gerbereux joined Worthing- 


B | ton in 1924. He became successively 
| a centrifugal pump designer, an appli- 
| cation engineer and in 1937 assistant 

Th manager of the Centrifugal Pump Sales 


Division. 


Worthington Advances 
Gerbereux In Pump Sales 


*Appearin month n ng met Iworkin: and industrial publications. 
PP 9 Y 9 
ly in leading meta 


He is the inventor of a specific speed 

slide rule and an acid a and also 

. s. | is well-known as author of the centrif- 

THREADWELL TAP & DIE CO. GREENFIELD, MAS | ugal pump section of Kents Hand- 
book. 
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Alloy Steels 

Armor Plate 

Clutch Plate Steels 
Tillage Steels 

Soft Center Steel 
Shovel Steels 

Knife Steels 

Saw Steels, including 


High Speed Hack |W blade edges GUARANTEED split-proof, curl-proof 








Saw Blade Steels 
TEM-CROSS Steel 
Stainless Steels 
INGACLAD 
Stainless-Clad Steel 





Ingersoll 


=< } 


5 





PRODUCTION 
— 






Ingersoll STEEL DIVISION 
BORG-WABNER CORPORATION 
NEW CASTLE, INDIANA 





4911 W. Lawrence Avenue «+ 
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LOGAN 


ARIDIFIER 


REMOVES 92% OF 
OIL, WATER AND 
DIRT FROM GAS 
AND AIR LINES BY 
CENTRIFUGAL FORCE 


For paint and lacquer 
spraying, ceramic sand blasting, 
air cleaning, etc. Make new instal- 
lations more efficient. Easily 
replaces any standard type of 
drier. Saves tools. Capacity range 
7CFM to 17,000 C.F.M. 


Backed by national 

advertising, dealer helps and a 
distributor policy 
that guarantees 
stock movement. 
Write for details 
of our sure-fire 
sales plan. 

* 
Exploded illustration 
shows how air move- 
ment operates multi- 
blade rotors at high 
speed, thereby remov- 
ing contamination 
from line. 





MANUFACTURERS’ 
AGENTS WANTED 
Some territory still 
available. Write giving 
complete information 
on lines you handle and 
territory you cover. 











The Aridifier is made by 
the builders of Logan 
Lathes and Shapers. : 


ENGINEERING 
COMPANY 


Chicago 30, Iii. 


Booklet Describes 
Tool Engineering Strides 


The great strides which the rela 
tively new profession of “tool engi- 
neering” has made in recent years in 
converting production of goods from 
an art to a science was revealed in De- 
troit when the American Society of 
Tool Engineers released a booklet en- 
titled “Something Happened in 1950.” 

The booklet, covering the results 
of a study made among members of 
the ASTE—from corporation presi 
dents to process and methods engi- 
neers—reveals that the major responsi- 
bility for keeping United States in- 
dustry in the forefront internationally 
now rests on the shoulder of the tool 
engineer. Smaller plants are now be- 
ginning to catch up to the large plants 
in giving methods and equipment re- 
sponsibility to individuals with spe- 
cialized tool engineering training, such 
as master mechanics, process engineers, 
methods engineers, and production 
engineers. 


SKF Plant Expansion 
Now Underway 


Construction is underway in the 
$10,000,000 plant expansion, equip- 
ment and machinery replacement pro 
gram of S K F Industries, Inc., Phila 
delphia, Pa. The company is adding 
to its Philadelphia Plant No. 1, a 
laboratory addition, new building 
fronting on the Pennsylvania Railroad 
to house finished stores, and a bridge 
connecting the main factory building 
with the new addition. 

An addition is being made to the 
Shippensburg, Pa., plant to step-up 
production of retainers, as well as an 
expansion at Plant 2 to provide new 
and larger heat-treating facilities, and 
increase manufacturing capacities for 
spherical and cylindrical bearings. 


Colonial Empire, Inc. 
Establishes Rochester Office 


Colonial Empire, Inc., industrial 
supply firm, has established its New 
York State offices at 1317 Commerce 
Bldg., Rochester, N. Y. 

John Coolidge, son of the late 
Calvin Coolidge, is president of the 
firm which will serve New York State 
and New England. Everett L. Steene 
is in charge of operations in Rochester. 


Gossett Elected Director 


Earl J. Gossett, founder and presi- 
dent of Bell & Gossett Co., Morton 
Grove, Ill., has been elected to the 
board of directors of the Oil Heat 
Institute of America 
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HALLOWELL 


HEAVY-DUTY 


TRUCKS 
FOR 


TOUGH 
JOBS 


Tough jobs are easy with these 
sturdy, 2-wheel HALLOWELL 
Trucks. All-welded, all-steel con- 
struction minimizes weight (heavier 
model #738 weighs only 50 
Ibs.), cuts maintenance costs, 
lengthens truck life. Ribbed, 
angle-form steel nose carries 
heavier pay loads without bend- 
ing, reinforces “UNI-TRUK” at 
point of severest stress. Two 
popular models: #738 with 8'' 
wheels and braced legs; #734 
with 6'' wheels, no legs. 


Write for Bulletin 718-2. 


Coa 


~ MATERIALS HANDLING EQUIPMENT 


-SPS- 


STANDARD PRESSED STEEL CO. 





JENKINTOWN 13, PENNSYLVANIA 





FULL LINE OF TOP QUALITY INDUSTRIAL RUBBER 
PRODUCTS . . . AS CLOSE AS YOUR PHONE 


WHAT YOUR CUSTOMERS WANT, when they 
want it! That's the goal of Quaker’s service to 
every industrial distributor. And it is put into 
practice with prompt and expert technical serv- 
ice. Yours by picking up your ‘phone and calling 
the nearest Quaker warehouse 


QUAKER’S COMPLETE PROFIT LINE of products 
is pretested for top quality and performance- 
proved for peak production. It includes flat trans- 
mission and conveyor belting, V-belting, hose, 
packings and moulded products . . . in all sizes, 
specifications and materials. 


PROMOTION THAT BUILDS SALES paves the 
way to profits for you with more than 10 million 
, sales contacts every month. Advertising in lead- 
PACKING Bt ing technical and business publications, factual 
q catalogs, helpful folders . . . good-will building 
conservation plans .. . all are yours to win 
CONVEYOR BELTING ¢ more sales. 

Line up with Quaker. Put extra sales-power 

to work for you! 


RUBBER CORPORATION 


DIVISION OF H. K. PORTER COMPANY, INC 


Pert A@EtPHIA ‘ PENNA Se meNCHES | PRINCIPAL 








ALL AERO-SEALS 
HAVE 
STAINLESS STEEL BANDS 


ONE-HAND INSTALLATION 


Install an Aero-Seal any place you can 
reach with thumb and one finger. Self- 
feeding when band engages worm 
threads. Thumb-grip and screwdriver 
types available. Four sizes cover 90% 
of the automotive market—all with 
stainless steel bands. 


ee 


on 
Te 
EE" 


a 





Wherever you have to clamp a hose 
connection tight...or wherever you 
want to lock two objects of any shape 
together in an unshakeable bond .. . 
your best bet is AERO-SEAL. 


t= 


Threads of steel worm engage deep into 
slots in stainless steel band — hold tight 
under extreme vibration in automotive, 
aircraft and industrial applications. 
CAN’T SHAKE LOOSE. 





RE-USE AGAIN AND AGAIN 


When hose is frayed and worn you 
RE-USE the same Aero-Seal again 
and again. RE-USE Aero-Seals 
scores of times on temporary clamp- 
ing jobs — they hold any shape ob- 
jects together, conform to any shape 
without damaging clamp band. 





hew-Seal’ 


WORM DRIVE 


HOSE CLAMPS 


avornee (BREEEE) eroouc 


BREEZE CORPORATIONS, INC., 41 S. Sixth St., Newark, N. J. 
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H. F. Seymour 


Columbia Vise Purchases 
E. A. Stevens Level Co. 


Purchase of ‘The E. A. Stevens Level 
Co., Newton Falls, Ohio, by The Co 
lumbian Vise & Mfg. Co., Cleveland, 
has been announced by H. F. Sey- 
mour, Columbian president. 

Established in 1913, The E. A. 
Stevens Level Co. manufactures car- 
penters’ and masons’ levels, machin- 
ists’ levels, line and surface levels and 
pocket levels, both of wood and alumi- 
num construction. 

he Stevens plant in Newton Falls 
will be operated as the Stevens Level 
Division of The Columbian Vise & 
Mfg. Co. According to Mr. Seymour: 
“Plans are being made for immediate 
substantial expansion in its manufac- 
turing facilities.” 

E. A. Stevens, former president and 
son of the founder, will remain with 


| Columbian as plant manager. His son, 


Donald Stevens, former vice president, 
also will join the Columbian organiza- 
tion in charge of factory office and 
accounting. All other members of the 


E. A. Stevens 








ee 





R- 7 VALVES 


NO. 625 
Iron Body 
Wedge Gate 














Your Customers Pay No More for these Extra Values 
In R-P&C’s Iron Body Gate Valve you offer... 


Highest quality cast iron made by R-P&C’s advanced electric furnace melting process. 
This fine-grained iron offers physical properties far exceeding specification minima. 

Reinforcing tie ribs between bonnet and end flanges. This gives added strength to 
valve body. 

Yoke cap construction. This imparts ruggedness plus ease of repair. 


Write the nearest R-P & C district office today for further information on this 
extra value Iron Body Gate Valve. 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 


«: 
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STANDARD SIZES 
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Socket 
Head Cap Screw 


S 


Head Cap Screw 





% 


Flat Head 
Cap Screw 


Socket 
Set Screw 





© 


Semi-Finished Nut 








£ 
ay 
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Square 
Head 
Set 
Screw 











x greater savings over 
“special” sizes 
° an”? 
x less “down-time 


Here's what you can do to speed deliveries of 
Chicago ‘Safety Plus’’ Screw products to your 
customers during these days of shortages and 
slow deliveries: 

1. Urge them to standardize on ‘Standard’’ 
sizes. 

2. Urge them to order from you as far in 
advance as possible. 

3. Order your own supplies from us well in 
advance too, so you can maintain a full, 
well-balanced stock of Standard” sizes in 
your bins at all times. 

This will result in greater savings over ‘‘special’’ 
sizes, less ‘‘down” time for your customers, and 
speed deliveries all down the line. Our mer- 


chandising policy is based on complete cooperation with Industrial Supply 
Distributors and we pledge ourselves to make every effort to keep you well 
supplied with ‘‘Chicago’’ Screw products in “Standard” sizes. 


ASK FOR ''CHICAGO’'—AND GET “ 


7ze CHICAGO 


SCREW COMPANY 


2503 WASHINGTON BOULEVARD 
BELLWOOD, ILLINOIS 


All Chicago ‘Safety Plus” 
Screw Products now come 
packed in this strong, eas- 
ier-to-see carton. Color 
identified labels mean 
faster selection—greater 
saving of time in stock 
rooms. 


Hexagon Head Cap Screws, Stee! and Brass « Square Head and Headless Cup Point Set Screws » Semi-Finished Hexagon Nuts, Steel ond 
Grass » Hexagon Castellated Nuts » Fillister and Flot Head Cap Screws Taper Pins » Milled Studs » Socket Heed Cap Screws » Socket 
Set Screws » Socket Pipe Plugs « Stripper Bolts erShoulder Screws » Square Head Dog Point Set Screws @ Keys, Assortments and Kits 


192 
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Dan CC, Swander, Jr. 


Stevens personnel will be retained by 
Columbian. Levels will be sold under 
the tradenames of Columbian and 
Stevens. 

Executive, sales and financial offices 
of the Stevens Division will be estab- 
lished at the present Columbian head- 
quarters in Cleveland. Dan C,. Swin- 
der, Jr., Columbian vice president and 
general sales manager, will direct sales 
for both level and vise divisions. 


Whitney Chain Co. 
Plans Texas Plant 


The NPA has granted the Whitney 
Chain Co., Hartford, Conn., a cer- 
tificate of necessity to expand its man- 
ufacturing capacity. The certificate 
will be applied against erecting and 
equipping a new plant in Longview, 
Texas. 

Construction of the new plant will 
enable Whitney Chain to be nearer 
their petroleum, mining and_agri- 
cultural markets and complies with the 
recommendations of the government 
for dispersal of essential industries to 
less strategic areas. It is estimated that 
approximately 18 months will be re- 
quired to eye this additional chain 
and sprocket manufacturing facility. 

No reduction of the Hartford plant 
operation is contemplated ort ex- 
pansion of Hartford facilities is like- 
wise under way. 


Armour Given New Post 


Raymond H. Armour has been ap- 
pointed to the newly created post of 
operating priorities representative in 
the American Steel & Wire Company’s 
production planing department, Cleve- 
land, Ohio. 





SELL THE ADVANTAGES OF 





THESE 


FORT WORTH 


WAREHOUSES 
MEAN BETTER 
V-DRIVE 
SERVICE 


+. 
CHICAGO 


KANSAS CiTy @ @ ST. Louis 


. 4 “QD” HUB ALSO FITS 
rort wort WE Sains FORT WORTH “QD” 
Roller Chain seroma 


Your stock of QD hubs can 
serve a double purpose. The same 
hub fits in either the QD sprocket 
The Fort Worth DublDuty “QD” Sheave has or the Fort 
larger maximum bore than competitive makes. A 2” Worth QD 
maximum bore is available in sizes where other stock sheave. 
sheaves will only accommodate 154”. 
A complete V-Drive line is carried in stock. : 
Whether for one “A” belt, or twenty “D” belts, Investigate 
the proper drive is available. the advantages 
FORT WORTH V-Belts in the patented Grom- of stocking 
met construction (C, D, and E sizes) assure cus- the Fort Worth “QD” line . . . 
tomer satisfaction and long drive life. both sheaves and sprockets. Large 
factory and warehouse stocks 
eae will make it especially attractive 


Foal Woalh during present shortages. 


Pa O20 8C TS Write for descriptive catalogs on “QD” Sprockets and 


Sheaves. Address Dept. 19, and they will be sent to you 
ROLLER CHAIN immediately. 


SPROCKETS 


SCREW CONVEYORS STEEL AND 
sunner MLEVATORS FO RT Wy ORIH MACHINERY CO 


CUBUSTRIAL FANS Dept. 19, 3600 McCart Street FORT WORTH, TEXAS 
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AMAZING 
NEW-TYPE 
GRINDING WHEEL 





With plate glass pushed against air- 

inflated rubber drum, you can see 

how Nu-matic gives up to 30 TIMES 
more contact! 


This new-type grinding wheel shows amazing 
Savings in grinding, polishing, buffing or 
$nagging. As the picture above proves, Nu- 
Matic presents up to 30 TIMES more contact 
on flat surfaces. And it easily succeeds on con- 
tour surfaces where ordinary grinders fail. 


Why? Because Nu-Matic Grinders have 
a rubber drum. This is inflated by the oper- 
ator with 3 to 10 lbs. air pressure, depending 
On the operation. Nu-Matic Grinders do bet- 
ter work .. . faster, easier and at less cost 
+ . . on bench grinders, back-stand idlers or 
Portable equipment 


LONGER ABRASIVE LIFE 


Coated abrasives last longer and perform 
better on Nu-Matic Grinders. In fact, manu- 
facturers of coated abrasives approve Nu- 
Matic Grinders for use with their products. 
Furthermore, the Nu-Matic Air-Inflated 
Grinder eliminates chatter and bounce, cuts 
training time for new operators, and produces 
@ straight pattern . . . like a hand finish. 


“OPENS DOORS” FOR DISTRIBUTORS 


Distributors tell us they use NuMatic Grind- 
ers as a “door opener” to get new abrasive 
accounts. They also say that NuMatic 
Grinders stand on their own feet as a highly 
profitable distributor item . . . on the original 
sale, repeat sales and replacement parts. 


DISTRIBUTORS WANTED 


Abrasive-minded distributors (and manufac- 
turers’ agents operating through distributors) 
—write today for full information and sales 
literature including our new “Profit Plan’’. 
Nu-Matic Grinders, Inc., 8219 Carnegie Ave., 
Cleveland 3, Ohio. 


NU-MATIC 


Air-Inflated 


GRINDERS 








James C. Barney 


Roebling Wire Rope 
Advances Barney 


James C. Barney has been appointed 
assistant manager of sales for the wire 
rope division of John A. Roebling’s 
Sons Co. He will make his head- 
quarters at the firm’s home office, 
Trenton, N. J. 

Mr. Barney replaces the late George 
B. Stoess. He has been associated with 
Roebling for the past 26 years, start- 
ing as a clerical assistant at the com- | 
pany’s Los Angeles office. From 1925 
to 1943 he served as office manager, | 
then was assigned to the California oil 
fields as sales representative. In 1947 
he was promoted to assistant manager 
of the Los Angeles district office, 
while continuing to handle the oil 
field accounts. He served in this dual 
capacity until his recent appointment. 


Thermoid Boosts Safety 
By Radio Programs 


In connection with the nationwide 
summer safety drive, the Thermoid 
Co. of Trenton, N. J., is presenting a 
series of round-table forums over radio 
station WTTM, NBC outlet in Tren- 
ton. The forum discussions feature 
state and local experts on various 
phases of highway, industrial, home 
and fire safety; in informal and in- 
formative question and answer ses- 
sions. 

The Thermoid Company, which 
manufacturers automotive and indus- 
trial rubber, friction and textile prod- 
ucts, has gone all-out in backing the 
Summertime Safety movement. 

In addition to the weekly safety 
round-table discussions, Thermoid is | 
presenting a “Highway Cavalcade” of | 
radio shows which include entertain- | 
ment features, public safety programs, 
State Police traffic bulletins, Keystone 
and Triple-A Club highway routings, 
weather reports, spot news and driving 





conditions reports. 
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YOU CAN OPEN MORE 

DOORS WHEN YOU SELL 

BETTER COUPLINGS AND 
FLANGES! 


... and Harrisburg makes 
better Couplings and Flanges 
for you! 


HARRISBURG 
seamless 
pipe couplings 
are made to 
A.P.1. and A.LS.1. 
specifications. 


steel 


HARRISBURG 
drop-forged steel 
pipe flanges are 
manufactured to 
A.S.A. standards. 


WANT THE HARRISBURG STORY? 
—CLIP AND MAIL THIS COUPON 


Sales Department 
Harrisburg Stee! Corporation 
Horrisburg 18, P yl A 





We are interested in becoming distributors for 
Harrisburg Couplings and Flanges. Send us 
complete details 

Company 

Address 

City Zone State 

By Title 


J 
Harrisburg 
—s 3 i35 Mee) ite) File), | 
NH Harrisburg 18, Penna. 
98 YEARS IN PENNSYLVANIA’S CAPITAL 


Custom-Built Quality Products in Quantity 











ee *X#eeeeerrerreee ee aereeeeewe settee aS Se Se SSS Se 


Sobute! to the S.S. UNITED STATES... 


e*eeeeekexee? &B&&eez FReSFeARREARARASESTee eee etest se St ee SS SS 





Nine hundred and ninety feet long — capable of speeds 
in excess of 30 knots — the new superliner “S.S. UNITED 
STATES” launched June 23rd is scheduled to go into 
trans-Atlantic service early in the summer of 1952. 





Columbian Rope pays tribute to the men whose vision, 
talent, and muscle created this, the largest and fastest 
ship ever built in America. 





Like so many other steamship lines, the United States 
Lines — owners of the “United States”.— are large users 
of Columbian Pure Manila Rope. Over the years they've 
learned that the rope with the red, white and blue 
markers can be relied on for strength — stamina — 


dependability. 


COLUMBIAN ROPE COMPANY 
320-50 Genesee St., Auburn “The Cordage City,”” N. Y 


COLUMBIAN 2 


4 TWINES 2 
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Sales keep coming 


BEALL nationally advertised, time-proven helical 
Spring Washers are used by the millions by indus- 
try and railroads. They keep bolted assemblies 
tight... permanently tight. 


BEALL Spring Washers—for 30 years—have been 
precision made to the exact dimensional standards 
of the American Standards Association and are 
available in all sizes and metals. Packed in car- 
tons, kegs and cases. 


Packed in 
cartons 
ond bulk. 


SPRING WASHER SPECIALISTS for 30 Years 


BEALL TOOL DIVISION ctnussaro «co 


160 Shamrock St. « 
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David J. Gemmell 


Gemmell Resigns 
From Cleveland Chain 


David J]. Gemmel has resigned his 
position as executive vice president 
and director of sales of The Cleveland 
Chain & Mfg. Co. 

One of the most widely known 
sales executives in the chain industry, 
Mr. Gemmel has been associated vith 
The Cleveland Chain & Mfg. Co. 
since 1929. He joined the company 
at that time as western sales manager 
with headquarters in Chicago. In 
1935 he was named general sales man- 
ager of the Cleveland firm and he was 
elected vice president in charge of 
sales in 1942. 

Before joining The Cleveland 
Chain & Mfg. Co., Mr. Gemmell was 
associated with United States Chain 
& Forging Co., for ten years. Prior to 
that he was a sales executive with The 
Beaver Board Co. 

Mr. Gemmell has no definite plans 
for the future, except that he will re- 
main in the hardware and mill supply 
distribution field. 


Time-Motion Study Clinic 
Will Hold Forth In Chicago 


The Fifteenth Annual Time and 
Motion Study and Management 
Clinic, sponsored by the Industrial 
Management Society, will be held at 
the Sheraton Hotel, Chicago, on 
rhurs. and Fri., Nov. 1-2, 1951. 

More than 2000 industrial engi 
neers, works managers, plant superin 
tendents and supervisors are expected 
to attend the technical sessions. 

Topflight industrial leaders from all 
over the United States will discuss the 
latest developments in the fields of 
time study, motion economy, job eval- 
uation, methods, plant layout, mate 
rials handling, and human relations. 








at Hooker Electrochemical Company 


with the help of 


Hooker Chemicals are produced by precision processes in equipment meeting 
exacting standards. The Ohio Injector Company considers it a high compli- 
ment that OIC Valves have a part in this production. 

OIC Valves are precision engineered and precision built, providing efficient 
control of flow of air, gases and liquids. OIC engineers offer precision applica- 
tion help to plant designers and builders needing help in selecting valves best 
suited to each use. 

OIC distributors are located nearby to serve you. Ask them for the OIC Valve 
Cross-Reference Chart, or write The Ohio Injector Co., Wadsworth, Ohio. 


VALVES 


FORGED AND CAST STEEL- IRON - BRONZE 
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ment makes Channellock 


a 





helprour CUSTOMERS | 


SELECT THE BEST... 


hand them 


CHANWELLOCK 





Made only by 
CHAMPION 
DeARMENT 





Channellock plers are made by skilled 


crafteamen of a company known for nearly 
3.4 of a century for its highest quality pro- 
ducts 
lock pliers such as Longer Wearing, No Wear 
on the doint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers. 


The outstanding features ef Channel- 


enever your customers ask for pliers 
help them select the Best .. . Hand them 


Channellock 


And remember, Only Champion DeAr- 
Send for Catalo, 
a today. 


CHAMPION DEARMENT TOOL CO. 


Meadville, Pa. 
Channellock pliers are fisted in the 
Yellow Pages of most Telephone 
Directories under ‘‘Tools’* 


Ai 
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Mitchell A. Kapland 


Cummins Promotes 
Mitchell A. Kapland 


Mitchell A. Kapland, vice president, 
has been placed in charge of sales ac- 
tivities for all four divisions of Cum- 
mins-Chicago Corp. He will supervise 
sales policies and programming for all 
branch offices, representatives and dis- 
tributors of the Portable Tool Di- 
vision, the Business Machines Di- 


vision, the Fred W. Wappat Division | 


and the government division. 
Mr. Kapland joined the Cummins 
organization in April 1949 as gencral 


sales manager. In 1950 he was elected | 
vice-president in charge of sales for the 

which | 
duties he performed until his recent | 


Business Machines Division, 


promotion in June 1951 to vice presi- 
dent of all four divisions of Cummins- 
Chicago Corp. 


Whitney Chain Co. Assigns 
Key Div. To Standard Steel 


Whitney Chain Co., 
Conn., has transferred their Woodruff 


Key Division to Standard Steel Spe- | 


cialty Co. The assignment includes the 
good will, manufacturing equipment 
and stock inventory of the division. 
The Woodruff system of keying 
was introduced to industry by the 
Whitney Chain Co. in 1896. Whit- 
ney Chain stated that the transferal 
was made necessary by the need for 


utilizing complete plant capacity for | 


the production of their power trans- 
mission and conveying chain products. 

In keeping with this move, Standard 
Steel Specialty Co. has established 
additional service facilities through 
a plant addition at Hammond, Ind. 

Woodruff keys will be produced 
and shipped from the Hammond 
plant, in addition to the production 
and service facilities in operation at 
their plant in Beaver Falls, Pa. 











Sellstrom Glamour 
Shell-Rim Glasses, 
Steel Spring 
Embedded in Temples 


To build sales and repeat profits on this unusual 
repeat seller, it is only necessary to permit your 
represeniatives to carry a pair of these glasses 
when calling on the trade. Here are special fea- 
tures: a '4"Rwide spring embedded in the entire 
length of the plastic temples, which are ribbed 
on both ends; optical hinges; extra large lenses 
for greater protection; perfect fit; extreme com- 
fort. In appearance they rival the more expen- 
sive preserpition glasses. 
Because of the great demand+{or these spectacles, 
we now offer them in two sit@®.2 Dhe-men’s size 
have 49 m/m, and the women's sigechave 44 
m/m Drep Oval Lenses. Each pair comes in an 
attractive case. Lenses as follows: 
. 603 LCH 
Men's, 
. 603 LCG 
Men's, 
. 604 LCH 
Women’s, Clear XL Hard 1.25 D. curve 
. 604 LCG 
Women’s, Clear XL Hard 6.00 D. curve 
- 604 LGH 
Women’s, Green Sel Hard 1.25 D. curve 


Clear VL Hard 1.25 D. curve 


Clear XL Hard 6.00 D. curve 


You'll profit by ordering a few pair for inspection 
purposes. They are so extraordinary that you 
will want to give your trade the benefit of these 
unusual glasses. 


SELLSTROM 
MANUFACTURING COMPANY 
Sellstrom Safeguards the Face and Eyes , 
662 N. Aberdeen St., Chicago 22, It. 





Hartford, | 





Let Allen’s Technical Service solve your 
sodering, fluxing or brazing problems. 
Write us today about fluxes for all metals, 


Sold thru Distributors 
Send for Catalog 


LB. ALLEN CO., INC. 


6731 Bryn Mawr Ave. 
CHICAGO 31 ILLINOIS 











= WAYS TO SELL 
Profit- Building Delta Tools 


1 SELL LABOR SAVINGS 


Four Wheel Drive Auto Company of Clintonville, Wis- 
consin, uses a Delta abrasive wheel cut-off machine for cutting all 
metal moulding used on truck cabs—with fen times faster production 
Previous hand-cutting methods caused great operator fatigue 
and required a deburring operation. Delta cut-off machines with 
saw blades are also available for non-ferrous work. Suggest Delta 
Tools for cost-cutting production line operations. Time study 
department heads can help you sell Delta. 


@SELL MOBILITY 


Kirkhof Electric Co., Grand Rapids, Mich., uses a Delta 
17-inch drill press to drill holes anywhere in 36” x 96” switchboard 
panels without moving the panels by using an overhead crane 
mounting for the drill press Panels are 1%” ebony asbestos or 4%” 
steel. Recommend Delta tools for the cumbersome jobs where it’s 
easier to move the machine than the work Don’t forget to call on 
the shop superintendent or works manager, he'll help you spot 
Delta sales 

















2, SELL VERSATILITY 


Reed-Prentice Corp., Worcester, Mass., uses a single 
ingenious jig, easily and accurately adjustable, for drilling equally 
spaced holes with a Delta drill press, on 57 different parts. An 
arbor-holding bracket is adjustable horizontally and vertically; and 
an indexing pin inserted in the first hole drilled locates the next 
hole accurately. Sell Delta tools for special application jobs where 
there’s gceat variety. Tool engineers are important men to see 
in selling Delta. 


Theres a Delta Power Tool for every customers job- 
WOOD OR METAL WORKING 
53 MACHINES—246 MODELS—MORE THAN 1300 ACCESSORIES 


CKET SALES COMBINATION SALES RELATED SUPPLY SALES 





DELTA POWER TOOL DIVISION | 
MIL PEE 


@ Rockwell 


MANUFACTURING COMPANY 


_o E. VIENNA AVENUE + MILWAUKEE 1, reine ig 
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Good machinery requires good 
threaded fasteners. For no matter 
how good the component parts, the 
best equipment would soon shake 
apart without threaded fasteners 
that really hold firm. 

The Cleveland Trencher unit 
shown above is typical of hundreds 
of heavy-duty machines assembled 
with TRIPLEX threaded fasteners. 
There is ample reason—the tougher 
the fastener, the better your equip- 
ment. Write for catalog or wall 
chart for easy ordering. The Triplex 
Screw Company, 5317 Grant Ave- 
nue, Cleveland 5, Ohio. 


PP) UGHNESS 


CAP AND SET SCREWS + BOLTS, NUTS AND RIVETS 
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R. G. Sullivan 


Reeves Pulley Opens 
Two New Branches 


Reeves Pulley Co., Columbus, Ind., 
has expanded its facilities on the west 
coast by the establishment of an as- 
sembly plant, together with sales and 
engineering offices in San Francisco, 
and the opening of a sales and engi 
neering office in Los Angeles. 

R. G. Sullivan will be in charge of 
West Coast operations. A registered 
professional enginecr in California, he 
has been active in West Coast engi- 
neering and manufacturing for several 
years. He was in charge of Reeves sales 
for several years while associated with 
Western Gear Works. 


Waukesha Leases Building 
In Trinity Industrial Area 


Waukesha Sales & Service, Inc., 
Houston, Texas, has leased a building 
at 146 Express St. in the Trinity In- 
dustrial District, as the site for its new 
Dallas plant. 

The building will have air-condi- 
tioned offices, service parts depart- 
ment, and a warehouse with railroad 
siding and truck docks, equipped with 
machinery to handle heavy engines. 

George E. Swenn is Dallas district 
manager for the firm. 


Price Made Sales Manager 
Of Goodrich Plastic Div. 


Robert Price has been appointed 
sales manager of the plastic products 
div. of The B. F. Goodrich Co., Mari- 
etta, Ohio. He has been with the 
company for 13 years, and had been 
manager of the development depart- 
ment since 1948. 

Robert Mansfield has been named 
to Price’s previous post. He has been 


| with Goodrich 11 years. 











The New CUSHMAN 
Iron body Air Cylinders 














SIMPLE, RUGGED, PRECISION-BUILT UNITS 
YOU CAN INSTALL ON YOUR PRODUCTION LINE AND FORGET 


These new iron body air cylinders follow the well- 
proved design of our very successful high speed 
aluminum body cylinders. They are suitable for 
operating either Cushman Air Chucks or those of 


other makes. Note these important features: — 


Cylinder Body is one piece casting, light in weight, 
5 yet ample in section. Bore is precision bored and 
piston fitted with special “O” ring seal. In ad 
dition, operation is protected by a graphitar disc 
air seal (patent applied for) that is pressure 
balanced under load. You will have no trouble 


kL 


with air pressure | ge under h 


iest recom - 





mended production loads. 


Lorge air ports speed operation. Static balancing 
after assembly eliminates vibration. Installation, 


controls and operations are very simple. 
Write for bulletin No. PO-8. And please anticipate your needs, since deliveries are tightly scheduled. 


THE CUSHMAN CHUCK COMPANY, HARTFORD 2, CONNECTICUT 


Cialkz tae." ‘ 
A - " 


Cushman also manufactures 
Hand Operated Chucks, 
Power Operated Chucks and 
Electric Power Wrenches. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 








GIVE RECORD BREAKING 
PERFORMANCE 


Three basic CMC innovations are responsible for the 
inherent superiority of CMC DUAL PRIME PUMPS. 
1. Improved open thrash type impeller. 


3. Double jet method of priming. 





2. Rotary double shaft seals. 


These improvements combined with ad- 
vanced centrifugal design guarantee fas- 
ter self-priming and greater capacities. 
The extra air handling ability of CMC - : 
DUAL PRIME Centrifugal Pumps permits William Belz 
constant and dependable performance - 
when the ordinary centrifugal pump loses 
prime and becomes air bound. 

> i i *-ublishes 
pa -s 3 basic assemblies, close Ge ™ Worthington E ublish : 
coupled, flexible coupled and _ skid ~ < H r 
mounted pump only, CMC DUAL PRIME General Supplier Catalog 
PUMPS range in sizes from 14" to 10°— 


up to 240,000 G.P.H. The Geo, Worthington Co., Cleve 


land, Ohio, has announced the release 
of 1951 catalog, the result of nearly a 


my poe oe year’s intensive work. Entirely new 
: oe : from cover to cover, effort has been 
ONSTRUCTION ACHINERY 4 ; se 
; x made to provide fast reference by 
WATERLOO 1OWA, U.S.A oe oo €. ; 
RR eliminating any unnecessary item de 


scription resulting in 500 less pages 
in the new book. 


CALDER Compilation of the catalog was su- 

. | pervised by William Belz, who has 

e a a the Dresser Line been doing this work for the company 

for Bigger Profits... Easier Sales for 40 years, and who is regarded as a 

dean in the building of supplier cata- 

MEA SVS NERA LA SANA ANAAAAN YS OWAAAY\YAANI logs. One of the oldest men in point 
VN aN XA \ i NewS es : 


ian h \ of service in the industry, he remem- 
%\, BUILT RIGHT—Best materials throughout . . . too bers when an entire catalog page 
\ STI eee te Mer rmeee | would be devoted to one illustration— 








for Automatic Tightening. YX eX\\\S A Nee N the new catalog averages fifteen illus- 
\ \\ \ trations to a page. 





Weight well 


for smooth handling. 

ok SAN NV 

\ Also CALDER Fine Diomond tetteatie Tools 
KAAS MN RANN NANNANSAANAANNAAS 
SOLD One THROUGH DISTRIBUTORS 


\ \ . \ 


c ALDER M AN U FACT U R T N G c O. HARRY T. BLANDFORD has been 


2049 North Prince Street ° Lancaster, Pennsylvania appointed chief cost accountant of The 
Liquid Carbonic Corp., Chicago, III 
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NUCUT ic: FILE 


Beg. U.S. Por. OFF 


gives you o— 8 
“one-tWw0” corre acriow 
filing smootuine \“— 


ACTION 





/, CUTTING ACTION 


At every stroke 





2. SMOOTHING ACTION 





ERE’S another superiority of the 

NUCUT “Wavy-Teeth” design. This Select right file for job 
patented feature provides the file with 
two sets of teeth—both in the same ee ee 
cutting plane. One set, the coarse teeth, sure you select the right file for 
cuts deep, clean, true. The other set, the the job. 
fine teeth, leaves the surface smooth. 
Both cutting actions take place at the 
same time—just as if two files were 
working instead of one. 

Your industrial distributor will gladly 
tell you what NUCUT “Wavy-Tooth” ment: Fine work re 
filing can mean to you in the way of quires a fine file. 
faster cutting and smoother finishing at 
lower cost. He will also suggest sizes, 


shapes, cuts that will meet your needs WRONG: Don’t use a, 
host. fine file on coarse, heavy 


work, 
HELLER BROTHERS 


COMPANY RIGHT: Coarse work 
should be handled with 
a coarse file. 








WRONG: Don’t use a 
coarse file on fine work. 




















America’s Oldest File Manufacturer 
Newcomerstown, Ohio 























MR. DISTRIBUTOR: NUCUT advertising is appearing in publications that reach the impor- 
tant users and buyers of files in your territory. Please note that it directs these prospects to you. 
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Ea die to identify See how the label 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


Easier to handle Pheoll products are 
packed in sturdy boxes that won't “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


Easier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


Easier to sell Pheoll products are 
money makers because they’re easy to sell. 
They're fast movers. They repeat because they're 
made to build your business. Our reputation is 
your guarantee. 


ee. 


Reoll busines 


T*Machine s, 

T*Wood Seems 

F Sheet Meta 

yee Screws 

Headless Set Set Screws 
rews 

Sache Set Sesous : emi-Finished ma 

*Thumb Soeee” Screws Cantyuts “_ 

uts 
Knurled a 


S builders 


Machine Bolts 


Carriage 
Lag Bats 


| Screw 
$s Brass Washers 


*Machine Ser 


T*Sto 
ve Bolts *Threaded Rods 


7 
“ Ps Recessed Heads 


TSlotted ang Ph, 
Stee! and ie 


2 
a Write, wire or phone _, 
0A 


SCREWS e¢ BOLTS 
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Thomas W. Curtin 


Curtin Heads Purchases 
For Yale & Towne 


Thomas W. Curtin has been ap- 
pointed director of purchases of the 
Philadelphia division, Yale & Towne 
Mfg. Co. He succeeds W. B. Cross- 
land, who recently resigned. 

Mr. Curtin came to Philadelphia in 
1946 from the Stamford division of 
Yale & Towne where he was assistant 
purchasing agent. He has been asso- 
ciated with the company since 1923. 

Mr. Curtin is a graduate of Pratt In- 
stitute and a member of the NAPA. 


Collins Made Vice President 
Of Iverson Supply Co. 


T. D. Collins has been appointed 
vice president and general manager of 
the Iverson Supply Co., Fort Worth, 
Texas. 

He is a veteran of more than 20 
years in the oil field supply business, 
having started with the Continental 
Supply Co. at Ranger, Texas, and 
later served as vice president and a 
director of the Ideco Supply. 





AMERICAN WAY of business is de- 
scribed for Sture Gustafsson of Albert 
Bonniers Forlag, Stockholm, Sweden 
(left) by Fred Emerson, Spartan Saw 
Works, Inc., Pete Thayer, Industrial 
Distribution, and Earle King, Gulf 
Oil Co 


| 


1951 





DOMES 


GUARANTEED TO 
SAVE YOU TIME 
* on clean up job 

* production 
_ ®* insemi-automatic 


machines 


The XPEDITOR is the lotest development in portable, 
high speed abrasive belt grinders. Instantly adjust 
able to any angle to give operators full view and 
swivels 360 . Equipped to do line 


contact, free belt and precision platen grinding and 


control 


contour polishing. Speeds deburring and clean-up 
jobs; also used with jigs or fixtures or automatic 
feeding as a production unit gvoranteed to 


increase productivity. Write for bulletin 





Ki@ewooo sracer 


pareriero 


+ This ad is 
appearing regularly in 
a number of magazines. 


The XPEDITOR is 

a popular priced... 
rapid selling .. . 
repeat item 


and it is NEW! 











ORANGEVILLE... 
TRUCKS 





‘Keep Loads Alive’ 


‘Make Heavy Loads Light and Light 
Loads Lighter’ 


The Orangeville line of floor trucks has 
been continuously added to and today is 
complete in a wide range of sizes and 
types. 

Designed for high quality and long service. 
Orangeville offers all types for factory and 
warehouse service and special trucks built 
to order. The trucks illustrated for all- 
round industrial and store use are typical 
of the many available from Orangeville. 


Distributors 


Your inquiries and orders will receive 
prompt attention. Be sure you have our 
complete catalog in your files for ready 
reference. 


ORANGEVILLE MFG. CO. 


ORANGEVILLE, 6, PENNA. Since 1879 
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(3m _~-THE SENSATIONAL 
go ~ NEW MASONRY DRILL 
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a rs -F E A AY I E "4 ! Sensational Is er 8 for wl 
gs - ie new angie spiral — 


The extra deep flutes — The full 
pt, J size steel body—The solidly held 


4 | carbide tip—The simple posi- 
tive method of dust removal. 
A e 
The “double lead” fast spiral 
extra deep flutes, together with 
CA RBIDE the full hole size drill body, 
create 2 positive acting dust 
TIPPED J ejecting channels that remove 
A ALL DUST, even in the deepest 
holes. The Carbide tip is set in 
the sturdy steel drill body, left 


round at that point for added 
strength. 


DEALERS: 
Ask for full information. Also send 


for your FREE SAMPLE Drill and new 
low price list. Try it and see for your- 
self just how good it really is. 





TOOL COMPANY 


21650 Hoover Rd., Detroit 13, Michigan 5210 San Fernando Rd., Glendale 3, California 
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that makes more sales. 


2. BRAKE TYPE 

SWIVEL BASE 
Short swing of wrench 
locks a Parker Vise all 
the way around, auto 
brake fashion. 


hardest wear in a vise 
Vise and extra tough 


screw and high grade 





H BELT FASTENER No. 5 


for Conveyor Belts 


Specially designed to permit 
quick and easy method of 
adding to, or reducing length 
of belt. Just pull the hinge 
pin to open joint. 


GIVE EXTRA VALUE 
GET EXTRA SALES 


The 5 extra value features of Parker Vises constitute an 
extra service to every purchaser of Parker Vises. It’s a sale 


a 1. EXTRA STRONG 
SOLID CAST UNDERPORTION 


3. OVERSIZE SCREW Instead of the usual hollow 
AND NUT type, the Parker Vise has a 

solid casting to withstand years 5. RENEWABLE TOOL 

The parts that get the of rough handling. Saddie fit. STEEL JAWS 


are oversize ina Parker = Sig ONLY through distributors steel jaws of @ Parker 


--one-piece steel Write today for details ofthe Parker years. Easily replaced 
sa lanadaiicy Sica aaa, Plan for distributors. The Charles = geil ng orgie 


Parker Company, Meriden, Conn. 


ara 
4. TENSION SPRING 

HANDLE 

Screw adjusted tension 

spring holds the handle 

of a Parker Vise any- 

where you want...lets 

you slide it easily. 


The pinned-on tool 


Vise will wear for 


an’t work loose. 








PLATEGRIP for dust-tight 
permanent joints. HINGE 
PLATEGRIP for “add-on” 
belts. REPAIR PLATES for 
patching worn or repairing 
torn belts. 


Write for Catalog Sheets. 


ARMSTRONG-BRAY CO. 


5356 Northwest Highway 
Chicago 30, Illinois 





INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 





NEW ADDITION to counter sales at 
Fulton Supply Co., are Raymond 
Camp and Dick Colvin. 


Fulton Supply Co. 
Increases Sales Personnel 


l'o provide increased service to the 
rapidly growing number of new indus- 
tries in the area it services, Fulton 
Supply Co., Atlanta, Ga. has increased 
to five its city salesmen group. W. G. 
Archer, moreover, has been named 
sales manager. He succeeds L. D. 
Stoner, who has become associated 
with Industrial Service, Decatur, Ga. 

Mr. Archer has been with the com 

pany for 28 years and covered the At- 
lanta industrial area for 20 of those 
years. 
' R. J. Trammel will specialize for 
the firm on machinery and equipment, 
and T. G. Eubanks, secretary of the 
company, is the textile specialist. 

George Winship, Jr., has been 
shifted from counter to the city sales 
staff. C. W. Owen, with the company 
for the past 12 years, has been trans- 
ferred from quotations to telephone 
order department. 

Dick Colvin, formerly associated 
with a hardware company in New 
Mexico, has joined Fulton Supply in 
counter sales. Raymond Camp has 
been transferred to counter sales. 


Half-Million Modernization 
Planned by Worthington 


A $500,000 modernization of its 
Oil City, Pa., plant is planned by 
Worthington Pump & Machinery 
Corp. Plans include re-equipping the 
present foundry and establishing a 
new electric power supply. 

New molding machines, sand con 
ditioning and sand supply equipment 
will be installed in the plant. Mech 
anization includes installation of over- 








Sen ured (ibs abe Mhbse in , 
Fad Laperd 1a bmn fired ? 


«» SPANG © PIPE 


RADIANT HEATING INSTALLATIONS 


STEEL PIPE 


Spang CW Pipe is performance- 
proved for closed hot water heating 
systems. For over half a century, the 
ease of fabrication—welding, bend- 
ing, cutting, threading—has made 
Spang CW Pipe a favorite. 

Spang CW is not only easy to 
form, but it’s strong, too. The co- 
efficient of expansion of Spang pipe 
is practically the same as that of 


INSIDE: continued fair and warm 


concrete and plaster. Add the ad- 
vantages of low cost and Jong life, 
and you'll see why Spang CW Pipe 
is in great demand. 

Call on your friendly Spang CW 
Distributor the next time you need 
pipe, fittings, valves, fixtures and 
other piping materials. You can 
rely on him and the Spang CW 
Pipe he sells. 


SPANG-CHALFANT 
Division of The National Supply Company 
GENERAL SALES OFFICES: Grant Bidg., Pittsburgh 30, Pa. 


District Sales Offices: Atlanta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis 
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line 
A Comple's erservice 


for Better, 


And Better Sel 


-TIMKER 


PILLOW BLOCKS 


You'll never have to worry about 
user satisfaction when you 
recommend Medart-Timken Pillow 
Blocks. They've never been excelled 
for trouble-free years of service — 
the kind of service that means an 
absolute minimum of maintenance 
and freedom from the danger of 
scored shafts, hot boxes and 
excessive downtime. In addition 


FOUR TYPES OF CONSTRUCTION to the famous proved precision 


"SS" Straight Sleeve Series 
For general purpose application 


“TS” Taper Sleeve Series 
For higher speeds and shock loads 


“DM" Direct Mounted Series 
For heavy duty rugged jobs 


“DC" Dog Collar Series 
For light duty general applications 


There is also a complete line of 
Medart-Timken Hangers in drop, 
post, bracket and floor mounting 
designs — Flange Units — and 
Unit Mounts for which 

Medart engineers will help 
design proper housings. 


THE MEDART CO. 


Most Complete Source For 
Mechanical Power 
Transmission Equipment 
3535 DeKalb St., 

St. Lovis 18, Mo. 


design and rugged construction, 
these are the “plus” features of 
Medart-Timken Pillow Blocks: 


Factory Adjusted & Lubricated 


They're ready for service immediately 


Positive Shim Adjustment 


Prevents too-tight or too-loose bearing 
adjustment 


Self Aligning 

Built-in ball-&-socket principle 
safeguards against distortion, vibration 
or strain. They're completely 
interchangeable. 


Wak Coupon Joday/ 


ATTACH TO COMPANY LETTERHEAD 
MEDART COMPANY, 3535 DeKalb St., St. Louis 18, Mo 
© Send Catalog of Pillow Blocks, Hanger Units, etc. 
Alse send the following catalogs 
© V-Belts & Sheaves (© Gears 


© Pulleys & Sprockets © Speed Reducers 
Name__ 


Title_ 
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head crane service at all working sta- 
tions and 500-ft. of roller conveyors. 

While the Oil City Plant is being 
used for the miscellaneous overflow 
from its other factories, production of 
some products is being transferred to 
this plant for total manufacture. 





WILLIAM W. WELLBORN has 
been appointed research engineer of 
the carbide research & development 
department of the Firth Sterling Stcel 
& Carbide Corp., Pittsburgh, Pa 


Remodeling Completed 
At Battey Machinery Co. 


Battey Machinery Co., Rome, Ga., 
has completed renovation of the build 
ing in the rear of their present head 
quarters. It was purchased recently 
and was converted to warehouse use. 

A concrete loading platform will per- 
mit greater efficiency in handling of 
supplies. 

For convenience of customers, an 
off-the-street parking lot has been pro 
vided in the rear of the building. 

Plans call for departmentalizing all 
operations as a means of increasing 
efficiency and provide more economi 
cal operations. 

Ralph Wood, formerly purchasing 
agent at Anniston, Ala., for J. 1. Case, 
has joined the sales force and will 
cover northeast Alabama. 

J. D. Ray has been made shipping 
clerk. 


L. L. Garber Transferred 


L. L. Garber, vice president, H. K. 
Porter Co., Inc., Pittsburgh, has been 
ippointed general manager of the com- 
pany’s Hinderliter Tool Co. Div., 
lulsa, Okla. H. A. Harrington suc- 
ceeds him at the American-Fort Pitt 
Spring Di 








TOM aT 


FOR DISTRIBUTORS OF FEDERAL—MOGUL BRONZE BARS 


CASH IN on Top Quality — ‘‘Name’’ Line — Complete 


Coverage — Turnover — Sales Promotion Support — Exclusive Franchise! 


You‘ve got a leading PROFIT line, with Federal- holes. Precision-machined on O. D., I. D. and ends 
Mogul bronze bars—they’re pre-sold! You get . . . QUALITY bronze bars you sell with confi- 
sales promotion support and the benefits of indus- dence and profit! 
try-wide reputation based on more than 50 years 
of bearing metal specialization. OPPORTUNITY 

Profit-making, exclusive franchises still available 
Over 400 sizes of cored and solid bars available in some territories for aggressive distributors. 
in a wide range of alloys. Many S. A. E. and Write or wire for full information TODAY! 
A. S. T. M. and government specifications. Qual- 
ity-controlled Federal-Mogul bronze bars have FEDERAL-MOGUL CORPORATION 


fine, even grain structure, no hard spots or blow- 11057 SHOEMAKER DETROIT 13, MICHIGAN 


OVER 50 YEARS OF CONTINUOUS BEARING EXPERIENCE 


ae 


fe 
: > 


a 
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El Paso Distributor Converts 
Cotton Mill into Supply House 


Built to 
sell your 
hard-boiled 


Sept stint 





MAIN BUILDING is constructed entirely of reinforced concrete, contains display 
room, offices, auditorium, and a floor and a half of storage space. Parking space is 
plentiful 


3 BASIC MODELS 
MEET EVERY NEED! 
Motor - mounted, 
direct-connected 
ond belt-driven 
centrifugais — 
sizes 4. to 20 H.P. 
—with high inter 
chongeability of 
ports to minimize 
inventory 


OPEN HOUSE of The Mine & Smelter Supply Co.’s new home was attended by 
A. E. Seep, president; O. H. Johnson, chairman; R. S. Beard, El Paso manager; 
H. J. Gundlach, director of purchases; J. D. Nicholson, general manager 

Test this new Myers line on your 

toughest prospects—men who Pa. CITY COUNTER 

really pick a product apart. They'll _ ae SE 

be quick to spot the special ad- 

vantages built into new Myers 

Centrifugal Pumps. Compact de- 

sign makes easier installation and 

servicing self-evident. Rugged, 

carefully balanced construction 

leaves no doubt about durability 

guarantees greatest freedom 

from thrust, stress and wear. Here 

are Centrifugal Pumps with an 

unlimited sales potential in every 

industrial market...types to han- 

dle most liquids at temperatures 

to 220° F m capers Se . DISPLAY ROOM, 60 by 25 feet in size, is air conditioned and well lighted. Here 

gpm. against heads up to 280 ft a part of the 3,000 invited guests inspect tools and equipment exhibited in shadow 

Here is quality you can sell with box frames and on display islands 

confidence. 7 





A former cotton spinning mill con- Situated at 1515 Eleventh Street, 

WRITE TODAY FOR | verted into an up-t®-date industrial the five acres of property is served by 

COMPLETE ~ .' | supply house is the new home of The a fourteen car spur track. Four large 

TRADE | Mine & Smelter Supply Co., El Paso, warehouses are now available for com- 

Texas. The company, which has been pany use, the main one consisting of 

INFORMATION! , serving the industrial and mining firms a two-story building entirely con- 
of the southwest for the past fifty- structed of reinforced concrete. 

The F. E. Myers & Bro. Co. two years, spent $100,000 to alter and Overall space amounts to 90,000 

Dept. 7001-J!, Ashland, Ohio remodel the new quarters. sq. ft., more than doubling the for- 
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RELIANCE SELLS YOU 


Another advertisement in the current 
Eaton-Reliance series that tells your cus- 
tomers and prospects all the advantages 
of dealing with a reliable industrial 
distributor. Want reprints? 


You Get Greater Assurance of Satisfaction 


When You Buy from an Industrial Distributor 


You don’t, as a rule, go wrong 
when you buy products of a repu- 
table manufacturer. He stands back 
of them, insuring their satisfactory 
performance in your plant or on 
your product. 


e But you have double assurance of 
satisfaction when you buy from an 
industrial distributor—his and that 
of the manufacturer. 


e Your satisfaction is more impor- 
tant to a distributor than it is to a 
manufacturer. 


e Because he numbers his customers 
in hundreds whereas the manufac- 
turer may be serving thousands, your 
distributor can give close personal 
attention to your needs and prob- 
lems. For the same reason, he must 
guard his reputation carefully for 
word of his shortcomings could get 
around quickly and cost him valu- 
able customers. 


e Your Industrial Distributor must 
select the products he handles with 
care for failure of one item might 
jeopardize volume business in scores 
of other lines on which his success 
and continued business existence de- 
pend. The products he sells you must 
make good or he will. 


e To insure their satisfactory per- 
formance, he studies the lines he 
handles with thoroughness. He 
knows their applications, their ad- 
vantages and their limitations. If he 
is acquainted with your problems, he 


can make recommendations that will 
insure your satisfaction. If some- 
thing does go wrong, he is immedi- 
ately available to help you iron out 
the kinks. 


e To get maximum assurance 
of satisfaction as well as time- 
and-money-saving service, know 
your industrial distributor. Find 
out what he handles that you 
can use. Tell him about your 
problems and your requirements. 
You'll find him most helpful. 


RELIANCE DIVISION 
EATON MANUFACTURING COMPANY 


MAIN OFFICE AND PLANTS: MASSILLON, OHIO 


Sales Offices: New York © Cleveland © Detroit © Chicago 
St. Louis © San Francisco ® Montreal 


In Canada: Eaton Automotive Products, Ltd., London, Ont. 








&. 


Dependable Distributors 
stock Dependable 


RELIANCE 


te) 


LOCK WASHERS 








Reliance Spring Lock Washers are manufactured to Government Specifications 
in Carbon, Alloy and Stainless Steel, Phosphor Bronze, K-Monel and Aluminum. 
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It's easy to sell—3 times 
the productive capacity 








for the same tool investment 


SHELDON 


CHICAGO 


SHELDON MACHINE CO., INC., 4232 N. Knox Ave., Chicago 41, Ill. 


212 


W.. most shops facing the prob- 
lem of greatly increasing production capacity 
without excessive cost, it’s easy to sell these 
modern moderate priced Sheldon Precision 
Machine Tools, in batteries as well as singly. 
Just point out that bags the cost of a larger 
lathe for can now 
have 2 or 3 Sheldon. Lathes. These new mod- 
ern lathes with “Zero Precision” Taper Roller 
Bearings will work to the closest tolerances, 
will operate at any commercial speed and 
will hold their own and stand up in any 
production schedule. Today, not only large 
plants but small shops are 
interested in knowing how 
to put 3 operators to work 
where 1 worked before. Talk 
batteries of Sheldons for 
multiple profits. 
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| mer amount of space. 


| of land is enclosed by Cyclone ‘ 
| vincible” 


Parking space 
is plentiful, more than enough room 


| being available for customer cars and 


trucks, company vehicles, and the cars 
of approximately 7 75 prods een who 
drive to work. The entire five acres 
‘In- 
fencing, seven ft. high. 

The main building contains the 


| offices and the major part of the stock 


supply. A display room in the lobby, 
sixty by twenty-five feet in size, is air 


| conditioned and lighted by 14 two- 





1951 


light fluorescent fixtures. Small tools 
and equipment are displayed in four- 
teen shadow box frames mounted at 
eye level on the display room walls. 
Display islands feature large machin- 
ery and equipment. 

Directly behind the display room 
and lobby is located the i audito- 
rium which serves also as a conference 
room. It seats sixty persons comforta- 
bly, and is equipped with air condi- 
tioning, raised stage, and demonstra- 
tion materials. 

The office, separated from the lobby 
by glass, contains 4,500 sq. ft. of floor 
space. Around two sides of the main 
office are nine individual offices for 
management and conference. Pneu- 
matic tubes transmit orders between 
office and shipping department, and 
an inter-communication system is in- 
stalled between department offices and 
stock locating points. 

Stockrooms in the main building 
are located in the rear half of the fist 
floor and on the entire second floor. 
All large bulky items are palletized on 
the first floor while small items which 
have a rapid turnover are stored in 
bins located close to the shipping de- 
partment. Other packaged items that 
can be handled easily are located on 
the second floor and are transmitted to 
the shipping department by a stock 
chute which discharges directly onto 
wrapping tables. 

The receiving department, sepa- 
rated from the shipping department, 
runs directly through the middle of 
the building. On one side carload 
merchandise is unloaded from railroad 
cars spotted on the fourteen car spur 
track. Less than carload receivings are 
handled from the truck loading dock 
on the other side of the building. All 
stock received is moved on pallets by 
a fork lift truck. 

In addition to the main building, 
two of the other warehouses are util- 
ized. One is used only for acids and 
non-metallicatems, the other for pipe 
and drill steel. 

Restaurant service is provided by 
the company in a small annex at the 
front of the property. This building 
contains a small kitchen in which a 
contracted catering service prepares 
hot meals. 





COMPARE ALL WRENCH 
LINES ...YOU'LL SELL 
BLACKHAWK 


\ 
\4 
4 = 


“Blackhawk Socket Wrenches give us extra volume 
without extra sales effort!’’ That’s because it’s a com- 
plete line — with socket sizes from 3/16 to 3-1/, in. 


TOPS ’EM All 


And there’s a full line of Blackhawk Torque Wrenches, 
too. You'll find socket wrenches are BIG BUSINESS 
— when you sell Blackhawk! 


IT’S GREAT TO 
HAVE BOTH — QUALITY AND 


WITH EASY-TO-SELL 


A PRICE ADVANTAGE 
FEATURES 


Thumb-release ‘“Lock-On” means Blackhawk combinations 


Blackhawk Wrenches, with all their quality features, sell for 
can't fall apart like ordinary wrenches. Many other exclusives. 


no more — usually less — than competitive lines. 





COMPARE FOR YOURSELF! You'll clean up with a “clean” &§ 
line. Every item is a fast-mover — your assurance of quick 
turnover. What’s more, you get protection — because Black- 
hawk has selective distribution. And Blackhawk’s big ad- 
vertising campaign and reciprocal nissionary program lay 
profitable business right in your lap. 


ACKHAWK 


WRENCHES signed FOR INDUSTRY 


HELP YOUR CUSTOMERS 
TO COMPARE, TOO... 


Show the Blackhawk Wrench Catalog and a sparkling 
Blackhawk Wrench to your key customers. They'll spot 
the difference between Blackhawk and ordinary 
wrenches in a flash. Blackhawk Wrenches also help you 
sell Blackhawk Hydraulic Jacks, “Porto-Power,” Pipe 
Benders and Hydraulic Knockout Punches. Blackhawk 
Mfg. Co., Dept.W1791,Milwaukee 1, Wis. 
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CONGRESS LUBRALIFE 
PILLOW BLOCKS 


Self-aligning and perma- 
nently lubricated sponge 
iron section acts as a wick 
lubricating the shaft by 
capillary action. Flange type 
pillow blocks also available. 


Write for details. 


FRACTIONAL 


and Hi/Myyf . . \ 
MULTIPLE ) 


HORSE POWER — 


WRITE FOR CATALOG 


CONGRESS DRIVES DIVISION 


TANN CORPORATION 
World's Largest Manufacturer of FPH Pulleys 


3750 East Outer Drive . Detroit 34, Michigan 





THE BELT HOOKS 
WITH THE 


HABE ai 
| 


There is no substitute for Safety 
Belt-Lacing because the paten- 
ted Safety binder bars not only 
hold each hook in perfect align- 
ment (both before and after ap- 
plication) but also cover and pro- 
tect belt ends, prevent fraying 
and assure long life. It’s the all 
purpose belt-lacing, too. It can 
be applied in factories and 
shops not only with shop lacers but also in the field with the 
pocket Tu-Way Lacer and a hammer. 


Write for Catalog Sheets 


SAFETY BELT-LACER CO. 
5388 N. Menard Ave. Chicago 30, U. S. A. 


Perfect Alignment not only 
before but after application. 


| ment; Hyster Co., material han 
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EXECUTIVES of the W. S. Nott Co., 
Minneapolis, Minn., seated before the 
company exhibit at the recent Indus- 
trial Equipment Show are Bob Morgan, 
vice president; O. L. Hale, president; 
Lee Bertoy, assistant sales manager; 
and Hal Pierce, sales manager 


|W. S. Nott Co. 


| Holds Industrial Show 


A two-day industrial equipment 


| show was sponsored by the W. S. Nott 


Co., Minneapolis, Minn., in Hibbing, 
Minn. recently. 

Action equipment was on display in 
every exhibit, augmented by cut-away 
display models for demonstration of 
operating and service features. 

The show included exhibits of New 
York Belting & Packing Co., industrial 


| rubber products; Barber-Greene Co., 


conveyors; Reliance Elec. & Eng. Co., 


| electric motors and drives; Bethlehem 
| Steel Co., wire rope and slings; Pyrene 
| Mfg. Co., C-O-Two Fire Equipment 


Co., fire fighting and detection — 

dling 
trucks; and a power transmission ex- 
hibit combining the showings of 
American Pulley Co., Morse Chain 
Co., and Diamond Division of B. F. 
Goodrich Co. 

Exhibits were arranged in the 
Georgian Room of the Androy Hotel; 
new slide and film releases were shown 
in adjoining rooms. A_ buffet was 
served both evenings. 


Lear Made Sales Manager 


Lew Lear has been appointed sales 
manager for the York Machinery & 
Supply Co., York, Pa. He joined the 
company in 1941 and since that time 


| has been covering Harrisburg and the 


north central area. 


March Joins Marietta 


Edward F. March has joined the 
American-Marietta Co., Chicago, III., 
as treasurer. He was recently con- 
nected with Columbia Mills, Inc., 
Syracuse, N. Y., where he was vice 
president and chief financial officer. 





For drafti 
edges rerting room use For masking paint 


operations 


For splicing varied 
materials 


10 pichT 
Lt 


For attaching signs 
or instructions 


( it will pay you to 


inquire about our 


| For holding small 
parts together 


For holding doors 
shut for shipping 





distributor plan! 


meet 
industrial 
demands 


for 


‘masking 


\ )\ (23 — ‘) %" 

, ~~ 2 
\ . ~ sealing 
For protecting sharp - 


holding 
splicing 


protecting reinforcing 


There’s money in handling those lines that have 
fast turnover—that are in demand—that are 
consumed and create repeat sales. Today,de- 
fense production requires still greater quanti- 
ties of masking tape for many manufacturing 
uses. Practically every place you make a sales 
call, you'll find a user. Once you make him a 


customer, youcanexpectsteady repeat business. 


It will pay you to consider Dutch Brand Mask- 
ing Tape, for the distributor policy is one that 


meets with distributor favor. 


Write today for full information. 


VAN CLEEF BROS. [NC. 


Monvtociurers . . . Rubber Products . . . Est. 1910 
7800 WOODLAWN AVENUE ® CHICAGO 19, ILLINOIS 
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“SURE-GRIP” PULLEYS 


AVAILABLE FROM STOCK 


to satisfy your customers needs for immediate 


delivery. Wood's Stock “Sure-Grip” Pulleys—cast 
iron with straight or crown face—have one-piece 
flanged and split-tapered hub which permits easy 
installation and removal from the shaft. Four hubs 
take care of bore range from 1/2” to 2 7/16”. Stock 
“Sure-Grip” Pulleys include sizes from 4” to 36” 
O.D. in face widths from 2 2” to 12”. 


Send for Bulletin 493 and our interesting 
Distributor Proposition. 


T. B. WOOD'S SONS COMPANY 


CHAMBERSBURG, PA. 
Branches: Boston, Mass., Newark, N. J., Dallas, Tex., Cleveland, O. 
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Robert E. Mitchell 
R. E. Mitchell 


Promoted by Cummins 


Robert E. Mitchell has been pro 
moted to field sales manager of the 
Cummins Portable Tool Div. of Cum 
mins-Chicago Corp. 

Mr. Mitchell will take charge of 
sales training activities, execute com- 
pany sales policies and programs for 
Cummins portable tool branch offices 
ind distributors throughout the coun- 
try. 

He has been with Cummins-Chi 
cago Corp. for two years, most re 
cently as district sales manager. Prior 
to 1949 he was a sales representative 
for Independent Pneumatic Tool 


Corp. 





NO WHITE COLLAR job this as Art 
C. Evered, general manager, Hallidie 
Machinery Co., Seattle (top) and E. L. 
Putnam, Graco representatives, assemble 
a Convoy Luber field lubricating unit for 
an Alaskan project. 





Only MARVEL éeitels all four’ 


While it is true there are several builders of hack sawing * 

machines and many builders of band sawing machines, only HAC x SAWI N G MAC 4 | N ES 
MARVEL builds BOTH hack saws and band saws. The fact 

is that MARVEL manufactures 35 models of 10 basic types 

of metal sawing machines which include the world’s fastest * 

automatic production saw, the world’s largest giant hy- BAN D SAW | N G MAC H i N - S 
draulic hack saws, the world’s most versatile band saw and 

the most widely used small shop saws. 


With intimate and broad field experience in all types of * BAND SAW BLAD ES 


metal cutting-off equipment and 35 different saws avail- 

able, it is obvious that MARVEL Field Engineers occupy a 

unique and exclusive position in the industry. They are " 

eminently qualified to make expert and unbiased recom- * HACK SAW BLAD ES 
mendations covering the type, size and model of metal 

sawing equipment best suited to individual requirements— 

the most efficient, most accurate, fastest, broadest in scope 

and the most economical. 


MARVEL is also the only manufacturer of both metal saw- 
ing machines and metal sawing blades. Because the 
efficiencies of both the machine and the blades are inter- 
dependent, each upon the capability of the other, expert 
knowledge covering both saws and saw blades is essential 
to the proper appraisal of any specific sawing situation. 
Correct balance of cutting speed and blade life, feed 
pressure and blade tension are all potent factors in over-all 
performance. Here again it is the MARVEL Field Engineer 
who is qualified to provide the comprehensive answer to 
your customers’ question. His job is to help you sell the 
most efficient metal saws for each of your customers’ 
specific application. Keep after this profitable business . . . 
call in the MARVEL Field Engineer to help you close sales. 





Write for Catalog 49 


ARMSTRONG-BLUM MFG. CO. 


5700 Bloomingdale Ave. Chicago 39, U.S.A. 
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W. RALPH CROOK has been ap 
pointed vice president and manager of 
sales for Winter Bros. Co., Rochester, 
Mich 





Riechman-Crosby Co. 
Holds Sales Conference 

The Riechman-Crosby Co., Mem 
phis, Tenn., held a two-day sales con 
ference recently, under the supervision 
of Richard Alcott, vice president and 
general manager. 

Featured on the program were talks 
by L. C. Watson, sales manager, and 
Louis Stout, engineer of the Allen 
Bradley Co., Milwaukee, Wisc.; H. A. 
lucker, district sales manager and Joc 


SIMONDS McEwen, sales engineer, of Keystone 


Lubricating Co., Philadelphia, Pa.; R 
7 -1-9-4-3h'A aon oe W. MacW horter, industrial sales man 


ager and W. FE. Knapp, sales engincer, 


‘ of Henry Diston & Sons, Philadelphia; 
d rn | and S. F. Murphy, vice president in 
Grin ing W eels charge of sales, Quigley Co., New 


York. 


Sales force and speakers were guests 
‘*All the boys ask for Simonds wheels,” at luncheon on the two days of the 


says the storekeeper. Why? Because °; COMPeRERCE. 
they can count on top production and 
fewer rejects with Simonds Abrasive 
Company wheels. They’re proven 
producers—accurately specified for 
every job...a real investment in 
greater grinding efficiency for you. 
Free data book describes Simonds 
complete line of grinding wheels, 
mounted wheels and points, segments 
and abrasive grain. Write for it... 
and the name of the Simonds dis- 
tributur ready to serve you. 








mm: 


SIMONDS ABRASIVE CO., PHILADELPHIA 37, PA. BRANCH WAREHOUSES: CHICAGO. DETROIT, BOSTON 

ee ee BUSY TYPIST at the Kirkby Machin 
ery & Supply Co., Toledo, is Beverly 
Ramp 


Division of Simonds Saw and Steel Co., Fitchburg, Mass. Other Simonds Companies: Simonds Steet Mills, Lock- 
port, N. Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que. 
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VICE PRESIDENT Lester Gennrich 
and Esther Schueneman, K. Papke Co., 
In Milwaukee, check inventory 





NPA Names Rogers To Post 


Frederick Rogers, president of 
Beals, McCarthy & Rogers, Inc., Buf 
falo, N. Y., has been appointed by the 
National Production Authority to its 
industrial steel warehouse advisory 


commiuttec 


Rogers & Wright Buy Land 


Rogers & Wright, Inc., and Mid 
States Pipe & Supply Co., Inc., have 
purchased a 90.8 acre tract on Single 
ton Blvd. in West Dallas, with a 
frontage of approximately 2,600 ft., 
and at a cost of $90,800. 





BROAD SMILES light up the faces 
of M. M. Smith, president, and J. D 
Davis, vice president, Penn General 
Supply Co., Pittsburgh, as they inspect 
emplovee-built recreation room 





SIMONDS| 


ABRASIVE CO. 


Grinding Wheels 


Up-to-the-minute grinding wheel data. . technical informa- 
tion . . new sales fields! This is the dividend-building support 
Simonds Abrasive Company distributors get regularly . . 
support that helps them talk their customers’ language . . 
supply wheel requirements with greater accuracy ..and do a 
profitable, year-round selling job with Simonds grinding 
wheels, mounted wheels and points, segments and abrasive 
grain. Let’s show you these practical selling aids. Write. 


The advertisement on the opposite page is typical of Simonds 
current campaign reaching 9 million users of grinding wheels. 


SIMONDS ABRASIVE CO., PHILADELPHIA 37, PA. BRANCH WAREHOUSES: CHICAGO. DETROIT. BOSTON 


DISTRIBUTORS IN PRINCIPAL CITIES 


Division of Simonds Saw and —s Co., Fitchburg, Mass. Other Simonds Companies: Simonds Steel Mills, Lock- 
port, N. Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co., Ltd., Arvida, Que. 
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Back on the swivel 
base, at the bench, 
for center punching. 


Of the swivel base, 
1 down for accu- 
rate marking. 


er 


™ 343 


Held in same posi- 
tion but moved to 
milling machine. 


drill 
ccurate 


@ Work locked in a “Yankee” Vise 
lined up accurately 
for every operation bench to drill 
press to milling machine. That’s prac- 
tical automatic protection against 
spoilage. You can sell that. . for 
1intenance work, for 
machine shop work. 


tays there... 


general 


Swivel base for use on bench. Vise 
lifts off Easily 
nade into economical jig. Hardened 
steel block, V-grooved for handling 
rounds, furnished with each Vise. 
Four sizes of “Yankee” Vises, 11/2’ 
to 4° jaw widths. North Bros. Mfg. 
Co., 200 West Lehigh St., Philadel- 
phia 33, Pa 


ind on in a second 


Sold through industrial distributors. 


YANKEE T THE TOOL BOX 
NOW A PART OF STAN LEY OF THE WORLD 


REG. U. S. PAT. OFF 


i 


SALES MANAGERS ALL, J. J. Wallace of Victor Saw Works, J. Perkins of J. H. 
Williams Co. and Gordon Crawford, district sales manager, Wickwire Spencer, 
party ideas over the good cup at the cocktail party that followed an afternoon of 
golf during White Tool & Supply Co.’s anniversary celebration 


White Tool & Supply Co. Celebrates 50th Year 


More than 400 were in attendance 
at the recent gala 50th Anniversary 
dinner celebration of the White Tool 
& Supply Co., Cleveland, held at 
Cleveland’s Mid-Day Club. The din 
ner climaxed three days of festivities, 
including luncheon for company offi 
cials and directors, a golf party, cock- 
tail party and dinner for about 65 
manufacturers and salesmen. 

M. P. Ostergard, fourth president 
of the tool-distributing firm, was 
elected to that post seven years ago on 
his acquisition of stock of the late 
H. G. Ellsworth, third president. Mr. 


Ostergard started with White Tool 36 
years ago as bookkeeper. He presided 
at the celebration dinner and was pre- 
sented with a self-winding watch by 
his friends in honor of his long service. 

Guest speaker at the celebration was 
Senator Wallace F. Bennett of Utah. 
I'he former president of the National 
\ssociation of Manufacturers spoke 
on “Men in Government, 2001 AD.” 

More than 400 purchasing agents, 
customers and business leaders from 
Ohio, Pennsylvania, New York and 
New Jersey were on hand to partici- 
pate in the festivities. 





ae. aesnmpnaenne 


NEW QUARTERS for A. L. Holcomb Co. is this 25,000 sq. ft. building in Grand 
Rapids, Mich. A 28-car parking lot for customers adjoins the building. 


NORTH BROS. MFG. CO. 


eee Philadelphia 33,?Pa——— 
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New- — 
_ Elect ric Saw 





LABORATORY 
APPROVED 



































take good care of 


Jim O. Green, buyer 


new buyers down at the engine works. Hardly knows a stove-bolt 
‘lar alarm. When he calls on the phone, you hardly know whether to laugh, 

vou don't laugh, for the kid is trying hard to learn 
sive him all the help you can. And you ask your salesman to drop in out 
There will never be a better chance to 


Maybe the “O” in 


rive the youngster a friendly lift 
rateful friend—and a good turn almost always pays off 
tands for Opportunity 

ir catalog is about due for a new edition, it might not be a bad idea to reshape 

«ginners like Jim Green in mind. For, often, when a description is rewritten 
¢ to understand, the change turns out to be good for everyone. 

¢ remember our standing invitation to all catalog users: to consult with us any 

mut oblig We 


k and expense 


1ulon shall be glad to make a survey of your needs at our 


You look at the report, and make up vour own mind. Drop us 
I I | 


a line toda 


Catalog Compiling Department 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET, CHICAGO 16, ILLINOIS 


PRINTERS © BINDERS * ENGRAVERS * LITHOGRAPHERS 


RECENTLY DELIVERED DONNELLEY-BUILT CATALOGS: 


COmPany 


Tanafpaetarers 
cals Sevan tena Jedestrio/ Sepplies sad Mactisery 

ae | ee 
~ 

REPEAT ». 
ORDERS }y 


\ 


ee ey 
—— 
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William K. McGreevy 


Yale & Towne Appoints 
McGreevy To Pittsburgh 


William K. McGreevy has been ap 
pointed sales representative of th¢ 
Pittsburgh regional office of the Phila 
delphia Division, Yale & Towne Mfg 
Co. 

He brings to his new assignment 15 
vears experience with Yale 4n the sales 
and engineering of materials handling 
equipment. His most recent post was 
district manager of the Richmond, 
Va., office. He formerly held the po 
sition of assistant director of field ac 
tivities for Yale and also held various 
sales positions in the Midwest and 
Pittsburgh. 


Simons Made Vice President 


Robert R. Simons has been elected 
vice president of the Sharonsteel Prod 
ucts Co. of Pennsylvania, a warehouse 
subsidiary of the Sharon Steel Corp., 
Sharon, Pa 





H. E. HUMPHREYS, JR., president of 
United States Rubber Co., New York, 
has been elected to the additional post 
of chairman of the board 





Mbrbeieg te Same Fall 


... this means—as always—Close Co-operation between 
Morse and Morse-Franchised Distributors 


Mutual concentration on a clean shot at an order for Morse-Quality 
Cutting Tools . . . that’s the working agreement between Morse and all 
Morse-Franchised Distributors. Morse Twist Drill & Machine Company, 
New Bedford, Massachusetts. 


MORSE MEANS 100% DISTRIBUTOR-PROTECTION “o 
ta. 
h. 


La 
MORSE Cutting Tools 
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| Willard C. Gettemy 
Studs : 
Tener Plas Willard C. Gettemy 
pe Joins Nicholson File 


Cap Screws 





Willard C. Gettemy has been ap- 
pointed representative for Nicholson 
File Co., Providence, R. I., in the 
Rocky Mountain and western states 

area from Montana to Texas. He will 

a work under the supervision of Nichol- 
son’s area manager, Edward J. Forbes. 

Pipe Plugs Mr. Gettemy previously worked for 

Heller Bros. Co. as a salesman in this 

territory and previously had been con- 
nected with Capewell Mfg. Co. in a 


similar capacity. 


B. F. Goodrich 
To Build New Plant 


B. Fk. Goodrich Chemical Co., a 
division of The B. F. Goodrich Co., 
will construct a new plant in Calvert 
City, Ky., 27 miles southeast of 
Paducah. The plant, on a tract com 
prising about 175 acres will represent 
an investment of more than $5,000, 
000, according to the company. 

Three buildings to house manufac 
turing operations, service and mainte 
nance facilities, power plant and of 
fices will be under way shortly after 
final DPA approval is granted. The 
project is expected to be in operation 
late in 1952 or early 1953 





a 





Seventeen Man Board Serves 
Plant Maintenance Show 


Seventeen industry executives, repre 
senting major sections of the plant 
maintenance field, will serve as an ad 
* om visory board for the Plant Mainte- 
Weste ri Automatic nance Show to be held in Convention 
\. : Hall, Philadelphia, Jan. 14-17. 

Machine Screw Company a a i. G. — agp 
: “Factory anagement and Mainte- 
722 Lake Ave., Elyria, O. ANS nance,” New York, is chairman. Con- 
currently with the show, a conference 

Precision Screw Products, Parts and Assemblies Since 1873 on plant maintenance will be held. 
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'F you WANT QUALITY 
SERVICE, COOPERATION. 
PROFITS, WRITE TODAY re. 
FULL DETAILS ON THE MAUREy 
FHP V-DRIVE FRANCHISE 





nd we 
roughout 7 


e. 
putor for 16 years.) 


handled — 
nest on the market - 


s.) 
pistributor for 16 year 


y make @ 


coopers 
it is @ 


ou not onl 
enuinely 


3 years-) 





M A U 4 E » THE MAUREY 100% DISTRIBUTOR POLICY 


" MANUFACTURING CORPORATION Maurey V-Drives are sold only through authorized 
2915 SOUTH WABASH AVENUE © CHICAGO 16, ILLINOIS distributors on a SELECTIVE DISTRIBUTOR POLICY 
that assures permanent, friendly and profitable dis- 
tributor-manufacturer relations. 


World's Largest Manufacturer of Pressed Steel and 
Cast lron FHP V-Pulleys Serving Industry Since 1917 





REL Te OE ee 
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EVERLASTING 


advantages 


more Fig. 4001/6561. Duplex unit consisting 
of Stroightway Lever-operated Sealing Valve 


and Angle Blowing Valve. 


BOILER BLOW-OFF VALVES 


When you show an EVERLASTING 
Duplex Blow-Off Unit to your custom- 
ers, their many superiorities speak for 
themselves .. . and sell themselves. 


The sealing valve at the left is the 

EVERLASTING design that has been 

famous for more than 40 years .. . the Se SAE. Gus oh chien ot 
valve with the drop-tight seal that actu- Straightway Lever-operated Sealing Valve 
ally improves with use because of its me ae Ve 

self-lapping action each time the valve 

is opened or closed . . . the valve that 

can’t stick or jam because of its non- 

wedge design . . . the valve that opens 

in less than a quarter turn to provide 

unimpeded straight-through blow. 


The blowing valve at the right is the 

equally famous EVERLASTING Angle 

or “Y” Valve, specially designed and 

equipped to withstand repeated blow- 

off shocks, erosion and corrosion, and Fig. 6571/6561. Duplex unit consisting of ¥ 
without pockets that might trap and Sealing Velve ond Angle Blowing Valve. ~ 
hold solids. 


EVERLASTING Valves are profitable 
for you to sell, because they are profit- 
able for your customers to buy. Write 
for descriptive bulletins and prices. 


EVERLASTING VALVE CO. Fig. 6561/6571. Duplex unit consisting of 


49 Fisk Street, Jersey City 5, N. J. Angle Sealing Valve and Y Blowing Valve. 


Everlasting Valves 


TRADE MARK “EVERLASTING” REG. U.S. PAT. OFF. 


E FOR EVERLASTING PROTECTION __ 
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George E. Hopf 


G. E. Hopf Made Manager 
Of New Disston Division 


George E.. Hopf has been made man 
ager of the newly created marketing 
division of Henry Disston & Sons, 
Inc., Philadelphia 

In his new capacity, Mr. Hopf, who 
is well known in the hardware distribu 
tion field, serves on the staff of Distr 
bution Management and has over-all 
supervision of advertising, sales pro 
motion, market research and statistical 
ind sales budgets for the company 
five sales divisions—hardware, indu 
trial, chain saws, steel and export 

Mr. Hopf joined the Disston 
ganization 27 vears ago as an assis 
to the advertising manager, 
quently becoming manager of 
promotion, advertising managcr, 
sistant manager of hardware sales 
hardware sales manager. Prior 
association with the company he 
with Hardware Age magazine 
vears 





ACCOUNTS RECEIVABLE are kept 
squared away at Mill Supplies Corp 
Lansing, Mich., by Ame Gustafson 














ij 
ii 





zs Ma | ‘ gay 
Hl it 
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MAGA He 5 SELECTS 
SEVERE CAMERA 








SALESMEN and CUSTOMERS 
Both cash in 


SELECTION fe, 3 CHOSEN BY 


ON SKF EDUCATIONAL Speman 
PROGRAM 





Because of *s program —‘‘The More You Know, The More 
You’re Worth’’— both Distributor salesmen and bearing users profit. Users 
because they can depend on replacement bearings being exactly right for the job. 
Salesmen because they inspire real confidence, convince their customers 

of their ability to counsel wisely to maintain operating efficiency. 
In addition, this program paves the way to worthwhile 
distributor sales training meetings. No wonder the sts 
franchise is preferred by so many top-flight distributors 


BALL AND ROLLER BEARINGS 
from coast to coast! 


integrity + craftsmanship + metallurgy 


tolerance control + surface finish 
WHY S&P IS PREFERRED BY ALL INDUSTRY product uniformity + engineering service 
field service 


SKF INDUSTRIES, INC., PHILADELPHIA 32, PA.— manufacturers of sr and HESS-BRIGHT bearings. 
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Flame Soldering with Kester “Nosput” flux-core 
solder. One of Kester’s specialized industrial solders 
that does this job better than any other solder. 


To Waste 


“Nosput” flux-core solder is only one member of 
Kester’s famous group of flux-core solders. In all 
there are over 100,000 different types and sizes, 


Cpictont 


Kester can supply the right solder for the job, virtu- 
ally eliminating waste and rejects. Have a Kester 
expert analyze your customers soldering operations. 


Kester Solder Company 
4201 Wrightwood Ave. * Chicago 39, Illinois 
Newark, New Jersey * Brantford, Canada 


Send for free manual 
SOLDER and Soldering 
Technique 


_ Mtayiz: 
ED 





A. H. BORCHARDT has been elected 
a vice president of Worthington Pump 
& Machinery Corp., Harrison, N. J. 





Sellstrom Originates 
Birthday Promotion Party 
The Sellstrom Mfg. Co., Chicago, 


has originated a new type of birthday 
party designed for their dealers in all 
parts of the country. 

The company contacted approxi- 
mately 2,000 dealers, inviting them to 
take part in a monthly drawing for a 
birthday gift—a Stiffel floor lamp. 

The original announcement _re- 
quested dealers to fill in a reply card, 
giving the month of their birth. More 
than 70 percent accepted the invita 
tion, and as a result, between 90 and 
100 dealers will participate every 
month in the drawing, the first of 
which took place early in July. The 
plan called for the drawing to be con 
ducted each month in the office of a 
dealer who has a birthday during that 
month. 

On July 10th, a Sellstrom repre- 
sentative took the July birthday cards 
to the office of H. H. Norden, treas- 
urer of the Standard Equipment & 
Supply Co., Hammond, Ind. Mr. 
Norden superintended the drawing of 
a card which won the July gift for E. 
D. Miller, of the Lubbock Hdwe. Co., 
Lubbock, Texas. 

There will be a similar birthday 
gift drawing every month for the next 
year, according to the company, and 
the drawings will continue as long as 
interest is maintained. 


Diesel Firm Organized 


A new Diesel distributing firm has 
been organized in Little Rock, Ark., to 
be known as Lewis Diesel Engine Co. 
The incorporators are: T. Walker 


Standard for Industry since 1899 


Lewis, president of Lewis Supply Co., 
Memphis; and Sam Costen and John 
| Costen, Memphis attorneys. 
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THE PORTABLE 
PEDESTAL PRESS 


An amazingly efficient, portable press which 
combines with the sensational Power-Twin 
Hydraulic Puller to perform hundreds of tough 
jobs easily and quickly. Every shop can use one -- 
large plants will use many. Just get a couple 

of them in use and see how fast the news spreads. 





STRONG — Will handle 95% of all pulling or installing jobs. 
Especially designed for use with the 17% ton Power-Twin 
Hydraulic Puller. 

AMAZINGLY PRACTICAL — use for a wide variety of production, 
assembly line or maintenance operations. 











PORTABLE - PERMANENT — can be easily moved from job to 
job or located near permanent equipment. 
COMPACT — Base is only 20”x 21” - will fit anywhere. 


VERSATILE — Provides almost unlimited vertical adjustment 
for pulling or installing wheels, pulleys, bushings, collars, 
couplings, gears, shafts and bearings. 


POWER-TWIN 
HYDRAULIC 
BENCH PRESS 


@ Bench frame available for use with OTC Power-Twin 
Center-Hole Hydraulic Ram. Provides compact, inexpensive 
hydraulic press which can be mounted on bench for shop 


work or service truck, for field use on maintenance work. 
See your jobber for complete information or write us. 


OWATONNA TOOL COMPANY 


373 CEDAR STREET © OWATONNA, MINN. 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 229 











230 


EXTENDED HAND WHEEL 


Where it is desirable to 
have the hand wheel at a 
distance from the hoist 
itself—for handling hot 
materials or large and 
bulky loads—it is possi- 
ble to readily convert the 
standard Chester Spur 
Geared Hoist to this type. 


Dl ee ee 
ee ed 


LOW HEAD ROOM HOIST 


For existing structures 
with low head room, or 
for reducing costs of new 
construction by permit- 
ting lower ceilings, this 
low head room trolley 
hoist may solve the prob- 
lem. Fast service availa- 
ble on these and other 
types, in sizes from 1/9 
to 24 tons. 


Write for complete catalog giving in- 
formation on hoist capacities, prices, 
reach, chain pull, test loads, etc. 


CHESTER HOIST DIVISION 


THE NATIONAL SCREW & MFG. CO., LISBON, OHIO 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 


— 


NEW MANAGER of sales at Fulton 
Supply Co., Atlanta, Ga., is W. G 
Archer, who has been with the 


hrm 


% vears 





Norman J. Learned Heads 
Elmira Freedom Committee 


Norman J. Learned, p-esident of Lc 
Vatlev, McLeod, lnce., Hhiira, N. Y., 
is chairman of an overall local program 
including a 22-man steermmg commit 
tee for the Elmira Plan tor observance 
of the United States Constitution 

The group of civic and 
leaders will spearhead work of the Fl 
mira kreedom committec 


business 


Precision Supply Moves 
The Precision Supply & Machine 
Co., Paterson, N. J., has moved to 


new and larger quarters at 9 Church 
a. Paterson 





SPACIOUS OFFICE at K. J. Papke 
Co., Inc., Milwaukee, provides plenty 
of working space for Majorie May, 
Bille Hasenohrl, and Dolores Baran 





(Advertisement) 


Multiple-Use 
hubber-Cushioned 
Abrasives Approaching 


Wartime Sales Highs 


TWO APPLICATIONS OF FINISHING TO CONTOURS WITH RUB- 
BER-CUSHIONED ABRASIVE WHEELS: (left) variable pitch airplane pro 
peller blade; (right) rotor blade for jet engine 


® Wide applications in light finishing show production time savings as high as 
50°c, outstanding surfacing and smoothing; burring, finishing, cleaning and 
polishing in one operation. 


Abrasive and rubber product rapidly proving its versatility in working lamin- 


ated materials, plastics, wood, glass, in addition to finishing lightweight and 
semi-precious metals. 


Manufacturers of civilian-use products, parts and assemblies also benefiting 
from defense-industry time saving methods and applications. Dealers round out 
abrasives-service to customers. 


During the hectic production era of World War il bustion and jet engines, airplane parts, electrical and elec- 
many a production executive and methods man recognized tronic equipment, instruments, and the production of basic 
ind employed rubber-cushioned abrasives because of theit tools, dies, molds, jigs and patterns. Brightboy‘s service 
outstanding finishing results on lightweight metals: alu department works with dealers and their customers to 
ninum, Monel, Dural, Alclad, stainless steel. Production develop use-methods, and in solving production problems 
procedures thus established naturally found wider appli where abrasive finishing is involved. 


cations in th fa e of many post war products 
Then came the introduction and wide use of plastics and q Br ightbo y Rod im drill sel: burvi rs 
laminated materials; with them new finishing problems me pening a at gee Se 
Experts feted with rubber-cushioned abrasives quickly 
discovered that Brightbov would do a splendid job in the 
newer materials als 
Result: ‘Todav, with both defense work and civilian 
goods production at high levels and Brightboy applications 
wider than ever, dealers are noting a substantial sales pick 


this unusual abrasive that serves for both conven ! 
and special “light” finishing. ops “Brig pital Hand 


Versatility Plus 


Pages uses include removing tool and heat marks, clean 
r WO stig and soldered joints, finishing dies and molds, Polishi 
i tampings, castings, machined and molded parts < of ebb 
i thoy bridges. the gap, the work steps, between th« ith 
ad 3 ind the buff, frequently in one operation. It often el 
serves as the fina! polish, can be shaped to surface contour, 
ind used for close tolerance, precision work. It requires no 
efore-use preparation or dressing; no skilled labor to han noothing and burring dural a 
dle it. As a result, time savings are el parts with Brightboy Wheel 


automatic. It is made 
n wheels, sticks, rods and blocks for machine and manual 
perations. Surfacing is controlled by pressure and/or 





DEALERS—NOTE 


Brightboy Industrial Division of the Weldon Roberts Rubber Co. of- 
speed fers full information on the Brightboy line and its sales opportunities. 
I Included ir the dealer-service program are analysis of customers’ re- 
. . quirements and recommendations for time-saving methods and appli- 
Special Uses cations, information on latest production procedures. Inviting dealer 
. oe = . . franchises are available in good territories. Address: Brightboy Indus- 
Special uses already proved in defense work include the trial Division, Weldon Roberts Rubber Co., 6th Ave. & No. 13th Si., 
manufacture and maintenance of ordnance, internal com |_ Newark 7, N. J 
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MARKAL 
PAINTSTIKS 


A Good Sales 
Addition to your Line 











@ Small item for big turnover 
@ A type for every marking job 
@ A time-saving tool for industry 


FOR COLD SURFACES 
P aes r 


” 
MARKAL 


STIK s made 


low 

any surface | regardles 
oily, icy, 

rough, sleek 


wet, a. 


(A MARKAL PAINTSTIK. 


ee mee 
REAL PAINT IM STICK FORM - HANDY AS A PENCIL 





@ FOR HOT 
SURFACES 


MARKAL PAINT- 
STIK marks het sur- 
faces up to 20 


Ma ks_ wil 


oy 
Mark ll not run, 
char, peel, crack or 
discolor, Several types 
f i hig te era- 


@ WHAT MARKAL PAINTSTIK IS 


idled, easily 
a the r pi ot 


easily a 


ts POS! 


rSTiIK 
ser ul you sell it as 
valu i more in some 
> I 


PAINT 
1 


small t i plar 
Every industry a sate ntial user. 


@ AVAILABLE IN COLORS 
MARKAL PAINTST 
wipe elect 
Es i @ 


juire 


@ PACKAGED TO SELL 
IARKA 


Supported by national adver- 


tising 


Literature and Samples sent FREE 


at 


MARKAL COMPANY 


3094 W. Carroll Ave. 
Chicago 12, Ill. 





Simonds Branch in Chicago Moves To Larger Quarters 


NEW HOME 
Abrasive Co., 
area at extreme left. 





of Chicago branch of Simonds Saw & Steel Co 
has large shipping and receiving dock; Will Call entrance and parking 


and Simonds 


LOOSE STOCK is contained in these racks, arranged for a wide variety of sizes and 


types for rapid order filling 


Boxed stock can be seen in right foreground 


Simonds 


gained more than 13,000 sq. ft. in the move. 


Simonds Saw & Steel Co., and 
Simonds Abrasive Co. have moved 
their combined office, shop and ware- 
: ouse from 127 South Green St. to 

323 West Addison St., Chicago. 

In the new location, six miles from 
the Loop, the latest ideas have been 
incorporated for efficient handling of 
orders, stock, repair services and both 





in Philadelphia, Pa., 


NINE-TRUCK FLEET of Theo. C. Ulmer, Inc., 


lines up before shipping and receiving departments to take 


incoming and outgoing shipments. 

With 40,000 sq. ft. divided between 
three floors and cut up by elevators 
and stairways, stock area is now larger, 
aisles wider, order filling and handling 
simplified. In increased shop area, new 
machinery, equipment, and improved 
repair and emergency manufacturing 
facilities have been added. 


distributors of industrial supplies 


aboard morning deliveries and drop off railroad pickups. 
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in WIRE ROPE, too 


It's all in the RIGHT KIND of Muscle 


The powerful, rugged muscles of a charging rhino enable him to 
propel his tremendous bulk and weight at truly remarkable speed. 
Nature designed them well for the purpose they have to serve. 

In wire rope, too, the right kind of muscle is vitally important... 
because different types of jobs present different types of destruc- 
tive forces. Bending fatigue! Shock stress! Abrasion! Load strain! 

Each demands wire rope that best combines the required resistance 

characteristics. 

Wickwire Rope gives you the benefit of long experience and spe- 
cialized know-how which assures you of exactly the right kind of 
rope your particular job demands. 


For additional information write or phone our nearest sales office. 


EAST: WICKWIRE SPENCER STEEL DIV.—Boston * Buffalo * Chattanooga * Chicago * Detroit * Emlenton (Pa.) * Philadelphia * New York 
WEST: THE COLORADO FUEL & IRON CORP.—Abilene (Tex.) * Denver * Houston * Odessa (Tex.) * Phoenix * Salt Lake City * Tulsa 
PACIFIC COAST: THE CALIFORNIA WIRE CLOTH CORP.—Los Angeles * Ockland * Portland * San Francisco * Seattle * Spokane 


LOOK FOR 
THE YELLOW TRIANGLE 
ON THE REEL 
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e i S or | oe Editor 


I ditor: 


NY { re) I'HIs Is TO CALL. YOUR ATTENTION in a 
friendly sort of way to the picture in 
the upper right hand corner of page 


87, of the August issue. The same 
.of AIR-REFINED, AIR picture appears on page 1. It is some 
thing that we, as grinding wheel peo 
TESTED MALLEABLE > ple, are particularly conscious of be 


cause we have been called on it so 


IRON i F nany times ourselves. It is the fact 
_and With the RECESSED > that the wheel is shown without a 


guard and the man is working with his 


BRASS SEAT face apparently directly in front of it. 


Of course, regardless of where the 


: ie 7 . man locates himself, the wheel is sup 
posed to be guarded. We don’t want 
people to think that grinding wheels 


ai. | 
ire dangerous tools. As a matter of 

fact they are not if they are properly 

y used. We all have an obligation, how 

ever, to see that users are aware of 

the safety rules as laid out by the 

' E ‘American Standard Safety Code for 


the Use, Care and Protection of Abra 
sive Wheels”, and one wav to bring 


The LINE that provides COMPLETE SERVICE | i svorscyytoshoetscsess 
Accidents d¢ S¢ Cc s hz ( 

and assures BIG POTENTIAL BUSINESS iets ahaa "or som dat Wales 
of 


mounted on the machine, and, 
Availability of Jefferson Unions in every type and size for every industrial need means course, they do run at rel itively high 


that by making Jefferson your source of supply, you can get and hold the maximum speeds 1S compared to other tools; so 
share of your customers’ pipe union business. f 
it is only fair to the workmen to con- 


It means, too, that you have at your command an invaluable sales tool . . . the exclusive veV th impre ssion to all concerned 
Jefferson Recessed Brass Seat—a universally accepted and acclaimed feature which that safetv euards are “in stole” oon 
assures easy make-up of permanently tight joints, full details of which are available on : i } 
request. 





tinually. 

We wonder if it wouldn't be a good 
idea for vou to take this up with your 
staff and ask them to trv and be con 
scious continually of grinding wheel 
guards and the necessity of showing 
them in pictures. 

Norton Company 

Abrasive Division 
R. H. Cannon, 
Merchandising Engineer 
Ralph N. S. Merritt, 


Product Safety Engincer 


Jetferson rounds out its line with a full quota of all-iron seat unions. 








e Fditor’s Note: We endorse the 
safety ideas of Messrs. Cannon and 
Merritt 100 percent and wish all 
our storv sources would take thei 
message to heart But, where 
there’s a storv concerned it isn’t 
alwavs possible for an editor to pull 
a safetv guard out of a silk hat 


Yersol union co. ii 
a ee ee, ee In vour issue of August, 1951, page 
: “4 6 : | 94, there appeared an article headed 


Ask for complete details. 


eo He a of. Sevenen 8. “DIAMOND WHEEL RESTRIC- 
etcher Ave., Lexington 73, Mass | TIONS LOOM” Copy of that ar- 
ticle is attached hereto. This article 
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SINGLE REDUCTION 


DOUBLE REDUCTION 


FOOTE BROS. MAXI-POWER 
PARALLEL SHAFT 
HELICAL GEAR DRIVES 


MORE POWER — LESS SPACE — Precision processed 
gearing, improved materials and heat-treatment, closer 
manufacturing tolerances, permit selection of smaller 
size, lower weight units. 


IMPROVED PERFORMANCE — Generated helical gearing 
of maximum accuracy for uniform load distribution— 
positively located gearing for full tooth engagement 
across entire gear face—all mean better performance. 


A Foote Bros. enclosed gear drive for any industrial 
application. Foote Bros. will gladly consult with you 
on your enclosed gear drive requirements. 


COMPACT 


MORE POWER 


TRIPLE REDUCTION 


SMOOTH OPERATION — Overlapping tooth action of 
highly accurate helical gearing—close backlash toler- 
ances—reinforced housing design plus extra capacity 
Antifriction Bearings Throughout provide smooth, 
quiet operation. 


42 SIZES — Single, double and triple reductions, ratios 
from 2.08 up to 360 to 1—capacities up to 1,550 h.p. 
provide the correct unit for practically any application. 


‘FOODIE? [E“BRO S. 








Beller Power Tan svion 
WRITE FOR BULLETIN MPB 


LINE-O-POWER DRIVES 


HYGRADE DRIVES 


FOOTE BROS.-LOUIS ALLIS 
GEARMOTORS 


FOOTE BROS. GEAR AND MACHINE 
CORPORATION 

Dept.ID, 4545 So. Western Bivd., Chicago 9, Ill. 

Send me Bulletin MPB on Foote Bros. 

Maxi-Power Drives. 
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the only low-cost spray gun 
with all these big gun features 


V light weight reduces fatigue. Only 20 ounces! The Model 29 
will be welcomed by everyone in your finishing department...for 
this bantam-weight reduces operator fatigue to the minimum. 


 carwidge-type air valve simplifies replacement. The air valve 
and its seat A) are quickly replaceable as a complete unit. No more 
time-consuming hand lapping of a new air valve into an old seat. 


V brass and steel material passage for longer life and better 
finishes, Air-tight material passage @ protects the aluminum 
casting from corrosion and erosion. 


V bottom air inlet for perfect balance. @ Distributes hose 
weight properly...makes it easier to manipulate the gun. (If 
desired, Model 29 can be furnished with the air inlet at the 
back of the gun @). 


‘or air passages for low pressure drop. Improves 
spraying efficiency...decreases load on compressor. 


brass air nozzle for longer life and finer finishes. @ Diep 
forged for toughness, then machined to extremely close 
tolerances. Can be changed quickly for various set-ups. 


(&) 


© 


PLUS an attractive low price! TR 


SEND TODAY for Bulletin 29 
which gives full information and prices on 
this remarkable new gun. No obligation. 
"A good tool is more than a handy instrument 


it's the mark of a good craftsman." > 2 P 
“ a > 
fish CECT Ae, ~President 


BINKS MANUFACTURING COMPANY 


3128-30 Carroll Avenue, W., Chicago 12, Ill. 
NEW YORK * DETROIT * LOS ANGELES * ATLANTA © BOSTON © CLEVELAND * DALLAS * MILWAUKEE * NASHVILLE 
PHILADELPHIA * PITTSBURGH * ST. LOUIS © SAN FRANCISCO © SEATTLE © WINDSOR, ONTARIO. CANADA 
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has started quite a bit of incorrect ap- 
prehension, fear and misunderstand- 
ing on the part of certain users of 
diamond grinding wheels. 

To begin with, the article contains 
a mis-statement. At the meeting men- 
tioned, it was stated that the proposed 
restrictions represented only about 
6%—not 20% of the End Use of 
diamond powder, and _ therefore if 
they were to eliminate all of the pro- 
posed End Uses on the restricted list, 
there would not be sufficient saving 
to make it worth while. So that you 
might read what actually was dis- 
cussed at the meeting, we are attach- 
ing copy of the summary of our own 
position which we believe to be the 
position of all of the smaller business 
firms at the meeting, of which there 
were 14. 

As a result of this meeting, it was 
decided within a few days thereafter 
that there would be no such End 
Use restrictions at the present time, 
unless there is a shooting war or un- 
less there is some new development 
which is not known at the present 
time or foreseen. This report was 
given us by the Department holding 
the meeting and verified by another 
Department and we suggest vour veri- 
fying it at your earliest opportunity. 

In any event, in all fairness to your 
subscribers and readers who have 
been disturbed by this article, I think 
it only fair to the accuracy of news 
reporting that you at least publish 
a follow-up on what you previously 
published, giving the correct present 
status of this situation. 

I am not only President of Super- 
Cut Inc. manufacturers of diamond 
wheels, but am a Director of the In- 
dustrial Diamond Association and am 
also Chairman of the Diamond Wheel 
Committee of that Association. While 
I am not writing you as an official 
of the Industrial Diamond <Associa- 
tion or as Chairman of the Commit- 
tee, nevertheless T believe I am in a 
position to know the facts in the 
matter and would sincerely appreciafe 
vour cooperation so that undue alarm 
is not continued 

Super-Cut Inc. 
L. H. Metzger 
President 


e Editor's Note: Mr. Metzger’s 
facts are correct. But an order re- 
stricting end uses of diamond 
grinding wheels was considered by 
NPA and not until the industry ex- 
pressed its opinion was the decision 
to shelve it made and that was after 
INDUSTRIAL DISTRIBUTION 
went into print. NPA Release 974 
which gave a summary of the meet- 
ing incorrectly reported the 20 per- 
cent figure which Mr. Metzger cor- 
rectly gives as 6 percent. 





vote cee: i. iia Fig 152 Forged Steel 
cos | idl Gage Valve Gives 
: Your Customers 


Quality They Cant 


18-8 STAINLESS STEEL 
BODY. 


2 Get in Any Other 
=. 4 : Valve of This 
ie > Seen 

Even if 
They tay 
Move / 


Get all the facts on the most widely specified 


EDWARD CATALOG 104— Edward Valves. Ask for catalog 104 which fully 


A SALES BULLETIN AND describes and illustrates each Edward design. 
A SALES MANUAL! 


i ted on th E “first” 
GET YOUR COPY NOW Use it to keep posted on the many Edward “first” and 


exclusive sales-winning valve features. Because 


Edward is ‘the birthplace of better valve 
alves, mc. designs,” you'll find Edward valves have 
greater sales appeal. 
Subsidiary of ROCKWELL MANUFACTURING COMPANY © 


1289 West 145th Street, ® 
EAST CHICAGO, INDIANA 
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Ups 
Your Sales Curve.. 


A ‘Budgit’ Chain Block will up any 
manufacturer's production curve, too, 
especially if his production depends 
upon the spot lifting of materials 
around his plant. Compact, light in 
weight, one man can carry the ‘Budgit’ 
Chain Block from one spot-lifting job 
to another, hang it up, and lift the 
load by himself. 


Tell your prospect these facts about 
this newest of chain blocks. Ask him 
to picture one of his workmen with a 
1-ton ‘Budgit’ Chain Block lifting a 
1-ton load with only a 65-!b pull on 
the hand chain while only a 10-Ib 
pull keeps it moving smoothly down- 
ward. Describe the easier, faster, 
smoother lowering of loads due to 
the ‘‘full-jeweled" load brake, how 
all the other new features make the 
‘Budgit’ Chain Block the most efficient, 
safest chain block to use. 


So, find the manufacturer whose 
spot lifting jobs present a production 
problem and your sales of the port- 
able ‘Budgit’ Chain Block will follow. 


‘BUDGIT' 1-BEAM TROLLEYS 
expand the usefulness of 
chain blocks. Make them 
carry as well as lift. That's 
important when travel is 
an important part of any 
load-handling operation. 
Talk up the |-Beam Trolley 
next time you sell a ‘Budgit’ 
Chain Block. 


CHAIN BLOCKS 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
of “'Shaw-Box'’ Cranes, ‘Bud 
fter’ + nd or pe 


tsa fting 


HANDY DISPLAY of abrasive wheels 
permits easy selection by a customer 
J. D. Hollingsworth demonstrates to 
H. R. Ariail of ‘Tornado Supply Co., 
Anniston, Ala 


Tornado Supply Co. 
Adds Two Outside Men 


lornado Supply Co., Anniston, Ala 
has added two new outside salesmen 
to its staff 

I’. L.. Barker, former safety engineer 
with Kilby Steel Co., will cover Gads 
den and Attalla. 

James ‘Tuggle has been promoted to 
industrial salesman for the city trade 





Rig Maintenance To Build 


The Rig Maintenance Supply Co., 
Inc., Houston, Texas, plans to build 
1 one-story office and shop building 
on a one-acre site on Armour Drive in 
Houston. 





RENOVATED OFFICE of the Grand 
Rapids Supply Co. sports new walls, 
new linoleum floors, modernized light 
ing and brand new desks 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 


DAIL 


FOR ALL TYPES 
OF MASONRY 


as 





ARRO FLEXO-FLUTE SPIN DRILL 
Cemented carbide tips. Cleans 
dust from holes automatically. 


ARRO HAND STAR DRILL 


i STS = > 
Se 


ARRO 3-FLUTED DRILL POINT 
Type 200 


ARRO 4-FLUTED DRILL POINT 
Type 300 


——S 


ARRO TWIST DRILL POINT 
Type 








RUBBER GRIP DRILL 
POINT HOLDER 
FOR TYPES 100, 200 and 300 
DRILL POINTS 


PLAIN STEEL DRILL POINT HOLDER 
FOR TYPES 100, 200 and 300 
DRILL POINTS 
ARRO offers a complete 
line of drills for masonry, 
especially designed for 
their specific jobs. Made 
of the finest materials 
and produced by skilled 
craftsmen....ARRO drills 
are conveniently avail- 
able from your ARRO 

distributor. 


Sold only through Gobbers 
ARRO EXPANSION BOLT CO. 
MARION, OHIO 








THE EAS Y| WAY TO 


“break the ice” 


When you sell Rex TableTop® Chain, you have 
the ideal “conversation opener”...an easy way 
to “get your foot in the door” and arouse your 





customers’ interest. TableTop has so many out- 
standing advantages which no other flat top con- 
veyor chain can boast. Features like the simple 
link and pin construction, wide bearing area 
which means longer life, ease of cleaning, 
smoothness of carrying surface... 

they’re all sure to make even 

the toughest customer “‘sit 

up and take notice.” 


That’s one of the big 

advantages of selling the 

complete Rex line. A customer 

who is sold on the cost cutting 

features of Rex TableTop is sure 

to be a likely prospect for other Rex 

Chains. He may be looking for a conveying 

chain that can weave around corners. Here’s the 

perfect opportunity to explain why Rex Double- 

Flex Chain is the finest on the market. Or per- 

haps there are applications in his plant that call 

for a cast chain or a Chabelco Steel Chain. Per- 

haps he needs new sprockets or is in the market 

for belt idlers. In any case, once TableTop has 

“opened the door,” it will stay open while you 
sell the advantages of other Rex products. 








And in your selling efforts, don’t forget to use 
the many sales aids that are available to you... 
forceful product literature, effective direct mail, 
counter displays, a hard-hitting national adver- 
tising campaign and the new 520 general catalog. 
For more information write to Chain Belt Com- 
pany, 1622 W. Bruce Street, Milwaukee 4, Wis. 


» Chain Belt comoavy 


@ Bhown REX of MILWAUKEE 
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Another Strong Link 
in Your Chain... 


Good performers, these 
Roper Pumps. Good 
sellers and sub- 
stantial profit- 
makers, too! Value- 
wise, they are “right up” to 
the other fine products 
you stock and rec- 

The 
Roper link is 


commend. 


a strong link in 


your chain. 


Hook-up with 


Roper now! 


= 
WIDE RANGE OF SIZES... 
Pumps For Every Purpose 


Roper Pumps Series 

3600, F, H, and K — are 

simple in design; come 

in ranges from 1 to 300 

g-P.m., pressures to 

1000 p.s.i. They are 

used in diversified 

industrial and commer- 

cial applications, pumping 

both thick and thin clean liquids. 


Send for Catalog 


Get all the facts and specifications on 
the Roper line. Write for your free 
copy today 


GEO. D. ROPER CORP. 


339 Blackhawk Park Ave. 
Rockford, Ill. 
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SATISFIED SPONSORS of the tool and machinery show are C. W 
president of Mill Supply & Machinery Co., Gene Voigt, sales manager, J. WW 
secretary-treasurer 


vice president, and C. W. Burst, Jr., 


Burst, St., 
Miller, 


TOOL DEMONSTRATION draws interested spectators to watch Mal Sturges and 


Bert Morris handling Aro tools 
Louis, Mo 


The first industrial supply and 
equipment show of its kind held in 
St. Louis, Mo., was sponsored recently 
by the Mill Supply & Machinery Co. 
Lasting three days, the exposition took 
place in new display rooms adjoining 
the offices and warehouse of the com 
pany. 

Seven hundred and fifty members of 
metal working industrial plants at- 
tended the display which featured re- 
freshments, $1000 worth of attend- 
ance prizes, and gifts for all the guests 
at the show. 

Attractions included carbide tools 
ground by factory representatives who 
showed the correct way to grind chip 
breakers; demonstrations showing raw 
welding and rough castings snagged 
on cloth coated abrasive belts; and 
tricks by factory engineers on precision 
tool room lathes. 

The latest in drilling methods were 
exhibited—multiple setups, drilling 
with a chip breaker attachment and 
drilling stainless steel. Metal sawing, 
use of vertical and horizontal band- 


it the Mull Supply & Machinery Co. show in St 


saws and power hacksaws was also 
st iged 

\ 400 hp electric motor was on dis 
play as well as on the spot demonstra 
tion of all types of portable pneumatic 
and electric tools. 

Sheet steel was accurately formed, 
sheared, bent and notched without 
dies before spectators, who also ex- 
amined displays showing the latest 
developments in flex wheels (lam- 
inated cloth grinding wheels) in ac- 
tion. 

Che popularity of the show was at- 
tributed by company officials to its 
novelty as well as the thoroughness 
and accuracy of the display. 


Dow Chemical Promotion 


Andrew J. McCoy has been named 
assistant to D, W. Watters, produc- 
tion manager, magnesium wrought 
products, it was announced recently 
by R. E. McNulty, plant manager, 
Madison Division, The Dow Chemi- 
cal Co., Midland, Mich. 





FACTS 


that help Fatnir Distributors 
with their customers 


New service bulletins are giving Fafnir 
Distributors new opportunities for 
strengthening customer relationships. In 
fact, they’re helping to solve more than 
one sales problem these days. 

The bulletins offer suggestions on how to get the most 
value from Fafnir Pillow Blocks and other Ball Bearing 
Power Transmission Units . . . time-saving installation 
tips . . . money-saving lubrication and maintenance tips. 
Illustrations and diagrams help to make them easy to fol- 
low and to understand. Under most conditions of service, 
the general maintenance practices detailed in these bulle- 
tins will insure the maximum life and service of the Fafnir 
Ball Bearing Units featured. 

These timely bulletins represent another reason why 
so many leading Distributors prefer to handle the Fafnir 
line. Fafnir helps in many ways to keep Distributors “in” 
with their customers regardless of the “times”. The Fafnir 
Bearing Company, New Britain, Conn. 


PILLOW BLOCKS 
... all types... light, standard, 
ee heavy . . . fixed and floating. 


CARTRIDGES 


. . . light and heavy series 


FLANGETTES 


... with pressed steel flanges 


FAFNIR 


BALL BEARINGS 


MOST COMPLETE [ef “B)s) LINE IN AMERICA 
Se 
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WHAT DO YOUR CUSTOMERS WANT 
MOST IN HACK SAW BLADES? 


SAFETY=— 


L-O-N-G L-A-S-T-I-N-G 


G.W. GRIFFIN CO. 


Franklin, New Hampshire 


General Sales Agent 


JOHN H. GRAHAM & CO., Inc. * 105 Duane St., New York 8, N. Y. 
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Product Knowledge 


Is Selling Power 
CLUTCHES —— 


to 





[he purpose of any clutch is 
make it possible to disengage or release 
at will the connection between a driv 
ing shaft and the driven shaft. <A 
clutch, like a coupling, is intended to 
help compensate for any misalignment 
between shafts. 

Clutch types available and in use in 
industry would include 

a) Friction type; used to connect or 

disconnect single machines or 
groups; connects a rotating shaft 
to one which is stationary to 
bring it up to speed. 
Centrifugal type; _ particularly 
for connecting gasoline 
engines to equipment; connects 
motors automatically to high 
inertia loads. 
Positive tvpe; offers instant pick 
up; consists of two cylindrical 
hubs which have jaws 
Magnetic type; used for a high 
degree of machine tool control; 
engages and disengages electric- 
ally. 

lhe simplest form of clutch is the 
positive or jaw type. The friction 
type, however, comprises the largest 
group and has the widest application 
in industry. 

The type of work that must be done, 
ind the atmospheric and load condi- 
tions anticipated in-plant, should de 
termine your recommendations on 
clutches. Shears and punches, for 
example, would suggest the single 
revolution clutch because of their 
method of operation. A customer 
who must contend with abrasives in 
his plant (the powder-mold grinding 
room of a steel plant is a good ex- 
imple) would do well to install, at 
vour recommendation, a totally en 
drv-disk type clutch. Dry 
clutches, by the way, require no lubri 
cant 


good 


C lose d 


Some “Rules” on Operation 


Effective, trouble-free operation of 
clutches of various types depends on 
how religiously you and your customer 
follow through on the “rules” of in 
stallation and maintenance. A list of 
them would certainly include the 
following 

1. A clutch should be mounted close 
to its supporting bearings. 

2.A good friction cutoff coupling 
should have a capacity equal to, 
or greater than the strengths of 
the shafts connected 





WHITNEY 
Cfeus the lh” 


To Sales 


with Advertising in 
Leading Publications 


Whenyou sell Whitney Chain Drives...roller, silent and convey- 
or chains, accurately cut tooth sprockets and flexible couplings 
...you are selling a quality line of drives that have gained 
acceptance throughout all industry for its dependability. 


What’s more, Whitney makes it easier for you to sell with 
an outstanding advertising campaign that helps prepare your 
old customers and find new prospects. An advertising cam- 
paign in over 28 leading publications that actually “opens the 
door” for your salesmen, makes it easier for them to sell. 


This hard-hitting campaign will reach over 12,000,000 
readers per year, telling and showing them how Whitney 
Chain Drives cut costs, improve machine performance and 
maintain product uniformity. 


In addition, these typical sales aids for your own use help 
to make your sales job easier . . . direct mail, self-mailer 
bulletins, advertising reprints, drop-off bulletins, envelope 
stuffers, catalogs, plus other merchandising material. 

Make this year your Whitney year. It will pay off in more 
sales and profits. 


Whitney Chain Company 


239 HAMILTON STREET, HARTFORD 2, CONNECTICUT 
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3. When a good friction clutch is 
engaged, the load should be 
started in 4 to 8 seconds. 

.Jaw clutches, cone clutches, in- 
ternal- and _ external-expanding 
clutches, all require more shaft 
space than other designs. 

5.The jaw clutch, employed for 
moderate rough driving, should 
not be used in installations where 
speeds exceed 60 r.p.m. 


One Final Caution: 


Clutch alignment, firmness of the 
belting supports, and tightness of the 
entire clutch installation, should be 
checked ten operating days after instal- 
lation. 


Enos & Sanderson Publicizes 
Importance of Distributor 


Importance of the industrial supply 
firm in the current defense program 
was effectively brought to the atten- 
tion of the public by The Enos & 
Sanderson Co., Buffalo, N. Y., through 
an institutional newspaper ad. 

he ad carried a reproduction of a 
telegram from W. J. Hayes, chief of 
the Production Plant Construction 
Branch of the U. S. Atomic Energy 
Commission, praising the Enos & 
Sanderson Company for shipping 
vital electrodes to the American Loco- 
motive Co. which helped alleviate a 
“very serious condition” in fabrication 
work. 

Enos & Sanderson stated in the ad: 
“In our country in peace, or in times 
of defense, the distributor of steel and 
industrial supplies plays a vital part. 
Che prime importance of distributors 
is to offer immediate delivery from 
their warehouse stocks on items that 
are needed by industry. 

“Under today’s conditions, this is 
not always possible but because of the 
bond between the distributor and his 
many sources of supply he can quite 
often speed up delivery of critical ma 
terial to meet a definite schedule 

“We at E & S are proud of the tele 
gram reproduced above not oniv be- 
cause it is a feather in our cap but also 
because it is typical of the tvpe of 
service that is often rendered bv our 
industrv.” 


Browning-Ferris Machinery 
Marks 25th Anniversary 


Some 1000 friends of Browning- 
Ferris Machinery Co., Houston, 
lexas, gathered at the firm’s Texas 
and Live Oak building recently to 
celebrate the 25th anniversary of the 
opening of the Houston office. 

The scene of the silver anniversary 
celebration was a modern plant cover- 
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Youcan make extra sales and 
by pushing Veelos. 


ADJUSTABLE 
TO ANY 
LENGTH » ADAPTABLE TO ANY DR 
IVE 
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Made in 
all wid P 
Also di idths in thre 
Ralee pnd Vv in pgp ye regular, oil-pr 
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RING & BELTING COMPANY 
© MANHEIM 
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ing more than a city block—a strong 

GREATER PROFITS contrast to humble facilities of the 

first Browning-Ferris Houston office. 

The building’s 150-ft. showroom 

” was decorated for the occasion, and 

vistors were served a buffet luncheon. 

CLIPPER ty Refrigerators were given as door 

: prizes, and balloons released carrying 
prize-winning coupons. 

When W. A. Browning Machinery 

Co. moved into Houston in 1926, the 


v Constant Consumer Demand itv was not vet the largest in Texas, 


ilone the South, but the firm has 


f 
Y No Factory Sales to Users 5 wn al mn with Houston a ranks 


r the top as a machinery distribu- 


f e * : 
¥Y Nationally Advertised . \ big factor in the growth of the 


company in the Gulf Coast area was 


V Firm Resale Price Policy gg, 2» enn dscoves of new oi 


New applications of heavy con 
v Hi hest Uniform Qualit . struction machinery was also discov 
g y cred at the same time—and the com 
lg pany was forced to expand in 1929 
to mect new demands 

The present building was designed 
for easy expansion and has had four 
major additions since 1931. Latest 
of the additions was a 60 by 150-ft. 
warchouse-showroom, opened in 1948. 
Real estate holdings now include the 

entire block surrounding it 
When the firm opened in Houston 
it had only three men to run the cn 
tire works. Today there are S80 em- 
plovees with almost one-half having 
more than five vears service with the 


“7 


~ 
» 


SEELT tacias 





C mp ny 


Nelsen Joins Airmotive 


J. J. Nelsen, formerly Southwesten 
5 ey F f district manager for Briggs Mfg. Co. 
Ta take an Cdpustable 3 of Detroit in Dallas, has been named 
Kan. rather sn Soengao reduc- ~~ purchasing agent for Southwest Air- 
ing labor costs in thousands of ) motive Co. at Love Field. 
plants today. Distributors find 
these Production Tools easy to 
sell—profitable to handle. Adver- 
tised to over 1,000,000 readers 
every month to back 
your sales effort. 








DRILL CHIP 


\. BREAKER 


* Increases Drilling Speeds 100% 
or more 
* Drill Deeper Holes— 
8 to 20 times drill dia. 
* More holes per hour 


* More holes per grind 
CHIP BREAKER CHIPS 


53 3 
T 
* Fits Any Drill Press SMILE STARTS DAY for Eli War 
MFG. ‘of oe saw, Stacy Supply Co., Springfield 
‘Ss to 


Write for descriptive literature on the 4217 W. KINZIE ST... CHICAGO 24, ILL is he gets into his new car 
Commander Line of Production Tools " af ; ; illing on prospects 


Products of Gommander...Builder of Production Tools | 
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Maz 


another reason why 


AMERICAN 


is the top “BUY-LINE” 


All types of Slotted and Phillips Screws, made to the 
industry’s top standards of quality . . . packaged for easy 
identification and stock-keeping . . . and nationally 
advertised to keep the line moving off your shelves... 
that’s the deal you get from American. 

Who could ask for anything more? 


AMERICAN SCREW COMPANY 


WILLIMANTIC, CONN. 


Plants ot Warehouse 
Willimantic, an 
Conn., and at offices at 
A Norristown, Pa. Chicago 
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DARTS give a [IGHT 
JOINT 


Moo lrceswe Lenctiing/ 


This True Ball Joint Makes the Difference 


Brutal wrenching is never necessary with a 
Dart Union. Both bronze seats—accurately machined then 
spherically ground—have wide, true-bearing surfaces that 
always give a drop-tight joint. No need to jam a Dart; no 
need to question but what it will stay tight. 

And, because body and nut are made of practically inde- 
structible, high-test, air-refined malleable iron, you can be 
sure they'll laugh off rough abuse—give the vital joint the 
ultimate in protection. 

Little wonder your customers like 
Darts—no wonder distributors con- 
sider Darts a profitable repeat item. 


Wy 
% 

Ta 

Lyf 


ail 


DART UNION COMPANY 
Providence 5, Rhode Isiand 
The Fairbanks Co.— Distributors 
Boston NewYork Pittsburgh 


703 Certificates 
Approved by NPA 


Certificates of necessity for acceler- 
ated tax amortization of 703 new or 
expanded defense facilities were ap- 
proved by the Defense Production Ad- 
ministration during the period be- 
tween June 29 and August 3, DPA an- 
nounced recently. ‘The amount eli- 
gible for rapid depreciation on the cer- 
tificates is $1,062,854,392. 

The accelerated tax write-off pro- 
gram was provided in the Revenue Act 
| of 1950. Prior to passage of this Act, 
the period permitted for depreciation 

of new facilities by the Bureau of In- 
| ternal Revenue was 20 to 25 years, 
depending on the normal life useful- 
ness of the facility. 

The percentage authorized for 
actual amortization varies according to 
the type of facility, the post-ermer- 
gency usefulness of the plant to the 
owner, and the degree of financial aid 
deemed necessary to encourage the 
expansion. 

The following is a selected listing 
of certificates of necessity which were 
issued between June 29 and August 





> 

Stewart-Warner Corp., Chicago, Ill. 
Product: transmitters. Amount eligi- 
ble for: $15,663. Percentage certi- 
fied: 75. 

E. I. duPont deNemours & Co., 
Louisville, Ky —Neoprene—7,015,000 
—70. 

E. I. duPont deNemours & Co., 
Louisville, Ky.—Neoprene—401,000 


The H. M. Harper Co., Morton 
Grove Ill_—Bolts, nuts, rivets—91,000 
—80. 

Jacobs Mfg. Co., Elmwood Section, 
W. Hartford, Conn.—Key type drill 
chucks—712,250—80. 

Worthington Pump & Machinery 
Corp., Buffalo, N. Y.—Air Compres- 
sors, generating units—375,259—85. 

Simonds Saw & Steel Co., Fitch- 
burg, Mass.—Teeth for wood saws— 
1,056, 255—75. 

John A. Roebling’s Sons Co., Roeb- 
ling, N. J.—Steel wire—400,000—60. 

Kearney & Trecker Corp. (Walker- 
Turner Div.), Plainfield, N. J.—Drill- 
ing machines—388,150—80. 

The Skinner Chuck Co., New 
| Britain, Conn.—Lathe chucks—122,- 
| §00—S5. 

Bethlehem Steel Co., Bethlehem, 
Pa.—Metallurigcal coke and _ coal, 
chemical and pig iron—28,780,000— 
85 


Rockwell Mfg. C., Tupelo, Miss.— 
Drill units, drill presses, saws—1315,- 
491—80. 

Goodyear Tire & Rubber Co., Ak- 
ron, Ohio—Wheels for tanks—228,- 
390—80. 
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that’s the 
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37 year record of 


SIOUX roo1s 


For Speed ... Ease... Reduced Costs = 
... Greater Profits—Shops everywhere ‘<3 
depend upon SIOUX TOOLS, ZZ 


—_— 
—_ 
at 

















Action picture of SIOUX Electric Polisher. 
Balanced operation ... no swirls... just 
exceptional polishing. 


Sold only thru Authorized SIOUX Distributors 


WORLD OVER 
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NOTICE... 


Only a few select territories open for exclusive franchise 
write: Master Bronze Powder Co., Hammond, Ind., Dept. I. 


PREVENT Rust - apsorss rust 
a _ “7 reniok 


StructuRAL “ai 


Republic Steel Corp., Cleveland, 
Ohio—Steel bars—100,000—60. 

Weatherhead Co., Syracuse, Ind.— 
Pipe fittings—750,699—60. 

Link-Belt Co., Indi a Ind 
Ball bearings—648,230— 

Butcher & Hart Mfg. Co, Toledo, 
Ohio—Lockwashers, screw assemblies 
-—=19.520—85. 

Buda Co., me Ill—Diesel 
engines—2 5,8 39—7 

rhreadwell Tap & Die Co., Green- 
field, Mass.—Taps, dies—212,709— 
85. 

Morse Twist Drill & Machine Co., 
New Bedford, Mass.—Drills & Ream- 
ers—248,504—75. 

Simonds Saw & Steel Co., Lockport, 
N. Y.—Sheet steels—1,862,188—60. 

Hewitt-Robins, Inc., Buffalo, N. Y. 

Wire hose—16,298—75. 

Minnesota Mining & Mfg. Co., St. 
Paul, Minn.—Adhesives—600,670— 
60. 


Copper Allocating Program 
Outlined by NPA 


The new program for allocating cop- 
per raw materials to brass mills accord- 
ing to the average monthly quantity 
of materials consumed and shipped by 
individual producers during a selected 
base period was outlined recently by 
the National Production Authority, at 
a meeting of the Brass Mill Industry 
Advisory Committee. 

Under the procedure these copper 
allocations to brass mills will be based 
on shipments during a 42-month 


| period (January 1947-July 1950). Cop- 





& . »s 
ee 
seas 


ANOTHER 
PRODUCT 
BYSMAKERS OF FAMOUS 


BROMA § "| MASTER BRONZE 
CHROMA FINNS POWDER COMPANY 
ALUMINUM ee 5009 CALUMET AVE. 


PAINTS HAMMOND, INDIANA 
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per allotments will be made monthly. 

The last six months of 1950 were 
not used in computing copper alloca- 
tions because producers’ use patterns 
during this period were distorted by 
maldistribution of copper, NPA ex- 
plained. The present arrangement is 
designed to correct this situation. 

NPA also informed the committee 
that the same historical basis will be 
employed in regulating the production 
of brass mills. Current plans call for 
the issuance of monthly production 
directives, instructing individual pro- 
ducers as to quantities of brass mill 
products which they will be required 
to ship in a given month. 

Keeping the program on a month- 
to-month basis will provide the flexi- 
bility needed to meet shifting require- 
ments of the defense program, NPA 
said. 

Details of a proposed order aimed 
at maintaining existing relationships 
between distributors of brass mull 
products and brass mills were discussed 
by the committee. The proposed reg 
ulation would authorize distributors of 
brass mill products to place authorized 
controlled material (ACM) orders; 
within certain restrictions, with brass 





_ tats the preference ratio 
of Columbian Vises 
over the next leading brand 


CODMBIAN 


FROM 
THE COM/MBIAN VISE 6 MFG. CO. 
Cleveland,Ohio, U.S.A 


COU MBIAN 


FROM 
THE COMVMBIAN VISE 6 MFG.CO. 
Gleveland,Ohio, U.S.A 


originaiéi of the packaged vise 


Stock the brand 6 out of 10 demand! 

Throughout industry, as in the nation’s hardware stores, 
carpenters’ and plumbers’ shops, and home workshops, the 
preference is overwhelmingly for Columbian. 

*In two recent surveys of vises most frequently specified 
by buyers, Columbian secured 72% and 64.4% of the listed 
brand preferences. Columbian’s total was 6 times that of its 
nearest competitor. 

This preference logically adds up to increased sales for Colum- 
bian distributors. And, throughout its history Columbian has 
backed up each distributor with an honest, ironclad sales policy 
which always protects your best interests—and your profits. 





<2 


LEADING 
COMPETITIVE 


VISE 











COMPMBIAN 


Vise Ve Columbian Vise & Mig. Co. 


CLEVELAND 4, OHIO 


world’s largest maker of vises 





*POPULAR MECHANICS brand name study. 
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mills to replace inventories. It is also 
proposed to establish limitations on 
the required acceptance of such or 
ders by brass mills. 

lhe committee endorsed the pro 
posed order. 

Ihe meeting was attended by the 
following members: 

John A. Coe, The American Brass 
Co., Waterbury, Conn.; Austin R. 
Zender, Bridgeport Brass Co.; Roger 
E. Gay, ‘The Bristol Brass Corp.; H. Y. 
Bassett, Wolverine ‘Tube Div.; John 
S. Coe, Chase Brass & Copper Co., 
Inc.; W. H. Parr, Chicago Extruded 
Metals Co.; J. P. Lally, C. G. Hussey 
& Co.; Richard H. Lewin, Lewin 
Mathes Co.; F. L. Riggin, Mueller 
Brass Co.; Henry L. Marion, Phelps 
Dodge Copper Products Corp.; J. A. 
Doucett, Revere Copper & Brass, 


Outstanding Inc. W. M. Goss, Scovill Mfg. 


Co., Waterbury, Conn.; Arthur C. 


° QUALITY Wheeler, ‘The Seymour Mfg. Co.; 


W. W. Sieg, Titan Metal Mfg. Co.; 


I daTSile W e & ~~ Wes ~ ass 
_ SERVICE — Acker tern Bras 
@ PERFORMANCE Steel Strapping Committee 
@ DEPENDABILITY Recommends M-59 Revisions 


(hree major recommendations for 
revision of Order M-59, which regu- 
lates uses for strapping and limits in- 
ventories, were made recently by the 


re addaddd dem 


TTS ddddd 


The “Blue Devil” 


Beal of Gastity steel strapping Manufacturers Indus- 
try Advisory Committee at its meeting 
> Tp 
look for the with the NPA. 
blue ribbon on the I'he recommendations were: 
‘Blue Devil”’ 1. That NPA amend M-59 to pro 


package hibit any person from using strapping 


for any purpose for which he did not 
use it during the 12-month period 
ending April 30, 1951. The committe 
urged that eleven restrictions on use 
of steel strapping be eliminated from 
the present order. 

2. That NPA clarify the definition 
of “strapping” to mean “any round 
wire, eight gauge or lighter, or flat 
band two inches wide or narrower 
made of metal which is used in con- 
junction with the shipment, handling, 
“Blue Devil’? socket screw products are stocked in a or storage of materials.” ‘The commit 
COMPLETE line of standard sizes and lengths. Safe, tee asked that this definition omit 
durable, distinctively packaged—made by specialists in a metal hoops or cooperage, stitching 

. . wire, cotton bale ties, baling wire 

plant devoted exclusively to the manufacture of high qual- ; “4 
ee aed i = igs s either in cut lengths or in coils, bind 
ity SOK ket screw products. Prompt, efficient service on ing and stitching wire used in the 
special designs. manufacturing of wirebound boxes 

and strapping salvaged for reuse. 
3. That NPA permit the certifica 
tion on purchase orders to be signed 
ANS Industrial Supply Distributors by a responsible individual authorized 
GL SLATS 3 | to sign for that purpose. At present 
SUh only the person placing the order can 
sign. 
SAFETY SOCKET SCREW COMPANY I'he committee recommended that 
M-59 restrict the use of strapping to 
those who have been using strapping 
in their business during the 12-month 
period ending April 30, 1951, and that 


Sold only through authorized 








6500 AVONDALE AVE., CHICAGO 31, ILL. @ 11 Park Place, N. Y. 7, N. Y. 
Warehoused in the West by Liberty Equipment & Supply Co., 2022 E. 7th St., Los Angeles 21 
Warehoused in Canada by H. Paulin & Co., Ltd., 10-16 St. Patrick St., Toronto 
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THE NORTHERN PACIFIC 
TRANSPORT COMPANY 


° - @ very prominent western 
transportation company, operates 
a large number of motorized ve- 
hicles in the states of Montana 
and Washington. The operation 
of their equipment is extremely 
severe due to mountain grades 
and wide temperature variations. 


They say.. 


CUT OUR PARTS REPLACEMENT 
0%°° 


Quoting from their letter of 
October 17, 1949: 
‘We ran our first test on LuBripLaTE #22 in 
March, 1945, in 3000 series Timken tandem- 
drive, worm axles. That year we experienced 
considerable trouble with wartime drivers 
and very poor roads, causing us no end of 
trouble. The oil that we were using set up to 
tar in 10 to 15 thousand miles. The Lusri- 
PLATE #22 proved so satisfactory we installed 


it in all our worm-gear, hypoid, and two 
speed axles. This enabled us to change our 
oil-change period from 15,000 miles to 40,000 
and on some applications, depending on 
speeds and temperatures encountered, we 
raised the change period to 60,000 miles, 
or approximately once a year. Our overhaul 
periods were stretched from 50,000 to 
100,000 miles, and repair parts bill cut 50% 
with the increased mileage.” 





Naturally with the economies that, this 
company enjoyed through the use of 
Lusrip.aTe Lubricants on worm-axles, 
they extended the use of LUBRIPLATE to 
other parts of their equipment. The sav- 
ings in parts, time, money and increased 
efficiency are equally startling. Let us 
send you the entire report of where they 
are now using LUBRIPLATE and what it 
is saving them. 


LusripLate Lubricants will prove just 
as effective for you in your plant in re- 
ducing friction and wear. They are differ- 
ent from any other lubricants you have 


ever used. They save power, prevent 
rust and corrosion and definitely arrest 
progressive wear. 


LusriptaTe Lubricants are available 
from the lightest fluids to the heaviest 
density greases. There is a LUBRIPLATE 
Product best for your every lubrication 
requirement. Let us send you Cass 
Histories of savings that others in your 
industry are making through the use of 
LusripLate Lubricants. Write today. 


LUBRIPLATE DIVISION 
Fiske Brothers Refining Company 
Newark 5, N. J. Toledo 5, Ohio 


DEALERS EVERYWHERE ... CONSULT YOUR CLASSIFIED TELEPHONE BOOK 
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( Advertisement) 


LUBRIPLATE HAS 
SALES APPEALS 


When you can go into a plant and 
lay it on the line that another user 
of LUBRIPLATE Lubricants is 
cutting parts replacements 50%, 
you are going to get attention. 
Today, savings in operating costs 
are what every plant operator is 
looking for. 


And with LUBRIPLATE Lubri- 
cants, you can promise and deliver 
savings beyond parts replacement. 
These modern lubricants reduce 
friction and wear, they prevent 
rust and corrosion, they save on 
the cost of lubricants because they 
require less frequent application, 
they save power, they permit 
higher speed operation. If these 
are not real sales appeals, we don't 
know what sales appeals are. 


So much for getting initial sales for 
LUBRIPLATE Lubricants. Now 
for the big thing about them from 
the Industrial Supply Salesman’s 
viewpoint. LUBRIPLATE Lubri- 
cants are repeat items, they are 
sold to the same customers over 
and over again because they make 
good and are used up. With this 
prospect for repeat business, it be- 
hooves the salesman to open up 
as many new LUBRIPLATE cus- 
tomers as he can, for each is a 
continuing gold mine from that 
time on. 


LUBRIPLATE sales practices are 
tailor made for the Industrial Sup- 
ply Salesman. Protected territories, 
competent factory representatives 
to help the salesman, plenty of 
good literature and continuous 
advertising like the sample along 
side of this column all contribute 
to build sales volume for the In- 
dustrial Supply Salesman. But he 
must do his part too. Are you 
doing yours? 








REMINDER 





. ». mention BUDA JACKS 
on EVERY CALL...and BUILD 
YOUR PROFITS 





Ball Bearing Journal Jacks High Lift Two-Speed Hydraulic 
capacities 15 to 50 tons Ratchet Lowering 15 ton capacity —25 and 50 ton capacities 








You can pick up extra profits by reminding your 
customers that you stock and sell BUDA Lifting 
Jacks. Take advantage of the industry-wide ac- 
ceptance of BUDA Jacks by mentioning them on 
every call. Sales are quick, easy and profitable! 
Write for information on 
handling BUDA JACKS in 


your territory. The Buda 
Company, Harvey, Illinois 











Ball Bearing Standard High 

Journal Jacks Speed Type Ratchet 

dec! Jocks — 10-24 tons Jocks — Trip Jocks— 
Ste 15 tons 15 te 50 tons 15 to 75 tons 15-ton Cap. 
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isers be required t apply 

dire to NPA for permission to ac 
quire strapping 

Committee members who attended 
the meeting were 

John E. Ott, Acme Steel Co.; Jay 
Bowman, oe Stee] Band Co.; 
T. J. Moc , It Brainerd Steel Co.; 
D. F. Down: A. J. Gerrard & Co.: 
Adolph Larsen, ” Gerrard Steel Strap- 
ping Co.; J. M. Moon, $ Sign de Steel 
Strapping Co.; H. C. Bn Th 
Stanley Works; Charles Ose noel C 
lennant, Sons, & my 


Fair Trade Pricing 
Gets OPS Review 


The Office of Price Stabilization 
has just announced procedures for 
handling applications “for r fair trade 
pricing in the light of the recent Su- 
preme Court Decision. (In the deci- 
sion, a maj me of the court ruled that 

retailer who had not himself signed 
a minimum price contract could not 
be enjoined ‘from selling below the 
minimum fair trade price under the 
Louisiana Fair Trade Act). 

Under Supplementary Regulation 
19 to the General Ceiling Price Regu- 
lation, any wholesaler or retailer apply- 
ing to the Director of Price Stabiliza- 
tion for permission to adjust his 
ceilings on fair trade items must show: 

]. Either that his ceiling under the 
GCPR is less than the minimum price 
it which he was lawfully required to 
sell a commodity during the base pe- 

x1 of December 19, 1950 to Janu 

ty 25, 1951, under the provisions of 
1 state fair trade act; or that he has 
been permanently enjoined by a court 
from selling the commodity below a 
minimum fair trade price; and 

That the commodity was gener 
illy sold at retail or wholesale during 
the base period at prices no lower 
than such minimum price within his 
localitv. 

Under the terms of the Supreme 
Court Decision, OPS officials say an 
ipplicant would now have to show 

a) That he himself actually signed 
1 fair trade minimum price contract; 
or 

b) That the basic fair trade agree 
ment was entered into in intrastate 
rather than interstate commerce and 
that the state fair trade act involved 
required non-signers as well as signers 
who had notice to comply. 


Law On Delivered Pricing 
Asked of Congress 

Enactment of legislation to remove 
all doubt as to the legality of deliv- 


ered pricing when used in good faith 
to meet competition was asked of 
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BUYERS’ GUIDES 


HACK SAW 
and BAND 


With the new buyers’ guide bulletins now available to 
you, selection of the right blades for your work is made 
much easier. Make sure that these new bulletins are avail- 


able in your purchasing department. Use the coupon below. 


POWER HACK SAW BLADES: TECHNITE special alloy 
high speed steel; SAFETECH, a high speed blade with 
softer backing for safety, shatterproof. HAND HACK SAW 
BLADES: TECHNITE, FLEXTUNG, FLEXLOY and HARD- 
TUNG — four types to cover every hand blade requirement, 


each available in two lengths, four different tooth counts. 


DAFILES: The all-purpose saw cuts in amy direction... 


ideal for scroll or pattern work. Dafiles can be used in 


SAW BLADES 


standard hack saw frames or in a power cutting jig. 


BAND SAW BLADES FOR METAL CUTTING: Capewell 
Flexible Back Hard Tooth Band Saw Blades (available in 
contour saws, cut-off saws, and skip tooth saws) and 


Capewell Spring Temper Band Saw Blades. 


FOR WOOD CUTTING: Capewell Narrow and Wide 
Wood Cutting Band Saw Blades. 


FOR CUTTING FIBROUS MATERIALS: Capewell Band 
Knives, straight edge, scalloped and wavy edge types. 


FOR CUTTING MEAT: Capewell Band Saw Blades and 
Blades for Hand Meat Saw Frames. 


SEND FOR THESE NEW BULLETINS TODAY f 


SHER ERP RRA EE Se eee 


SOLD THROUGH DISTRIBUTORS 


THE MORE YOU SELL! 


Your selling efforts are backed up by 
Capewell’s aggressive new advertising in 
AMERICAN MACHINIST, MILL & FACTORY, 
ELECTRICAL CONSTRUCTION & MAINTE- 
NANCE, PLUMBING & HEATING BUSINESS, 
MODERN MACHINE SHOP, AMERICAN IRON - 
SMITH, AMERICAN EXPORTER INDUSTRIAL, 
THOMAS’ REGISTER OF AMERICAN MANU- 
FACTURERS and FRASER’ $ CANADIAN TRADE 
DIRBCTORY ...as well as by a hard hitting 
direct mail program. 


THE CAPEWELL MANUFACTURING COMPANY 
62 Governor Street, Hartford, Connecticut 
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OUR SEVENTY-FIFTH YEAR 


vears Young 


\ 
U/ e On reaching our 75th birth- 


day, we're deeply grateful to all who have 
purchased our products and to all who have 
helped us sell them. 


The fact that our business Xj 
has reached this virile birthday is proof that 


these products have satisfied the users. 


In these difficult times every 
one of us is beset by many 
problems. To a youngster like we, it simply 
means that we have to call on all our re- 


sources and all our ingenuity. 


Our objective remains — as > 
always — to make the best | 

product in the field; to sell it at a fair price; 
to make a reasonable profit for ourselves and 


to help all our Distributors do likewise; to 


deal fairly and squarely at all times. 


Congress recently by the Chamber of 
Commerce of the United States. 

In a letter to Chairman Cellar of 
the House Judiciary Committee, the 
Chamber urged favorable considera 
tion of H.R. 2820, which would write 
into law principles expressed in an 
opinion of the Supreme Court in 
Standard Oil vs. Federal Trade Com- 
mission, rejecting a view long held by 
the Commission that good faith in 
meeting competition cannot constitute 
a defense against charges of price dis- 
crimination. 


| Steel Industry Plans 


Intensive Scrap Drive 


An_ intensive campaign to obtain 
vitally needed iron and steel scrap to 
sustain capacity operation of the na 
tion’s steel mills and furnaces is being 
sponsored by senior executives of rep 
resentative steel companies. 

The first step will be to mobilizc 
some 2,000 steel-company representa 
tives to comb industrial plants in all 
parts of the country for dormant mate 
rial. The drive, which will also include 
volunteers recruited by Chamber of 
Commerce, steel producers and scrap 
dealers in local areas, is planned to 
cover 90 percent or more of users of 
steel. 

Robert W. Wolcott, chairman of 
Lukens Steel Co., and chairman of 
the newly formed scrap committee 
of senior steel executives, announced 
the collection effort at a news confer- 
ence in the Waldorf-Astoria. He said 
that W. T. Hoyt, director of the 
salvage division of the War Produc 
tion Board during World War IT, has 
been retained as executive secretary 
of the new committee. Mr. Hoyt has 
recently been special consultant for 
the National Production Authority on 
scrap and salvage. 

While the immediate concern of 
the committee is to obtain a quick 
supply of heavy industrial scrap, plan 
ning extends to all fields. Mr. Wol 
cott also. disclosed that he and his 
associates are drafting two plans. One 
is designed to cover the present de 
fense emergency and to build up in 
ventories against a danger supply 
period during the coming winter. A 
second plan will provide for the tap 
ping of all scrap sources should an all- 
out war develop. Separate studies are 
currently being made of farm, automo- 
bile graveyards, the ship maritime 
pool, tin-can reclamation, govern- 
ment and free-nation potentials. 

The committee, Mr. Wolcott ex 
plained, will operate independently 
but with the cooperation of the Amer 
ican Iron and Steel Institute in order 


JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 


to include foundry, scrap collection 
| and steel consumer interests as well as 
| aids. 
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EASY TO HANDL 


“We like this hose.” @ You'll hear a lot of good words about Condor 
Homoflex Hose from the men on the job—and for good reasons . . . It’s 
lighter, more flexible, and easier to handle... coils and uncoils without 
kinking e Homoflex Hose lasts longer too. It’s built for strength and 
takes abuse in its stride e Bulletin 6879D, mailed on request, describes 


the unusual qualities of Homoflex for handling air, water, other fluids 
e 


F " 
and gases @ Unusual qualities are also engineered into other R/M Hose, Kas like these oor 
‘ , our 4 
V-belts, flat belting and conveyor belts. Just phone your R/M distributor. «4. Products for oul Tion readers of 
, anal thon 3 milli 


ines. 
industrial mogoz'" 


ISTON ASS AVG. NEW tERSEY 


RAYBESTOS-MANHATTAN, INC. 


Manufacturers of Mechanical Rubber Products *« Rubber Covered Equipment * Radiator Hose « Fan Belts « Brake Linings « Broke 
Blocks + Clutch Facings « Packings * Asbestos Textiles « Powdered Metal Products + Abrasive and Diamond Wheels « Bowling Balls 








KEEPING TOBACCO PRODUCTS FRESH AND FRAGRANT for the Brown and William- 
son Tobacco Corp. is another important job accomplished by TEXCEL Acetate Fibre 
Tape. The tape is used above to band and seal the tops of the tobacco tins and to 
affix the revenue stamps. 


“ 
’ 


C) id Permacel 


WHIPPED CREAM DISPENSERS are 
guarded against leakage at the seam edge 
with PERMACEL-30, a Vinyl] Film tape. This 
strong, thin tape is anticorrosive; has high 
resistance to water, oil; is UL approved 
for electrical insulation jobs. 


ee 


INDUSTRIAL 
TAPES 
INDUSTRIAL TAPE CORPORATION 
NEW BRUNSWICK, NEW JERSEY 


makers of @TEXCEL Cellophane Tape, and a com- 
plete line of pressure-sensitive tapes for industry. 





NEW FREE BOOKLET: Write coder tes this 
brand-new, fact-filled “Tape Graphic” 
Book. It contains hundreds of cost-cutting 
ideas. Dept. 3-S. 


A PROMINENT HOME APPLIANCE MANUFA CTURER aan wide and effective uses 
of PERMACEL Tapes in numerous packaging and shipping operations. Particularly 
useful is PERMACEL-63, a stain-resistant tape which applies easily, sticks tight, and 


leaves no residue. 
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Initial steps in getting the drive 


| under way will be the nomination of a 


steel company representative in each 
local area as advisor to the scrap group. 
Members of steel warehouse organiz- 
ations throughout the country also will 
be asked to participate in the forma- 
tion of local committees. 
Commenting on the seriousness of 
the ‘scrap shortage, Mr. Wolcott 
pointed out that in 1950 the industry 
and foundries consumed 29,500,000 
tons of purchased scrap. First esti- 
mates for purchased scrap require- 
ments this year were for 32,500,000 
tons but it now appears, with ingot 


| production running at an annual rate 


of 108,000,000 tons, about 36,000,- 
000 tons of the reclaimed or purchased 
scrap will be required to insure maxi- 
mum operation of steel mill furnaces 


| and other installations. 


| 





Mr. Wolcott and Mr. Hoyt de- 
scribed inventories of scrap at steel 
plants as “critically low” with many 
companies operating on a day-to-day 
basis. Allocations under the govern- 
ment system have been most helpful, 
they said, particularly for the small 
plants, but it is essential that inven- 
tories be built up against winter when 
transportation difficulties reduce in- 
flow of material. 


NPA To Assist 
Machine-Tool Builders 


[he present bottleneck in metal- 
working machinery will not be per- 
mitted to hamper needed expansion in 
the machine-tool industry itself, the 
NPA said recently. 

Effective immediately, machine-tool 
builders who themselves are unable to 
obtain metal-working equipment may 
apply to the NPA for assistance in get- 
ting it. 

On application from a machine- tool 
builder, NPA will review the order 
boards which the machine-tool build- 
ers submit to NPA. When the needed 
tool is located, preferably available for 
immediate shipment, NPA after ap- 
propriate review will order the builder 
to divert the tool from his intended 


| customer to the machine-tool manu- 


facturer who needs the tool for an ex: 
pansion of his facilities. 

This will in effect give machine- 
tool builders first call on the output 
of their own industry. Heretofore 
they had to obtain DO priority rat- 


| ings, which then were filled in the 


order in which the DO rated orders 
were received by the manufacturers. 
“The present shortage of metal- 


| working machinery is slowing down 


the rate of increase in such key mobil- 
ization programs as jet engine produc- 
tion,” Defense Production Adminis- 
trator Manly Fleischmann said in an- 


| nouncing the new policy. 
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DRILLING POINTERS.......4 Kea Shiela 





OVERHEATING, %2" jobbers’ drills on 
automotive job were burning and dulling 
rapidly. We gave them drills with 
different heat treatment and showed them 
how to point drills correctly. Now last 
much longer. 


CHIPPING. %6" jobbers’ drills on 
plastic part caused chipping. We 
suggested Standard No.504 B. Biostic 
Type Drill and showed them how to 
point. Now holes are clean. Drills have 
longer life. 


= SERVICE. 70 years’ experience behind 
our Red Shield Service Staff. ..fo help 
solve your metal cutting problems. 
Get in touch with your local Standard 
Tool Co. distributor. 


‘Y 7 ies 
STANDARD ]OOL ((0. ctevetano i Onto 
New York + Detroit - Chicago * San Francisco 


THE STANDARD LINE: Drills « Reamers + Taps « Dies + Milling Cutters + End Mills « Hobs « Counterbores +» Special Tools 
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YES SIR... 
WE CAN DELIVER 
A PUMP FROM STOCK 
TOMORROW 


How to get a Reputation that 
brings you NEW CUSTOMERS 


If you can 


Fig. 3769 Single Stage Centrifugal 


deliver the goods” on time and when needed, 
industrial users of equipment begin to think of you as the 
place to call first. All factory shipments under present 
conditions are apt to be extended. The distributor with 
**pumps in stock’? makes the sale! 

You can get the reputation for delivering pumps on 
time when needed by using the Goulds stocking plan. It’s 
as simple as this: Place your order for a stock of Goulds 
pumps now. Reorder whenever your stock gets low. 

For advice on the most saleable items to stock—and 
for help in selling and merchandising, call your nearest 
Goulds Branch or write Pump Headquarters. 


STOCK THESE “ALL AROUND” GOULDS PUMPS 


| NPA asked to Insure 


| and 


| Steps 





Self-Priming Centrifugal 





Goulds branches in 
all principal cities. 





Fig. 3010 Centrifugal 
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| Sonken 


Flow of Copper Scrap 


The NPA was asked by the Brass 
Bronze Ingot Makers Industry 
Advisory Committee to take further 
toward assuring a continued 
flow of analloyed copper scrap and 
copper base alloy scrap to ingot mills 
to help them stay in production. 

I'he committee said relief is needed 
from a government pricing regulation 
which provides premiums to scrap 
dealers for certain quantities and types 
of scrap. Industry representatives as 
serted that the minimum quantity— 
60,000 pounds—for which dealers arc 
paid the top premium under the regu 
lations is too high and has created a 
tendency among many scrap dealers to 
withold smaller quantities from the 
market while trying to accumulate 
large quantities in order to qualify for 
the premium price. 

rhe following recommendations to 
accelerate the flow of scrap to the brass 
and bronze ingot industry were made 
by the committee 

1. Reduce the quantity a dealer 
must ship to obtain the higher price 
from 60,000 Ib. to 40,000 Ib., and the 
premium quantity for the next lower 
price from 40,000 to 20,000 Ib. 

2. Permit dealers to combine 
Group | and Group 2 scrap in a sin 
gle shipment, with 40,000-Ib. prem 
ium and 20,000-Ib. premium loads. 
Group 1 scrap includes copper and 
refinery brass; Group 2, high grade low 
lead bronzes, high lead bronze, red 
brass and borings, yellow brass, auto 
motive radiators and other products. 

3. Reduce the premium received 
by dealers for preparing scrap intended 
for sales to foundries. 

NPA officials explained the existing 
refined copper supply situation and ex- 
pressed the belief that the present 
shortage will continue for some time 
to come as a result of work stoppages 
in Utah and New Jersey. It was indi- 
cated however, that some easing of the 
refined copper supply situation may 
become evident during the fourth 
quarter of this year. 

These committee 


members _ at- 


| tended: 


Leo Halpern, American Smelting & 


| Refining Co.; George A. Avril, G. A. 


Avril Smelting Corp.; Otto Barth, 
Barth Smelting Corp.; H. W. Sall, 
Berg Metals; Henry Levitt, Bohn 
Aluminum & Brass Corp.; S. M. Tiffin, 
W. J. Bullock, Inc.; Benjamin Harris, 
Benjamin Harris Corp.; Laz Chapman, 
H. Kramer & Co.; Benjamin Lavin, R. 


| Lavin & Sons, Inc.; George J. Boileau, 


Nassau Smelting & Refining Co.; 
Charles L. Homer, North American 
Smelting Co.; Bud Schumann, I. Schu- 
mann & Co.; Herman J. Galamba, 
Galamba Corp. 





Where locating to split 
thousandths is involved 
you get perfect alignment 
with fast disassembly and 
reassembly with Allens 
— made of heat treated 
alloy steel and held under 
a maximum of 8 RMS 
micro-inch finish. 


*Standard either in .0002 or 
.001 oversize 


Allen-Type : 
gecessorill Alle per 
Get genuine Presset 4 
Allen Heed screws 
k 


this bloc and silvet bet. 








* * * 


HERE’S ANOTHER 
Advertisement 
in Your Own 

Campaign... 





Allen advertising | 
is stressing product 


advantages here... 


and the importance 
of the Allen Distrib- | 
utor under today’s 


conditions here 


It has always been our conviction 
that the most practical and satis- 
factory method of distributing 
precision screw products is thru 
leading Industrial Distributors — 
from the viewpoint of the ultimate 
user. This is particularly true in 
periods of shortage, because of 
the Distributors’ intimate knowl- 
edge of the needs of their 
customers, and ability to supply 





their needs promptly from local 
stocks. 


We are pleased and proud to 
share our advertising this year 
with our Industrial Distributors, 
in order to call their service and | 
usefulness to the attention of | 
users of Allen screw products, 


* * * 
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One of the important 
reasons why he received 
his franchise, was his high 
reputation for alert cus- 
tomer service. He main- 
tains the most complete 
stocks possible, to assure 


immediate delivery. 











New money-making deal 
for Distributors! 


Have you seen our 
new catalog No. 60? 


Do you know of our new schedule of 
list prices and liberal discounts? 
Then let us tell you the whole Lowell 
Red Ratchet Wrench story .. . the new 
exclusive features that make these 
famous wrenches so easy and fast to 
“Lowell” Reversible Ratchet Wrenches uS@... $0 easy and fast to sell. 
“Swaco” Car Wrenches and Car Movers Don’t wait for us to call on you—write 


“Warnock” Strap Wrenches and Vises today and let us rush the story to you. 


Lowell Wrench Co. 
WORCESTER, MASS. tz 
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Brass Distributors 
Emphasize Need For Help 


The need for Government help to 


| keep the nation’s 20,000 distributors 


of brass mill products supplied with 
products was emphasized recently by 
the Brass Mill Products Distributors 
Industry Advisory Committee. Unless 
they do get the diversified items they 
need to stay in business they cannot 
continue supplying copper tubing and 
plumbing equipment to retailers an! 
small jobbers. 

Industry representatives, in a meet 
ing with officials of the NPA, U. S 
Department of Commerce, stressed 
that their inventories are being rapidl\ 
depleted and that many of the dis 
tributors face the early prospect of 
having nothing to sell unless these in 
ventories are rebuilt with Government 
assistance. 

NPA officials and industry repre 
sentatives agreed that there is need for 
an NPA order to maintain existing 
relationships between distributors of 
brass mill products and the brass mills 
who supply them. 

The following committee members 
attended: 

D. M. Hanson, Brass & Copper 
Sales Co., St. Louis, Mo.; Curtis Car- 
michael, Copper & Brass Sales, Inc., 
Detroit, Mich.; Robert W. McGarity, 
J. M. Tull Metal & Supply Co., Inc., 
Atlanta, Ga.; Donald Millard, Millard 
Brass & Copper Co., Boston, Mass.; J. 
Harry King, Seaboard Brass & Coppet 
Co., Baltimore, Md.; N. T. Hess. 
Vorvs Brothers, Inc., Columbus, Ohio; 
H. C. Armstrong, Williams Co., Inc., 
Pittsburgh, Pa.; Harold Norris, On 
tario Metal Supply Co., Rochester, N 
Y.; Herbert Barchoff, Eastern Brass & 
Copper Co., Bronx, N. Y.; Robert E. 
Grote, Sr., Metal Goods Corp., St. 
Louis, Mo.; Walter Schroeder, Pacific 
Metals Co., Ltd., San Francisco, Calif.; 
R. L. Vincent, Vincent Brass & Cop 
per Co., Inc., Minneapolis, Minn. and 
Thomas M. Bohen, Whitehead Metal 
Products Co., New York City. 


“Scrap Shortage Threatens 
Steel Production” —NPA 


The one most serious problem 
which now threatens to impede the 
full production of steel is the shortage 
of scrap, and full cooperation of the 
steel industry is needed to solve this 
problem, Defense Production Admin- 
istrator Manly Fleischmann recently 
told the Steel Products Industry Ad- 
visory Committee of the NPA. 

Mr. Fleischmann also told the com- 
mittee that he is now convinced that 
a 100 percent Controlled Materials 





Manufacturers of fine furniture are finding 
that Jewel Brand Natural Garnet Abrasives 
produce a better finish, faster . . . and at less 
cost than synthetic grits. 


Stainless steel, used extensively in the manu- 
facture of aircraft, is finished with specially 
developed Jewel Brand Aluminum Oxide belts 
that have helped set new production records. 








Tougher, longer-lasting Jewel Brand Weldisks 
are used for the heaviest industrial duty .. . 
such as the grinding of mammoth manganese 
bronze propellers for our nation’s ships. 


Whatever your customers’ 


abrasive needs... 


THERE’S A JEWEL BRAND COATED 
ABRASIVE to do every job, large or small, 
and to do that job quicker, cleaner at 
lower costs! And to help build your sales 
and profits, Jewel Brand Abrasives are 
backed by liberal advertising in The Sat- 
urday Evening Post and leading trade 
magazines. 
Abrasive Products, Inc. 
South Braintree 85, Mass. 





The rough surface, plus a heavy coa 

makes sanding the filling coat on machine 
tools a tough job ... but not too tough for 
Jewel Brand “open coat” New Process paper. 


WATCH FOR OUR 
ADS IN THE 
SATURDAY EVENING 


SHARPER, TOUGHER 


CcuT COSTS! 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 


263 





CH METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 
Capacities: % to 5 tons. 





Industrial buyers and production executives listen when you talk 
CM Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders here are four “stock” items that move. 


4 
‘Olt Y 


Cf CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 
chain. Capacities: % to 10 tons. 


C4 COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: % to 1 ton. 


\ 
“rue 


YU 
Ci PULLER 


Lifts and pulls at any angle. A 
safe, easy operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac 
ities: %, 1%, 3 and 6 tons. 


g there is any question in your mind as to the efficiency and 
economy of your present materials handling methods then 


CHISHOLM-MOORE 


HOIST CORPO 


Affiliated with Colum 


— 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES: New York, Chicago and Cleveland ¢ 
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Distributors Everywhere 


Plan would be easier to operate and 
more satisfactory to industry than the 
present open end CMP and that he 
expected in the next few days to make 
a anal decision regarding the exten- 
sion of CMP to the entire economy. 

He said that although some prog- 
ress had been made in the scrap recov- 
ery program, he is still unable to see a 
permanent solution to this problem. 
NPA’s immediate objective, he said, 
is to uncover sufficient scrap to keep 
the steel mills operating at full produc 
tion next winter, and this can only be 
accomplished through the most active 
cooperation of the steel industry itself. 

Mr. Fleischmann said that he much 
preferred the stecl industry to do the 
job of recovering the necessary scrap 
on a voluntary basis, but warned that 
the alternative would be for the gov 
ernment to recruit a staff and under 
take the job, as was done in World 
War II. 

Industry representatives indicated 
their determination to get behind the 
scrap drive and outlined in detail the 
industry program for enlisting the 
service of salesmen for the various steel 
companies, who in cooperation with 
regional scrap committees that have 
already been set up, will canvass all 
industries in their sales areas in an 
effort to uncover dormant and obso- 
lete industrial equipment that can be 
scrapped. 

At the opening of the meeting, in 
dustry representatives said they had 
experienced some difficulties with the 
Controlled Materials Plan which was 
inaugurated July 1. Their chief com- 
plaints were that the normal~pattern 
of industry-consumer relationships was 
being disrupted and that many per- 
sons holding CMP allotments were 
unable to place their orders. 





NEW OFFICE and storeroom of the 
Seattle, Wash., branch of The Binks 
Mfg. Co., provides larger quarters for 
complete stock and equipment repair. 





HOW OURKEE-ATWOOD 
emp, OL (OT 
S V-BELT SALES 


OUR BREAD AND BUTTER depend on the sales efforts 
of industrial supply distributors like you. For that rea- 
son, we back you up with the most comprehensive, the 
most helpful and the most profitable program in the 
industry. 


When you sell Durkee-Atwood V-Belts, you carry a 
written policy that guarantees you... 


-..a quality product, supported by a top-flight engi- 
neering staff and a production department that 
encourages special work and emergency orders. 


. an unqualified guarantee that D-A Belts will match 
or exceed the life of competing brands—will your 
present supplier do the same? 


..aresale plan that gives you the status of a manufac- 
turer’s agent—with his volume potential! 


. 100% cooperation in signing up new OEM accounts. 





DURKEE-ATWOOD MULTIPLE V-BELTS: 
Iso-Dynamically matched with belts running 
under full load for top performance. 
DURKEE-ATWOOD GENERAL DUTY V-BELTS: 
“High Cord Line” makes equal compression . . . 
reduces slippage and wear. 


.. an absolutely protected territory, free from home 
office competition. 

That’s only part of the story. You'll find all these ad- 
vantages and many other provisions for a more profit- 
able V-belt business clearly outlined in Durkee-Atwood's 
written sales policy. 

Right now, with the speed-up in defense work, is a 
good time to find out how you can sell more V-belts 
with Durkee-Atwood . . . how we can help you sell the 
belts needed for new machines, new drives and the 
machines being taken out of mothballs. 

To get the complete story, write today for our Master 
Industrial Distributor Proposal. 


DURKEE-ATWOOD COMPANY 


DEPT. A6-9, MINNEAPOLIS 13, MINN. 
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Cleveland has specialized for 35 years 
in making a few items well— 


7p Cuablp 


Cap Screws « a Screws « Milled Studs 


Specialization at “Cleveland Cap” guarantees closer attention to 


accurate production, rigid inspection, and prompt shipment (as 
conditions permit). Our capacity is concentrated on standard Cap 
Screws in an unusually wide range of sizes—all popular heads; 
square head Set Screws, and Milled Studs. We also feature extra 
large sizes (up to 2" diameter) in hex head cap Screws; and Set 
Screws to 1%” x 10”. It pays you to stock and sell Cleveland Top 
Quality Fasteners. 

THE CLEVELAND CAP SCREW COMPANY 

2917 East 79th Street, Cleveland 4, Ohio 
Warehouses: Chicago + Philadelphia «+ New York ¢ Providence 


CLEVELAND 7 ic@ FASTENERS 
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Steel Products Group 
Asks Larger CMP Allotment 


The Industrial Steel Products Ware- 
house Industry Advisory Committee 
has requested the National Production 
Authority to increase the amount of 
steel scheduled to be allotted to the 
industry under the Controlled Mate- 
rials Plan. 

I'he present warehouse order, M-6, 
assures warehouses of a minimum 
monthly shipment of 85 percent of 
their average monthly receipts of car- 
bon steel during the base period. Re- 
ports to NPA indicate that the steel 
warehouse industry received approxi- 
mately 111 percent of its base period 
rate of receipts during the first three 
months of 1951. 

I'he committee asked that the per- 
centage of steel shipments be raised 
above the 85 percent floor in anticipa- 
tion of prospective increases in steel 
mill production during the last quarter 
of this year. The committee was as- 
sured that this request would be fully 
considered by the NPA Iron and Steel 
Division. 

NPA officials told the committee 
that because of extraordinary demands 
of the defense program upon stainless 
ind alloy steels, cated those con- 
taining nickel, it may become neces- 
sary to reduce the amount of such 
steels which can be provided to ware- 
houses. 

It was pointed out that the available 
supply of nical is so short that the 
civilian customers must be asked, as a 
conservation move, to accept stainless 
steel made with chromium, without 
nickel to the extent possible. 

The industrial steel products indus- 
try is a major outlet for steel products 
as they come from the manufacturing 
mills. It is estimated they do an 
annual business of approximately $1} 
billion. 

The following Advisory Committee 
members attended: 

T. F. Callahan, Atlantic Steel Prod- 
ucts Co., Philadelphia, Pa.; J. F. Rog- 


| -~ oe McCarthy & Rogers, Buffalo, 


 H. V. Douglas, Central Steel & 
Win ire Co., Chicago, Ill; Wayne Rising, 
Ducommun Metals & Supply Co., Los 
Angeles, Calif.; Louis Goodwin, East- 
ern Steel & Metal Co., New Haven, 
Conn.; Lester Brion, Peter A. Frasse 
& Co., New York, N. Y.; Wm. E. 
Thoreson, Great Western Steel Co., 
Chicago, Ill; Ernest W. Harwell, 
Hamilton Steel Co., Cleveland, Ohio; 
Marvin Marsh, Marsh Steel Corp., 
North Kansas City, Mo.; Geo. W. 
Smith, O’Neal Steel Corp., Birming- 
ham, Ala.; Frank Pidgeon, Pidgeon 
Thomas Iron Co., Memphis, Tenn.; 
Maxwell Jospey, Production Steel Co., 
Detroit, Mich.; A. Y. Sawyer, Jos. T 





What's your Reason for Switching 
to Bull Dog V-Belts ? 


MINIMUM STRETCH DURABLE COVERS 


A new, exclusive technique The weave of a Bull Dog’s heavy, 
gives you this advantage — bias cut fabric could hardly be any 
resulting in fewer takeup closer! That’s why it withstands 
adjustments, reduced slip- the punishing wearing action 
a page and extended life of the sheave while sealing 
of the belt. the belt against moisture, 


STRONG, SPECIALLY grease and dirt. 
ENGINEERED CORD SECTION 


Yes, the high tensile strength 
of the BWH Cord Section is no 
trade secret. Nor is its superior 
load carrying capacity, ability 
to absorb shock loads. 


4 


TAKES HEAVIEST FLEXING 


The BWH policy of constant 
research in the development of 
quality-controlled compounds 
pays off! How? By pro- 
ducing compounds for 
your V-Belts that run cooler 

and DO NOT CRACK OR 

DETERIORATE UNDER 

SEVERE FLEXING. 





These Bull Dog V-Belt product advantages mean steady, unin- If you're handling Bull Dog 

terrupted belt performance — more for your belt dollar — more V-Belts now—more power to 

for your power dollar. Perhaps that’s why you have already de- you. If rot, put them to work 
cided to switch to Bull Dogs! for you! 











Another Quality Product of 


Boston Woven Hose & russer COMPANY 


Distributors in all Principal Cities 
PLANT: CAMBRIDGE, MASS. « P. O. BOX 1071, BOSTON 3, MASS., U.S.A. 
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No. 120 Hi-Speed Steel 
Heat Treating Furnace 


Ryerson & Son, Inc., Chicago, IIl.; 
John H. Stapleton, Summit Steel Co., 
Chicago, Ill.; M. O. Hjortland, The 
Steel Supply Co., Chicago, IIl.; Wm. 


| G. Weiss, Weiss Steel Co., Chicago, 


Ill. and Ben H. Knipe, Markle Steel 


| Co., Houston, ‘Texas. 


No. 118 Combination 
Bench Furnace 


Tungsten Sufficient For 


| Third Quarter Says NPA 


No. 130A 
Hi-Speed Steel 
Heat Treating 

Furnace 


GIVE YOUR SALES A BOOST 


with tHe HOT PROFIT LINE 


It’s good business to sell Johnson Gas 

Burning Equipment to industrial , 

users. You profit and your custo- = 
mers profit. The Johnson Line of No. 101 Bench Furnace 
Quick Acting heat treating furnaces 

deliver 1500° F. in 5 minutes, reach 

2300° F. in 30 minutes and are 

famous for efficiency and economy in 

heat treating tools, dies, and small 

metal parts. They are speeding pro- 

duction and cutting costs in hun- No. 1202 Blower 
dreds of plants. National trade paper 

advertising helps you sell. Consult 

your complete Johnson Catalog for 

additional profit-making items. 


Johnson Gas Appliance Company 
588 E Avenue N.W., Cedar Rapids, Iowa 


OUR SOTH ANNIVERSARY 


No. 60 ABC 
Concentric Ring Burner 
No. 706 
Annealing Furnace 





~ 


INDUSTRIAL GAS EQUIPMENT 
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The National Production Authority, 
U. S. Department of Commerce, has 
told the Tool Steel Industry Advisory 
Committee that, according to present 
estimates, sufficient tungsten will be 
available to meet the industry's re- 
quirements during the third quarter, 
provided the industry does not exceed 
its present er po level. 

Output of tool steels now is at the 
highest rate since the beginning of the 
Korean conflict, NPA said. 

Principal factors contributing to the 
brighter tungsten supply situation in 
the third quarter were cited as: 

1. Increased domestic production 
plus large imports of tungsten ore from 
sources other than China. 

2. The industry’s ability to use 
scheclite ore in its production of tool 
steels. The bulk of the domestic pro 
duction of tungsten ore is scheelite. 

Other developments which may 
help to ease the tungsten shortage for 
the industry during the remainder of 
1951, NPA indicated, are early re 
habilitation of an important tungsten 
mine in South Korea and completion 
of negotiations on foreign exchange 
rates with the Bolivian government. 
Similar negotiations now are being 
conducted with other South American 
governments which would help to in 
crease tungsten imports. 

Industry spokesmen said that any 
change in current tool steel specifica- 
tions would effect no significant saving 
of cobalt, but could reduce the 
efficiency of tools. 

Indicative of the conservation al- 
ready made by the industry, the com 
mittee noted, is the fact that users of 
high-speed tool steel now are employ 
ing only 7.5 percent class B high-speed 
steel as compared with a usage of 20 
percent as permitted by NPA Order 
\L-30. 

Reviewing the outlook for other 
alloying materials needed by the in 
dustry, NPA said that: 

1. Vanadium is in good supply and 
production can be increased to meet 
heavier demands. 

2. Chromium is still scarce, but 
present indications are that there will 
be sufficient chromium to meet the in- 
dustrv’s third quarter needs. 

3. Molybdenum will continue to be 
in short supply during the present 
quarter 





20% higher load-speeds due to 


MORE MOTOR GUTS 


Oversize commutator, un- 
dercut for cooler opera- 
tion, and longer life. 


5 Thin gauge laminations 
assure maximum heat 
dissipation. 


How higher load-speeds 
keep motors cooler 


All Milwaukee Motors are built to quality specifications 
that assure substantially higher RPMs under full loads, 
giving you higher torque, and surplus power. At these 
higher load-speeds, the Milwaukee ventilating fan quad- 
ruples the normal volume of clean, cooling air, drawn 


through the motor. 

Even at highest speeds, the uniform air gap is main- 
tained between the field and the electronically, dynamical- 
ly balanced armature . . . vibration-free on a heavy-duty 
steel shaft, precision ground to ball-bearing dimensions. 

These three features (see 1, 2 and 3 above) are the key 


Electric Tools 


Powered exclusively by 


Mluaukee Built 


9-POINT MOTORS 


Helical-cut gears . . . quieter, more 
durable, require less power. 


Heavy-duty ball bearings, sealed in 
life-time lubrication, for longer 
service. 


ry Multiple insulation, oven-baked on 
all windings, minimizes shorts, 


6 Special windings of heat-resistant wire reduce 
overload risk. 


to performance unmatched by any other portable tool 
motors of comparable rating. This performance is made 
possible by strict adherence to quality specifications (see 
4 to 9 above) which have made a// Milwaukee-Built Mo- 
tors internationally famous for “MORE MOTOR GUTS”, 


No other tools have ALL these features 
Complete control of design, manufacture, and assembly of 
motors and tools enables this company to assume responsi- 
bility for superior quality and performance. Once you have 
used them, you'll prefer Milwaukee Portable Electric Tools 
for production and maintenance. Write for our catalog. 


MILWAUKEE ELECTRIC TOOL CORP. 
5340 W. STATE STREET © MILWAUKEE 8, WISCONSIN 


Canadian Distributor — MATTHEW MOODY AND SONS CO. 
740 Inspector St., Montreal, Quebec 
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THIS 
KK & e ATTRACTIVE 
PACKAGE 
LOCK 
WASHERS 


AND HIGH 
QUALITY PRODUCT 


eo WILL HELP 
INCREASE 
DISTRIBUTOR 
SALES! 


It is our sincere desire to give you the cooperation 


that encourages you to sell this quality line. 


Quick — easy identification and simplified handling 
made possible by our thoroughly modern — attractive 


package. 


The improved quality and dependability of B & H lock- 


washers is known throughout the world. 


Society of Automotive Engineers (S. A. E.) 
American Society of Mechanical Engineers (A. S. M. E.) 


American Standards Association (A. S. A.) 


BUTCHER & HART MANUFACTURING CO. 


TOLEDO 6, OHIO 
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Felix Kremp, of NPA’s Iron and 
Steel Division, presided. ‘These com 
mittee members attended: 

Coolidge Sherman, Allegheny-Lud 
lum Steel Corp.; D. A. St. Clair, Beth- 
lehem Steel Co., Bethlehem, Pa.; Nor- 
man I, Stotz, Braeburn Alloy Steel 
Corp.; H. S. Potter, Carpenter Steel 
Co., Reading, Pa; J. P. Gill, 
Vanadium Alloys Steel Co.; Thomas 
W. Gabricl, Firth Sterling Steel & 
Carbide Corp.; J. E. Workman, La- 
trobe Electric Steel Co. and W. J. 
Long, Universal-Cyclops Steel Corp. 


NPA Vetoes Approval 
For More Conveyor Steel 


NPA recently advised the Conveyor 
Equipment Manufacturers Industry 
Advisory Committee that it could not 
approve a previous request to permit 
the conveyor industry to have a larger 
inventory of steel than allowed by 
NPA Order M-1. 

Difficulties in placing orders for 
stecl against advance fourth-quarter 
CMP allotments may reduce produc 
tion of conveyor equipment, the com 
mittee told NPA 

At a meeting of the committee with 
the NPA, industry spokesmen de- 
clared shortages of steel, particularly 
plate, structural, tube and sheet, may 
Doi output in the coming months 
unless some assistance is offered. NPA 
officials said that while the supply of 
structural stecl is very short, some steel 
mills are still accepting orders for 
sheet and light plate. 

These committee members at- 
tended: 

L. B. McKnight, Chain Belt Co.; 
R. Y. MacIntyre, Continental Gin 
Co.; Edward H. Fisher, A. B. Raf- 
quahr Co.; Ellis B. Gardner, Hewitt- 
Robbins, Inc.; J. B. Nordholt, Web- 
ster Mfg., Inc.; D. E. Davidson, Link 
Belt Co.; W. V. Casgrain, Mechanical 
Handling Systems, Inc.: F. S. Wells, 
Stephens-Adamson Mfg. Co.; and 
O. H. McClearv, Mathews Convevot 
Co. 


Business Good 
In Next Six Months 


Employment, one of the best indi- 
cators of business activity, may hit 64- 
million this summer, a prediction for 


| generally bright prospects for business 


in the next six months. 
Direct military mobilization will take 
only about 20 percent of total produc- 


| tion, even at its peak. This will per- 


mit industry to do about as much 
civilian business as it did in 1948—a 
peak year up to that time. 





This man... 


contribute impr@yement to a product no less than new 
and better design. How can the manufacturer know when 
there is something new that applies particularly to 

his product or operation? 


Just leave the door open and a man will call to tell all 
about the new things—machines, materials and methods— 
in modern manufacturing. Often he will bring to your 
attention something that is “right up your alley’’. It is 
his business to know, and he is constantly on the 
lookout for new things you can use. 


If you don’t want to wait for his call, phone him. 


Responsible 


is man” is an industrial distributor or a spe- There are approximately 
ill find hi 2000 Industrial Distrib- 
cialist in certain industrial items. You will find him utors: serving every in- 
H +4 ° 4 ustrial section oO! the 
listed in the classified section of your telephone Uanel Sane ke 1040 
book—most likely under the heading Bars, bronze their total sales were 
% : hp tip more than $3,000,000,- 
or Bearings, bronze. If he is the leading distributor, 000. They carry an aver. 
H * ° ° ° age inventory o 
he almost —— is the Bunting Distributor. He $500,000, 000, desc their 
i i m vin veni stocks 5 to 6 times 
carries in stock for your money saving convenience ahd Siaaae ee 
Bunting Standard Stock Industrial Bearings, Elec- per day. have 12,000 
° : es ai outside salesmen an 
tric —. Bearings, and Precision Bronze Bars—ask engineers, 10,000 inside 
H t . telephone order expedi- 
him for ca alog tors, operate 8000 trucks 
delivering merchandise 
eee TORTI ON which their average 
wae net profit is .0292 cents 
per dollar of sales. 


Bu nting, ; 


z= 


BRONZE BEARINGS - BUSHINGS - PRECISION BRONZE BARS ly 

~ Medi. nn the “sng Eevee Brsyiehe ce he Te OT Rk ehh, hes Po ae see sore 
BUNTING BRASS & BRONZE CO., TOLEDO 9, OHIO 
Copyright 1950 By The Bunting Bross & Bronze Company, Toledo, Ohio 


No. 5 of a series — As advertised in Factory M tf and Mai © Steel * Machinery 
American Machinist « Iron Age « Mill and Factory « Southern Power and Industry « Industrial Distribution 
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peed Reducer Selection 


Worm-Helical Type 


_ 
+ 


Worm Gear Type 


When speed reduction requirements are within the fractional 
through 85 hp range, there is no selection problem for the 
design, consulting or plant engineer. 


He knows that Winsmith can meet his specifications precisely 
with the world’s most complete line within this category. And 
even more important, he knows that recommendations from 
Winsmith’s engineering representatives can always be counted 
on to be practical and unbiased. That's only natural with so 
large a variety of standard units to choose from. 


As one-of-a-kind replacements in the plant, or in quantities 
to serve as components on new machines, standard Winsmith 
Speed Reducers are a certain solution where ratings must be 
within the range of: 1/10 to 85 hp, 1.1: 1 to 50,000 ; 1 ratio 
and 32 to 113,000 in. Ibs. max. output torque. 


Fully descriptive literature, which 
includes suggestions for simplify- 
ing and expediting selection, will 
be mailed at your request. 
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Essential Production 
Takes Tungsten Carbide 

If high speed cutting tools become 
scarcer and scarcer nowadays in civilian 
channels it’s because almost 100 per- 
cent of tungsten carbide output in the 
United States is going into essential 
industrial production. That's what the 
Tungsten Carbide Manufacturers In- 
dustry Advisory Committee has_ re- 
ported to the National Production 
Authority, U. S. Department of Com- 
merce. 

Tungsten carbide is used in the 
manufacture of industrial high speed 
cutting tools. The great hardness of 
this metal and its resistance to heat 
and abrasive wear make it ideal for a 
large variety of industrial purposes, 
from a stamping machine die to the 
engraving plate used in printing cur 
rency. 

NPA has been informed that tung- 
sten carbide producers have increased 
their output 50 percent since the out- 
break of Korean hostilities. However, 
this increase is still not enough to 
equal the demand. ‘The tungsten 
shortage has compelled manufacturers 
of tungsten carbide to place their cus- 
tomers under allocation and to screen 
out orders that may be placed by non- 
essential purchasers. 

Experiments with molybdenum and 
cobalt as substitutes for tungsten have 
been tried, but the results have 
been wholly unsatisfactory, committee 
spokesmen emphasized. The industry 
plans to investigate the substitution 
program carried out by German indus 
try during World War II when Ger- 
many lacked tungsten for its tool pro- 
gram. 

Ihe U. S., NPA warned, currently 
is operating at a tungsten deficit of 
400,000 Ibs. a month. There is some 
hope that tungsten mines in Korea 
will be reopened soon. Tungsten ores 
in China—the richest known in the 
world today—now are completely lost 
to the manufacturers in the U.S. as a 
source of supply. 

Industry members in attendance at 
the Advisory Committee meeting in- 
cluded: 

Ed Dreyer, Adamis Carbide Co.; 
P. E. Floyd, Allegheny Ludlum Steel 
Corp.; C. Abedesian, American Car- 
bide Die Co.; K. R. Beardslee, Car- 
boloy Co.; Tom W. Gabriel, Firth 
Sterling Steel & Carbide Corp.; Phil 
McKenna, Kennametal, Inc.; R. T. 
Beeghley, Metal Carbides Corp.; W. 
E. Newcomer, Newcomer Products; 
Dr. C. G. Goepzel, Sintercast Corp. of 
America; Clermont Cartwright, Tung- 
sten Alloys; John Kontra, United Dies 
Co.; H. B. Clark, Vascoloy-Ramet 
Corp.; James Fraser, Wesson Metal 
Co.; and F. H. Willey, Jr., Willeys 
Carbide Tool Co. 





field-and-factory research produces 


OUTSTANDING NEW TWIST DRILL 


Newly-perfected Celfor BLACK DEVIL 
Manufacturing Process Results in 
Customer-Winning Twist Drill 


@ Bright finished flutes are 
ground - from - the - solid, 
after hardening 


@ lands are ground to 
mirror finish 


@ Margins (outside edges 

of lands) are black—be- 

couse of surface treatment @ Perfect angle point and 

—for longer wear equal cutting lips obtained 
by new, exclusive point 
grinding operation 


It is now possible to furnish small drills with a 
special surface treatment on the outside diam- 
eter or margin and with polished flutes . . . )CELFOR| 

thanks to a new Celfor BLACK DEVIL manu- \ ® 
facturing process. The need for a drill with 

both these features has long been known; now 

Celfor BLACK DEVIL field-and-factory research LACK EVI L 
has come up with the answer. Known as TRADE MARK 

Celfor BLACK DEVIL Type M, these new drills 


are setting remarkable performance records. DRILLS an d REA MERS 


The new CELFOR BLACK DEVIL Type M 
drill is typical of the continuing developments 


you expect and get from Celfor CELFOR TOOL COMPANY 


down-to-earth research: features Division of Avildsen Tools and Machines, Inc. 
that > a for easier sales and more a 
satisfied users. 815 W. Jackson Blvd. 90 White Street 
Chicago 7, Ill. New York 13, N.Y. 
1320 Santa Fe Ave., Los Angeles 21, Calif. 


CATALOG No. 24A SENT ON REQUEST Branch Offices in Principal Cities 


There should be a Celfor Distributor in your area 
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Desmond Huntington 
Dresser 
Used to get a fast, clean, open 
wheel for average and general 
grinding. Will dress and true 
wheel face and sides. 


Reliable Guide to 
Better—Faster 
Grinding Production 


| NPA Continues Steel 

|For Warehouse Industry 

| The NPA recently assured the 
| Merchant Trade Steel Products Ware- 
| house Industry Advisory Committee 
| that a substantial amount of steel 
| products will continue to be provided 


the industry under the Controlled 
Materials Plan. 

The committee was told at_ its 
organizational meeting that a revision 
of NPA Order M-6, which provides 
for minimum allotments of steel prod- 
ucts to warehouses, is expected to be 

| issued shortly to make the order con- 
| form with CMP regulations. The re- 
vised order contemplates no decrease 
in steel for this industry, except for 
| steels coated with zinc. 

Members expressed concern over 

| the outlook for galvanized steel sheets 
and large sizes of pipe. These prod 
ucts are in heavy demand because of 

| their use in building construction 

| where water is carried by galvanized 


| pipe in lieu of copper pipe, which is 


You'll get more parts ground 
per hour—and per grinding 
wheel life — when you keep 
wheels dressed and trued prop- 
erly with Desmond tools. For 
economy and efficiency don't 
neglect worn, filled, or off- 
true wheels. Dress them regu- 
larly with the correct dresser 
for the job, selected from Des- 
mond’s complete line . . . Ask 
your industrial distributor for 
the free valuable Desmond 
Dresser Guide (wall chart) 

Get as many as you need 
for your shop, tool crib, or 
grinding department walls. 
THE DESMOND-STEPHAN 
MFG. CO., URBANA, OHIO. 


Wheel Size 
Diameter Number 
up to 10” 0 
10” to 16” 1 


1 


ver iO 


Desmond Hex Dresser 
For tastest action on medium 
and coarse wheels, use Des- 

1d Huntington cutters in 

exclusive Desmond Hex 
6-hole bearing blocks 
ve 6 times the service 


Desmond 


SIMPLEX :'':: VISES 


INDUSTRIAL DISTRIBUTION © SEPTEMBER, 1951 


in even shorter supply. 

It is estimated that about 35,000 
| distributors are engaged in the merch- 
| ant trade steel warehousing industry, 
| doing a business of approximately $12 

billion a year. 

These committee members at- 
| tended: 

N. J. Higinbotham, W. A. Case & 
Sons Co.; Fred Correale, Diamond 
Supply Co.; John S. Stiles, Morley- 

| Murphy Co.; Ray P. Farrington, Potts- 
Farrington Co.; Ray D. Stewart, 
United Cooperatives, Inc.; Harry 
LaFrenz, Central States Steel, Inc.; 
Mark Lyons, Jr., McGowin-Lvons 
Hdw. & Supply Co.; Roger K. Becker, 
Ohio Valley Hdw. & Roofing Co.; 
Hugh Monroe, E. G. Schafer & Co.; 
nd Arthur M. Vorys, Vorys Bros. Inc. 


Telephone Priority Opens 
| New Market For Distributors 


Many items handled by industrial 
| distributors now can be procured by 
the nation’s operating communica- 
tions industry (telephone, radio, tele- 
graph and cable) under the recently 
issued DO U-1] and DO U-2. These 
| ratings, described in government 
order M-77, may be applied to orders 
for maintenance, repair and operating 
supplies and operating construction 
materials. 

The order was necessary, NPA ex- 
plained, because the industry is con- 
fronted with increasing applications 
for service, particularly telephones, 
from the armed services, new and ex- 
panding defense production plants 
ind a shifting population. 

The order affects 21 major and 





PERMITE ALUMINUM PAINTS 


Wren you explain the special advantages 
of Permite Aluminum Paints, you will find 
you can quickly turn even the “hard-to- 
please” buyer into a loyal customer. 


If his company has stacks, boilers, exhaust 
systems, heat exchangers, outdoor electrical 
equipment, or other equipment for which he 
has not been able to find a paint with proper 
heat-resistant properties, tell him about 
Permite No. 1901 Silicone Exterior Heat- 
Resisting Aluminum. Test data 
prove it gives superior protection 
to all high-temperature surfaces. 


If he needs a paint to give 
good protection against severe 
industrial fumes, against chem- 
icals or salt air, you have just 


what he is looking for in Permite No. 2025 
Chemical-Resistant Aluminum Paint. 


For painting tanks, buildings, towers, 
power plants and similar structures, you can 
recommend Permite No. 5025 Outdoor 
Aluminum Paint for a bright, uniform finish 
and excellent heat reflectivity. It produces a 
smooth, even coating without glare. 


Whatever the paint buyer may require 
in high-quality aluminum paint 
for interior or exterior, special 
or regular applications, you have 
the right answer in the complete 
Permite Line. Mention Permite 
Aluminum Paint at every call, 
for extra sales and profits. Send 
today for descriptive bulletin. 














PERMITE VARNISHES: Permite Varnishes are made to the same high-quality standards 
as Permite Aluminum Paints. They are available in a complete range of types for all exterior 
and interior applications. Catalog of full line of Permite Varnishes is available on request. 











ALUMINUM INDUSTRIES, Inc., Cincinnati 25, Ohio 


Paint and Varnish Division 


ALUMINUM PAINTS & VARNISHES Sta 
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| 6,000 independent telephone com- 
. panies serving about 43,000,000 phone 


a 
‘ 1% ; 
’ ,% customers as well as those companies 
. Pen gt which provide national and interna- 
BE es ; 
- ~ 


-~.5) 


tional telegraph service by radio and 


¢ . U cable. 

Be me /_X It does not apply to commercia 
= ' radio or television networks and ama- 
%; LY teur radio operators, NPA stressed. It 
f a! also emphasized that the order does 
not permit construction or improve- 
ment of offices, warehouses, garages 

or similar structures. 

Small operators, that is, any oper- 
ator of a telephone system comprising 
less than 5,000 telephones, is assigned 
the right to place authorized con- 
trolled material orders for all con 
trolled materials except stainless steel 
and aluminum, required for MRO 
(maintenance, repair and operating 
supplies), and for operating construc- 
tion projects of less than $15,000. For 
this purpose the allotment number 
“U-1” may be used. 

Other operators should file with 
NPA an application for an authorized 


: program and a quarterly allotment of 

“Np fs such controlled materials as he may 
f (2am, need for MRO and operating con 

struction. To the extent that his ap 


You need Quality Buffalo Bolts in plication is a use the 


allotment number He may 


also order materials other than con 
trolled, which are necessary to fulfill 
his authorized program. 

This order comes close to creating 
a new market for industrial distrib 


_HANDY-PACK BOLT CARTONS utor’s lines, since “material” in order 


M-77 is interpreted as any raw, in 
process, or manufactured commodity, 
equipment, component, accessory, 
part, assembly, or product of any kind. 
Maintenance, repair, operating sup 
plies, operating construction and in 
ventory are covered also. 


® Handy-Packs are made of 
tough corrugated board. They Power Truck Manufacturers 
can be handled, shipped, stacked Report Backlog 
and even dropped without breaking. Bie - 
You get these superior cartons ...and Phe Industrial Power Truck Manu 
their equally superior contents ...at no facturers Industry Advisory Commit- 
extra cost when you order Buffalo Bolts. | '€¢ recently reported a backlog of 
: orders for 23,000 units and said their 
industry is not receiving adequate 
HANDY-PAC @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. materials to meet these requirements. 


@ Same carton quantities as always, same method of ordering. rhe report was made at a meeting 
Cr 


FEATURES @ Cartons are re-shippable without ty ing or W rapping. with officials of the NPA. The manu 


ec agree" ; for bol bi facturers forecast a 30 to 40 percent 
overs make durable open drawers for bo t cabinets. reduction in their industry’s labor 


@ Can be ordered in carload or less-than-carload lots. force if: (1 ) July-September produc- 


W: P tion is limited solely to current Con- 
ELE tor circular on quantities and weights of Handy-Pack Cartons. trolled Materials Plan allotments of 


el, c or and alumi 54 (2 
BUFFALO BOLT COMPANY steel, copper and aluminum; and (2) 


a : aged ‘ : materials for the fourth quarter are 
wet we easement — allotted to them on the same basis as 
. or onawoanaag, . ve 


in the third quarter. 
we Sales Offices in Principal Cities. Export Sales Office: NPA said these factors affected 
Buffalo International Corp., 50 Church Street, New York City CMP allotments to the industry for 


PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS , July-September: (1) third-quarter 
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Bent Shank 
Sectional Type 


Hanson-Whitney 
TAPPER TAPS 


Straight Shank 
Sectional 


While one piece Tapper Taps . . . both straight and bent shanks . . . are available 
in standard and special sizes, we recommend the sectional type shown. Used with automati¢ 
tapping machines, they are most economical, as the nibs, soldered into shank, can be readily 


replaced when worn beyond further use. Shanks seldom require replacement. 
P y q P 


Sectional type tapper taps are furnished in standard NC and NF series from 14” to 34” 
diameter. Intermediate sizes and other thread forms are special. As there are several types of 
automatic tappers, the name and size of your machine must be given. Shank designs furnished 
as follows: BENT SHANK — hook or right angle design as illustrated. STRAIGHT SHANK 


— round, square, Acme Improved Type “‘C,” or National Interchangeable Riag Lock. 


Hanson-Whitney taps are finished after hardening on machines of our own design for 


Quality Control. For more tapped holes per grind and lower cost per piece, specify the H-W line. 


HANSON -WHITNEY COMPANY «¢ HARTFORD 2, CO DIVISION OF THE WHITNEY CHAIN COMPANY 
ai Whitne Z 


CHwst 


Btn nntndedn deg OF FINISHED TAPS 
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Ph 


SI 


APPLICATIONS 
UNLIMITED... 


otographed beside a pocketknife to show size and compact design 


10w ANGLgear to a prospect and watch his eyes light up. 


This unique, standardized right-angle bevel gear drive 


th 


e finest of its kind—-will answer many of your customers’ 


problems, because it has unlimited application in the indus- 
trial field. It’s easy to carry and easy to show, too; just stuff 


on 


1e in a vest pocket when you go out on your calls. 


@® Suitable for manual or power-operated systems 


Two basic models meet practically all requirements 
Capacity of equipment many times its size and weight 


Precision built, with hardened gears, antifriction 
bearings, lubricated for life 


Ratio 1:1 in 's hp and 1 hp at 1,800 rpm with ultimate 
static torque of 250 and 750 in. lbs. respectively 


LIBERAL 
DISTRIBUTOR 
POLICY 


Full protection, includ- 


in 


g all direct orders 


and inquiries. 





SIRBORNE 


ACCESSORIES CORPORATION 
1414 CHESTNUT AVENUE + HILLSIDE 5, NEW JERSEY 
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anticipated production on a dollar 
volume basis as compared to second- 
quarter production; and (2) the ratio 
of rated to nonrated ordcrs. 

Committee members said the low 
copper allotment is the determining 
factor in their production. 

These industry representatives at 
tended: 

R. H. Davies, The Baker-Raulang 
Co.; John G. Mack, Clark Equipment 
Co.; Prentice Borden, Crescent Truck 
Co.; S. K. Towson, The Elwell-Parker 
Electric Co.; Theron Howard, Hyster 
Co.; Howard Palmer, Lewis-Shepard 
Products, Inc.; C. W. Henkle, The 
Mercury Mfg. Co.; C. E. Smith, Tow 
motor Corp.; and E. F. Twyman, Yale 
& Towne Mfg. Co. 


Plumbing and Heating Men 
Promised Help From NPA 


The National Production Authority 
and the Plumbing and Heating Dis- 
tributors Advisory Committee  cur- 
rently are discussing a proposed order 
whose objective would be to replenish 
inventories of brass mill products held 
by distributors. 

The order would alleviate a criti- 
cal inventory situation. Distributors 
would be able to replace their depleted 
stock of brass mill products * all 
orders filled. Formerly, they could re- 
plenish their inventories only for rated 
orders. 

Many distributors of plumbing and 
heating equipment to retailers and 
small jobbers have been faced with the 
early prospect of having nothing to 
sell unless these inventories are rebuilt 
with Government assistance. 

The order would authorize distribu- 
tors of brass mill products to place 
authorized controlled materials orders, 
within certain limitations, with brass 
mills to replace their inventories. It 
would also establish limitations on the 
required acceptance of such orders by 
brass mills. 

Hugh L. Woll, of NPA’s Building 
Materials Division, presided. 

Committee members in attendance 
included: R. W. Long, American 
Radiator & Standard Sanitary Mfg. 
Co.; John M. McDonald, A. Y. Me- 
Donald Mfg. Co.; M. W. Dennison, 
Brauman, Dow Co., Boston, Mass.; 
Joe W. Pitts, Brown Roberts Hdwe 
& Supply Co., Alexandria, La.; Carter 
Pollock, Crane Co.; Josef Stein, F. 
Stein & Sons, Inc., Elmyra, N. Y.; 
Glen Turbeville, Morrison Supply Co., 
Fort Worth Texas; L. E. Solomon, 
Noland Co., Inc., Richmond, Va.; 
Henry Gasner, Saltser & Weinsier, 
Inc., Brooklyn, N. Y.; Roger Slakey, 
Slakey Bros., Inc., Sacramento, Calif.; 
and Harrison Somerville, Thomas 


| Somerville Co., Washington, D. C. 





HERE'S WHAT YOU GET WITH THE... 


ALEXANDER FRANCHISE 








The close cooperation between Alexander Brothers and 
our franchise holders, plus products that hove ynusuval 
soles potenticls, moke the Alexonder Francia. real 
profit-maker. There may be a territory deta ta your 
area. We suggest that you write to us promptly. 


ay 
ow 
a a 


ALEXANDER BROTHERS 


BELTING COMPANY 
Makers of Finest Leather Belting and Industrial Leathers Since 1867 


406 North Third Street ¢ Philadelphia 23, Pa. 
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ADVANCE SLIP-PROOF 
SAFETY SPURS 


The vital part of a car mover Is 
the SPUR. Many car movers in 


0. -Double spurs fit 
Badger Line Car Movers and most 
types of Car Movers now in use. 
Other types ot pakee Sours ae y 
— SOLD ONLY THROUGH DISTRIBUTORS 

There is greater demand for freight cars today because production of materials, 
equipment and various products is incr ing. In many cases movement of 
freight is most urgent. Cars therefore must be unloaded quickly and hurried back 
into service. Because of this the need for more Badger Car Movers by shippers 
and receivers of freight is growing rapidly. Quick shifting and moving of cars 
along sidings is necessary. You can benefit now in sales with this important line. 


——wwemmwADVANCE CAR MOVER CO. APPLETON, WIS. mmm 


LIME 


RAILWAY 


CAR MOWERS 








J 
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Government Will Develop 
New Asbestos Sources 


In view of increasing defense de- 
mands for asbestos and its reduced 
availability from foreign countries, the 
Federal Government is taking steps to 
develop new U. S. and Canadian 
sources of the mineral, the Asbestos 
Fibre and Textile Manufacturers In- 
dustry Advisory Committee was in- 
formed recently at a meeting that was 
held with the National Production 
Authority. 

NPA 1s assisting Canadian suppliers 
engaged in expansion projects to ob- 
tain materials needed to boost asbestos 
mine production. ‘The Defense Min- 
erals Administration is exploring a 
wide belt of serpentine asbestos run- 
ning 100 miles through southern Ore- 
gon and northern California. Samples 
from the area indicate a high quality 
fibre. 

Since supplies of asbestos from these 
new sources will not reach U. S. con- 
sumers for a year or more, NPA called 
upon the industry to accept as many 
direct defense orders for asbestos as 
it can fill without crippling delivery 
schedules for defense-supporting in- 
dustries. 

The committee pointed out that 
many producers of asbestos products 
are filling only DO-rated orders, for 
the most part consisting of DO-97’s 
(for maintenance, repair and operating 
supplies) placed by defense-support- 
ing industries. 

However, members added that some 
relief may result from NPA’s recent 
order limiting passenger car production 
because asbestos products are used in 
automobiles. Substitute materials de- 
veloped since World War II have been 
perfected, the committee said, and 
should be utilized by defense agencies 
as much as possible. 

Defense Department representatives 
replied that some substitutes—includ- 
ing asbestos products containing glass 
fiber—are unacceptable for specialized 
uses demanding the qualities of both 
high tensile strength and also heat 
resistance. 

Canadian producers have been sup- 
plying about 400,000 tons of asbestos 
of all types each year to world markets, 
NPA officials said. During the last five 


| years, the average annual output of 


textile-length fiber from Canada has 
been 18,000 tons. 

Asbestos is used in textiles, packing 
materials, thermal insulation, cement, 
and friction materials. 

R. H. Coultrap, of NPA’s Miscel- 
laneous Metals and Minerals Division, 
presided. These committee members 
attended: A. J. Scanlon, American 
Asbestos Textile Corp.; John G. 
Schoepf, Asten-Hill Mfg. Co.; C. H. 
Carlough, Carolina Asbestos Co.; 
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Mops made with 


DU PONT CELLULOSE SPONGE YARN 


help you boost sales 


booklet telling you more about Du Pont cellulose 
sponge yarn for floor cleaning and maintenance. 


These wonderful sponge-yarn mops absorb more 
water than ordinary mops—leave no lint, don’t 


scratch—do an all-round neater, cleaner job of 
washing and damp-mopping floors. They’re easier 
to clean—dirt and grease wash right out in running 
water. Won’t sour. Won’t snarl or tangle, and they 
last longer. 

These outstanding sales points can mean big prof- 
its for you. They will help you sell more sponge- 
yarn mops to both old and new customers. 

Send the coupon to get a 
list of sponge-yarn mop man- 
ufacturers in your area. With 
the list we will send you a 
806. u. 5. pat. OFF 


-—— SEND for FREE BOOKLET--- 


E. I. du Pont de Nemours & Co. (Inc.) 
Cellulose Sponge Sec. I, Wilmington 98, Del. 
Please send the names of manufacturers and free copy of 
the booklet describing Du Pont cellulose sponge yarn’s ad- 
vantages for floor cleaning and maintenance. 


Name 





Firm 





Street. 








BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Set Studs into Steel 
or: Concrete in secon S- 


hei STEEL TO CONCRETE 


with the 
Vecociry-cowef] 
DRIVER 


Jo 17§ SIMPLE 


One-handed operation. Load—position 
—fire. Stud imbedded—job done. Two 
basic parts—barrel and firing unit— 
easy to service. Integral cartridge bans 
matching and fitting—ready to use. 


2, ITS VERSATILE 


4 
Drives studs easily into steel or con- 
crete. Interchangeable barrels permit 
driving of either 14 or 34-in. studs from 
same firing unit. Wide range of studs 
available—solid head, internal or ex- 
ternal threaded types. 


So 178 SAFE 


Center-fire cartridges plus spring-loaded 
safety arm that must be rotated 180 
degrees and held before stud can be 
fired makes accidental discharge im- 
possible. Barrel design and long bearing 
area of piston avoids ricochet, flash, 
recoil. Cartridge assemblies assure right 
load for the job. Write for Bulletin 
No. TA-17. 





* 
DEALERS WANTED 
Big, profitable sales opportunity 
in a broad market with this time, 
labor and money saving tool for 
maintenance, repair and construc- 
tion work. Cartridge-studs bring 
repeat business. Act now! 








VELOCITY POWER TOOL CO. 
7505 Thomas Boulevard 
Pittsburgh 8, Pa. 





R. J. Hinkle, 
Co.; Frank J. Wakem, Johns Manville 
Corp.; Gustav Walters, The Russell 
Mfg. Co.; George S. Fabel, Southern 
Asbestos Co.; J. A. Bettes, Jr., Ray- 
bestos Manhattan, Inc.; R. E. Cryor, 
Union Asbestos & Rubber Co. and 
H. E. Sunbury, United States Rubber 
Co. 


Small Business Loans 
Outlined In Pamphlet 


Ihe office of Small Business of the 
National Production Authority has 
issued a four-page pamphlet explaining 
how private business enterprises en- 
gaged in the national defense effort 
can obtain Government financial as- 
sistance. 

The pamphlet, “Defense Loans for 
Small Business,” describes working 
capital assistance in the form of par- 
tial payments, progress payments, ad- 
vance payments and guaranteed loans 
(Regulation V loans, Reconstruction 
Finance Corporation loans and Fed- 


eral Reserve Board loans.) It also dis- | 


cusses facilities loans and general pur- 
pose loans. 

The pamphlet emphasizes 
eligibility for Federal financial assist- 
ance is the most important, but unfor- 
tunately the most misunderstood part 
of defense financing sought by private 
business and non-profit research or- 
ganizations. It also points out that a 
defense contract does not in itself auto- 
matically insure a loan from the Gov- 
ernment. 

Applicants for Federal loans gen- 
erally must prove their inability to ob- 
tain financing on reasonable terms 
from other sources—banks, for ex- 
ample. 

Payments Defined. 

The pamphlet explains that “par- 
tial payments” are those made by a 
Government procurement agency to a 
prime contractor for completed deliv- 
eries which are part of a larger order. 
Every time the contractor makes a 
shipment, he bills the Government 
and promptly receives his money. 

If the partial payment procedure i is 
not sufficiently flexible, or if the prime 
contractor still needs funds, “progress 
payments” by the procurement agency 
may sometimes be arranged. These 
are payments before delivery. 

The pamphlet points out that “ad- 
vance payments” constitute a type of 
“Jast resort” form of financing by the 
defense procurement agencies, avail- 
able only to prime contractors, and 
then only where everything else (ex- 
cept direct Government loans) has 
failed. Advance payments are avail- 
able under both negotiated and bid 
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The Garlock Packing | 


that 





© HANDY TOOL 








Easy to sell, too! ‘Tugit’ Hoists are 
so versatile, so adaptable that new 
places to sell them crop up every 
day. Any pulling, stretching, lifting 
job is a cinch for a ‘Tugit’. It's an 
every-angle tool — can be used to 
pull vertically, horizontally. It’s so 
small, it’s easy to use on close- 
quarter lifting. Available in one- and 
ftwo-ton capacities. Will fit into any 
toolbox. 


The ‘Tugit’ is constructed like a hoist. 
Spur gears, automatic load brake, 
anti-friction bearings and sealed-in 
lubrication make it fast, easy to use, 
highly efficient. The molded grip on 
the 12-inch, non-kicking handle fits 
the hand. Loads can be moved as 
little as 3/32 of an inch and spotted 
accurately. 


These features make the ‘Tugit’ easy 
to sell. Plant foremen, contractors, 
utility workers, repair men, farmers 
— all have many jobs for this handy 
tool. From shifting machinery to 
stretching cables, from erecting wire 
fences to uprooting tree stumps — 
the ‘Tugit’ does the trick, saving time, 
effort, and money on every task. 


Write for more copies of 
Bulletin No. 388 to help you 
sell handy ‘Tugit’ Hoists. 


it rugir’ 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Pcs Box"’ 


onsolidated 
‘American’ Industrial Instruments. 





8 
S-A “SWIVELOADERS" 
fill and trim dry bulk 
materials—up to 2” size 
—into cars, bins and 
storage spaces at low cost. 
Bulletin No. 1046. 











PULLERS 
save manpower. One 
man—unaided—can 
move up to six loaded ; : 
cars. Every firm with a : S-A 
switch track can use one. “TELLEVEL” 
Bulletin No. 1339. regulate bin levels 
automatically— 
control material 
level in bins, tanks 
: and storage silos. 
SACO SPEED REDUCERS Bulletin No. 1048. 
adapt standard full speed 
motors to any speed required. S-A 
Saves time, floor space, instal- Hand and Motorized 
lation costs and maintenance. WINCHES 
Bulletin No. 643. enable one man to 
lift—or move— 
heavy loads—up 
to 3000 pounds. 
Ask for Bulletin 
No. 340. 








al CAR No Stock to Carry. .No Investment. .No Sales Quotas 


LOADERS Your customers scarcely expect you to carry these 
speed up load- 


ing and trimming Stephens-Adamson specialties in stock—and neither 

loose, small lump do we. You merely sell from catalog. ..and we make 
materials into box . . ‘ 

cars.One man, part drop shipments. Practically every type of business 

time, can operate. you call on can use one or more of these time-saving, 

Bulletin No. 948. cost-cutting items. Your men will welcome these 

practical additions to your line. You'll make extra 


profits with no extra investment or selling cost. 


WRITE FOR FULL INFORMATION—PRICES—AND DISCOUNTS. 


| > 
STEPHENS-ADAMSON 


8 RIDGEWAY AVENUE, AURORA, ILLINOIS MFG. CO. LOS ANGELES, CALIFORNIA * BELLEVILLE, ONTARIO 
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CASH-ACME 
Values 


DEMANDED BY 


INDUSTRY o.. 


Type “E” 
Pressure 
Reducing and 
Regulating Valve 
Youll find CASH-ACME Automatic 
Valves on the job in the giant meat 
industry. The sausage stuffer shown 
at right is just one application of 
many where a CASH-ACME Valve 
is giving dependable pressure control 
If you have the problem of finding a 
lifetime valve that will turn in con- 
sistent performance year after year 
on the products you manufacture, 
write today. We can show you the 
installation that will do the job. 


Write for cose histories showing 
the successful application of CASH- 


ACME Automotic Valves in dozens 
of industries everywhere 


cASh A. W. CASH VALVE 


Acme MANUFACTURING CORP. 
SILENT SENTINEL 6615 E Wabash Avenue 
utomatic Valves Decatur, Illinois 





HEXAGON NUTS 


-»-are Double Chamfered, 
Double Counter-Sunk 


You make double savings, too, with Atlas hexagon 
nuts. They require far less time and labor, cut costs, 
because Atlas nuts are double chamfered, double 
counter-sunk, free of burrs. Also large stock of 
bolts, screws and washers—steel, brass, stainless— 
available for immediate delivery. e ATLAS also 
offers facilities for the manufacture of special com- 
ponent parts. 


For prompt quotations, submit your requirements, giving 
details, specifications and delivery dates. 


ATLAS SCREW & SPECIALTY CORP. 


450. BROOME STREET - NEW YORK 13, N.Y 
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contracts, where the defense procure- 
ment agency has no other contractor 
who is acceptable to do the job, and 
then as a rule, only if the contractor 
cannot raise the money elsewhere on 
reasonable terms. 

As for “guaranteed loans,” the 
pamphlet lists the following U. S. 
agencies which have authority to guar- 
antee so-called “Regulation V” loans; 
Departments of the Army, Navy, Air 
Force, Commerce, Interior and Agri- 
culture, plus General Services Admin- 
istration and the Atomic Energy Com- 
mission. Federal Reserve banks are 
authorized to act as fiscal agents of the 
guaranteeing agencies. 

‘Facilities loans’”’ are made primar- 
ily for construction or acquisition of 
facilities, land, buildings, machinery 
or other equipment which are to be 
used in the defense effort. The De- 
partments of Commerce, Interior and 
Agriculture and the Interstate Com- 
merce Commission have authority to 
certify such loans, which are made by 
RFC after approval by the Defense 
Production Administration. Criteria 
governing eligibility of these loans are 
quite detailed and rigid. 

“General purpose loans” are those 
provided by RFC which has statutory 
powers to make loans to business en- 
terprises for working capital and for 
construction or acquisition of facilities. 
RFC generally makes loans only to 
established firms, but under certain un- 
usual circumstances it will lend money 
to start a new business. 


Permanent Plumbing Code 
To Standardize Practices 


Che National Production Authority 
and the Housing and Home Finance 
Agency have announced joint issuance 
of the “Report of the Coordinating 
Committee For a National Plumbing 
Code.” The report contains a pro- 
posed permanent national plumbing 
code designed to standardize and sim- 
plify Fey) ope in this coun- 
try and thus effect a tremendous sav- 
ing in critical materials. Approxi- 
mately 1,600 separate plumbing codes 
exist in the U. S. 

If adopted, the new code would 
serve during the present emergency 
to conserve scarce metals and materials 
as well as assure permanent conserva- 
tion. Many cities, for instance, today 
— 40 to 50 percent more mate- 
rials in their plumbing connections 
than is called for in the proposed code. 
Present codes also call for 600 to 700 
items of cast iron pipe, for example, 
while the suggested code, by standardi- 
zation and simplification, reduces these 
to from 200 to 300 items. 














“Here’s how neoprene 


makes this a better magnetic sweeper” 


“This magnetic tool, designed for fast, efficient floor cleaning in metal-working 
plants, makes excellent use of neoprene’s unusual properties. It has a neoprene 
handle-grip, and its aluminum tube, containing four Alnico magnets, rolls on 
neoprene wheels. A neoprene wiper ring, when pushed from one end to the other, 
clears the surface of the tube of picked-up parts. Neoprene has outstanding 
resistance to the scuffing and cutting punishment dished out by sharp metal 
scrap. And neoprene’s resilience prevents the load trom being jarred loose. 

The tool can be used on greasy, oily floors or even to retrieve metal parts from 
acid and alkali baths because neoprene resists all these destructive agents.” 





You will have a more convincing sales story when you do as this salesman is doing 
. .. tell your customers how neoprene helps to make a better product. Chances 

are your prospect is familiar with neoprene’s excellent record in other resilient 
applications. He’ll appreciate knowing it’s used in the product you sell. Ask the 
manufacturer of the line you represent to tell you which resilient parts are 

made of neoprene so you can put the neoprene story to work for you. 


FR é é ! The neoprene notebook 
2 E Your customers read the Neo- 
prene Notebook regularly. So 


don’t miss the information it 

The rubber made by Du Pont since 1932 offers about new and interest- 
ing applications of neoprene. 
If you’re not getting it now, 
we'll be glad to send it to you. 
Write E.I. du Pont de Nemours 
& Co. (Inc.), Rubber Chemicals 
Division C-9, Wilmington 98, 
Delaware. 

BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY 
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"specified by the big names 
_ for the rouGH Joss! 
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this outstanding line of 
“electric soldering irons — 


, Important 
news to 


DISTRIBUTORS 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 
cause it represents one of the 
most complete lines available 
today. It is backed by famous 
users throughout the world, 
and an aggressive hard-hitting 


sales promotion campaign is /= 


telling the story to a 

quarter of a million key 

men in industry each < 
Ms 


ig 4: 


/ HEXACON ELECTRIC CO. 
av 


CLAY AVE 





One of our distributors writes us, 
“The distributor policy of Laminated 
Shim is so excellent that we feel 
obliged to consider its packaged 
shim stock as a major line.” 

Good lines are not necessarily just 
the very largest. Fair policy and 
quality merchandise have built our 


distributor organization since 1913. 


LAMINATED SHIM COMPANY, Inc. 


GLENBROOK, CONN. 


4109 UNION STREET “ 


Handy rolls in cartons, flat packets 
of heavier gauges, and sturdy 
metal racks combine to make up 
a well-rounded line of shim stock. 
Arbor spacers also available. 


pose 
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ROSELLE PARK NEW JERSEY 


The Defense Production Adminis- 
tration announced recently that off- 
cials of 11 Federal agencies, including 
NPA and HHFA, have agreed to 
abide by the provisions of this code in 
addition to three other uniform stand 
ards of design and construction to 
conserve critical materials in new gov- 
ernment building projects, including 
military. 

The plumbing code report was is- 
sued, according to NPA and HHFA, 
for the dual purpose of facilitating 
official action by participating organi- 
zations and to guide those concerned 
with the preparation or revision of 
plumbing codes. 

The committee is made up of rep- 
resentatives of the American Public 
Health Association, American Society 
of Mechanical Engineers, American 
Society of Sanitary Engineering, Build- 
ing Officials Conference of America, 
Conference of State Sanitary Engi- 
neers, National Association of Master 
Plumbers and the Western Plumbing 
Officials Association. 

In addition to the foreward and 
section of basic principles (22 of 
them) the 125-page report contains 
14 chapters on various phases of the 
code as well as a seven-section appen 


| dix. 


“Machine Tool Output 
Must Be Increased’”—NPA 


Production of machine tools will 
have to be increased sharply to meet 
anticipated needs of the mobilization 
program, the National Production 
Authority has informed the Machine 
Tool Manufacturers Industry Advisory 
Committee. The committee met with 
officials of NPA and other Govern- 
ment agencies recently to discuss how 
to boost production of metal working 
tools to meet defense production 
schedules. 

Industry spokesmen pointed out 
that the industry’s present capacity is 
about one-third of what it was at the 
start of World War II. The industry 
emphasized expansion of its productive 
capacity will require one or more of the 
following: 

1. Super-priorities for materials, fa 
cilities and tools. 

2. More skilled labor and assurances 
that war plants will not be permitted 
to “pirate” employees from machine 
tool plants. 

3. Adequate financing to pay for ex- 
pansion and provide greater working 
capital. 

The industry said that the present 
certificates of necessity program, which 
authorizes short-term tax amortization 
on emergency plant facilities, is not 
adequate for machine tool builders. 





“A steady barrage of advertisements like this is stimulating 
the natural preference accorded Marsh quality.” 








A pressure gauge on a boiler or tank may seem small 
and unimportant, but have you ever stopped to think 
what a big part of your plant’s efficiency and safety 
rests squarely on the verdict of the pressure gauge? 

Actually it’s just about the biggest thing on the 
boiler or any other pressure equipment. The maximum 
working pressure of any important equipment was 
tested by a pressure gauge: if the gauge was wrong 
the test was wrong. In service, the pressure gauge 
guides operation: if the gauge is wrong efficiency suffers 
and safety is imperiled. 

Fortunately, manufacturers of quality equipment 
realize the danger of placing good equipment at the 
mercy of poor gauges. That is why you find Marsh 
gauges on the leading makes of boilers, compressors, 
pumps, hydraulic equipment and food processing 
equipment. Look around your plant and you will see 
how true this is. Most significant of all you will find 
that Marsh Gauges are used by the leading manufac- 
turers of controlling equipment — the manufacturers 
who know instruments best. 

Always remember that you can’t see the condition; 
you can only see the indication of it shown by a pres- 
sure gauge. For such a vital function only the best is 
good enough — and that means MARSH. 


?*— 


MARSH INSTRUMENT CO. Soles affilicte of Jas. P. Marsh Corporation DEPT. C, SKOKIE, ILL. 
Export Dept., 155 E. 44th St., New York, N. Y. 
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THE PLIERS 


Good Workmen 


PREFER 








Good workmen know that the quality of the work they do 
depends in no small measure upon the quality of the tools 
they use. Kleins were made for men who know and appre- 
ciate the finest in pliers. The highest quality drop forgings 
—the most careful tempering throughout—the individual 
testing and inspection of every pair—the carefully honed 
knives—all add up to pliers that last longer, do the job better. 
Klein Pliers are made in a wide variety of styles and 
sizes to suit every job. Be sure you have a representative 
selection of these famous tools in stock to care for your 
customers who appreciate and want the best in pliers. 


Distributed Through Jobbers 
Foreign Distributor: International Standard Electric Corp., 
New York 


The Klein Pocket Tool Guide 
shows the many sizes and types of 
Klein Pliers and contains valu- 
able information on other Klein 
products. A copy will be sent with- 
out obligation. Since 1857 


2s KLE DN2Ss 


3200 BELMONT AVENUE CHICAGO 18 ILLINOIS 
| 
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The Government permits quick 
amortization up to 75 percent o the 
cost of such facilities. In World War 
II, 100 percent amortization was al- 
lowed. 

Some form of increased depreciation 
for tax purposes should also be allowed 
for plant equipment used in two and 
three-shift operation since such in- 
creased use of key tools wears them out 
quicker, committee members said. 

Industry spokesmen declared that 
sub- contracting was not the solution to 
the machine tool shortage problem. 
Under the most favorable circum- 
stances, less than one-third of the ma- 
chine tool output could be obtained 
through subcontracting. 

Proposed Government plans to 
charge four percent interest for ad- 
vance Government financing of “pool 
orders” was criticized by the commit- 
tee. Pointing out that such advances 
were made by the Government during 
World War II without charging in- 
terest, spokesmen declared that the 
major incentive for accepting “pool 
orders” was the availability of the cash 
advance to finance production. 

Franz Stone, NPA Assistant Admin- 
istrator, presided. 

These committee members _at- 
tended: 

W. W. Barton, W. F. & John 
Barnes Co., L. C. Edgar, Jr., E. W. 
Bliss Co.; Swan Bergstrom, Cincinnati 
7p & Grinding Machines, Inc.; 
F. Andrews, Economy Engineering 
Co.; " Ralph J. Kraut, Giddings & Lewis 
Machine Tool Co.; John C. Cotner, 
The Hydraulic Press Mfg. Co.; Jerome 
* Raterman, Monarch Machine Tool 

.; Thomas R. Rudel, Rudel Ma- 
poh Co., R. E. Frushour, South 
Bend Lathe Works; James Y. Scott, 
Van Norman Co. and L. D. McDon- 
ald, Warner & Swasey Co. 


Carbon Committee Asks 
NPA For More Steel 


Ihe NPA was asked by the Cold 
Finished Carbon & Alloy Bars Indus- 
try Advisory Committee at a recent 
organization meeting to provide more 
steel for the industry so cold finished 
bar producers can meet their obliga- 
tions in support of the defense mobili- 
zation program. 

Committee members said the 33 
companies in the industry are finding 
it difficult to obtain sufficient hot 
rolled bar steel to meet required ship 
ments to warehouses and other cus- 
tomers. NPA officials said an effort 
will be made to increase the steel sup 
ply for the industry by issuing direc 
tives on steel mills possibly in time to 
affect steel mill production in October. 














new MORSE 


Conversion Hub 


MAKES MORSE STOCK SPROCKETS 
EVEN MORE PROFITABLE TO DISTRIBUTORS 


INCREASES RANGE OF TEETH SIZES AVAILABLE FROM STOCK 


Converts anne — a 
Type A Sprocket |! |! into Type B hag | or C, 


Or Type B into Type C—RIGHT ON THE SPOT 


The new Morse conversion hub allows you to convert any Morse 
Type A sprocket into a Type B or C. Or, you can convert any Morse 
Type B into a Type C—as needed, right on the spot. 

The conversion, accomplished by a simple welding of the Morse 
conversion hub to the face plate, provides a far greater range of tooth 
sizes in a given sprocket type—far greater than could be furnished by 
the three standard stock sprocket types alone. 

Not only can you easily convert a Type A into a Type B or a Type B 
into a Type C, but you can accommodate oversize bores by welding 
oversized hubs. 

Hubs are available in 234” to 7” diameters with standard stock bores. 
Of course, the complete line of standard Morse Roller Chain Stock 
Sprockets in Types A, B, and C remains available in ten pitch sizes, 
from 34” to 2”. Write us today for more complete information. 


MORSE CHAIN COMPANY °* Dept. 199, 7601 Central Ave. * Detroit 8, Michigan 


M-PT 


Morse means Power Transmission 
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MORSE 


MECHANICAL 


POWER TRANSMISSION 


ProouctTs 
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Fifth of a Series 


é ’ 
WAS on a fitting 


\ 


CAST-IRON FITTINGS * 3,000 Shapes and Sizes 


Making Top Blades at Kuhns Bros. 


means accurate machining 


Many of the tools for the machining of “K” 
Fittings are made in our own plant. We 
also design and build much of the special 
machinery required. 

The machining of screwed fittings calls 
for extreme care and precision. Hundreds of 
taps have to be kept in first-class condition 
to chase threads full and clean. Fixtures have 
to be exact in order to maintain accurate 
alignment to agree with the angularity of 
fittings. Openings must be properly cham- 
fered so pipes will enter easily—also to 
protect the outer threads. 

Still more extensive machining is involved 
in the finishing of “K” flanged fittings. Here 
also dimensions must be held to close toler- 
ances, and correct alignment maintained. 
Here also faces have to be accurately milled 
to make tight joints, and bolt holes properly 
spaced to speed make-up. 

Che accurate machining of “K” Fittings 
saves installation time, assures symmetry 
in the piping system, assures leakless 


connections. 


Specify ‘‘K's'’ when you order fittings from your supplier. 


THE KUHNS BROTHERS COMPANY 
Dayton 1, Ohio 


Established 1887 


} 
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NPA officials and the committee 
discussed operation of the Control'ed 
Materia!s Plan as it affects the cold 
finished bar industry. It was pointed 
out that allotments are made under 
CMP on the basis of tonnage for each 
claimant group. These allotments can- 
not be broken down by product (plate, 
bar, structural, sheet), as suggested by 
the committee members, because of 
the thousands of classifications into 
which both carbon and alloy steel 
would fall. 

The committee urged NPA to try 
some procedure whereby steel can be 
conserved by climinating a few sizes 
of flat rolled bars, as was done during 
World War II. It was suggested that 
warehouses, which handle a large por- 
tion of cold finished bar products, 
could help in standardizing flat rolled 
bar sizes. 

The cold finished carbon and alloy 
bar industry furnishes polished bars 
for 6,000 to 10,000 users. The bars are 
manufactured into more than 100,000 
products, ranging from screws and 
bolts to steel shafts and flat beds for 
heavy industrial machinery. 

Carl L. Huff, Bliss & Lauglin, Inc.; 
George E. Parker, Columbia Steel & 
Shafting Co.; Miss H. O. Hanson, 
Fort Howard Steel & Wire Co.; H 
M. Knobloch, Jones & Laughlin Steel 
Corp.; T. Lloyd Kelly, LaSalle Steel 
Co.; F. F. Ward, Moltrup Steel Prod 
ucts Co.; R. E. Lawlor, Pilgrim Drawn 
Steel Co.; Paul W. Newcomb, Preci 
sion Drawn Stcel Co.; F. J. Robbins. 
Sierra Drawn Steel Corp.; F. C. Rob 
bins, Sierra Drawn Steel Corp.; J. '! 
Somers, Wyckoff Steel Co.; W. W 
Brown, Youngstown Sheet & Tube Co 





PRICING and inventory control jobs 
at Hardy & Dischinger Co., ‘Toledo, 
Ohio, are handled by Elma Miller 





Bory! --we use Graton & Knight Company’s 


Engineered Flat Leather Belting — and I’ve noticed their ads 


Ques. What is Production-Power? 


Ans. Maximum sustained horse- 
power transmitted to your machines 
— at correct speeds — economically 
— with ample reserve for load peaks 
— and “fluid drive action” to absorb 
starting torque and load shock. 

* * 


The simplest and most economical 
way to insure Production-Power 
is with Graton & Knight Leather 
Belting — engineered to provide all 
of the “live traction” qualities need- 
ed. These qualities are: an improved 
coefficient of friction, with resiliency, 
flexibility, strength and freedom 
from permanent stretch. In addition 
—some belts must have lateral firm- 


(atin 
| RESEARCH | 
\quauiry / 


ness to work on shifter and step- 
cone drives (HEART OAK ). 
Some must be resilient and flexible 
with a very high coefficient of fric- 
tion, to hug small pulleys, make 
quarter turns, flex both ways, etc. 
(RESEARCH’®). And some must 
be resistant to the action of heat, 
steam, water, oil, acid and alkali 
fumes (SPARTAN °®). 

G&K Leather Belting is engi- 
neered to deliver more production- 
power in a given set of conditions. 
It’s all a matter of leather quality, 
and skill and know-how in process- 
ing — a good belt every time. 


GRATON & KNIGHT COMPANY 


Worcester, Massachusetts 


(SS) 


SPARTAN 
aN 


100 *S¥Ou CAN DRIVE IT BETTER WITH LEATHER’ 


YEARS OF 
SERVICE 


T 
inDUSTRY 
AND 


\ KNIGHT 


Engineered 
LEATHER BELTING 


reaching the best 
Belting markets 


Production men are reading 
them in: 
Industrial Distribution 


Factory Management 
and Maintenance 


Mill and Factory 

Purchasing 

American Miller and Processor 
Paper Mill News 

Paper Industry 


American Wool 
and Cotton Reporter 


Fibre and Fabric 
Textile World 
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POWER TRANSMISSION DISTRIBUTORS! | 


Here’s a Real “Conversation Piece” That 
Can Help You Keep Up Customer Contacts 


REVOLUTIONARY NEW 


Sier-Bath 


FLEXIBLE 


GEAR COUPLINGS 


@ Available to accommodate bores 
from 39” to 65g”, 4 to 550 HP per 
100 RPM. Standard (shown), float- 
ing shaft, mill motor and vertical 
types—special types and sizes on 
request. 


TREMENDOUS TIME AND LABOR SAVING ADVANTAGES EASY TO 
DEMONSTRATE WITH THIS ALUMINUM MODEL AND A PAPER CLIP 


Snap out snap ring... 


2. Slide out hub... 


TAKE IT APART WITH A PAPER CLIP . . . ASSEMBLE IT BY HAND! 


WITH SIER-BATH GEAR 
COUPLINGS—YOUR 
CUSTOMERS CAN: 


Cut Coupling Weight 50% 
Cut Coupling Size 40% 


Slash Assembly, Uncoupling 
Time 


Reduce Wear on Shafts, Bear- 


ings 
Reduce Parts Problem 


Increase Safety 


WRITE FOR BULLETIN... 


POLICY DETAILS 


Bulletin gives installation photos, cost- 
cutting advantages, plan drawings, 


‘¥ HE Sier-Bath Gear Coupling can help 
you help your customers—get you in to 
see those “tough” prospects. New, different, 
with advantages that fit right in with the 
needs of today, this new coupling is finding 
fast acceptance among both users and orig- 
inal equipment manufacturers. There are 
still good territories open, so write today 
for product brochure and policy details. We 
offer competitive prices, standard discounts, 
national advertising, all inquiries and orders 
from your territory referred to you—-and no 
“skimming the cream” on O.E.M.’s. 


Sier-Bath 


3. Push through other hub. 


Lee A. Wiley 


New Jersey distributor outlines 


Ten Point Program 
For Manufacturers 


By 


Lee A. Wiley, Secretary 
Wiley-Hughes Supply Co., Inc 


FOR OVER ONE HUNDRED YEARS Our 
company has served the city of Tren- 
ton, New Jersey; first as a supplier of 
shoe findings, leather goods, etc., and 
then through various stages of growths 
until we now represent some 200 
manufacturers and carry over 20,000 
items in stock. During this lifetime 
we have had many types of manu- 
facturers. 

Some of these have tried to place 
the full burden of stocking on the dis- 
tributor, some have leaned over back- 
wards trying to keep warehouses con- 
venient to their distributors. Some 
have sold to everyone, while others 
have passed up orders rather than take 
them direct. It has been truthfully 
said that it takes all kinds of people 
to make up the world; the same may 
be said of manufacturers in the busi- 
ness world. 

We do feel, however, that from our 
experience we can outline some basic 
policies on which all manufacturers 
could and should meet. The adoption 
of these points, which I outline below, 
can do much to make the distributor’s 
job simpler and more efficient. They 
are 
. Quality products 
. Competitive prices 
. Intelligent catalog data 
. Sound advertising 
. Strict warehousing policy 
. Controlled distribution 
. Workable obsolescence policy 
. Availability 
9. Cooperative salesmen 


Jie Wise 


specifications. 


—_ Comte of Precision Gears, GEAR and PUMP CO., Inc. | 10. Profits 


G Rotary P The fi i e C 
earen Rotary Fumes"  MUBSON SLve., WORTH SeReeH, 1. 2 he first two items need little 
| comment, since quality with competi- 
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“Let’s look in this window, Grandma... 
the sidewalk’s 


There’s an old saying that ‘‘business goes where it is invited 
and stays where it is well treated.’ Yes, the considerate ways 
of doing business are also the profitable ways! Successful 
business men know that thoughtfulness for the comfort and 
convenience of the customer helps ring cash registers as much 
as the price tag or quality of merchandise. 

So, high on the list that ‘‘wins friends and influences people’, 
along with such known sales builders as air conditioning, ade- 
quate parking, good lighting, and modern rest rooms, is side- 
walk and parking area snow melting! 

Steel Pipe is first choice for these installations. You see, Steel 
Pipe, as the hot water circulating system, has all the desirable 
working characteristics required for a successful snow melting 
system. That means durability, formability, weldability and 
suitability . . . plus maximum economy! 


A free 48-page color booklet “Radiant Panel Heating with Steel Pipe” is now 
available to you. Write for a copy. 


Vreel Pige 


AMERICAN IRON AND STEEL INSTITUTE 





Stet bet FORE Ke . 
A typical sidewalk snow melting installation showing 
an effective layout of steel pipe coils. 


COMMITTEE ON STEEL PIPE RESEARCH 


MARINER 350 Fifth Avenue, New York 1, N.Y. 
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For Distributors Who Recognize 
the Fact... 


Strand Flexible Shaft 
machines are available ina 
complete line 


Available in bench type, 
floor type and vertical for 
overhead hanging 


A wide range of capacities 
and speeds to meet every 
requirement 


Your choice of metal casing 
or vulcanized casing 


A complete line of Illustration shows 
accessories and attach- || Three Speed Flex- 
ments to choose from ible Shaft Machine 

= mounted on 30 inch 
SEND FOR LATEST CATALOG 31 » | steel stand. / H.P. 


Here are essential products for 
Speeding Up Production... 


STRAND flexible shaft equipment has many advantages. The head is 
lightweight but it has superpower. The flexible shaft itself is strong and 
will not kink as it is wound of music wire. All construction is strong and 
rugged. All these features have given STRAND an enviable reputation for 
outstanding quality. 


You'll find a ready market for flexible shaft equipment and because of 
STRAND 's reputation for quality many distributors find this equipment 
easier to sell. It represents the kind of quality line you can be proud to 
handle. 

WRITE FOR OUR DISTRIBUTOR ARRANGEMENT 


STRAND 


FLEXIBLE SHAFTS 
and 


FLEXIBLE SHAFT MACHINES 


SALES OFFICES: CHICAGO © BALTIMORE © TULSA 
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tive prices are two points which ate 
essential to make any merchandise sal- 
able. More and more customers are 
passing up cheap items for quality 
goods, but at the same time are price 
conscious enough to choose the qual- 
ity item which is offered at the best 
price. 

The question of intelligent catalog 
data is another matter. How many 
times has the average distributor spent 
needless time going through a catalog, 
looking for information while the cus- 
tomer loses his patience? Also, after 
finding the information, how many 
times has it been too difficult to un- 
derstand? Generally there isn’t enough 
data, or else it is so jumbled up and 
technical that it is worthless. 

Catalogs must be neat, sturdy and 
complete. ‘They should be arranged 
so that new pages and changes can 
be taken care of easily, and these 
changes should always be sent to the 
individual owner of each catalog. 
Finally, complete technical informa- 
tion should be given in language that 
is understandable to shop foremen 
ind purchasing agents as well as en 
gineers. 

lo go into a discussion of the 
question of sound advertising would 
take a large amount of space; my prin- 
cipal feeling is that a sound advertis- 
ing program of some sort, regardless 
of type, prepares the wav for dis- 
tributor salesmen. Products that are 
well advertised (provided they live up 
to their ads) have been shown to have 
a greater acceptability than unheard of 
products. 

One of our maxims is: “If you don’t 
stock it, you can’t sell it”. However, 
an industrial distributor can’t stock 
every size of every item a manufac- 
turer makes, and neither can he stock 
a quantity to take care of orders of 
exceptional size. Manufacturers can 
fill this gap in the distributors’ busi- 
ness by having centrally located ware- 
houses. Many orders have been lost 
by a distributor because a competitor 
had a factory warehouse to draw on. 
\ warehouse is a close, logical sup- 
port to every distributor. 

The principal problem with factory 

warehouses is that unless the manu- 
facturer has a plan of controlled dis- 
tribution, these warehouses go into 
ompetition with the distributor. 
When a distributor has enough con- 
fidence to stock a manufacturer's prod- 
ucts, then the manufacturer should 
make definite plans to protect the dis- 
tributor. A constant thorn in the side 
of a distributor is the fact that he 
often has to compete with two or three 
other distributors and the manufac- 
turer at the same time. 

A workable obsolescence policy saves 
the distributor many headaches. Many 
times customers bring in material to 








PACKED WITH 
SATISFACTION 
WHEN IT’S 
Xe 4 4) 
WITH R/M 


Use Raybestos-Manhattan packings 
and gaskets for the valves in your 
plant, whether they're for oil, water, 
steam, sewage, chemicals, or any other 
gas or fluid. R/M manufactures a 
complete line of packings not only for 
valves, but for practically every type 
of industrial equipment. Your R/M 
distributor will be glad to help you 
select the right packing. Or write for 
the new R/M packing catalog today. 


Ba PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Bridgeport, Conn. Manheim, Pa. 
No. Charleston, S.C. Passaic, N.J. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings - Asbestos Textiles - Mechanical Rubber Products - Abrasive 
and Diamond Wheels - Rubber Covered Equipment + Brake Linings - Brake Blocks + Clutch Facings - Fan Belts 
Radiator Hose - Powdered Metal Products - Bowling Balls 
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1536-A Series. 

Equipped with Roller Bearing 
Vuleanized-On Rubber Tread 
Wheels. 


sem — CONSTRUCTION — PER- 
FORMANCE... these are the 


watchdogs that govern the build- 


ing of every Bond 36-A Caster, 
watchdogs that give you the 
assurance of satisfaction when vou 
choose Bonds for your job. 
Bond 36-A Series Casters are 
among the most popular swivel 
casters used throughout industry. 
Fork, base 


struction distributes the load 


and king bolt con- 


evenly. The double ball race is 
pressure lubricated for easy 
swiveling. 

We will be glad to send you a 
copy of the Bond Catalog K-38 
which includes information on not 
36-A Series but on all 


Bond Casters... 


only the 


write today. 


BOND FOUNDRY & MACHINE CO. 


Manheim, Pennsylvania 


n Bore 


built-for-the-job 
36-A SERIES 


CASTERS 


136-A Series. 
Equipped with Roller Bearing Semi- 
Steel Wheels. 


C-136-A Series. 
Equipped with Roller Bearing Celoron 
Wheels. 
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be repaired or to obtain additional 
equipment, only to find that their par- 
ticular items are obsolete. A realistic 
policy on the part of the manufacturer 
will help the distributor get old or 
slow moving items off his shelves. 

One of the biggest factors in build- 
ing sales can be cooperative manufac- 
turers’ salesmen. ‘There are three types 
of factory representatives. The oe 
gocs from distributor to distributor 
taking an hour of someone’s time tell- 
ing stories and discussing everything 
from the weather to baseball, except- 
ing his products. The second gets 
around every five or six months, stays 
about ten minutes and tries to sell 
half of the factory’s production. 

The third is the type we like to 
work with. He comes regularly and 
frequently, advising us in advance. He 
checks in the office and answers ques- 
tions that have been held for him. He 
checks the back orders to see if there 
is any material that he should check 
on, and then looks over the stock to 
catch any holes that we may have 
missed. He then goes out with any of 
our salesmen who need him, or if we 
have no particular calls, goes out on 
his own and reports back as to what he 
has done. A salesman such as this 
working with a group of livewire dis 
tributor salesmen, can push a manu- 
facturer’s sales up and up. 

Last but by no means least comes 
one little word that means so much— 
profits. With all the other points, 
without a fair profit a line is prac- 
tically worthless, except as an accom- 
modation item. Most first grade manu- 
facturers realize this fact on the gen- 
eral run of business, but few allow 
enough for their distributors to work 
on OEM accounts. 

We believe that the distributor 
should be able to handle all business 
in his territory with the possible ex 
ception of national accounts. In any 
case, the published selling prices must 
be high enough for a distributor to 
make a fair profit. 

Every manufacturer who follows this 
10 point program should have the 
best cooperation from the better dis- 
tributors, and will find his sales on top 
when others are going down 


Nu-Matie Grinder Organizes 
Selective Distributorship 


Nu-Matic Grinders, Inc., Cleveland, 
Ohio, has organized a sales policy to 
incorporate the industrial distributor 
on a basis insuring maximum sales and 
profits. 

The plan is to appoint distributors 
on a selective basis. Only enough dis- 
tributors will be appointed in any 
area to handle the maximum sales 
potential. This, the company believes, 





... With the RIGHT hose for every need! 


When you sell Hewitt-Robins 
industrial rubber hose, wrapped 
inside every cover is almost a cen- 
tury of hose-making experience. 
You don’t charge extra for it. . . 
it pays off in longer, more efficient 
service on the job. 


Hewitt-Robins research chem- 
ists know that no one type of hose 
can meet all the problems of in- 
dustry. That’s why they use nat- 
ural and synthetic rubber, cotton, 
rayon, nylon, glass, chemicals by 
the score—in whatever raw mate- 
rial combination is best for each 
service requirement. Testing en- 
gineers torture hose at the plant 
... give it months of wear and tear 


in a few days. Field engineers the 
country over help users get the 
longest service at the lowest cost. 


All of which means that the 
Hewitt-Robins name on a hose 
means it’s right for its particular 
job. 


Typical examples of Hewitt- 
Robins specially engineered rubber 
hose are: 


Acetylene - Acid - Air - Alcohol - 
Barge Loading - Butane-Propane 
- Cement Placement - Fire - Flex- 
ible Rubber Pipe - Foam - Fuel 
Oil - Hydraulic - Mill - Oil Industry 
- Pneumatic Tool - Rotary Drilling 


- Sand Blast - Steam - Suction - 
Vacuum, Industrial - Water - 
Welding (Twin-Weld”) 


Make your firm hose headquarters 
—acclaimed for quality, noted for 
variety and competitive when it 
comes to price. Become a Hewitt 
Rubber distributor. For complete 
details write Hewitt Rubber Divi- 
sion, 240 Kensington Avenue, 
Buffalo 5, N. Y. 


HEWITT-ROBINS 


HEWITT-ROBINS 


BELT CONVEYORS (belting & machinery) « 
PRODUCTS ¢ FOUNDRY SHAKEOUTS e 
BRUSHES « SCREEN CLOTH e 


INCORPORATED — — - —------, 


BELT AND BUCKET ELEVATORS «* CAR SHAKEOUTS «+ DEWATERIZERS « FEEDERS * FOAM RUBBER 1 
INDUSTRIAL HOSE « MINE CONVEYORS ¢* MOLDED RUBBER GOODS «+ RUBBERLOKT ROTARY WIRE 
SKIP HOISTS « STACKERS « TRANSMISSION BELTING «+ VIBRATING CONVEYORS, FEEDERS AND SCREENS 
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KELLER Power HACK SAWS | 


There's a 
KELLER for 
EVERY 
HACK SAW JOB! 


No. | Bench Model 


EASY TO SELL... 
the COMPLETE line . 


we ee Whenever a power hack saw is needed think of the KELLER 
complete line first. KELLER has a fast selling line of 8 power 
hack saws awaiting for you to name the job. They are built 
for power, speed, economy and satisfied customers. 
You'll get prompt service on any of the long line of KELLER 
POWER HACK SAWS. 
WRITE TODAY FOR DEALERS’ 
DISCOUNTS and COMPLETE DETAILS 


No. | Bench Model 
with Automatic Lift 


2347 UNIVERSITY AVENUE 
ST. PAUL”4, MINNESOTA 





BELT 
FASTENERS 
and 
RIP PLATES 








FOR HEAVY 
CONVEYOR 
AND 
ELEVATOR 
BELTS OF 
ANY WIDTH 


% FLEXCO Fasteners make tight butt joints of 
great strength and durability. 
% Trough naturally, operate smoothly through 
take-up pulleys. 
% Distribute pull or tension uniformly. 
%& Made of Steel, “Monel,” “Everdur.” Also 
“Promal” top plates. 
% FLEXCO Rip Plates are for bridging soft 
spots and FLEXCO Fasteners for patching or Compression Grip distributes 
joining clean straight rips. strain over whole plate area 


Order From Your Supply House. Ask for Bulletin F-100 


FLEXIBLE STEEL LACING cO., 4633 Lexington St., Chicago 44, Ill. 
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encourages distributors to build a 
“proprietary interest” in Nu-Matic 
Grinders by aggressively selling and 
promoting them. Since the company 
is only three years old, many distribu- 
torships are still open. First choice will 
be given to distributors who specialize 
in coated abrasives. 

As a further development in the 
plan, manufacturers sales agents are 
being appointed to work with and 
through the elected industrial distribu- 
tors in each sales territory, cooperation 
of the manufacturer’s agent in no way 
affecting the distributor’s discount. 

It is also planned to furnish the dis- 
tributors at cost pre-tested direct mail 
advertising, as well as catalog inserts, 
cuts and reprints of editorial articles. 


New England Carbide 
Appoints Representative 


The New England Carbide Tool 
Co., Cambridge, Mass., has appointed 
Oliver A. Hahne & Co. as their repre 
sentative in Chicago and adjacent mar- 
keting areas. 

Mr. Hahne has been’ working 
closely with the company in the de 
velopment of their line, resulting in 
the recent announcement to the trade 
of the company’s “Masonry Drill Bit 
Guide.” 

Mr. Hahne headed the industrial 
sales division of R. M. Hollingshead 
Corp. during 1949; and for fifteen 
years previous he was with Socony- 
Vacuum Oil Co., Inc., as specialties 
sales manager with headquarters in 


Chicago. 


Trade Buyers 
Subject to Sanctions 


A reminder that trade buyers un 
like domestic consumers, are subject 
to sanctions under the Defense Pro 
duction Act of 1950 unless acting in 
good faith, was contained in a letter 
of Harold Leventhal, chief counsel of 
the OPS. 

“The Act,” wrote Mr. Leventhal, 
“is specifically made applicable, in 
terms of prohibitions, to any person 
who purchases, in the course of trade 
or business, in violation of the regula- 
tions. The buyer is not subject to the 
treble damage provisions, but he is 
subject to the other sanctions of the 
act, from injunction suits to criminal 
prosecution in case of wilful viola 
tion.” 


Opens New Office 


Shingle & Gibb Co., Philadelphia, 
Pa., has opened an office and warc 
house at 210 Miller Street in Trenton, 
New Jersey. 








SEAMLESS INTERLOCKED ) T SQUARE-LOCKED 
FLEXIBLE HIGH-PRESSURE § ' y , = LOW-PRESSURE 
TUBING HOSE TUBING BING 
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There’s no end to the 
uses of WITT CANS 


— 


JOHN T. McCARLEY has been pro- 
moted to assistant general manager of 
the Philadelphia Div. of ‘The Yale & 
Towne Mfg. Co., while . 





Buch Manufacturing 


Honors Long-Time Employes 


The Buch Mfg. Co., Elizabethtown, 
Pa., honored its employes of 30 years 
or more at a recent testimonial dinner. 
Guest of honor was John Kline, the 
dinner being held on the occasion of 
his 53rd year with the company. A 
53-year pin and a two weeks vacation 
in Atlantic City, were presented to 
him by Willard W. Weaver, president 

of the company. 
Leonard V. Rowlands, publisher and 
general manager of Hardware Age 
Magazine, presented Mr. Kline with a 
membership certificate in the Hard- 
ware Age 50-Year Club, and the 
Oldham-Rust Co., New York, pre- 
sented him with a bouquet of 53 red 

, i , roses. 

Aside from their general use aS a . 1 < Roses were also presented to the fol- 


i 7 ’ lowing employees: Edward Belser, 47 
ontainer for ashes, garbage, and Le g employ , 
— »§ B° = vears; Harry Eshenbaugh, 46 years; Sol 


refuse, WITT CANS and PAILS a Backer, +3 years; Aaron Moyer, 37 
have many additional applications. years; Daniel Zerphey, 34 vears; and 
To mention a few, WITT CANS ¢ WITT CAN) end PAL Daniel Harley, 30 years. 

are used as cracked ice containers, features with others on these points... 


dry foods containers, fluid con- S™A'GHT SIDES—assure extra resistance 
y ? te rough handling. 


tainers, etc., while WITT PAILS peep rowinc corruGaTions—run full 

EC length of Can adding further rigidity. 
are used as cement, tar, OF Paste yeavy Gauce STEEL — provides battle- 
buckets, etc., wherever a durable ship ruggedness. 


: . STEEL BANDS—protect top and bottom of 
CAN or PAIL is required. r, (Can and act as shock absorbers. 


/ HOT DIP GALVANIZING—a hand process 
WITT CANS and PAILS ro ‘ after fabrication, insuring heaviest pos- 
have the “Right Angle (7 sible rustproofing. 
Wy STURDY LID—snug-fitting yet easy to re- 
move. 





COMMEMORATIVE plaque __ of 

Cleveland Twist Drill’s 75th anniver- 

THE WITT CORNICE COMPANY | sary is inspected by Joe Greeny at H. L. 
CINCINNATI 14, OHIO Pritchard's, Medford, Ore., which has 

| served as a Cleveland distributor for 


“Originators of the Corrugated Can" 15 years 
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they don’t exist at all, or they are were brought up to be gentlemen, 


the result of mismanageMent. 
You need a job badly, bywi 

a propqasition like that you aps 

orth while. So yg#e=" Te, 
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» — Jacobs 


Let's Lx 


advertisements 
like this 
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eg 

a 
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BRING YOU A 
CORDIAL WELCOME 


You can count on customers’ good will when 
you mention Jacobs Chucks. Over a period of 
years, these outstanding chucks have proved 
leaders in the field. Customers know from 
experience that if it’s a Jacobs it holds. 


Jacobs’ current campaign in AMERICAN 
MACHINIST, MACHINE & TOOL 
BLUE BOOK and MODERN MACHINE 
SHOP continues to promote good will 
through humorous, interesting cartoons that 
depict, in no uncertain manner, the strength 
of the grip of a Jacobs Chuck. Depend on a 
cordial welcome as a Jacobs representative. 
The Jacobs Manufacturing Company, 
West Hartford 10, Connecticut. 
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“Take your time. boys. My Harry has 
@ grip like a JACOBS CHUCK!” 


IF IT’S A 
IT HOLDS 


THE JACOBS MANUFACTURING CO.. WEST HARTFORD 10, CONN. 
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When Purchasing Rope— 


LET THE 
BLUE 
& 
YELLOW 
MARKER 
BE YOUR AIR TOOL and filter potential is sur- 


GUIDE veyed by W. F. Congdon, president 
of Tool Sales Co., Detroit, shown at 
his desk 


Found on the outside 
of 53” diameter and 
larger sizes and on Bay State Plans 

the inside of all ¢ ‘ 

smaller sizes Expansion Program 





- The Bay State Abrasive Products 
Co., Westboro, Mass., has obtained 
THE EDWIN H. FITLER Co. NPA approval for a $1,200,000 ex 
pansion program. Certificates of ne- 
PHILADELPHIA, PR. cessity have been issued and con- 
| struction already has been started. 
Sold by Dealers Everywhere Of the total, approximately $700,- 
000 will be devoted to the extension 
of present factory and storage build- 
= _ — ings. The balance is to be used to 
purchase new equipment, including a 
FOILED AGAIN | ADVERTISING | new 280 ft. long, high temperature 
ea tunnel kiln. 
| Those three little villains—Dust, Dirt, fj LIKE THIS The new plant productive area and 
land Grit—cre foiled every time “ty qui > ill | ] ly for tl 
they match their wits against a equipment bia De used argely or t ae 
CLEMENTS-CADILLAC blower- manufacture and finishing of vitri- 
suction cleaner. It blasts them | fied abrasive products, such as tool 
out of every nook and cranny sharpening wheels, honing stones, cy- 
of your machinery and lindrical re rless ai > grind 
cuhamab aati ens. | lindrical, centerless, and surface grind- 
ily, and economically. STimutale | ing wheels. 
Eligibl der NPA oe ce, 
igible under , 
Regulations #2 and pr ts. See 




















AND MLL AM IS OL MAND 
ClLEaAniNEe TOOL 
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=2% 





APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MACATINES 








IF YOU 
WANT A 


Profitable 
eve SELLER 
: i WRITE US | i 
CLEMENTS MFG. CO. jf FOR DETAILS ; 


6624 S. NARRAGANSETT AVE. CHICAGO 38, (LL JOHN M. DEMAREST has been ap- 
pointed assistant to the president of 
Utica Drop Forge & Tool Corp. 


« 


ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR DATA 
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RECORD CHECK is made by Mrs. 
Gertrude Hurst and Mrs. Myrtle Carter 
of J. G. Christopher Co., Jacksonville, 
Fla 





Hy-Pro Tool Co. 
Moves To New Building 


Hy-Pro Tool Co., although still a 
subsidiary of the Continental Screw 
Co., now occupies its own new build- 
ing on the grounds of and adjacent 
to the parent company in New Bed 
ford, Mass. 

The new building is of modern 
brick, single-story construction. It con- 
tains more than a full acre of floor 
space and is equipped with automatic 
tap-making machinery. Special atten- 
tion has been given to illumination 
and materials handling methods and 
equipment. 


A. D. Gugenheim Company 
Opens Lubbock Branch 


The A. D. Gugenheim Co., Inc., 
\marillo, Texas, has opened a branch 
in Lubbock, Texas—Diamond Indus- 
trial Supply Co. 

The recently constructed building 
housing the new branch is 60 by 130 
ft., and occupies a 100 ft. lot. Walter 
H. Lesch is general manager. 

Che Diamond Industrial Supply Co. 
will serve an area around Lubbock of 
approximately 200 miles, and includ 
ing all of west Texas 


C. Fred Watkins 
New Heller Sales Manager 
C. Fred Watkins has been ap- 


pointed sales manager of Heller Broth- 


ers Co., Newark, N. J. He will make 


his headquarters at Newcomerstown, 


Ohio. 
Before joining the Heller organiza- 


tion, Mr. Watkins was associated with | 


the American Swiss File & Tool Co., 


[It’s Easier to Sell 
the Sprout-Waldron 


“blue face’ 








Because of their widespread use and recog- 

. nition by American industry, Sprout-Waldron’s 

gpnod “Blue Face” Pulleys are fast-moving distributor's items. 

Whether it’s a rough materials handling job which demands 

the ultimate in belt-saving features...or a simple task of 

power transmission—there is a wide selection of “Blue 

w Face” Pulley types and sizes to choose from... with di- 
ameter sizes up to 72” available. 


5 
ws! 
~ 
+, 


mune 


Write for your copy of Bulletin 33 which contains 
full information about the profit-building “Blue 
Face” line. Address: Sprout, Waldron & Co., 
Inc., 3 Waldron Street, Muncy, Penna. 


146-A 


Sprout-Waldron 
Mb laniefe Tat. 9 Puginxee te 
L MUNCY F PENNSYLVANIA } 


| 
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Aone EMINGTON 


New cartridge-powered tool 
concrete or steel in one 


Simply hand-assemble stud and Then press loaded Stud Driver firmly Explosive charge imbeds stud solidly. 
power cartridge, load as a unit in against working surface, depress Open Stud Driver with a twist of the 
easy-to-open Remington Stud Driver, safety button, and pull trigger. wrist, eject empty shell, lead next 
end close. stud, Whole job takes seconds! 


” 
‘Uf It’s Remington, It’s Right!’ Remington 














STUD DRIVER 


or wood to 
operation 


bof tring- Tack 


| LOOK AT ALL THESE FEATURES | AT ALL THESE FEATURES 


COMPACT AND PORTABLE. Weighs only 5!4 pounds, ideal 
for scaffold, ladder and overhead work. Comfortable to 
use in any position, perfect for inaccessible places. 
SPEED. One man can set up to 5 studs in a minute. En- 
tire mechanism designed for speed, from loading to pull- 
ing the trigger to ejection of shell. Stud is set at what- 
ever depth is required—up to 234 inches, depending on 
material. 

ELIMINATES INVESTMENT IN OUTSIDE POWER. Operator 
has all the equipment needed right in his hand. Excel- 
lent for use in isolated areas. 
TRIPLE SAFE. Remington Stud 
Driver has plainly visible red 
dot indicator (A) to show 
when it’s cocked, safety (B) 
that must be depressed before and during squeezing of 
main trigger, and permanently attached safety shield 
(C) that must be compressed against work before the 
Stud Driver will operate. Trigger is well protected, can- 
not be tripped accidentally. Has only slight recoil and 
low noise level. 

WIDE VARIETY OF STUDS are available for every fasten- 
ing job—every stud trade-marked for the user’s pro- 
tection. Pull-out resistance as high as two tons in good 
concrete, depending on the stud used. Cartridges are 
available in 5 different power loads, covering all possible 
fastening requirements—any stud instantly assembled 
with any cartridge. 

RUGGED. All working parts of the Stud Driver are made 
of heat-treated alloy steels, housing of strong, light- 
weight aluminum that carries no operating stress. Lining 
of safety shield is a solid block of tough, resilient Du Pont 
neoprene. 

PRICE for Model 450 Remington Stud Driver — only 
$119.50—complete in rugged steel carrying case. Initial 
production and distribution may not keep pace with 
demand, but every effort will be made to fill orders as 
promptly as possible. 


we 
S BY oak SS 


A 
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1. Hanging steel sash and door bucks to concrete and brick. 

2. Anchoring wood plates to concrete floors and ceilings for 
setting partitions. 

3. Fastening wood furring strips to concrete for attachment 
of metal lath. 

4. Anchoring suspended ceilings, hangers, sprinkler systems 
and lighting fixtures to concrete. 


prem nm COCO OO HCHO CHO HSER EEE HESESESEEESESBESESLESESEOE 


ALL THESE JOBS... AND MANY MORE! 


Sets fastening studs as fast 
as 5 per minute...needs no 
outside power source 


Here’s a tool that can truly revolutionize your 
construction fastening methods—speed jobs and 
cut costs. In a matter of seconds, the Remington 
Stud Driver firmly fastens steel or wood struc- 
tural pieces and fittings to concrete or steel sur- 
faces. It’s as much as 100 times faster than 
methods now widely used. And this simple tool 
does the entire job... requires no outside power 
source or equipment. It’s compact, portable, 
rugged ...and safe. 

Proved by exhaustive tests to be the finest 
fastening system ever devised, the Remington 
Stud Driver is made by Remington Arms Com- 
pany, Inc., America’s oldest and foremost gun- 
makers. To obtain detailed information on this 
time- and money-saving tool, and for the name 
of your nearest distributor, fill out and mail the 
coupon below. 
Remington Arms Company, Inc. 


Industrial Tool Division 
939 Barnum Ave., Bridgeport 2, Conn. 


I am interested in obtaining detailed information on the Rem- 
ington Stud Driver Model 450. 


Name. 





Firm 





Position 


Address 











ee | 








5. Attaching conduit and panel boxes to steel and masonry. 
6. Anchoring light machinery to concrete pads. 

7. Erection of signs, awnings and blinds on steel or masonry. 
8. Hanging radiator housings to concrete or brick. 

9. Fastening soil pipe hangers to concrete. 


10. Fastening 2 x 4’s to steel structurals. 








IT’S THE 
NATURAL 


Extra strong—Extra durable, American 
Lumber Crayons are made by Crayon ex 
perts ... They are designed for the high- 
est legibility on all types of lumber. 
American Lumber Crayons are available 
in several different grades and sizes. 
Write today for FREE Industrial Crayon 
Guide describing our complete line of 
markers for every need. 


Dept. ML-57 


th American Crayon company ? 
yh N 


Sandusky jew York gay 


as a salesman, then as assistant to the 
vice president in charge of sales, and 
recently as general sales manager. 

In the course of his business experi- 
ence, he has travelled widely in the 
Middle West, in New England and in 
New York and New Jersey. 


“Old Order” Quotes 
Win Distributors Interest 

Distributors apparently go hook, 
line and sinker for nostalgia and “the 
old ox road”, judging by the popular 
interest of our “quotable quotes” in 
the special Anniversary Issue _ last 
month. Many of them made a guess- 
ing game of the thing, trying to puzzle 
out the who and the when of the 
various quotations. 

So here we go again with another 
couple of dozen, scrambled in time to 
catch you unawares. See if you can 
guess who made the following state- 
ments before you read the signatures: 


May 1911 
“Some manufacturers try to carry 
water on both shoulders by catering 
to both dealer and consumer. In 
many cases their dealers and consum- 
ers prices are so nearly the same that 
the dealer can scarcely more than 
break even. It is this class we cannot 
depend upon—the men who will load 
up the dealer and then go direct to 
the consumer.” 
E. E. Strong, 
Strong Carlisle & Hammond 
Nov. 1922 
“If the manufacturers will follow 
the rules of the game he will sell 
through instead of merely to the job- 
ber, and cooperate with good mer- 
chandise and a vigorous sales plan.” 
J. R. Hopkins, 
Adv. Mgr., Chicago Belting Co. 
May 1929 
“By eliminating branch stores, and 
avoiding the practice of going direct, 
we are able to operate—through the 
distributor's help—without a_ large, 
cumbersome sales force, a large num- 
ber of stocks situated throughout the 
country, and numerous credit risks.” 
Arthur C. Kingston, (v-p) 
Boston Woven Hose & Rubber Co. 
June 1936 
“There are manufacturers who care 
for only one thing, get the business. 
They don’t care whether it is through 
distributors, or comes from consumers 
direct, and further, have no set price 
policy. A sharp buyer can get the 
price.” 
H. E. Ruhf, 
Cleveland Tool & Supply Co. 
April 1912 
“Today as never before, all profes- 
sional life tends to limit and narrow 
the field of a man’s experience.” 
J. Raleigh Nelson 
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QUALITY 


that is proving 


VALUABLE 


in today's high 
production - - - 


Pe 


PLANER TYPE 


CHICAGO 
SAWS ......... 


top performance in these days when 
production is at a peak and dependa- 
bility so important. Such service is 
building business for the future because 
users naturally will continue in normal 
times with the quality that serves them 
best when, as now. speed, durability 
and low costs are vital considerations. 
Full particulars regarding CHICAGO 
SAWS will be sent upon request. 


CHICAGO SAW WORKS, INC. 


5042 S. WENTWORTH AVE. 
CHICAGO 9, ILLINOIS 











March 1927 

“When we have cut prices, just 
what have we done? We may have 
sold a bill of goods, yes, but we have 
put the knife into one of the biggest 

business assets—confidence.” 
C. D. Garretson, 
Pres., Elec. Hose & Rubber Co. 


April 1913 
“Tt is a well known fact among man 
agers of firms in the mill supply busi- 
ness that first class, all around sales 
men, with mechanical knowledge and 
selling ability are difficult to obtain, 
and the supply seems to be decreas 
ing 
Robert Kilpatrick 
Aug. 1922 
“. . . We would all like to be spe 
cialists. If you specialize on several 
lines you sell you will soon acquire a 
reputation as an authority. Buyers 
will know that you can give them the 
information they want about such sup- 
plies and they will look up to you and 
in time become steady customers.” 
Frank Farmington 
Dec. 1927 
“The successful distributor knows 
what it costs him to move a line. He 
is not the man who allows a few spe 
cialties to absorb the whole time of 
his salesmen at the expense of stand 
ird staple lines 
Horace Armstrong, 
Armstrong Bros. Tool Co. 


Jan. 1929 

“We specialize on 10 lines, and 
have gained the following benefits. 
Smaller inventory, higher rate of turn- 
ver, concentrated purchases and sales, 
lower overhead, smaller sales force, 
specific sales direction, less office and 
warehouse detail, lower sales cost, in- 
creased sales volume and _ increased 

annual earnings.” 
W. D. Whipple (pres.), 
Wayne Belting & Supply Co. 


Aug. 1927 
“Why should the mill supplies dis- 
tributor quote list prices and discounts 
to customers?” asked a _ well-known 
dealer recently. “If you go to a depart- 
ment store to purchase something, you 
are not given the list and discount; 
you are simply told the price of that 
irticle to you.” 
Editorial 
May 1927 
“Price cutting benefits no one. It 
works a hardship on the dealer and 
leads the consumer nowhere. It can 
be curbed by allowing the dealer a 
fair margin of profit—and by elimi- 
nating that class of dealer who guar- 
antees nothing and furnishes little 
more.” 
J. D. Nicklis (v-p) 
Manning, Maxwell & Moore 


1. A big advance in masonry bolt anchors. The 
RAWL HAMMER-SET is simple in construc- 
tion, but powerful in effect. 


2. RAWL HAMMER-SETS consist of a sleeve 
and nut held together by perfect precision taper 
friction. . 


3. The sleeve is formed with one vertical slot 
extending its entire length, which opens or closes 
according to variations in the diameter of the 
hole in masonry. 


4. Due to the absence of lead, there is no creep- 
ing, maximum load being sustained without 


slipping. 


5. RAWL HAMMER-SETS will hold anywhere 
in the hole—flush with surface—below surface or 
in bottomless holes . .. They are ideal for mak- 
ing fastenings to floors having a hard surface, 
but cinder mix or poor concrete underneath. 


6. Additional expansion is secured when bolt is 
turned home, drawing nut into sleeve. 


WHY CAULK IT? JUST HAMMER IT HOME! 


Approved by Underwriter’s Laboratories, Inc. 
for Electrical and Sprinkler Installations. 


For further information write Dept. I 


f 


RE RAWL EXPANSION BOLT REW ANCHOR 


SOLD THROUGH ALL LEADING HARDWARE 
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THE RAWLPLUG COMPANY, INC. 


727) CHURCH STREET e NEW YORK 13, N. Y. 





Modern Catalog 
For An 
Outstanding 
Industrial 


Supply 
Distributor 


This catalog contains MODERN 

features, typical of only Weinberg 

& McKee catalogs, a few of 

which are as follows 

®@ Prices of tools made of higt 
speed steel are printed in red 
ink 

@ Manufacturers’ trade-marks are 
reproduced in headings of well 
known products 

® Pages have a dividing rule be 
tween the columns for more 
effective presentation 

Be certain that your next catalog 

will be MODERN in every detail 
. . order it from Weinberg and 

McKee. Complete information 

gladly given without obli 

gation 


WEINBERG & McKEE, Inc. 


600 W. JACKSON BLVD. 
id 5 LG NClOM ya aa lO) 


Feb. 1927 
“I believe any salesman should be 
able to go out and sell goods at the 
market price. If you’re going to make 
price sell your goods, do away with 
your salesmen. Go to your printer 
and have your prices published and 
send them out.” 
N. S. Boyes, gen. mgr. 
J. T. Wing Co., Detroit 
June 1931 
“Price cutting inevitably results in 
lower standards of business morality, 
poorer service, handling of inferior 
merchandise, greater credit risk, re- 
duced dividends, and a_ tendency 
toward dishonesty.” 
Convention—Alvin Smith, 
Smith-Courtney Co. 
May 1940 
“I think it is high time that we in 
this industry ascertain what we can 
afford to sell and really sell, and let 
each line stand or fall by the yardstick 
thus created.” : 
Carl A. Channon 


At the Dallas Convention 


The Oldham-Rust Co. 
Elects Three New Officers 


The Oldham-Rust Co., Inc., New 
York, has announced the election of 
three new officers. David Warren and 
Harold B. Meyers have been made 
vice presidents. They have been con- 
nected with the firm since 1929 and 
1933 respectively 

Philip S. Rust, who came with the 
organization in 1946, was elected as- 
sistant secretary. 

Schuyler H. Rust and Gordon V. 
Oldham, founders of the company in 
1923, remain as president and secre 
tary-treasurer. 

[The company has added Peter 
Barry, a recent graduate of Manhattan 
College, to its sales force. 





PRACTICAL USE of abrasive belt 
backstand is demonstrated by Ed Goad 
of Minnesota Mining, to Ralph Aston, 
Martin Byrne and James Reese, as one | 
of the working exhibits featured dur- | 
ing the 3-day show. | 
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FOR SPECIAL SHEAVES 


hen your customer 
needs a special sheave 
—one with flywheel 
effect or offset hub or, 
in fact, any type of 
round casting used for 
power transmission, 
you can give extra serv- 
ice and make a big 
profit by sending spec- 
ifications and rough 
sketch to Pyott. Diam- , 
eter casting range is Ne 
from 2” to 144" and in fear 
practically any desired 
hub, spoke, face width 
or rim design—practi- 
cally all made from 
stock pattern equip- 
ment. 


- . 
WN 


eS 


CABLE DRUM 


FOR STANDARD SHEAVES 


_ delivery of 
your stock require- 
ments in fixed bore 
and interchangeable 
hub types of sheaves is 
one reason why more 
and more distributors 
rely on Pyott. A few 
franchises in selected 
territories are avail- 
able. Why not write 
for our interesting plan 
today. Pyott has inter- 
changeable stock flat 
belt pulleys. 


FIXED BORE 
SHEAVE 


FOUNDRY & 


MACHINE CO. 
310 N. Sangamon St., Chicago 7, Illinois 





SALL- 
SEARING 


GRINDERS 


Nationally Advertised for Years 
Baldor builds a complete line of bench and pedestal 
type grinders (including the Special Carbide Tool 
arinder shown above). 6” to 12” wheels balanced for 
= operation and precision grinding. Lubricated 
for life. 


Distributors: 

y 

YOU BULLETIN 
wy 321-E? 


BALDOR 

ELECTRIC COMPANY 
364 Duncan Ave., 

ST. LOUIS 10, MO. 


'ECONOM 
PRODUCTS 


ALWAYS READY FOR DELIVERY 
FROM STOCK 


We carry the largest stock of Machine Screw 
size Headless Set Screws in the middle west. 
They are made of flat, cone, or dog point to 
your order in brass, monel, stainless steel, or 
bronze Rod, also as ordered. For production 
economies and for stepping up efficiency sell 
the Economy line of Screw Machine Products 

Hollow Set Screws—Socket Head Cap 
Screws—Headless Set Screws—Stripper Bolts 
—Wrenches. 


ECONOMY MACHINE PRODUCTS CO. 


5217 Lawrence Ave. Chicago 30 











— 
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The Tax Education 
of Joe Jones 


How the “rapid amortization” 
section of the 1950 Revenue Act 
really works. 


By IRVING S. OLDS,* 


Chairman of the Board 
United States Steel Corporation 


* From an address before the annual 
meeting of the Chamber of Commerce of 
the State of New York. 


OF ALL DOMESTIC ISSUES Now un- 
der popular discussion, I know of 
none so thoroughly misrepresented 
and so completely misunderstood as 
the “rapid amortization” section of 
the 1950 Revenue Act. 

The root of most of this confusion 
is to be found in the fact that the 
word “profit” means one thing to the 
average citizen, and an entirely differ 
ent thing to an accountant or a tax 
collector. 


Paper Profit 


lo the citizen, a profit means ex 
actly what the dictionary says—the 
amount by which receipts exceed ex 
penses in a business transaction. It is 
money. It is spendable. The tax col- 
lector, however, deals often in profits 
that exist only on paper. Most busi- 
nessmen, moreover, have become so 
accustomed to paying taxes on these 
fictitious paper profits that they have 
virtually forgotten what a real cash 
profit is. 

It seems to me that if we could 
only view this law through the eyes 
of Citizen Joe Jones, and see how it 
would affect him in his business, 
much of the misunderstanding would 
evaporate. 

Let us say our Mr. Jones came 
home from the last war, found a small 
job which provided his support, but 
nurtured a strong desire to start a 
business of his own. I should like to 
put myself in his shoes, to see through 
his eyes, and to describe in his words 
the problems he meets as he launches 
his business career 


1 ¢ Joe Incorporates 


So—as Joe—I look around and 
decide that what this country needs 
is a brand-new gadget. Moreover, I 
think I know just what that gadget 
is and how to make it. Let’s call it 
a “whatzit.” 

The first thing I'll need is a ma- 
chine that costs $2000. Then I'll 
need the raw materials and a man to 
run the machine. 

So I incorporate myself, and go 


Another 
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Modern Catalog 


For An 


Outstanding 


Industrial 


Supply 


Distributor 


This catalog contains MODERN 

features, typical of only Weinberg 

& McKee catalogs, a few of 

which are as follows: 

® Prices of tools made of high 
speed steel are printed in red 
ink. 

® Manufacturers’ trade-marks are 
reproduced in headings of well- 
known products. 

® Pages have a dividing rule be 
tween the columns for more 
effective presentation. 

Be certain that your next catalog 

will be MODERN in every detail 
. order it from Weinberg and 

McKee. Complete information 

gladly given without obli- ; 

gation 


WEINBERG & McKEE, 


600 W. JACKSON BLVD. 


CHICAGO 6, ILLINOIS 


Inc. 








SPECIFY 


Cvari 
“WHITE-TAPE 


IN 6 FT.- 8 FT. OR 10 FT. LENGTHS 


Quality features 
packed into 
every inch of this 
outstanding 
white tape: 


Snow-white blade with bold, legible, 
jet-black numerals and graduations. 
Graduated in 32nds for first 6 inches. 

Sturdy die-cast case heavily chrome- 
plated, calibrated for quick reading in- 
side and outside measurements. 

Blade 12” wide made of finest high 
carbon steel— tempered —Bonderized— 
enamelled—baked. 


the best BU Naat 12m made 


at the lowest price yet 


Exclusive Evans automatic brake 
gives smoother push-pull action with 
absolutely no “creeping” of tape into 
case. 

Underside is white too. Mark with 
ordinary pencil, remove mark with 
flick of thumb. 

Every “Evans White-Tape” is un- 
conditionally guaranteed. 


Blade replaceable in seconds—with- 
out tools—without even opening casé. 
And Evans replacement blades cost far 


Check these list prices: 
10-ft. $1.49 8-f1.$1.19  6-ff. 98¢ 


& CO. * NEWARK 5,N. J. 
} es higher in far west and Canada 


k’” < 





SCREW GEAR 
DIFFERENTIAL 


CHAIN 
HOISTS 


EVERY SALE 1S PROFITABLE FOR YOU AND YOUR CUSTOMER 


Philadelphia Hoists not only meet industry's needs from 
¥2 to 20 tons capacity but they handle these loads at big 
savings in operating costs. The greater efficiency and 
easier handling of these Timken-Bearing equipped, strong 
Light-Weight hoists make them profitable in the hands 
of your customers. They more than pay their way. And 
because they earn money for their users they make money 
for the Distributors who handle the line. 


Features which help clinch sales include: the special forged 
load sheave mounted on Timken Roller Bearings—solid steel 
forged driving shaft—steel safety hooks attached to special 
analysis steel! die-formed electrically welded load chain 
chrome plated for rust resistance and increased life. Models 
include clevis, close headroom, extended handwheel and 
twin hook. 








Write for latest Bulletin PH. 61151 for 
full information on the “Philadelphia Line” 


CHAIN BLOCK & MFG. CO. 


Mascher & Norris Sts., Philadelphia 22, Pa. 


PHILADELPHIA 
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around to my good Aunt Mathilda, 
who generously agrees to pawn the 
family jewels and lend me $2000. I 
buy the machine, set it up in my 
basement, hire a man, get the raw 
materials, and the Whatzit Manufac- 
turing Company is open for business. 


Ihen I go out and establish a market 
for my product. And sure enough, 
it sells. 

Everything is going fine, and at 
the end of the first year b figure out 
where I stand. 

I find I sold exactly $10,000 worth 
of Whatzits, so there are my total 
receipts—$ 10,000 


Running Expenses 


Next I come to expenses. First 
thing I spent was $2000 for the ma- 
chine, so I put that down. Then I 
put down all my other expenses’— 
labor, raw materials, light and power, 
maintenance and repair of the ma- 
chine, selling expenses, advertising, 
etc. 

These running expenses come to 
precisely $8000. So I find that I 
broke exactly even. 

My tax return is very simple— 
receipts, $10,000; expenses, $10,000. 
No profit; no tax. 

I send the tax return to the collec- 
tor; repay the $2000 to my Aunt 
Mathilda, who is overjoyed; and come 
home feeling good. I’ve worked a 
whole year. While I haven’t made 
a dime, I haven't lost a dime either. 
Moreover, I’ve established a good 
business, and next year—if all goes 
well—I should make a profit for the 
first time. 

So I come whistling down the street, 
and there—sitting on my doorstep— 
is a gentleman from the Internal Rev- 
enue Bureau, who wants to ask me 
just one simple little question: 
“Whaddaya mean, no profit?” 

Well, I take him in and show him 
my books. They don’t feaze him at 
all. He just looks over at the corner 
and says: 

“How about that machine? You 
own it now, don’t you?” 

I say: “Of course I own it. I bought 
it, and I paid for it. That was my very 





first item of business expense.” 
Well, he looks at me kind of sadly 
and says: “Listen, pal, this may come 
as a great shock to you, but that ma- 
chine isn’t an expense—it’s a profit. 


You can’t spend it, or eat it, or wear 
it; but just the same, it’s profit!” 

Well, of course, I can’t see that at 
all, and I tell him so. I paid $2000 
for that machine. Until I get that 
money back, I haven’t made any proht 
at all. But he shakes his head and 
Savs 

“Look, Bud, life isn’t just that 
simple You're a businessman now, 
and you've got to start thinking like a 
certified public accountant, or a tax 
collector, or maybe even like a chair- 
man of the board That machine repre- 
sents a capital expenditure. And you’ve 
got to amortize it.” 


Spread Out Cost 


Well, I tell him that I’m certainly 
not going to do anything like that io 
a perfectly good machine. He can 
see I’m getting pretty sore, so he 
explains: 

“It’s like this. You paid for that 
machine, and you're entitled to re 
cover—out of your earnings—all the 
money you put into it. So up to that 
point, we agree. But here’s the catch. 
You're not entitled to get your money 
back all in one fell swoop. The law 
says you have to spread out the cost 
of that machine over its entire useful 
life. If we think it will last five years, 
we let you recover one-fifth of its 
riginal cost each vear, out of your 
earnings. If we think it will last 10 
years, you can get one-tenth of yout 
money back each year. And so on. 
Now it happens that the particular 
machine you have over there is good 
for 20 years, so we will let you ‘de 
preciate’ it at the rate of 5% per year. 
That’s what we mean by amortiza- 
tion " 

“You may call it amortization,” 
I tell him, “but I call it an outrage. 
What you're saying is that I’ve got 
to wait 20 years to get back the money 
that I had to pay out, cash-on-the 
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barrel-head, in one year.” 

“Put it that way if you want to,” 
he agrees amiably, “but that’s what 
the law says. Now let’s figure your 
income tax the way you should have 
figured it. You took in $10,000 and 
spent $8000. That leaves $2000, 
which you might call your ‘operating 
profit.” Now, “out of that $2000 you 


av _ lees - 


hold , 
r depe 
ont been a recogniz” 


tic O 
ed characteve % 
CLARK FASTEN: 
ERS for close to 
Century: 

on the machine. . .” 

“Wait a minute,’ I interrupt. 
“How do I ‘write off’ $100?” 

“Easy,” he says. “You just take 


CLARK Pros Pout Co | the $100 and put it in a bank. And 


| write off $100 to cover depreciation 


you do the same thing every year for 

20 years. At the end of that 20 years, 

your machine is all worn out, you've 
| got the $2000 you paid for it. So 
| everybody’s happy.” 

Well, I’m not happy about it at 
all, and I ask him: 

“What happens if I don’t earn 
enough in future years to cover that 
$100? Suppose there isn’t any ‘op- 
erating profit,’ as you call it?” 


MILLDALE, CONN 











It Gets Complicated 


“Brother,” he says, “take my ad- 
vice and don’t let that happen. If it 
does, hire yourself a smart tax lawyer, 


because right there the law gets aw- 

fully complicated.” And with that he 

; gets out his pencil and start’s figuring. 

Now, for purpose of illustration, 

= let’s assume that the tax rate appli- 

Leether Leet Leather cable to this business is 50%. Actu- 


ally, on a small corporation of this 
kind it would be lower than that, and 
on a big corporation it would be 
higher. But just to keep it simple, 
let’s call it 50%. 
So the Internal Revenue man gets 
through figuring and says: 
“Congratulations, my friend. You 
made a handsome little profit this year. 
: A | After paying all expenses, and writing 
Send Us Specifications or Samples for Prices! off that £100 ro pn depreciation i 
your machine, you had $1900 left. 
That is your taxable income. Now 
you owe me half of that, which is 
$950; and that leaves a clear profit of 
$950 for you. That's nice goin’.’ 
“It’s nice goin’ for you, all right,” 
EXCELSIOR LEATHER WASHER MFG. CO I agree, “but one thing puzzles me. If 


ah A tilde ht I really made a $950 profit, I certainly 
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ought to have enough money around 
to pay my tax with. But I haven't 
got a nickel. So what do I do about 
it?” 

“Buddy,” he says, in a kind of 
friendly tone, “if you don’t want to 
spend the next ten years in Alcatraz, 
you'd better run over and see your 
Aunt Mathilda!” 

And there you have the first chapter 
in the story of the tax education of 
Joe Jones. That’s how he found out 
about amortization, depreciation, and 
write-offs—the hard way. And that, 
also, is how he began to pay a cor- 
poration income tax on a paper profit 
that he had never really received in 
cash and would not receive in full 
until the end of 20 years. 


2 @ Joe Gets Into War Work 


Joe felt that he had been gypped; 
and if you look at it through his eyes, 
he had been. But he realized that 
every other corporation was being 
taxed in the same way. So he went 
ahead for five years, manufacturing 
and selling his gadgets. And by a 
strange coincidence, which occurs only 
for the purpose of this illustration, his 
receipts remained exactly the same 
each year. So did his running ex- 
penses and his tax rate. Every year 
he put aside $100 to cover depreci- 
ation on the machine, and every year 
he paid $950 in taxes. 

Then one day an Army officer from 
Washington walks into the shop and 
says: “Joe, we’re in trouble and we 
need your help.” 

“Sure,” savs Joe. “What can I do 
for you, Maior?” 

“Well, it’s like this,” the Major 
explains. “You know all about the 
national emergency. We've got to 
build up our defenses quickly; and 
the Army needs a lot of those whatzits 
you're making. So we want you to 
put in another machine, hire another 
man, and double your output. Will 
you do it?’ 


Not Enough Money 


“You bet I will,” says Joe. “Just 
tell me how I get the machine. You 
see I don’t yet have enough money 
to buy another one, and my Aunt 
Mathilda died last year.” 

“I’m afraid that’s up to you, Joe. 
You're going to have to buy the ma- 
chine yourself and pay for it, just as 
you did before. There’s not a thing 
I can do about that; but Congress 
has just passed a new law that ought 
to help you swing the deal.” 

“What law is that?” asks Joe, pull- 
ing up a packing case for the Major 
to sit on. 

So the Major describes the new 
amortization provisions of the Rev- 
enue Act and tells Joe just what they 
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will and will not do for him. He ex- 
plains that Joe is entitled te apply to 
Washington for a certificate, showing 
that the new machine is necessary to 
the defense program, When and if 


he gets that certificate of necessity— 
and after his new machine is installed 

Joe will be allowed to “write off” a 
large part of the cost in 5 years in 
stead of being compelled to wait 20 
years to recover his investment. ‘That 
is all the law does, the Major points 
out. 


Risk Involved 


He makes it clear that it does not 
guarantee anybody any profit of any 
kind; unless the income from the new 
machine is sufficient to cover the in- 
creased depreciation to which Joe is 
entitled, the certificate will do him 
no good whatever. ‘That is a risk Joe 
must take. Moreover, the new law 
does not even guarantee Joe a market 
for his product. But as long as the 
emergency continues, he can be rea- 
sonably confident of selling his ex- 
panded output, so he should come out 
all right. 

The certificate of necessitv, the 
Major also emphasizes, does not en- 
title Joe to a loan from the govern- 
ment or from anyone else. Yet it may 
help because —he says — “‘it’s a lot 
easier to get a loan you can repay in 
5 years than it is to get one vou can’t 
repay for 20 years.” 


Law Helps Expansion 


And there—the Major concludes— 
is the nub of the new law. It offers 
no financial incentive or reward to 
any business because—he explains— 
no patriotic American needs any spe- 
cial inducement when it comes to the 
defense of his country. What the law 
docs do, he points out, is to make it 
financially possible for many vital in- 
dustries to undertake, at once, a vast 
expansion program that they other- 
wise could not attempt, perhaps, for 
many, many years. 

Joe has just one question 

“What happens if, after a couple 
of years, the Army doesn’t need any 
more of whatzits? How will I pay off 
my loan at the bank?” 





“Joe,” says the Major, very slowly, 
“that’s a tough one. The amortization 
law that Congress passed during the 
last war would have protected you 
against that contingency; but the new 
law doesn’t. It’s a risk you'll just have 
to take, and one that a lot of other 
businessmen are taking. But Joe, we 
need those whatzits badly!” 

Well, Joe responds to that appeal 
as any other good American would. 
He borrows the money and expands 
his production. And here I am going 
to make two rather violent assump- 
tions. First, the government—in an 
excessively generous mood—permits 
him to write off the entire cost of his 
machine in the 5 years. Second, he 
buys the machine itself at the same 
old price of $2000. (To justify that 
assumption, I can only suggest that 
he got it through a friend, wholesale. ) 

In any event, our enterprising new 
businessman now has two machines 
in his basement. He has bought and 
paid for both of them. His certificate 
entitles him to recover the cost of the 
new one in 5 years; but he still must 
spread out the cost of the old one 
over the full 20-year period. And so, 
at the end of another vear, we find 
him preparing his tax return. 


Profit At Last 


kach machine, he discovers, has 
yielded an “operating profit” of ex- 
ictly $2000. On the new machine he 
takes the $400 depreciation his certifi- 
cate allows him; this leaves a taxable 
income of $1600—$800 tax for the 
government and $800 profit for him- 
self. On the old machine, however, 
he can take only the regular $100 
depreciation; so he pays his usual tax 
of $950 and has a $950 profit left. 

Now, for the first time, he can see 
exactly what the new law has meant 
to him in dollars and cents. His 
certificate is “saving” him $150 a year 
in taxes on the new machine, but it is 
also “costing” him $150 a year in 
profits. So he figures he’s breaking 
even on the deal, and sends a check 
for $1750 to the tax collector. 

This time the collector has no 
complains, but he is practically the 
only man in Washington who hasn’t. 
Joe wakes up, next morning, to find 
that, instead of being a_ patriotic 
American citizen, he has suddenly be- 
come Public Enemy Number One. 


3 @ Joe Adds Things Up 


In the very same Congress that 
enacted the law, some of the members 
are now declaring that Joe is raiding 
the Federal Treasury and robbing his 
fellow-taxpayers. They say that, at the 
end of 5 years, he will own his ma- 
chine, free and clear, and the govern- 
ment will have paid for it through tax 
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concessions. Many of the most dis- 
tinguished senators and_representa- 
tives agree that the Treasury 1s 
subsidizing Joe; and a member of the 
President’s Cabinet declares that it 
might be cheaper for the government 
to have bought the machine in the 
first place, and to have gone into the 


> 
2 


business of making whatzits, on its 
own. 

A certain labor leader, who is never 
slow to impugn the patriotism of his 
fellow-Americans, declares that Joe is 
so disloyal that he refused to lift a 
finger to fight Communism until the 
government had guaranteed him a 
profit. 

Newspapers report that two sepa- 
rate Congressional investigations are 
being started. A columnist predicts a 
scandal which will make that mink 
coat in the White House look like a 
dyed muskrat in the bargain base 
ment 


Simple Arithmetic 


Joe can hardly believe his eyes and 
ears. He knows every one of those 
charges is untrue—except, perhaps, 
that one about the subsidy. He isn’t 
quite sure about that; so he digs out 
1 pencil and paper and starts to figure 
it for himself. All it requires, Joe finds, 
is plain, old-fashioned, grammar school 
arithmetic. 

here are, he discovers, three possi- 
vilities. ‘The emergency will last less 
than 5 years; exactly 5 years; or more 
than 5 years. If it lasts less than 5 
years, he will be left saddled with a 
debt on his machine, and no amount 
f figuring will help, so he passes on 
to the second possibility. 

Here he finds that if the emergency 
lasts exactly 5 years, and if then there 
is no further market for the output 
»f his new machine, his situation will 
be this: 

He will have recovered—out of his 
own earnings—the $2000 he paid for 
the machine, and he will have settled 
his loan at the bank, in full. Over 
the 5-year period he will have paid 
$750 less in taxes than on the old 
machine; but he likewise will have 
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received $750 less in profits. 

Clearly, therefore, the government 
has made no financial contribution 
whatever to Joe’s business. By no 
possible stretch of the imagination 
could the socalled tax “‘concession”’ ot 
$750 have paid for a machine which 
cost $2000. So Joe can only conclude 
that the official who argued that it 
would be cheaper for the government 
to have bought the machine in the 
fizst place was either very weak on 
arithmetic or very strong on govern 
ment ownership. 

Morcover, the machine itself is now 
worthless, so far as Joe is concerned. 
Mechanically, it will be good for an 
other 15 years; productively, its useful 
life is over. Under any theory of taxa 
tion, Joe would have been entitled to 
recover the cost over the period of its 
useful life; so the certificate of neces 
sity has given him no tax “‘concession” 
whatever. Here is what has happened 

Ihe Army has received the defense 
materials it needed so badly; one more 
worker has been given a job; the gov 
ernment has collected $4000 in taxes 
it would not otherwise have obtained; 
Joe has received $4000 in profits. 
Moreover, he is now in a position to 
expand his production still further 
should some new emergency require 


it. 
Third Possibility 


Next, Joe comes to the third possi 
bility—that the emergency does not 
end in 5 years, and he is able to go 
right on selling the entire output of 
his new machine for the whole 20 
vears of its life. Those extra 15 years 
should be clear velvet for him, and 
that seems to be what his critics in 
Washington are most worried about 
Yet a few simple calculations—had 
the critics taken the trouble to make 
them—would have put their minds 
completely at rest. Here is what Joc’s 
figures show 

Since he will recover the entire cost 
of his new machine in the first 5 years 
he can take no depreciation on it 
thereafter. So in the sixth vear he 
finds his “operating profit” of $2000 
has become, automatically, his taxable 
income; instead of paying the govern 
ment a tax of $800, as he former 
did on this machine, he must now 
pav a atx of $1000 a vear on it. That 
is $50 per year move than he is paving 
on his old machine: ind he will have 
to pay this extra S50 everv vear from 
now on. 


Tax “Bonus” 


Thus, 15 years hence, when his new 
machine is worn out, he will have paid 
the government a tax “bonus” of 
$750, which will exactly wipe out the 
tax “‘saving’’ of $750 he enjoved in 





the first 5 vears. Over the entire 20 
years, he will have paid a total tax 
of $19,000 on the output of the new 
machine—$800 a year for the first 5 
years, and $1000 a vear for the next 
13. On his old machine, over the 
yeriod, he will also have paid a 

precisely $19,000—$950 

“years. It all comes out 


ce discovers a fact that 
snot vei penetrated the 


CC ; 
incinbers of Congress. 


slightest difference 
st of the machine is 
n 1 vear, 3 vears, 5 vears, 
1umber of vears. At the 
scful life of that machine 
useful life may be 
ilwavs be the same as 
ate applicable to the 
that machine remains 
thc makes no. difference, 
either, how large or how small the 
profit may be, or how widely it may 
varv from vear to vear. In the end the 
government will have collected the 
same amount—to the precise penny 
that it would have collected under any 
ther svstem of amortization. 

So, once again, the certificate of 
necessity has proved meaningless so 
far c’s fiscal operations are con 

rned. It will produce neither gain 


him as long as the tax 

ite applicable to his business remains 

nchanged. Should his tax rate go up 

the 20 years, however, Joe finds 

that he will have lost money. He will 

the government a larger tax 

than he would have paid had he not 

ised the rapid amortization provision 

of the new law in the first place. Con 

versely, if his tax rate declines over the 

next 20 vears, he will have gained an 

ictual tax saving 

hat respect, therefore, his cer 

represents a gamble—but not 

good gamble from Joe’s point of 

iew. He figures that anv man who 

will willingly gamble on a tax decline 

in the next 20 vears is engaging in 

the most magnificent flight of opti- 

mism that this country has seen since 
the Republican campaign of 1948. 


everyone’s on board 


with PEORIA CHAIN 


Nobody’s “left on shore” when a PEORIA CHAIN sale gets under way. 
Distributors are protected by a sensible factory sales policy that protects 
their investment, time and effort. Customers profit by using high-quality 
PEORIA CHAIN —a complete line of malleable iron chain produced 
by a well-established firm. Sell PEORIA CHAIN. Order now or write 
for free catalog. 


al 


400 CLASS 
PINTLE CHAIN 


700 CLASS 
PINTLE CHAIN 


ROLLER TOP 
TRANSFER CHAIN 


C CLASS 
“COMBINATION” 
CHAIN 


ELEVATOR 
BUCKETS 


* 


PEORIA MALLEABLE CASTINGS CO. 


FT. OF ALEXANDER ST., PEORi¢ i(LLINOIS 
CHAIN MAKERS FOR OVER 30 YEA: 
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KECKLEY 


FLOAT VALVES 


Direct Acting and Pilot Control 
Single and Double Seated 
are giving 
many years of service 


in Paper Mills, Packing Plants, Chem- 
ical Plants, Railroads, Steel Mills and 
Textile Mills. Continuous repeat or- 
ders prove that they have given com- 
plete satisfaction. There is no sales 
resistance as they know that quality 
and long life are built into Keckley 
products—not only Float Valves but 
Temperature Regulators — Pressure 


ANGLe wx GLOBE 
. 14—Single Seat—Pilot 
te 


Regulators — Steam Traps — Water 
Gauges—Gauge Cocks—Strainers— 
Safety and Relief Valves. The price 
is right. Your margin of profit is 
generous. Our experienced engineers 
are always at your service. We can 
still make prompt shipment. This is 
your opportunity to acquire a stock 
at present prices. 


Write for our new Catalog 51. 


1914—Serving Industry for 37 Years—1951 


O.C. KECKLEY COMPANY 


400 W. MADISON STREET 


CHICAGO 6, ILLINOIS 











Ini ri | 


handle this new market. 


nf 





Walst-0-0000050oee 


WANTED: 


36 Industrial Distributors for 
fast moving, profitable, nationally advertised 
KEY Pipe Joint Sealing Compounds 


S-: 1250 leading distributors across this nation have increased their sales and 
profits by stocking two of the most asked for sealing compounds on the market, 
KEY-TITE and KEY GRAPHITE PASTE. Key's liberal sampling program, along with 
consistent trade publication and direct mail advertising builds sales and profits for 
the stocking distributor. Inquiries developed by Key Company are followed up in 
many instances with a personal call by a Key Representative. Resultant new accounts 
are then turned over to active stocking distributors . . 
Compounds will be filled promptly, efficiently and with a minimum of delay. 
Increased advertising has added to the number of new accounts now using Key 
Sealing Compounds. The result— we are seeking additional stocking distributors to 


. so that orders for Key Sealing 


Here is your opportunity to increase your sales and profits by stocking Key Pipe-Joint 
Sealing Compounds. Write for complete information to 


2621 McCasland Avenue 
East St. Louis, Illinois 
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Hall & Co. Opens 
Spartanburg Warehouse 


Executives, and their representa- 
tives, of leading equipment and sup- 
plies manufacturers were guest of Hall 
& Company, Spartanburg, S. C., July 
21, at the formal opening of the new 
steel truss warehouse of 48,600 sq.ft. 
The 300x180 ft. building covers three 
acres, houses more than $600,000 of 
merchandise. 

President Fred N. Hall pointed out 
that the 600 feet of Southern Railway 
siding enables unloading of six cars 
at one time. There is a 180 foot truck 
loading platform at one end. 

All supplies in the warehouse are 
palletized to facilitate easy handling 
by fork lift trucks. Skylights in the 
six steel sections of the warehouse pro- 
vide adequate natural light which is 
supplemented with fluorescent lights. 

A feature of the warehouse is a 
pneumatic tube system for movement 
of orders from general office at one 
end of the building to the counter at 
the far end where all shipping and 
receiving activities center. 

This new warehouse is a result of 
the rapid expansion of the company 
which was organized January 23, 1945. 
Mr. Hall was formerly general man- 
ager and treasurer of Montgomery & 
Crawford, a position he held for more 
than eleven years. 

The company is maintaining its 
original building at 197 West Main 
Street, which has been converted to 
a retail outlet with Jack H. Hall, old- 
est son, as manager. F. Nelson Hall, 
Jr., youngest son, is now traveling and 
selling hardware. 

During the formal opening of the 
new facilities the company entertained 
the large number of guests and visitors 
at an old fashioned Southern barbe- 
cue. 


“Flying Squads”’ To Check 
CMP Violations 


Manly Fleischmann, administrator 
of the NPA, recently bolstered the 
agency’s nation-wide CMP compli- 
ance campaign by organizing “flying 
squads” of enforcement officers to 
gather evidence of wilful violation for 
“immediate and vigorous prosecu 
tion.” 

When a manufacturer fails to fol- 
low instructions of an NPA compli- 
ance investigator to cease infraction 
of CMP regulations, Mr. Fleischmann 
stated, a “flying squad” will visit his 
plant. The squad will consist of spe- 
cialists in tracking down legal evidence 
for use in litigation. 

The NPA administrator said these 
cases of wilful violation will be re 





ferred immediately to the Department | 
of Justice for criminal prosecution or 
to an NPA hearing commissioner for | 


§ 

issuance of a suspension order with- | 

drawing CMP allotments and priority | ad 
assistance. 


Since July 30, NPA investigators 


have been auditing the records of the 
Nation's industrial consumers of steel, 
copper, and aluminum to check com- 
pliance with CMP regulations. Con- 


ducted by 200 men, the investigation e 
is covering the operations of about <. ; Save time 
1,000 representative companies in a — 
cross-section of industries and trades 
affected by CMP. manpower... 
The investigation has _ disclosed z salt P 
many violations by manufacturers, i 
which make it difficult for other manu- es rm , and money e 
facturers abiding by regulations to pro- "2 
cure their authorized material needs, 
Mr. Fleischmann said. These are the 
major violations: 
1. Failure to cancel or adjust out- 
standing orders that exceed limitations 
on the use of materials set by author- 
ized production schedules; 
2. Placement of duplicate orders 
with different suppliers; and 
3. Placement of orders for delivery 
in a single month for more than 35 
percent of the total quarterly allot- - 
ment. TOE ETM Cay 
NPA now has a criminal prosecu- - 
tion pending against the Ender 
Manufacturing Corp., New York, 
manufacturers of fluorescent lighting 
equipment, and Jules Levenstein, its 
president, who allegedly diverted steel 
obtained for defense production to the 
grey market. 
The agency is also preparing about 
10 other cases for criminal prosecu- 
tion 


Appliance Maker Customers 
May Be Headed For A Jolt 


For maintenance, conversion or production 

Happy-go-lucky makers of consumer : : 4 
rations, these hydraulic jacks are 

durable goods who thought NPA was line ope ‘ y J 


fooling about fourth-quarter metals efficient for pressing gears, pinions or bush- 


nat “Hapeenn tay delgado eee kncoh tom nen  ings—or for helping to shift heavy machin- 


How many there are, not even NPA 'd high d 
knows for sure. But it suspects that a for maximum lifting speed. = ery, move heavy stock or other large load- 


substantial number of household ap lifting operations. The 30, 50 and 100 ton 


yliance manufacturers disregarded the er x 

eatin for filing CMP applications models feature the two speed _— permit- 

for steel, copper and aluminum. ting operator to contact load quickly and 
Thev were first asked to file before : raise it easily. 

a decision had been made to bring 

the m esate a - . ~y . Ghenguneneatiiaanaadin Made in models of 1%, 3, 5, 8, 12, 20, 

ee request ha hed id not | SEER ash©——«=« SD e100 cnet. Wit 


- completes lifting load with high for complete details. 
July 31 brought such a light response | Pressure pump at slower speed ° 


that NPA gave the industry until elite cnaiacinie 
W ednesday of this week (Aug. 15). 


has been a bulge in NPA t . w//, 
ion a me vont aly CMP HEIN WERNER CORPORATION ede ener 
analysts. It looks as though a lot of | Waukesha, Wisconsin pe rAULIL SALAS, 


appliance makers have dealt them- | 
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Geecle wwstrial BARROWS E M B U RY 


The Lantern with the 


One of the most popular bar- Automatic Standing Bail 
rows made by Buch. It has a ol 

4 cu. ft. capacity and is the prac- 
tical barrow for handling all 
types of wet or dry loads. Tray 
is deep-drawn from a single 
sheet of 15 gauge sheet steel 
with rolled over edges rein- 
forced by 4" steel rod. If de- 
sired, it may be obtained with 
prime hardwood handles instead 
of tubular steel. (154) 


Just about the strongest barrow 
ever made. Its 5 cu. ft. capacity 
tray is made of 16 gauge sheet 
steel, lapped and riveted at cor- 
ners. Its edges are turned over 
1/," steel rod for extra strength. 
Barrow is 26” wide and all 
seams are welded. This model, 
too, is available with wooden 


handles as well as the tubular . ha 
165 b 7 ... handle always 


ones shown. (155) - - : 
yoo Load 5 ' @ > upright, ready to grasp. 
2 


. jot . tbe See Wréte: EMBURY MANUFACTURING CO 
These are just two o e fast- yi 

ARSA 
specialized heavy-duty barrows in the oe MEW Nae oe 
profitable Buch Line. Write, today, for 


cee i ae eae a EMBURY <= 


jit@: MANUFACTURING COMPANY ELIZABETHTOWN, PENNA. LANTERNS & TORCHES wi aM 











FOR 


Originality 


LOOK TO (Xcelite) 


Stubby 3'4” 
Nut Driver 


“ALLIGATOR” “CARSON”-“NEWTON” Nut Driver 


SWISS PATTERN AMERICAN PATTERNS With & Blade 


Is the customer looking for an adjustable 
FOR YOUR FILE ORDERS kt Geet Rstadete ae 
shaft? Insulated 5” hollow shaft nut 
driver? The XCELITE line offers him the 


Carson Newton Distributors can be sure that they have sizes and types of screwdrivers, nut driv- 
ers and other hand tools his job requires 


the right file for any job their trade may have, that it will — ——_ -d oe Se ae 


give satisfaction and bring repeat business. XCELITE catalog? If not. write for one on 
your company letterhead. 


Today our plant is at top speed serving AMERICA. PARK METALWARE CO., INC. 
Perhaps we can serve you. Dept. F Orchard Park, N. Y. 


es Quality Took 


YOU CAN’T BUY OR SELL A BETTER FILE Preferred By Experts 


CARSON-NEWTON CO. BELLEVILLE, WN. J. ee eee 
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selves out of fourth-quarter allot 
ments. 

Nobody knows for sure what to do 
about them. Late-comers with appli- 
cations for fourth-quarter construction 
materials got a curt note in reply: no 
more materials. This may not happen 
to appliance makers, however. They 
have powerful friends in Congress and 
more than once have demonstrated to 
NPA that it pays to handle them with 
care. Besides, controls boss Manly 
Fleischmann has already set a milder 
tone. He Says non filers of CMP ap 
plications will not be frozen out en 
tirely. But he also says that applica 
tions which arrived after Aug. 15 
will not be processed. That may 
mean plenty of trouble for the non 
filers 

Here’s why. Long before Fleisch 
mann announced that makers of con 
sumer durables would come under 
CMP, his allocaters had set aside steel, 
copper and aluminum for the industry. 
I'he steel set-aside was supposed to 
allow 65 pe of the 1950 production 
rate: copper and aluminum were set 
somewhat lower 


Last Minute Call 


hen came the decision to bring 
consumer durables under the CMP 
allotment system, and the last-minute 
call for applications. None of this af- 
fects the set-aside for the industry 
one way or another, so far as tonnage 
is concerned. Failure of some in the 
industry to file applications doesn’t 
take away any tonnage for the fourth 
quarter. So technically, they are not 
frozen out. They can go ahead and 
place their orders if they can find a 
producer of controlled materials who 
will accept them. 


Barb In Announcement 


The catch is that appliance makers 
who did file their +B applications, and 
received their allotments, will be shop 
ping around, too. CMP-approved or 
ders can knock unrated orders off mill 
schedules anytime after Nov. 1- 
which means the manufacturer left 
outside the CMP system can’t count 
on delivery even if his order is ac 
cepted. That’s the barb in Fleisch 
mann’s announcement that late ap- 
plications will not be processed. 

If CMP were working smoothly, 
the non-filers might manage some 
how, as the metal theoretically is there 
for them somewhere. But the current 
inflation of orders on mills could eas- 
ily carry over into November. If it 
does, the plight of the manufacturer 
without an allotment will be critical 
during November and December. 
After that he will be operating with 
CMP allotments of his own—if he 
files an application when he is sup- 
posed to for first-quarter metal 


This ts 
Critical! 


MORAL: Sell plain or self-lubricating wheels for better deliveries! 


There are not enough roller bearings to meet the demand. 

There are many more Bassick Casters available with self-lubricat- 
ing or plain bearing wheels, and we can make better delivery on them. 
Their load capacity is as great as any caster with roller-bearing wheels. 
Their performance is entirely satisfactory for many operating condi- 
tions, and they’re more economical. 

Where semi-steel wheels are used, suggest plain bearing wheels. The 
popular Bassick “Baco” (soft rubber tread) and “Atlasite” (hard 
tread composition ) wheels are supplied standard with self-lubricat- 
ing bearings. 

Sell them with confidence and satisfy de- 
mand. THE BASSICK COMPANY, Bridgeport 2, 
Conn. Division of Stewart-Warner Corp. Jn 
Canada: Bassick Division, Stewart-Warner- 
Alemite Corp., Ltd., Belleville, Ont. 


Making more kinds 


of Casters--- 


Bassick Fra 
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“Fan Makers Must Lower 


Manufacturing Sights” 
ore PS 0 Fourth-quarter CMP allotments to 
fan and blower manufacturers will be 


the same as the third-quarter allot- 


ment in steel and lower in copper 
al p 5 and aluminum, the NPA announced 
recently at a meeting with the indus- 


try advisory committee. 
NPA said the industry will have to 
: : | “lower its manufacturing sights,” be- 
sic Service . 4 Consumer cause of the decreased allotments, and 
industries Service probably reserve its production of fans 
is industries and blowers exclusively for the filling 
Tee Mac of defense-rated orders. 
hird-quarter CMP allotments were 
pair Shoriring ShoPs issued on the basis of 68 to 83 per- 
2 cent of the manufacturers’ estimated 
fourth-quarter requirements, varying 
in each controlled material. 
Want more shim profits? Then, An industry spokesman charged that 
choose the shim that meets user tests “the government fails to recognize the 
in every field! You'll widen your essentiality of fans and blowers to de- 
— you'll step up sales with fense-producing industries.” 
me Se Sew ek SN NPA officials stated that the per- 


quality that does make a difference : 
deb an tae te eee ee centage of materials allotments to fan 


with Precision Brand. In brass of and blower manufacturers was the 
GROUND FLAT STOCK steel; accurate, uniform and packed equivalent of allotments to producers 
MUSIC WIRE to suit every customer requirement. of all other types of general industrial 
equipment, 
= 4 PRECISION STEEL WAREHOUSE, inc _ They declared that as soon as the 
x PITTI ITTY full fourth-quarter allotments are is- 
; FEELER STOCK « QR 4009.25 WEST KINZIE STREET © CHICAGO 24, HALINOIS sued, placement of orders with the 
DRILL RODS B 3 > SHIM STEEL @ BRASS SHIM @ MUSIC WIRE mills will be simpler. The full allot- 
ORME ROD © THICKNESS GAUGE STOCK @ GROUND FLAT STOCK 

ment will compel many manufacturers 
to cancel outstanding orders that are 

in excess of CMP limitations. 


Stainless Steel Philip C. Ekblom, of NPA’s Gen- 
Ss _—_—— eral Industrial Equipment Division, 
tm te) LT S presided. The following committee 
S c R E W S . . members attended: 
= => Rawson Vaile, American Blower 
= 3 Corp.; Wallace W. Allen, American 
N U T ) 2 Cool Air Corp.; Geo. E. Szekelv, Bay- 
WA S 4 E R S lev Blower Co.; Walter Holt, Buffalo 
Forge: R. A. Wasson, Clarage Fan 
Co.; Thomas J. Flanagan, Garden 
City Fan Co.; Robert W. Nelson, 
American Air Filter Co.; R. D. Stump, 
Meier Electric & Machinery Co.; 
STAINLESS STEEL FRSBENE D. L. Herndon, The Murray Co. of 
BOLTS SCREWS NUTS UILD SALES Texas, Inc.; and, Gardner C. Derry, 
Machine Machine Hexagon wl Sturtevant Div., Westinghouse Elec- 
Carriage Cap Square | ° ght application necessary tric Corp 
Lag Wood Wing TT 
WASHERS ~~ seals belting from for- 
All Types RIVETS . Timp on belt or pulley Profit Margin Study 


All Types FITTINGS 
All Types 



































A Complete Line 
Available from Stock 


and preserves belting Aids Management 


Available also in Monel, Alumi- Sprofs belting Management must know profit mar- 
num, Everdur, Naval Bronze and fF AB injurious ingredients such gins realized on individual products in 
Alloy Steels as resin, grease, ete. selecting products to sell, setting sales 
We are prepared to fill your 2 @ keeps belting pliable in all kinds of prices and deciding how much can be 
one he your Xam | atmosphere and under all conditions. spent profitably for advertising and 

© good for all types of belting selling, according to a research study 
The regular use of CANTOL BELT WAX will not made public here today by the Na- 


- 
only insure better traction but will give a new Ss 4 
LSUhf7, PSS lease on the life of the belt itself. CANTOL spells tional Association of Cost Account- 
. « « let us send you 


em to your advantage. ants. 
al 


SCREW & :{o) ms CORP. We urge users to buy through their distributor. The study. entitled “The Assign- 
’ : 5 
135 Church St., New York 7. N.Y. & CANTOL WAX PRODUCTS CO. ment of Nonmanufacturing Costs to 


co 7-0675 . pa 
BLOOMINGTON INDIANA Products,” is based on an analysis of 
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the techniques used by 70 major com- 
panies to obtain product costs. The 
report revealed that multiproduct com- 
panies usually encounter difficult prob- 
lems in obtaining separate costs for 
their products. These difficulties 
arise, it was pointed out, because the 
various products share in common the 
benefits from marketing and adminis 
trative activities and facilities. 

While most of the companies inter- 
viewed by N. A. C. A. prepare peri- 
odic reports of profit or loss by prod- 
uct lines to determine what products 
need attention, these reports were al- 
most always supplemented by special 
studies, when changes in the current 
pattern of marketing activities were 
proposed, in order to project the ef 
fects such changes will have on prod- 
uct costs and profits. 

Under such circumstances many of 
the companies interviewed were found 
to be guided by the margin after de- 
ducting variable or separable costs from 
sales income, rather than by net profit 
after allocation of all costs. The reason 
for this approach, it was learned, lies 
in the avoidance of arbitrary alloca 
tions which must be made when all 
costs of selling and administration are 
distributed to individual products. 


Product Cost Purposes 


The study showed that product 
costs are wanted by management fot 
three purposes 

1. To determine profitability of 
present products under conditions cur 
rently prevailing. 

2. To aid in estimating the effect 
that a change in products, methods 
of marketing, or selling emphasis, will 
have on product costs and profits. 

3. To provide cost information 
which management wishes to have 
when setting selling prices or deciding 
whether or not to accept business at 
a given price. 

Information with respect to profit 
ability of products assist management 
in making the most advantageous dis- 
tribution of sales emphasis and points 
out products which are in need of 
attention, the report revealed. As an 
example of the first, one company 
stated that the first time it determined 
the profit margins being realized on 
individual products, it found that cer- 
tain items were highly profitable, but 
that sales volume for these items was 
small, presumably because little sales 
promotion work had been done on 
them. When these products were 
stressed more heavily in advertising 
and selling, a substantial increase in 
volume was obtained with a beneficial 
effect on over-all profits of the com 
pany 

Another company which had previ 
ously sought nation-wide coverage for 
all of its products discovered that 


Perfect 
a 





The demand is there. 

With worker time becoming more expensive, assemblers are 
using more socket screws—easier to reach hard-to-get-at places, 
a positive grip at all times. 

The brand is right, too—Bristol’s Socket Screws. They cons 
form to Class III fit and give “custom-made” strength for 
“regular”’ prices. 

And we help put demand and brand together with— 


NATIONAL ADVERTISING to purchasing agents, design engineers, produce 
tion men, maintenance men (magazines, direct 
mail, publicity, trade shows) 


NEW PACKAGE excellent shelf display, metal-edged for sturdiness 


SALES HELPS—including catalogs, pamphlets, 
demonstrations 





SALESMEN’S “CORRESPONDENCE COURSE "’— it 
sparks up every man’s effort and helps make 
more socket screw sales per day. 














So why don’t you get acquainted with Bristol’s line. i 
- why de get a § e, its 

100% distributor policy,” and unmatched distributor -_ 
port? Write: 


Mill Supplies Division 


THE BRISTOL COMPANY 


WATERBURY 20, CONN. 
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Severance carso-mitis.22. NATIONALLY 


The all-purpose CARBIDE mill at LOW cost. Use them same 
as you would High Speed mills or Rotary Files — Same KNOWN AS THE 
machines — Same speeds (or higher). No more, time com 
suming, “kid-glove” care. Just chuck them up in your ORIGINATOR 
regular equipment and watch these RUGGED CARBO. 
MILLS go to work! of 


SOUuD "tr ' ( canso-mius ASK NO SPECIAL FAVORS ) GROU N D-from- 


CARBIDE 
CUTTING 3/32” SHANKS @ag 
HEADS 7 Standard Numbers, | | i the-Solid 
teeth to remove stoc ster over long period 
ca i L ! Midget Mills, 
Chatterless 
Re f A : 
IREEARR: 12 stanoano numaers - Countersinks, 
¢ } iit THE POPULAR t 
1 ih : | t WORK BENCH SET etc. 
Hl | 
NO PROBLEM OF Ccanso-mitis PREFERRED BY Operators! ) 
TOOTH CHIPPING 


=> ANAT i Lape 


1/4" SHANKS 4 [ STANDARD But 
20 Standord Nur NUMBERS 


Bs aoe oo 
ta ors wi sessing | { ' t & f i SURPASSED 


THAN ROTARY FILES 
( REGRINDING — Due to CARBO-MILLS being ; x ce 1d aye cipal, This ad is opening 








of vse—os well after regrinding as when + 





CARBO - MILLS by the ORIGINATOR of Ground-from-the-Solid Mills) 





a 














made of Solid Carbide repeated savings are he te esc ah arviphesy Bows 
mode possible through successive regrinds Special toot Mer . urs for doors for our dis- 


INVESTIGATE NOW! rai hg, > aoc . tributors thru the 
SEND FOR BULLETIN CM olutely no r pages of 23 


= ay : nd current Trade NEED 
or tonilet ne a Magazines 


GRouND from the Solid 











TYPE A RIP 


TO SEARCH 


Men Who Use Them Know... FOR A SAW SUPPLY 


We have all types of top quality 
ve 5 L T Ce | aa circular saws available for imme- 
diate shipment. In less than a week 
we can satisfy your requirements 
1S THE FINEST NAME IN VISES For’ your benefit we maintain a 
stockpile of BLADE Brand circular 
saws to meet your every need! If 
you are having trouble filling or- 
ders for saws, a word to us... by 
letter, by wire or by ‘phone... will 
be sufficient. 
And don't forget BLADE Brand cir- 
cular saws not only give you the 
highest quality, customer satisfying 
product but also better discounts. 


Write for the new BLADE catalog, 
price list and discounts 








687 lowa Ave., Saginaw, Mich. 








FOR FAST SERVICE —CALL US! 


Write for 32 page catalog of Vises, 
Work Positioners and Industrial Clamps. scaee ee 


Combinction & 


Sold Only Thru Distributors , bas Hollow-Ground 


WILTON TOOL MFG. CO. Dept. A 
925-D WRIGHTWOOD AVE. 909 W. 3rd Ave 
CHICAGO 14, ILL. Columbus 12, Ohio 
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some items ceased to be profitable 
when shipped beyond a certain dis- 
tance. By dropping these items from 
the line sold in distant areas where 
potential volume was small and by 
establishing branch plants in other 
areas, profits were improved. 

lhe study brought out the tact that 
averaging of nonmanufacturing costs 
over all products by expressing the 
costs as percentages of sales or manu- 
facturing costs, obscures the differ- 
ences in costs which management 
needs to know. Instead, methods are 
needed which bring out what it costs 
to market each product or product 
line. 

Monthly statements showing his- 
torical costs and profits may indicate 
the need for managerial attention to a 
given product line, but they seldom 
tell what action should be taken, the 
N. A. C. A. report emphasized. Fur- 
ther study is generally necessary to dis- 
cover this. Volume was indicated as 
1 usually important factor affecting 
costs, its influence being readily meas- 
urable by available accounting tech- 
niques 

\ number of companies interviewed 
prepared product income statements 
which show variable costs and income 
margin after variable costs, before de- 
ducting fixed costs to arrive at net 
profit on each product. This type of 
statement is considered more useful 
than the conventional type of income 
statement because it supplies the 
basic data needed for making deci- 
sions involving changes in volume. 

Cost is only one of the factors that 
need to be considered in pricing, the 
report stated, but product costs are 
used as guides from which to measure 
profit in deciding whether or not a 
product deserves a permanent place 
in the company’s product line. It was 
indicated that a substantial amount of 
judgment and understanding is essen- 
tial in the use of cost information for 
pricing 

The study warned that rigid adher- 
ence to a full-cost-plus approach may 
result in loss of business to competi- 
tors and failure to obtain most profi- 
table utilization of a company’s facil 
ities. On the other hand, it was 
pointed out, losses may result when 
no attention is given to the necessity 
for recovering fixed cash as well as 
out-of-pocket costs. 


Republic Supply 
Offers Priority Info 


\ new Department of Priorities, 
which will be a source of information 
for the firm’s customers on govern 
ment regulations under the Controlled 
Materials Plan, has been announced 





























That’s the way your customer want it—increased produc- 
tion at low cost. And that’s the way of W-S Carbide 
Tipped Tools, made with the grade of carbide best suited 
for the job. Tool shanks are rust-resistant and made 
from highest quality steels. The famous Wendt-Sonis 
line assures greater accuracy .. . . better finish. 

Welcome new “regular” customers the Wendt-Sonis way. 
Build your carbide tool business into “big business” by 
Lecoming one of the profit-making W-S distributors. 


FREE! NEW CARBIDE EQUIVALENT CHART 
Send for new chart showing carbide manufacturers’ 
grade recommendations. This chart will help boost 
your W-S sales and profits! Write WENDT-SONIS 
COMPANY, Hannibal, Missouri. 


\ 


N 7 
WENDT sonis 


CARBIDE CUTTING TOOLS 

© CENTERS e COUNTERBORES © SPOTFACERS ® CUT-OFF TOOLS 
END MILLS e FLY CUTTERS © TOOL BITS © MILLING CUTTERS © REAMERS 
ROLLER TURNING TOOLS ¢ SPECIAL BITS 
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SPEEDO 
COUNTS 


When a breakdown occurs and 
your customer needs a length 
of flexible metal hose at 
once, it is good to know 
that ATLANTIC is al- 
most as close as your 
own stock room. 
The telephone at your 
elbow—the telegram 
blank on your desk 
activate a top notch 
production service 
that insures maxi- 
mum speed and 
accuracy in de- 
livering what 
you want. 
{ 


Better 


METAL 
HOSE 


for conveying 
chemicals, steam, 
oils, tars, asphalt, 
alkalis, gases, light 
solids, retriger- 
ants, gasoline . . 
for absorbing vi- 
bration, correcting misalignments, 
mobile service, eliminating thermal 
expansion straims ... 


In all workable metals from }4”— 
36” LD. inclusive. Standard or 
special couplings. 





Write for Bulletin 100 
See our Catalog in Sweet's File 
for Product Designers. 


ATLANTIC 


METAL HOSE CO., INC. 


104 West 64th St 
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by John J. Pike, president, The Re- 
public Supply Company of California. 

J. T. Rutherford, former Chicago 
sales manager for Reed Roller Bit 
Company has been appointed priority 
analyst and is responsible for the in 
terpretation of all government control 
orders affecting either Republic Sup 
ply or the wide range of western 
industries it serves. 

R. M. Chewning, merchandise 
manager, pointed the need for such a 
service when he said, “Interpretation 
of regulations and priorities under 
CMP has become such a specialized 
field that counsel of a priorities analyst 
is needed on a great percentage of our 
business. Proper procedure is an in 
dustry-wide problem which we have 
had to solve for ourselves. We are 
now prepared to share such informa 
tion with customers for the benefit of 
all concerned.” 

During World War II Rutherford 
acquired a store of knowledge and ex 
perience on government regulations 
through handling priorities when proc 
essing sales orders. He will act strictly 
in an advisory capacity, leaving legal 
problems to the firm’s attorneys. His 
advice on priorities procedures will be 
invaluable to the trade. 


Tax Consciousness 
Can Boost Income 


Tax consciousness on the part of 
alert business management can both 
increase net income before taxes and 
minimize taxes on that income, James 
J. Mahon, Jr., partner of Lybrand, 
Ross Bros. & Montgomery, Philadel 
phia, told members of the National 
Association of Cost Accountants re 
cently. 

Current business planning, he 
urged, must take cognizance of the in 
evitable effect on our tax structure 
of the expenditure of a significant 
part of our national income to main- 
tain the military machine over the 
next decade, whether or not there is 
total war. 

It seems safe to assume, the speaker 
went on, that as a result, tax rates on 
business income will exceed 50 per 
cent over that period and that rates 
on high personal incomes will be 
practically confiscatory. Nevertheless, 
he predicted, conservative manage 
ment will not adopt a “‘last-fling” 
frame of mind and carelessly dissipate 
its dollars in an orgy of spending. Al 
though the government may be bear 
ing 77 percent of an expense, the ex 
penditure should not be made unless 
it is mandatory or can reasonably be 
expected to yield some return in in 
creased current or future profits. 

In Mr. Mahon’s opinion, current 





GOOD 
SELLERS 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly . . . safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
repeat item. 


NOLAN PULLER JACK AND 
LOAD BINDER 


Used in industrial 
plants, conmstruc- 
tion work, quar- 
ries, mines and oil 
fields for moving 


machinery and 
other heavy arti- 
cles. Two types: 


TAIL CHAIN 


3 ton (5 ton with sheave block), 15 ft. load 
chain, 31 ft. tail chain with release block. 
3% ton, 8 ft. toad chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 





Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 
| dustries are big 
| users. 


NOLAN TRACK BRACES 


Holds railway tracks 
to desired gauge 
where service is 
severe.Can 

be used 

again and 

againfor _ 

quick, 

easy, low 

cost repairs. 


All Nolan products are 

carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


118 Pennsylvania Street * Bowerston, Ohio 
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high tax rates should encourage maxi- 


mum utilization of deductions that 

* 
ensue from legitimate expenditures. aA porn 
Expenditures for research, design, ad- 


vertising and promotion are currently 


deductible, but, he pointed out, the | | 
benefits will inure in the future—pos- 

sibly in lower rate years. As an exam- | 

ple, he cited Studebaker as enjoying | 


a tremendous competitive advantage 
when it promptly introduced a newly- EFFECTIVE 
designed postwar model after World | 
War II. 
In commenting on the excess prof- | NATIONAL ADVE RTISI NG 
its tax, the accounting executive con- | 
ceded that there is little management 
can do to minimize this tax liability 
except to carefully examine the pos 
sible application of all provisions of 
the tax law to make certain that the 
most advantageous adjustments, elec- 
tions, options, credits and alternatives 
are availed of. For example, the pos- 
sible overall tax savings resulting from 
the filing of a consolidated income 
and excess profits tax return by an 
affliated group, rather than separate 
returns, should be examined. 


Russ Chamberlin Co. 
Builds New Place 


Customer convenience and ma- 
terials handling efficiency are designed 
into the new quarters of Russ Cham- 
berlin Co., at 234 SE 12th Ave., Port- 
land, Ore. The firm deals in industrial 
and vulcanizing supplics and moved 
from its old quarters at 33 NW 9th 
Ave., several months ago. The firm 
was founded in 1930. 

Ihe new building is a one and a 
half storied structure of steel and con 
crete 70 by 100 ft. It is set back on 
a 100 by 100 ft. plot permitting ampk 
parking for customers off the street in 
front. An electric sign of modern 
design stands on the corner. 

Show windows on the oats of the Taylor Chain’s consistent advertising is the key to more sales 
building light up a 55 by 35 ft. dis pe : Ses § : rs. ‘ ae ° f 

Ras sali aladuter detain: Mae ‘dik te and more profits for you! This program develops brand pref- 
play a € are ‘ : : as Sah 
the rear on two levels. A large door- erence and sales for the Complete Line of Taylor Made Chain. 
way which permits trailer trucks to Although national in scope it is local advertising for you, because 
enter the building is at the left on each month thousands of customers and prospects in your 
12th Ave. Trucks can deliver right locality are exposed to Taylor Chain ads in these publications. 
alongside the stockroom back of which The Saturday Evening Post * Collier's * National Safety News * Iron & Steel 
are the receiving and shipping areas. Engineer * Foundry * Blast Furnace & Steel Plant + Industrial Equipment News 

* Fleet Owner * Commercial Car Journal * Super Service Station * Oil & Gas 
Journal + Drilling * Drilling Contractor * Mid-West Farm Paper Unit 


Linear. Inc. Promotes Investigate your opportunities with this long established 
- . : ) 


John H. Swarts manufacturer of quality chain today. Send coupon for details! 

Linear, Inc., has promoted John H 
Swartz to the position of chief engi- 
neer 

Mr. Swartz will direct all the en- | 
gineering activities of the company, 
including design and product appli 
cation of materials for the industrial 
and aviation field. 


S. G. Taylor Chain Company 
Dept. 6 


psa Tay LOR MADE 


A GREAT NAME IN 


Name , e 
1 
iliinees SINCE 873 
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WITH: VICTOR’ 5. 
‘COMPLETE: LINE! 


Se nnn ee ee 
Years of consumer acceptance and 
Victor dependability are just a few of 
the many reasons why Victor is con- 
stantly making new customers... re- 
peat sales! And when you add Victor’s 
complete textile belting line, you’ve got 
a combination that’s hard to beat for 
volume sales! 


You can broaden your sales horizon 
when you sell Victor’s complete line 
of textile belting—solid woven cotton 
— Neoprene impregnated — canvas 
stitched and Balata, plus a complete 
variety of belting specialties. They're 
made in a full range of widths and 
plies, and are available with special 
treatment to meet specialized service 
requirements. Always sell Victor Belt- 
ing...the first choice for conveying, 
elevating and power transmission. 


i ‘h —- 


Tew verre 
_— ene 


wrrere 


CA RE SAN SE 


Bata uta & T. xtile iz tina C o. 


6 W. Hubbord St 


7] 


Thermoid Subsidiary 
Goes To General Tire 


I'hermoid Company’s wholly-owned 


Canadian subsidiary, Joseph Stokes 
Rubber Co., Ltd., has concluded ar- 
rangements for the sale 
tially all of its assets to the General 
lire & Rubber Co., Ltd., of Canada. 

lhe sale will materially improve the 
working capital position of the Ther 
moid Company, home offices of which 
are at Trenton. Stokes of Canada will 
be able to repay indebtedness to a 
Thermoid afhliate in the amount of 
$750,000. In addition, Stokes will re- 
ceive cash and notes. 

Manufacturing automotive and in- 
dustrial rubber, textile and asbestos 
friction products, the Thermoid Co. 
operates plants at Trenton, N. J. 
Charlotte, N. C.; Nephi, Utah; and 
Huntington, Ind. 

Under the terms of the sale, Ther- 
moid Ltd., the Canadian parent of 
Stokes Rubber, will retain a building 
at Welland, Ont., and all machinery, 
equipment and inventory used in the 
manufacture and sale of brake linings 
and clutch facings in Canada. 

[hermoid Ltd. will continue its 
sales of clutch facings and brake lin 
ings in the Canadian automotive mar- 
ket, including original equipment and 
replacement. 


How “Essential” 
Are Orders For Cranes? 


A method of determining the rela- 
tive essentiality of orders for cranes 
now on their books currently is being 
pushed by the Overhead ‘Traveling 
Crane Industry Advisory Committee. 
Ihe group met recently with officials 
of the National Production Authority 
to debate the question. 

I'he committee told NPA that the 
industry now has a delivery lead time 
of from 15 to 17 months on standard 
size cranes and from 22 to 24 months 
on heavy cranes. In normal times this 
backlog would be only from six to 
eight months 

[he committee pointed out that 
more than 90 percent of these orders 
carry DO ratings. Unless some way is 
found to indicate which are most es 
sential to the defense effort, confu 
and disruption of production 
schedules will develop. NPA agreed 
to consider the suggestion 

NPA said it has been studying the 
necessity of freezing periodical sched 
ules of production at some future 
date. The committee expressed no ob 
jection, stating that it would give its 
concurrence to such an order if NPA 
regarded the move as beneficial to the 
industry generally. 

NPA officials, in discussing the pres 


sion 
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SELL GREENLEE 


AND YOU ALWAYS SELL 


Long-lasting GREENLEE Spiral Screw Drivers 


The choice of many of the nation’s lead- 
ing plants for assembly work and main- 
tenance crews. Husky and dependable... 
fast-working, easily operated. Special 
long-wearing phosphor-bronze drive 
nuts for extra long service. You can 
recommend them with real assurance! 


Big volume builders for you . . . 
GREENLEE Pipe Benders and 
Pipe Pushers. One man quickly 
makes smooth, accurate bends 
in pipe and conduit up to 442”, 
tubing and bus bars with the 
GREENLEE Bender. Pushing 
pipe under streets, 

floors, etc. is simple, 

fast work with the 
GREENLEE Pusher. 


Other profit-makers in the GREENLEE line: 
Hand Benders for Tubing « Electricians’ Knockout 
Tools * Auger Bits and Drills * Automatic Push Drills 
Chisels and Gouges * Mortising and Boring Tools 
for Woodworking Machines * And many others. 
Get sales facts today. 


TOOLS FOR CRAFTSMEN 


GREENLEE 


Greenlee Too! Co., Division of Greenlee Bros. & Co., 
1929 Herbert Avenue, Rockford, Illinois, U. S. A. 





IVAN is watching you 


needs as well. We can’t allow needless 
shortages to take prices skyrocketing and 
lower the value of our dollar. 


‘AN is a dyed-in-the-wool Communist. 

There are only 6 million party mem- 
bers like him in all Russia, yet these Com- 
munist brass-hats enforce the iron 
dictatorship of the Kremlin over 200 mil- 
lion Russians. 

He’s sold to the hilt on Red ideas. Which 
means he’s out to get you. He believes it’s 
either you or him . . . that the world is too 
small for both. 

Ivan is working hard to beat you down. 
He has a big head start. 

Right now he’s got you in a bad spot. 

Ivan is afraid of only one thing. 

He fears your ability to out-produce him 
in guns, tanks, planes. 

Frankly, he doesn’t think you value your 
free system enough to do it . . . to make 
willingly the sacrifices he has squeezed out 
of the Russians. 

But he’s wrong! 

Because you and all of us have set out 


to build more and better weapons—to do 
it faster all the time. 

We must use every bit of know-how and 
inventive skill we have to improve our 
machines and methods—to turn out more 
and more for every hour we work. Only in 
this way can we become militarily strong. 


But we’ve got to supply essential civilian 


Sure, that means sacrifices for everybody. 
But doing this double job well is the only 
sure way to stop Ivan in his tracks—and 
to save the freedums which are ours and 
which he has never known. 





FREE... 


MAIL THE COUPON— Name 


How Americans developed bet- 
ter machines, power and skills 
to build a great nation . . 
we have been able to produce 
constantly more per hour. . . 
How this has given us the world’s 
highest living standard. 


this important booklet tells you how our American System Grew Great 


How we can meet today’s challenge—Why 

we must expand our productive capac- 

. Why _ ity...supply arms and essential civilian 
needs, too. . Read how this dynamic proc- 

ess a in free booklet, “The Miracle 

of America,” end 

of management and labor. Send for 

your free copy today! 








The Advertising 


Council, Inc., 25 West Address. 





45th St, a4 B. P. 


New York 19, N.Y. Occupation. 











This advertisement, approved by representatives of management, labor and the public, is published in the national interest 


McGRAW-HILL PUBLISHING COMPANY 
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AHLBERG BEARING COMPANY 


ESTABLISHED | 


~ 
fagrent Aas GENERAL OFFICES 3025 8. 47Te siacet, cHicase 32, HLS 


December 27, 1950 


Mr. Robert P. Rose 

District Manager 

Factory Management and Maintenance 
§20 North Michigan Avenue 

Chicago 11, Tilinoie 


Dear Mr. Rose: 


We at Ahlberg have long felt a deep mutual interest 
4 anlberg since the factory mainte- 
very large 
And a6 





anl — 
aiestribution channels so a6 tO AHLB 
this important replacement market with 


seible speed and effectiveness, BALL BEARINGS - ROLLER BEARINGS Taeust 
seanines * BALL BEARING wousines 





ur worthy *anlberé gtory* to this vital 
supplement the calle of our distri- 
{etant advert lieing througn the 
etive medie. that 0; 

the publication which ranks hi 4 

coverage bY reason of its high editorial qua 

far the most effective and sales stimulating per 

ment dollar. 

Because "Factory" fille this desired media pill, 1% 
has h gition advertising 
schedules ~~ 4oing we ite part & good- 
will puilding job we have conetantly for eince our 
inception. 

sincerely, 


ARLBERG BEARING COMPANY 


(jpn 


R, Lb. Schutte 
RLS: ack Ase't. Mer. Sales 


R. L. Schutte 
Asst. Mgr. Sales 
AHLBERG BEARING COMPANY 


A McGRAW-HILE PUBLICATION 


{DP — 


Member of Associa’ 
ted Business Publicat -_ 
ions " 
and Audit Bureau of Circulations _ 


- HELL 


42ND STREET 
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Those are the words of Mr. R. L. Schutte, Asst. Mgr. Sales, Ahlberg 
Bearing Company. 


What does Mr. Schutte expect his advertising to do? “...to presell and 
supplement the calls of our distributors,” he says. 


Where does Ahlberg advertise? “Our experience,” continues 
Mr. Schutte, “is that by using the publication which ranks high in 
readership and market coverage...is by far the most effective.” 


And on that basis, “FACTORY fills this desired media bill.” 


Here’s another important manufacturer who sells through distribu- 
tors, telling you what he’s found out about FACTORY. Here’s more 
proof that FACTORY can help you on every product line you handle. 
Be sure you’re getting the help that advertising in FACTORY can 
give you. 





‘ ~ AHLBERG 


anremines “onutee SEaRinGs . 
SEARing "OUSings 


TaRUST 





PUBLICATION 


NEW YORK 18, NEW YORK 
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REPEATS! 


MEANS 


Eastern pattern 
16 gauge scoop... 


Quality — 
satisfaction — 
brings 'em back 
for more 





Available in Arrow, Bull’s 
Eye and Gold Target Brands 
—non-splitting, non-curling, 
normalized steel blades— 

seasoned ash handles and 
precision balance.They all add 
upto one thing—customer sat- 
isfaction. And when they aresat- 
isfied, they'll be back for more! 







And remember, there’s no in- 
ventory confusion when you 


stock Magor’s simplified line. 
for illustrated 





Write today 
price list. 





CAR CORPORATION 
SHOVEL DIVISION 
| SO CHURCH ST., NEW YORK 7, N.Y. 


@ 7294 


FAST 
SELLING 
MAGOR 
BRANDS 












MASTER - POWER + DIGWELL - ARROW 


+ GOLD TARGET 


BULLS EYE 


334 


“nt supply of certain critical material 
stressed that steel and copper would 
be in short supply for some time. 
Aluminum supplies should increase 
during the first quarter of 1952 be 
cause new aluminum facilities will be 
in production by then. 

Joe H. Peritz, of NPA’s Genera! 
Industrial Equipment Division, pre 
sided. 

These 
tended: 

John C. Ederer, Ederer Engineering 
Co.; Frank M. Blum, Harnischfeger 
Corp.; G. H. Schroeder, Euclid Crane 


committee members at 


& Hoist Co.; Leo Sohn, Bedford 
Foundry & Machine Co.; H. A. Fen- 
nerty, Alliance Machine Co.; Arland 


Walkley, Manning, Maxwell & Moore, 


Inc.; W. W. Peattic, Northern Engi- 
neering Works; Sidney Buckley, 


Shepard Niles Crane & Hoist Corp.; 
ind Edgar C. Rice, Whiting Corp. 


Somers. Fitler & Todd Co. 
Announces Changes 


W. R. Kerr has been appointed a 
sistant sales manager in charge of gen 
eral industrial sales for Somers, Fitler 
& Todd Co., Pittsburgh, Pa. He has 
been associated with the company for 
thirty vears, covering at various times 
five territories. 

George A. McKee has joined the 
Engineering department as materials 
handling engineer. He has been en 
gaged in the sale and engineering of 
hoists, cranes and allied products in 
the Pittsburgh territory for the past 
14 years. 

John Llewellyn has been appointed 


office manager in charge of invoicing, | 


expediting, filing and order process 
ing. He came to the company from 
the Jones & Laughlin Steel Corp. 
where he served as cost analyst. 


Lindsay, Oberholzer & Co. 
Starts Wilmington Warehouse 


A new building for a branch ware 
house in Wilmington is being con 
structed by Lindsay, Oberholzer & 
Co., Philadelphia. 

The structure is one-story stccl, 
brick and cinderblock. It is located on 
A. St., where Market crosses the Chris 
tina River. A feature of the new 
branch will be facilities for easy han 
dling of heavy power transmission 
equipment and facilities for easy han 
dling of heavy power transmission 
equipment and facilities for off-th« 

treet parking. It is expected the build 
ing will be opened for service in the 


f4)) 




















COLLIS .cmit'. 





% COLLIS Equipment fills today’s 
important production needs so well 
because they are made by men 
skilled in making this type of equip- 
ment. Supply the proper unit from 
a complete range of types and sizes 
for Drill Sleeves and Sockets, Lathe 


Centers, Chuck Arbors, and Drill 
Drifts. We will handle your orders 
promptly. 


THE COLLIS company 


CLINTON, IOWA 










Within the circle | 
is the reason why 


ATLAS 


CAR MOVERS 


move freight cars 


FAST! 


Within the cir- 
cle is the sec- 
tion where the 
‘*compound 
leverage’’ is 





developed. 





@ All your customers who ship and 
receive freight need these easy, speedy 
Car Movers. The quick approval they 
get gives you fast sales action. Wher- 
ever you see sidetrack and shipping 
platforms think of ATLAS and you make 
a sale. No time like the present be- 
cause every season is a selling season 
for ATLAS Car Movers. 


Appleton-Atlas Car Mover Corporation 
1421-25 So. 2nd St. Milwaukee 4, Wis. 
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~ TOOLS YOUR men KNOW AND TRUST... 


Starrett 


; SHOP EQUIPMENT 
M) PRECISION TOOLS 
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More than 80 million Starrett advertising messages ... well over 614 my 

million per month during the next 12 months ...and every Starrett ad Indust c 

tells every reader, “Buy Through Your Distributor.” This new, expanded Uist 

Starrett advertising program in 35 key publications* reaching consumers, 

industrial buyers and specialized trades — including the top ranking INDUSTRIAL ARTS 
Saturday Evening Post—is designed to build even greater acceptance VOCATIONAL 
for Starrett Tools and to help establish your house as headquarters for oes 
the complete line of widely advertised Starrett products. This powerful 

program pre-sells for you now, saves your time, boosts your sales and 

profit. It is also a valuable investment in customer preference, loyalty 

and good will for the future. 

*These Publications Carry Starrett Advertising Regularly: The Saturday Evening 

Post, Popular Science, Popular Mechanics, American Machinist, Machinery, Mill & 

Factory, Tool Engineer, Modern Machine Shop, Purchasing, Industry, Industrial 

Equipment News, Industrial Distribution, Hardware Age, School Shop, Industrial 

Arts & Vocational Education, Motor Service, The American Automobile, El Auto- 

movil Americano, Ingenieria Internacional, American Exporter, Canadian 3% 

New Equipment News, Oil & Gas Journal, Construction Equipment, Industrial 


Woodworking, Meat ( Meat Kutter Band Saws ), Meat Merchandising, Meat Packers 
Guide, Bakers’ Helper. 


HERE’S HOW YOU CAN CASH IN ON 
THIS POWERFUL SALES PROMOTION 


The Starrett Distributor Sales Promotion Plan pro- 

vides complete material for an 8-point program 

that will completely identify you as a Starrett dis- 

tributor. It includes a complete advertising mat and 

electro service plus many sales-tested display, direct 

mail and sales promotion items. Cash in on this valuable free service. 
Get the whole story from the Starrett salesman or write for 
Bulletin No. 1300. 


L.S. STARRETT OMPANY Fe. MASS 





SINCE 1880 STOCK AND SELL THE COMPLETE LINE 


WORLD'S GREATEST TOOLMAKERS _ EXMCIACr er TT ig rca ocho 


CKSAWS, BAND SAWS and BAND K 





@ The uniformly high quality of AMERICAN 
WELDED AND WELDLESS CHAIN is reflected in all 
AMERICAN CHAIN products. Shown here are 

a few of the many items that American Chain 
distributors can offer their customers. 

There is also a full line of ACCO Registered 
Sling Chains and other factory-made assemblies. 
Sell AMERICAN—the complete line of chain 

and chain products. 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 





